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MADE ONLY BY 


—= Milton Bradley Co. 


Springfield, Mass. 
“‘Makers of the World’s 


Best Games’’ 


TOYS AND NOVELTIES. 


Summertime Sales 


WE can put you in position to 
"sell more toys in May, June 
and July than during the month of 
December. 

Why? 

Because, first of all, more toys, 
wheel toys, especially, are used 
then. 

And also, because we are the 
largest distributors of these goods 
and have an outlet so stupendous 
that any statement describing it 
would sound extravagant. 

We prefer to let our prices do the 
proving. They'll do it on sight. 


Write For Our Catalog 


Exclusive Wholesalers of General Merchandise 
NEW YORK CHICAGO _ ST. LOUIS 
MINNEAPOLIS DALLAS 
SAMPLE HOUSES: 

Cincinnati, Cleveland, Kansas City, Milwaukee, 

Omaha, Portland, Philadelphia, Seattle. 
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Selchow & Righter Co. 


We are very enthusiastic about our 1913 line, 
which we feel is the best we have ever offered to 
the trade. | 


Our sample lines of Import goods, embracing 
many new. items, are now complete. We call atten- 
tion especially to our 


Tea Sets, Boats, Mechanical Toys, 
Plush and Skin Horses, Etc. 


Our assortment of DOLLS grows larger and 
better each year. Full stock of Jointed and Kid 
Body Dolls, dressed and undressed. Also Celluloid 
and Character Dolls. 


We carry at all seasons of the year a full stock 
of Domestic Toys. 


BEAR IN MIND THAT WE ARE SOLE DISTRIBUTORS OF 
PARCHEESI CORTELLA 
CROKINOLE LASSO 

SPELLING BOARDS 
JOLLY TUMBLERS 


AND MANY OTHER POPULAR SELLERS 


Selchow & Righter Co. 


620 Broadway 
NEW YORK CITY 
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No. 3 “Noiseless” Cart 


Big Value for 10 Cents A Profit-Maker at 10 Cents 


: No. 7 “Noiseless” Coal Wagon 
No. 4 “Noiseless” Top Wagon 


No. 26 


Will Get You the oe 50 Cent Value for 35 Cents 
HAVE YOU SEEN OUR NEW CATALOG ? 


ILLINOIS METALS COMPANY 


J. P. BURKE, General Manager 


22nd and Campbell Avenue CHICAGO, ILLS. 
REPRESENTED BY- | 
McCLURG & KEEN MACDONALD SALES CO. HARRY B. PEARCE 
215 So. Market Street | 156 Second Street 221 Fourth Avenue 
Chicago, IIl. San Francisco, Calif. New York 
OWENS-KREISER CO. . GEO. BORGFELDT & CO. 
29 E. 19th Street, N. Y. 16th Street and Irving Place, N. Y. | 


Specialties 
For the Fall Trade 


Embracing the Following Items 


Which We Control Exclusively: 


The Universal Three Coin Bank 
The Economy Five Coin Bank 
SCRAMBOLO 


TIRELESS SPINNERS 


We Are Agents for the Following 
and Many Other Important Lines in 


Woodenware, Iron Toys and Novelties 


American Model Builders, Hill Climbers, Radiopticans, 
Go-Carts, Shoo-Flies, Steering Sleds, Pianos, Kitchen 
Cabinets, Trunks, Game Boards of All Kinds, 
Stuffed Toys, Bell Toys, Horse Reins, and 
the Lionel Electric Toy Lines 
MANUFACTURERS PRICES GUARANTEED 


THE STROBEL & WILKEN CO. 


91 Broadwa pranch Ounce 
3 y | 325 West see St. 
New York Chicago, III. 
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TOYS AND NOVELTIES. 


The Peerless Bubbler 


A New Unique Bubble Blower— 
Creates First a Main Bubble Into 
Which Are Blown Myriad Smaller 
Bubbles—Is Already Proving a Live 
Seller. Write Today for Sample 


Par. JUNE 11, 1912 


DOMESTIC 


Representing Factories 
that are the Recognized 


Leaders in Their 
Respective Lines. 


HARRY B. 


Here’s Proof of Its Widespread Popularity 


AMERICAR LEGATION 
BOGOTA Colombia S.A. 
March 9th 1913, 


Dutcress Novelty Compan, 

Woodside, Long Islan, 

New York, 
Gentlemen: 

Enclosed is forwarded enclosed one dollar 
American note, which cost me here twenty percent 
prem, which speaks well for American money, there 
being no postal orders faaiied in this country we 
are obliged to buy the notes. 

Please send me by Foreign Parcel post the 
value in Peerless Double Bubbler, marked on 
the ticket Jugetcs para Ninos. I want them 
for my children and friends in the boarding 
school here, they having lost their mother 
(Spanich) last year, and I have to study 
to amuse them and care for them, enclosed are 
their photos. I take this liberty, kmowing it 
is not the custom, of Manfcg houses, but an 
exception can be made for this lonesome American 
in the most isolated South American capital, and 
who will appreciate the favor. 


Most respectful’y yours, 


sper, 
PEARCE 


225 Fourth Ave.; Cor. 18th Street 


American Woolen Building 


NEW YORK 
__DIRECT FACTORY SHIPMENTS 


June, 1913. 
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THE YEAR ’ROUND 
The Product of the Following / ml 
HIGH GRADE MANUFACTURERS be 


77 
AMERICAN TOY MEG. CO. I 1@ 
Games 
BAKER & BENNETT CO. 


General Lines, Including:-- 
IVES MFG. CORP., MASON MFG. CO. 


CROSBY MFG. CO. 
Doll Carriages 
KIRK=-LATTY MFG. CO. 
Cleveland Line of Juvenile Vehicles 
MOREHOUSE MFG. CO. 
Specialty Toys 
ILLINOIS METALS CO. 
“Noiseless” Line 
STRUCTO MFG. CO. 
Model Builder (With Die Cast Gears) 


MITRED BOX CO. 


‘‘Yankee Dolls” 


H. C. WHITE CO. 
Radioptican 


AND OTHERS 
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215 SO. MARKET ST. ; z CHICAGO *™ 
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The Peerless Bubbler 


A New Unique Bubble Blower— 
Creates First a Main Bubble Into 
Which Are Blown Myriad Smaller 
Bubbles—Is Already Proving a Live 
Seller. Write Today for Sample 


Here’s Proof of Its ee Popularity 
AMERICAN LEGATI 


BOGOTA Colon ia S.A. 
Mar th 1913. 


Dutc a ovelty Co: 
acc side Long Te 7 nd, 
ae 1 Yo rk, 
Gentlemen: 


Enclosed is forwarded enclosed one dollar 


American note, which cost me here twenty percent 


prem, which speaks well for American money, there 


Par. JUNE 11, 1912 


being no postal orders issued in this country we 
are obliged to buy the notes. 


Please send me dy Foreign Parcel post the 
value in Peerless Double Bubbler, marked on 
the ticket Jugetes para Ninos. I want them 


for my children and friends in the boarding 


school here, they having lost their mother 
(Spanish) last year, and I have to study 

to amuse them and care for them, enclosed are 

their photos. I take this liberty, knowing it 


is not the custom, of Manfcg houses, but an 


exception can be made for tnis lonesome American 


Representing Factories in the most isolated South American capital, and 
that are the Recognized who will appreciate tne favor. 
Leaders in Their Most resrectful’y yours, 


Respective Lines. Giana fecmn, 
HARRY B. PEARCE 


225 Fourth Ave.; Cor. 18th Street 


American Woolen Building 


NEW YORK 
DIRECT FACTORY SHIPMENTS 


June, 1913. TOYS AND NOVELTIES. 7 


Re Oo 


THE YEAR ’ROUND 
The Product of the Following 
HIGH GRADE MANUFACTURERS 


AMERICAN TOY MFG. CO. 
Games 
BAKER & BENNETT CO. 


General Lines, Including:-- 
IVES MFG. CORP., MASON MFG. CO. 


CROSBY MFG. CO. 
Doll Carriages 
KIRK=-LATTY MFG. CO. 
Cleveland Line of Juvenile Vehicles 
MOREHOUSE MFG. CO. 
Specialty Toys 
ILLINOIS METALS CO. 
“Noiseless” Line 
STRUCTO MFG. CO. 
Model Builder (With Die Cast Gears) 


MITRED BOX CO. 


‘‘Yankee Dolls” 


H. C. WHITE CO. 
Radioptican 


AND OTHERS 


McCLURG & KEEN 


DIRECT FACTORY AGENTS 


215 SO. MARKET ST. ; ; CHICAGO > 
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For Profits in Projecting Lanterns, 


‘Sell the RADIOPTICAN 


Early this year we stated that Progress was our acevo for the RAD- 
IOPTICAN line and that the RADIOPTICAN line would again be greatly 
improved. That we have kept our promise is shown by the appreciation of 
the dealers who have seen the new 1914 RADIOPTICANS. Without 
exception, they pronounce the new line a great advance and the new models 
sure to be big sellers. 


Their appreciation is most forcibly shown by the increase in their orders. 
Almost without exception, they are considerably heavier, some being more 
than double a year ago. The wise buyer will be prepared for the largest 
picture projector business in his experience. 


The RADIOPTICAN is a staple article for which there is an ever-growing 
demand because there is nothing which can displace the opaque picture pro- 
jector. Magic lanterns, because of lack of good slides excepting very expen- 
sive ones, have largely disappeared from the market; but the material for RAD- 
IOPTICAN entertainment is unlimited and a different entertainment in the 
home is possible every night because of the volume of post cards and pictures 


of all kinds. 
The RADIOPTICAN is guaranteed to satisfy and this guarantee is backed 


by a house of over forty years’ standing. Being nationally advertised, there 
will be a steady, consistent call for these goods and you should not neglect your 
opportunity to get your share of this business. 

It will pay you to demonstrate and push the RADIOPTICAN. Our propo- 


sition is very liberal and good sales mean big profits. 


The complete line of RADIOPTICANS may be 
seen at our New York office, 45 West 34th St., 
opposite the new McAlpin Hotel. Our new cata- 
log may be had for the asking. 


H. C. WHITE COMPANY, 615 River St., North Bennington, Vt. 


Lens Grinders and Makers of Optical Instruments for over 40 Years 
Branches: 45 W. 34th St. New York San Francisco London 
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“KENTON LINE” 


BOY SCOUT OUTFITS 
CAP PISTOLS 
BLANK CARTRIDGE 
PISTOLS, CANNON BELTS AND HOLSTERS 


3 OUR LINE OF 4th JULY GOODS LARGER AND BETTER THAN EVER 
THE KENTON HARDWARE COMPANY 


KENTON, OHIO, U.S.A. 


New York Office, Riemann Seabrey Co., 693 Broadway 
BANKS, RANGES, TRAINS, SAD IRONS, 


Complete Lines 1 FIRE DEPARTMENTS, AUTOMOBILE TOYS, 


GENERAL LINE OF WHEEL TOY 
Send For Catalog and Price List 


-PAP-ER-KRAK-TOYS 


PATENTED Jun 18, 1901 
NO FIRE Sept. 19, 1901 


A. a NO SMOKE Other patents pending 
NO DANGER THE are | 
ALL NOISE SANE NOISE ae Mh Closed Ready to 


Shoots 50 Shots 


per Minute MAKERS Explode 


IRON TOYS 


1913 Line Now Ready 


Banks, Trains, Auto- 


mobile Toys, Fire 


COMPLETE | Dipattentas Gon: 


LINE eral Line Wheel SSS 
Toys & Novelties. AUTO COAL WAGON 


We Illustrate 3 of the 3 PRICES 
ee FINISH ‘ RIGHT 
We Make. SIZE 


Write our New York Office for 


Catalog and Prices. 
=e THE 
= oes Jones & Bixler Mfg. Co. 
= RAAB O 


©C6o 
9, 


4 KENTON, OHIO. 


New York Office and Salesroom: Riemann 
Seabrey Co., 693 Broadway. 
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NEW GAMES 


ALL NEW NOVELTIES. BIG VALUES 


THESE GAMES ARE ALL BEAUTIFULLY DESIGNED 
AND MADE WITH UNUSUAL CARE, INSURING 
EASY SALES AND LASTING SATISFACTION. 


“THE SPIDER AND THE BEE” 


Cross Country Race ope rp 


Bsr COUNTRY 
LAND AIR & mY Bes 


SPIN THE 
This game consists of a great race BEES SPIDER 
from Kansas City to New York, FLY ’ROUND AND CATCH 
where the modes of travel are Aero- THE WEB THE BEES 
planes,-Automobiles and Steamships. 
Exciting for from two to eight persons. SURE TO BE A BIG HIT 
———_——————|, MARVELDEX 
Our Rush Punt Football) GAME BOARD 


Game at $1.00, and the 
Rush Punt ‘‘Jr.’’ at 10c are 
the only REAL Football 
Games on the market. Ex- 
actly like the Great Outdoor 
Games. é 


A Game Board on . 
which 25 games of action | 
are played, including 
Ring Toss, Quoits, Base 
Ball. The Board is sub- 
stantial and beautifully 
made. The equipment 
is extensive and novel. 


A DOLLAR WINNER 
Others of Remarkable Value : 


Whirl Wheel 
Diamond Ball . 
States and Cities 


Send For New Catalog Containing Special Offer 
On a $25.00 Investment You Realize 106% Profit 


THE CHICAGO GAME CO. 


(Not Incorporated) 


332 SOUTH MICHIGAN AVENUE 
Eastern Office: SELLING AGENTS: is 
alae ago aaa CHICAGO iW. Wogm or : now York 
New York Geo. P. Paine, - - - San Francisco 


BLIND AUCTION 


JUST WHAT THE NAME 
IMPLIES. A RIOT OF FUN 
FOR KIDS OF ALL AGES. 


P10 


HE LARGE NEW LINE for 1913 is 


_ on exhibition at the — "THE 
PARKER 
GAMES 


NEW YORK SALESROOMS 
FLATIRON BUILDING 
cus nc ae once “ Handiest Location in | New | York ” 


A NEW ONE 


THE GAME oF 


Y 
BUNTY, « 


THE 


INCORPORATE 


- 


ANOTHER NEW ONE 


Rea 


WASHING | 
SET 


SS Tie ee [}-_— ~ ' Copyright 1913 | 
* :, d by N. Y. Edison Co. { 


The largest selling and most famous 
games in the world are here. 


44 


De hen 


ike Many New Games 


PARKER Many Old Favorites 
Games, 1913 | °°" 


eae Plaza, Rook, Flinch, 
at the saan 

Flatiron Pit, P ing-P ong. Box- 

Building Ball, Old Deck, Boy- 


Scouts, Discus, Etc. 
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Pianos 

Tool Chests 

Wagon Blocks 
Wood Toys 

Lith. A. B. C. Blocks 
Baby Carriages 


Reed Furniture 
Rocking Horses 
Galloping Horses 
Doll Cabs and Carts 
Wagons, Carts 
Shoo Flies 

Step Ladders 
Wheelbarrows 
Tables 

Toy Drums 


GEO. F. RIEMANN, Jr., President 
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\ HEADQUARTERS 


= America loys 


DIRECT FROM THE FACTORY 


Musical Toys 
Rolling Hoops 
Trunks 
Blackboards 

Ten Pins 

Wash Sets 

Rolling Chimes 
Children’s Chairs 
Garden Sets 

Iron and Steel Toys 
Mechanical Toys 
Mechanical Banks 
Ranges, Stoves 
Pistols 
Combination Safes 


Sad Irons 


Te, 


E. W. BRUENINGHAUSEN, Vice-Pres. 


RIEMANN, SEABREY CO. 


693-697 BROADWAY, CORNER FOURTH STREET 


Bell Toys 

Rattles 

Toy Reins 
Croquet 
Hammocks 

Play Suits 

Dolls’ Beds 

Dolls, Doll Houses 
Bells 

Gongs 

Chimes 

Bicycle Bells 
Hardware 
Hammers 
Hatchets 
Household Specialties 


E. W. SEABREY, Sec’y. 


NEW YORK 


COMPLETE SAMPLE LINES ON DISPLAY AT NEW YORK SALESROOMS 
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, ‘HE many dealers, who during the past four years have 


taken our statements concerning the wonderful possibil- 

ities of Meccano at their face value, have reaped a re- 
ward in the shape of a large and profitable business which 
steadily is increasing. Thousands upon thousands of boys (and 
their fathers) in every section are actively interested in Meccano 
and constantly adding to their 
supplies. Thousands of other 
boys (and their fathers ), 
whose attention has been at- 
tracted to Meccano by their 
playmates who already have 
these Outfits and by the effect- 
ive national advertising of this 
line, are making Meccano 
undoubtedly the most notable 
all year round seller among 
toy lines. These are rather 
strong statements but those 
who already do not realize 
their truth can easily verify 
them. 

As usual Meccano has 
been revised and improved epeebsskiker 
for the fall and winter trade. Meccano 
| New ideas have been intro- 
duced which will attract old as well as new purchasers. The advertising of Meccano, which has made a 
probably the most talked of toy line of recent years, has been planned: for the coming holiday season, on it 
very broad scope. Remember every boy who uses Meccano or who learns of it becomes an enthusiast at 
once and when once started, his interest never lags. 


TYPICAL TESTIMONIALS: 


“We are very much gratified in the sale of ‘Meccano.’ /¢ 
seems the interest grows, every boy who gets a No. 1 is ask- 


ing for ‘additions.’ ‘We enclose you our order to satisfy this 
ne e customers.” - oy than pleased with our success and your help." 


Copyright 1912 by Meccano Ltd. 


“We have displayed ‘Meccano’ in our window and it has 


roused more interest than any other item shown. We are more 


CAUTION: Do not be misled by otker lines claimed to be the same or similar to Meccano. There is only one Meccano— 
the original pioneer line of this character. 


THE EMBOSSING COMPANY, ®X#RAL AMERICAN acents 


ALBANY N. Y. 
New York Office and Display Room, 377 Broadway, Cor. White Street. Complete Information Sent on Request. 
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American Dolls 


ens 20) coe 


American “o 
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If you are not carrying the KantKrack Doll in stock it will pay 
you to let us hear from you immediately. 

KantKrack Dolls are the most novel dolls placed on the market 
in years. 

They are modeled after the real live baby. They are cute, 
lovable and artistic. And each is separately hand painted. 


The arms and legs are on ball joints—moving up and down— 
inward and outward—thus assuming every desirable position. 


They are made of a tough composition (not paper), and very 
light—not too heavy for the smallest child. 


Write for Full Description of the Line At Once. Let Us Have a Sample Order 


New York Representative, HARRY B. PEARCE, 221 Fourth Avenue 


The Parsons-Jackson Co. 


CLEVELAND, OHIO 


June, 1913. TOVS AND NOVELTIES. 


smalls 


2 It's Nothing Short of WONDERFUL 


en 


Sill 


McCLURQG’S 


1913 Line of Imported and Domestic 


TOYS AND DOLLS 


Never before has the trade had such an opportunity for toy 
buying as is offered in this 1913 stock of ours. 


Our buyers have spent months scouring the toy and doll 
markets of this country and Europe, getting together a stock that cannot be 
equalled for 


Size, Novelty, Variety and Values 


No dealer can afford to miss seeing this line which will be on display 
during the late summer and Fall at: —— 


Albuquerque, N. Mexico Denver, Colorado Omaha Nebraska 
Billings, Montana Dallas, Texas Peonia, Illinois 

Chicago, Illinois E| Paso, Texas Portland, Oregon 
Cedar Rapids, Iowa Indianapolis, Indiana Sioux City, lowa 
Cleveland, Ohio Kansas City, Missouri St. Louis, Missouri 
Columbus, Ohio Little Rock, Arkansas St. Paul, Minnesota 
Detroit, Michigan Louisville, Kentucky Salt Lake City, Utah 
Des Moines, lowa Memphis, Tennessee San Francisco, California 


Ever since we have been featuring toys and dolls we have 
offered the trade each year a larger line and betcer values. But this year the 
line is not only better than before, it is ie largest and finest line in the 
country. 


A.C. McCLURG & CO. 


CHICAGO 


N 
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ODELLING is easier than drawing or writing, and 
there is heaps more fun in it for children. The 
HARBUTT’S PLASTICINE HOME USE OUTFITS provide 


an excellent opportunity for children who have graduated 


from the mud pie period to carry out their natural inclination 
to make something. They have strong educational value, as they develop latent ability 
and the capacity for accurate observation in a very simple way. The national adver- 
tising largely stimulates the sale of these outfits, which though larger just before Christ- 
mas, is not at all confined to the holiday season. 


Complete Information on Request 


SOLD BY——_____—- 
BUTLER BROS. MARSHALL FIELD & CO. A.C. McCLURG & CO. 


AND OTHER LEADING JOBBERS 


THE EMBOSSING COMPANY 


New York Office 
377 Broadway ALBANY, N. Y. 
GENERAL AMERICAN AGENTS 


: 7 Harbults.... 
HARBUTTS PLASTICINE a >t LS RUASTIGINES:” 
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THE EMBOSSING COMPANY’S 
EVER POPULAR TOYS AND GAMES 


: x Yicctens! 


MELED INTERLOCK 


Copyright 1913 by The Embossing Co. 


When ordering Dominoes, Checkers or Toy Blocks, be sure to 
specify the Embossing Company’s make. They cost no more 
than others, and will enlarge your profits by increasing 


your sales. — 
Sold by Leading Jobbers — To Obtain the Best Assortment 
in All Principal Cities Place Your Orders Early 
THE EMBOSSING COMPANY 
ALBANY, N. Y. 
DByzs that’ leach 


World’s Leading Manufacturers of Dominoes, Checkers, Toy Blocks, Etc. 
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_ SCHOENHUT CO., MMs 


“ae 


Our Toy Pianos if | Fak im 
number 42 different ae 


styles and sizes. 


Large assortment of 
Metallophones and 
Xylophones. 


All our musical toys 
are correctly tuned. 
Instruction book with 
each. 


Each securely 
packed in pasteboard 
box. Larger Pianos 
packed in wooden AY . 
boxes. Se 


~ 


Schoenhut’s New 
Baby Grand Pianos 


Made in Five Sizes 


The smallest has 12 keys. To retailfor $1.00. 
The largest 37 keys. To retail for $12.00 each. 


Cade 


Notice: To insure prompt delivery of goods when wanted, orders should be placed as soon as possible 
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REG. U. S. PATENT OFF. 


SCHOENHUT’S GREATEST AND MOST POPULAR TOY 
Unbreakable Jointed Wooden Animals and Figures for Large” and Small Children 


You can start a circus with a few pieces, then keep adding until your Greatest Show on Earth is complete. 
THESE CIRCUS TOYS are made of solid wood, leather, rubber, etc., jointed similar to a doll, but much stronger. They are very neat 
and attractive in appearance, and are almost unbreakable. Painted in enamel colors. ee and others are dressed in fancy costumes. 

T HE HEADS, ARMS AND LEGS ARE MOVABLE, so that the figures in an endless variety of positions, producing the 
most fasciimating and grotesque results. The DONKEY, HORSE, ELEPHANT, GOAT” POODLE. and all other animals can be stood on one 
»Made= to sit up or lie down, in fact, almost anything but talk. The CLOWNS and all other figures can be set in the most ridiculous positions, 
and made= to imitate any variety of tricks on the ADDER, TIGHT-ROPE and other accessories in mid-air. The numerous results attainable are 

mest astc>mishing and amusing, not only to children, but to grown persons as well. 
© 8RCUS SETS are put up in various combinations at a variety of prices according to the number of pieces in a set. Each set packed in 


5 acy benx, covered and lined with glazed paper, and accompanied with one of our elegant books containing over 200 Photo Illusirations of tricks. 
articles can be purchased separately. 


THE. A. SCHOENHUT CO.., Manufacturers and Patentees, PHILADELP HIA, PA. 
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The A. SCHOENHUT CO., Philadelphia, Pa. 


MANUFACTURERS OF TOYS AND NOVELTIES 
Schoenhut’s Toy Guns and Swords, All Sizes and Prices 


SSS a 
, 


AP ° aA | 


SCHOENHUT’S TOY CANNONS 


Harmless to Children. Made Entirely of Wood. Beautifully Finished. 
All our Cannons are made to Pop and Shoot Corks and Rubber Balls. 


ASSORTED STYLES AND SIZES 
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The A. SCHOENHUT CO., MAScractuners 
e e ©9 PHILADELPHIA, PA. 

We manufacture a large and interesting assortment of Boys’ Soldier, Police, Fire- 
men, Indian and Letter Carrier Equipments, ete. All superior tothe imported article. 


NO THESE 
TOY EQUIPMENTS 
DEPT. HAVE 
COMPLETE ALWAYS 
WITHOUT PUT A 
THESE : FINISHING 
SOLDIER TOUCH 
\ EQUIPMENTS | ‘a 
7% WITH BROUGHT 
cy BRIGHT LIFE 
UK| currerins 10 
HELMETS, HOLIDAY 
SWORD, 107 
ETC, DEPT. 


Schoenhut’s Rubber Ball Shooting Galleries 


Made in Three Sizes. Very Attractive 


These Galleries are substantially and 
handsomely finished in fancy colors; each 
accompanied with Fine Patented Rubber 
Ball Gun, shooting 5-8 in. hollow rubber 
balls. Asupply of rubber balls and corks 
go with each gun. The gun is absolutely 
harmless. 


V3 S PATENTED JUNE I! 1901. 
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Schoenhut’s New Toy—Boy’s Cavalry Horse 


Immense Fun for the Little Boys 


~ we 


Sale * 5. ar 


: 
“; = 


Made Very ihioes if Papier Mache Size, 284 anche long, over all. 
The Cavalry Horse is an Article That Will Sell in Combination With All Kinds of Uniforms 
SAMPLES NOW READY—ORDER EARLY 


NEW! “%EXTENSVE Schoenhut’s Rolly Dolly Toys A875"! 


Reg. U.S. Pat. Off. 


IMPORTANT: Our new Rolly Dolly Toys are NOT painted i in water colors like the foreign goods, but in oil colors and 
heavy enamel varnish, so that the paint will not come off. WRITE FOR ILLUSTRATIONS AND PRICES. 


Schoenhut’s American Made Rolly Dolly Toys 
Are the finest and most durable ever made. Look for the name SCHOENHUT 


which appears on all the goods of our manufacture. 


DURABILITY Label similar to this with the name 
AND “ SCHOENHUT ” 
appears on the bottom of 
FINISH ser of ee Toys. 
UNSURPASSED Look for the Label 


The A. SCHOENHUT CO,, vine ee 
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The “Schoenhut All-Wood Perfection Art Doll” 


THE TRIUMPH OF FORTY-ONE YEARS OF SUCCESSFUL TOY MAKING © 
Universally Acknowledged to be the Greatest Invention in the History of Dolls 


| 
| 
Trade Prophecy Is: “The Schoenhat Doll Will be the Best Selling Doll in the Country When Thoroughly Introduced’ 


We Are Exploiting the Doll in Our Leading Home Journals. It is Your Duty to Supply 
the Consumer With the Very Best Doll Can be Made—A ‘‘SCHOENHUT DOLL.”’ 


Manwacturers THE A. SCHOENHUT CO., Philadelphia, Pa. 
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New!! “Schoenhut Infant Doll” 


The FINEST Model INFANT FACE Ever Produced 


(Copyrighted) 


All Wood. Jointed with PATENT STEEL SPRING HINGES. No Rubber Cord Used. 
Made TWO Ways—With NATURE ARMS AND LEGS AND FULLY JOINTED 
SAMPLES NOW READY. BUY EARLY 


THE ALL-WOOD PERFECTION ART DOLL 


We Are Represented by All Leading Houses in the Toy Line 


THE A. SCHOENHUT COMPANY 


Manufacturers and Patentees PHILADELPHIA, PA. 
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The Schoenhut All-Wood Pertection Art Doll 


| ONE DOZEN BEAUTIES 
A CONDENSED LINE OF HIGH GRADE DRESSED DOLLS 
Note! The Up-to-Date EXTRA GOOD QUALITY DOLL DRESSES 


We manufacture a large line of fashionable, attractive and serviceable Doll Dresses for both Girl and 
Boy Dolls. Our Doll’s Dresses are all fac-similes of real children’s dresses made from good material, and 
are of first-class workmanship, made in our own large factory, under the most modern and sanitary conditions. 


19 Inch Dolls 21 Inch Dolls 


“Schoenhut Dolls” are not a cheap line of goods, BUT in the long run, 
they are the CHEAPEST a mother can buy for her child. They are not a 
one-day toy, a child can play with a Schoenhut Doll EVERY DAY and for 
years. When one mother buys a Schoenhut Doll, she recommends them 
to scores of other mothers. 


Send For Our New Illustrated Doll Catalog. Now Ready 


THE A. SCHOENHUT COMPANY 


Est. 1872 Manufacturers and Patentees PHILADELPHIA, PA. 
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‘American Boys’ Parachute 
With Bow and Arrow 


ORDER NOW FOR 
The Sprmg and Summer Trade 


Two Styles. Retails 50c and $1.00 


{ No. 109. $3.50 per dozen 
Prices | “ 110. 7.00 


Parachutes Assorted Colors, All-Steel Bow 


MANUFACTURED BY 


AMERICAN TOY MFG. CO., Inc. 


SALEM, MASS. 


Selling Agents: E. 1. HORSMAN CO., - New York 
BAKER & BENNETT CO., New York 
McCLURG & KEEN, - Chicago 
A.C. McCLURG & CO., - Chicago , 


Traveling Representative, - A. M. BROWN 
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: Yankee Doodle Hail Columbia 
Miss Broadway 
And Wonderful New Babies 


~ ALL MADE WITH NEW “BISC FINISH” 
MAT, SMOOTH, WASHABLE, UNDIPPED, therefore NON-PEELABLE MAKE 


“ AMBERG DOLLS “E: 
THE AMERICAN STANDARD 


100 Gracefully Made, Magnificently Finished, Attractive New Dolls 
$2.00 to $96.00 Dozen 


DO SEE THEM—YOU CANNOT HELP APPRECIATE 


Plastic Models Copyrighted by Louis Amberg & Son, 1912. Trade Mark Registered. Protected by International Copyright 


LOUIS 
GEO. P. PAINE P.F. HARE & CO. 
San Francisco MB ER Chicago > 
& SON 


550 BROADWAY, NEW YORK 


THE LARGEST MAKERS OF DOLL BABIES IN AMERICA 
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Thousands of Children Play With 
SHIMER’S Toys and Still Want Them 


Toy Lines Hardware Specialties 
BANKS THUMB LATCHES 
RANGES CHEST HANDLES 
SCALES SAD IRON STANDS 
SAD IRONS SHELF BRACKETS 
HAT AND COAT HOOKS 
FENCES CLOTHES LINE HOOKS 
TOPS DRAWER PULLS 
ee Hear POUNDERS 
nal | HAMMERS, HATCHETS 
CLOTHES LINE PULLEYS 
SAND MILLS AWNING PULLEYS 
PLANE MATCH SAFES 
Mile Bee Mee eR POT BRACKET 
BLANK CARTRIDGE SAUD BRACKETS 
CANNONS BIRD CAGE HOOKS 
BOMBS QUILT FRAME CLAMPS 
splits POOR ONERY. HARDWARE 
WHNKINDS INNER SNIPS oy ops 
FIRE TOYS MAIL BOXES 
TRAINS BARREL BOLTS 
ETC., ETC. DOOR LOCKS 


GLUE POTS, ETC., ETC. 
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"No. 1165 Auto Hook and Ladder 


No. 810 Roll Cap Pistol gl RATER enre 9- 

A 60-SHOT REPEATING CAP PISTOL at the Fe a ee 
price of the ordinary 5-cent single-shot cap 
pistol. 

SAFE and HARMLESS. HOOD about Ham- 
mer and Breech POSITIVELY prevents in- 
ury to user. 

NO MISSES. Eve” Phot Sure. 

baa used with any and every kind of Roll Caps or the ordinary Disc 

P 


8. 
You buy the pistol only. No caps sold with it. A 3 
If Roll Caps are used, place the roll firmly over the ball-tipped projec- AZ p 4 
tion, cock the hammer and insert the loose end of roll in breech. The LO 
roll can be fed into breech as rapidly as the hammer can be cocked </ 
and the trigger pulled. 
If Disc Caps are used, insert as in the ordinary pistol. 
Nickel Plated White Finish. : 
One doszen In a box; Five gross In a case. Shipping weight about 200 SiON 
pounds. AKANE Na 
Catalogues and Prices sent on request. ok eS 
MANUFACTURE © | oe. To 


WM. SHIMER SON & CO... FREEMANSBURG, PA. 


June, 1913. 


TOVS AND NOVELTIES. 


Dayton Friction Toy Works 


D. P. Clark, Proprietor DAYTON, OHIO 


ANNOUNCEMENT 


By MR. D. P. CLARK 
‘My factory is again running on full time, with 
a full force of help. 


“There need be no question or doubt regarding 


deliveries, as I assure the trade | will fill all orders 


received and accepted.”’ 


Dayton Friction Toy Works 


D. P. Clark, Proprietor DAYTON, OHIO 


ORIGINATORS AND MANUFACTURERS OF 


Novelties in Toys “THAT SELL”’ 
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The Mysto 


Erector 


The Toy That Resembles 
Structural Steel. 


The Toy with a Limitless 
Selling Future. 


The Toy That Surprised its 


Wagon Built With $2.00 Outfit Inventor. 
Features That Illustrate the Superiority of the Mysto Erector Over All Other Lines of Similar Toys: 
The Mysto Erector contains 20 per cent more parts and The Mysto Erector builds bigger models, more realistic 
builds 10 per cent more models to the outfit than any other models and stronger models. 
similar toy. The Mysto Exector is simpler and quicker to build than any 
The Mysto Erector contains the parts from which a small other building toy. 
powerful motor can be bullt. The Mysto Erector is made from steel and heavily nickel- 
The Mysto Erector is the only line that resembles struc- plated. 
tural steel. You will get calls for the Mysto Erector because parents 
The Mysto Erector is the only line that builds a square and children will read our ads in the big, popular period- 
steel girder. . i 
Attractive Booklets in Two Colors and Models Are Furnished Free of Charge With Orders. 
MYSTO MFG. COMPANY BAKER & BENNETT COMPANY 
New Haven, Conn. New York City, N. Y. 


New York Distributors—Geo. Borgfeldt & Co. Chicago Distributors—Geo. Borgfeldt & Co. 


Great Britain 


Is Americas: Best 
Export Toy Market 


Enlarge your Sales Horizon—Get your 

Share of this British Business—There 

is a Strong and Growing Demand in 
England and the Colonies for American Toys—Every Important 
Buyer can be reached by an ad in 


The Toy and Fancy Coods Trader 
170 Fleet Street London, England 
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: LONDON BRANCH: BERLIN BRANCH: | 


The American Imp. Co. The Ledig Co., M. B. H. 


8 Long Lane, Aldersgate St. Der Messinghof 


The Home of the Famous Ledig Line 


UPON the premise that a merchant is 
= known by his wares—are you satisfied to 
_ be judged by the character of the children’s 
“vehicles you sell? 


Thirty years of progress stand behind the 
Ledig Line—thirty years of reputation that 
we are quite willing to match against yours, 
no matter how highly you prize it. 


The Ledig Line comprises Velocipedes, 
Tricycles, Autos, Hand Cars, Steel 
Express Wagons, Collapsible Go-Carts, 
Cabriolets, Etc., Etc. 


Send for Catalog and Prices Today 


A. Mecky Co. 


| MANUFACTURERS ae 
One of the Leaders 1705 Allegheny Avenue a ee 
valves chanin chenas PHILADELPHIA Se eee einer 


= 
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THE TOY BUYER’S DIRECTORY 


Representative Firms in the Trade, 
What They Make and Where They Are Located. 


Geo. Borgfeldt & Co., 


NEW YORK, CHICAGO, SAN FRANCISCO 
AND TORONTO. 


S. & G. IMPORTING CO. 
126-130 W. 22d St. - NEW YORK. 
Mannfactarers of 

Pet’s Toy Grocery Stores, Wagons, 
Automobiles, Laundry Sets, Kitchen 
Cabinets, Paint Sets, etc. 


JOKER'S ARTICLES 


Cachoo Sneeze Powder, 


EW 
ONES — Dribble Glars 
and Scrambled Eggs. 
Write for particulars. 


S. $. ADAMS CO., 
PLAINFIELD, N.J. 


PATENTS 
Protect your Toys, Novelties and kindred 
articles by patents and trademarks. Patents 
obtained and trademarks registered in all coun- 


tries. 
° MAURICE BLOCK 


Registered Patent Attorney, 95 William Street, 
New York City. 


Henniker Toy & Novelty Co. 


Manufacturers of 


Turned and Sawed Woodwork 
Toys and Novelties 
HENNIKER 


N. rt. 


HOUSE OF DOLL SPECIALTIES 
Dolls Dresses, Hats, Caps, Two Sets 
Hose Supporters, Corsets, Bae ie 


B ts. Many other 
cialties. WRITE FOR SAMPLES 
THE AETNA NOVELTY CO., , Inc. 


108 East 16th Street 


P.F.HARE & CO. 


Domestic Toys 


112-114 South Fifth Avenue 
CHICAGO, ILLINOIS 


BOOKS 


Complete lines of over 600 numbers to retail from 
5c to 50c.— Strongest line of popular and standard 
juveniles on the American market.— Color Books in 
flexible, linen and cut-out shape books in great 
variety; Board Books; cloth-bound Boys’ and Girls’ 
books. priest le bank books, clock books, etc. 
Send for cat Permanent Eastern Sales 
Display, Room "346, Broadway Central Hotel, 
New York City. 


M. A. DONOHUE & CO., 


Manufacturers and Publishers 
701-727 S$. Dearborn St., CHICAGO 


We Manufacture 


The Bing’s Miniature Railway System 
echanical as well as Electri 
Stations, “Signals and Lamps 
Patent Walking Kawuals 
Plush and Felt Toys, Best Quality 
Mechanical 
Automobiles 
Steam Engines 
Attachments 
Enamel Kitchen and Dinner Sets 
Enamel Tea and Coffee Sets 
Wash Sets 
Moving Picture Machines 
Post Card Projectors 
Magic Lanterns 


ALL ARTICLES 


bearing this 
Trade Mark 


Bing Bros., A. G. Nuremberg 


New York Showrooms: JOHN BING, 381 4th Ave. 


Boomerang Gun 


A scientific and wonderful invention. Throws 
a small Boomerang 20 to 60 feet, as desired, 
so it will return to you the same as if thrown 
by native of Australia. Perfectly safe and 


harmless. 
Price, With 3 Boomerangs Postpaid, 50c 
C. P.H. SPECIALTY CO., Niles, Mich. 


GAMES 


McLoughlin Brothers 


890 BROADWAY, . NEW YORK 


BRP BPPPPPPPPPPBPOE PIP PIAE PP PREPRESS 
American Doll Mfg. Co., 
79 East 130th Street, New Yerk. 
Makers of 


UNBREAKABLE DOLL HEADS 
AND NOVELTIES. 


“ANYTHING IN COMPOSITION”’ 


June, 1913. 


“Toys That Teach” 


The Embossing Company, 
Albany, New York. 


New York Showrooms: 
377 Broadway 


“MARK’S” 


Pat. 1912 
JUST OUT 


37 inches high 
Opens 30 inches 


og Made up of Beautiful 
| | Colored Tissue. 


We Originated 
Shakers and 


Tissue Ticklers 
We Also 
Make 


Festooning 
Wreaths 
and 
Plumes 


MARKS rrr CO. 
41 Washington St. Boston, Mass. 


BOOKS 


McLoughlin Brothers 


890 BROADWAY 2 


NEW YORK 
Tottie’s Whistling Toy 


Ow 
CATALOGUE FREE 


Northern Mfg. Co. 
R Western Ave., Springfield, 0. 


THE CRESCENT 


[Trade Mark] 
ADDING MACHINE 
MADE OF ALUMINUM AND STEEL 


ADV. NOVELTIES 
MECHANICAL TOYS 


It will do all that any instrument can ever do. 
Sells from $2.00 ap 


THE AERODART WORKS 
196 Centre Street, New York City,.U. S.A. 


Aen] Sea er ee te 
ma = 
When Writing to -idvertise-«, Piease Mention ‘Tova and Novelties." ? 
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D. C. HENRY (Frontispiece)................ 

EDITORIAL COMMENT ..........-+--eeee0% 

LESSONS FROM THE LEIPZIG MESSE.... 
Can the New World Adopt the Methods of 
the Old World’s Greatest Market Place? 
—A Comparison of Conditions and Possible 
Conclusions. (Illustrated) 

THE DOLL—EVER SELLING TOY STAPLE 
Why the Playthings Made in the Image of 
the Human Figure Lead in Year ’Round 
Sales—A Bit of History. (Illustrated) 

ESSENTIALS IN THE TOY DEPARTMENT 
INTERIOR: jc bo ceutaae died ese nde aaa 
The Merchant in the Small City Need Not 
Be Discouraged Because He Has Not the 
Floor Space Nor Fixtures of the Larger 
Store. (Illustrated) 

WINDOWS WHICH SELL GOODS IN SUM- 
NG: attedee eaten aileeue ad oAaw ease eas we as 
When the Billboards Advertise a Circus Let 
a Circus Trim Advertise the Toy Store— 
Combining Toys With Other Goods. (lllus 
trated) 

THE CASE OF THE IMPORTER............ 
Argument Given by One Large House Favor- 
ing Tariff Revision. (Illustrated with 
Tables) 

KEWPIES BORN IN MISSOURI............ 
Originator of the World’s Newest Doll 
Writes of Her Life and Work. By Rose 
O'Neill. (I]ustrated) 

NEWS NOTES FROM NEW YORK.......... 


STORE HELPS WHICH REQUIRE NO PAY 
Handy Hints Which Help the Toy Man 
Make the Most of His Floor Space anc 
Salesforce. (Illustrated) 

SALES PLANS FOR THE MONTH........ 
The Story of How a Hustling Missouri 
Merchant Secured the Boys’ Trade. (Illus- 
trated) 

FROM A SUCCESS NOTE BOOK........... 
Essentials in the Well Conducted Toy De- 
partment. By Miss Kitty Walker. (lIllus- 
trated) 

SUMMER TOY WINDOW BACKGROUNDS... 
Novel Display Settings Including Several for 
Fourth of July. By George J. Cowan. (lllus- 
trated) 

TOYS DRAW THE CHILDREN............. 
How the Juvenile Department Renders Im- 
portant Service to the Entire Store. 

MONTHLY GERMAN LETTER............ 
Coloring Quality Wooden Toys—Home In- 
dustry Slandered—Well Known Doll Manu- 
facturer Dies—Many New Toys Shown. 

TOY TELEGRAPH OUTFITS............... 

A GREAT SUCCESS AND WHY............ 
Sticking to One Idea Has Built a Mighty 
Merchandising Organization. 

CENTER OF DRUM INDUSTRY............ 
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THE TOY BUYER’S DIRECTORY 


Representative Firms in the Trade, 
What They Make and Where They Are Located. 


° ye THE GEO. H. BUCK & CO. 
Doll Hospital Supplies! iui 
FOULDS & FREURE, Inc. P A R K E R eee ea re 4 
asta eal napa G AMES — DOLL BEDS and BASSINETS 
110 Chambers St., . New York, N. Y.- cesta 48 North 3d St. BROOKLYN, N. Y. 
oor T 
THE FAMOUS Flatiron Building = 
New York JOKES AND NOVELTIES 
RAUSER DOLL OUTFITS pay far lehtcticls aprile sil tie 
aracter Ou 0 entines, Rattles, Fancy Paper Hats, 
i One tree aa | an Dull Rome’. ai Largest Selling peers. Parasols and Shakers, Pen- 
KK. A. RAVUSE FR AND nants. SEND FOR NEW CATALOGUE. 
2077 Ogden Ave., Chicago, Ill. Most Famous J. BOLLER CO. 10 BARCLAY ST. N.Y. 


WIRE NOVELTIES] GAMES | WILLIAM FULD 


eee To Cees ee ae em ae 1306 NORTH CENTRAL AVE. BALTIMORE, MD, 
We Manufacture All Kinds of Wire Nov- Manufacturer of “Ouija” 
elties. Prices Reasonable. P ARKER BROTHERS, Inc. see ace eee ee ax 
COOLEY MFG. COMPANY, The Flatiron, New York lor “Return Pool” 


§51-587 W. MONROE ST. CHICAGO, ILL LIBERAL DISCOUNT TO DEALERS 


Parlor “Return Pool” 


No. 5—23 ins. long x 13 ins. wide 
No. 3—239 ins. long x 17 ins. wide 
No. 6—3 ft. long x 22 ins. wide 


Balls and cues in proportion to size 


=~ 
— 
7 —_— 


PATENTED SEP S, 79/1 SS 
TRADE MARA REGISTERED U.S. PAT. OFFICE { bl 
MADE BY-W& FULD, BALTIMORE. MD. ol tables. 


WARNING TO THE TRADE 


The Southern Toy Co. has no authority to make or sell these goods. A\ll dealers are warned against 
handling ote ciate on my tenes Board and Pool Tables. 


A Complete Pool Table, size 13x23 inches 
15 Numbered Balls, Two Cues and Triangle 


NEW YORK SELLING AGENTS rrr 
E. I. Horsman Co. The Owens-Kreiser Co. ae ss 
| The Strobel & Wilken Co. Baker & Bennett Co. OUIJA,” The Egyptian Luck Board 


TRADE MARK REGISTERED 
Geo. Borgfeldt & Co. A. S. Ferguson Co. “Ouija” is made in two sizes, 13x 19 inches and 15 x 22 inches 


Manufacturers of “Ouija” and ‘Return Pool Tables” 


WILLIAM FULD “itsiaattr 


—"-—- — ~~ 
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Aerodart Works, The................... ......, 36: Llonmel Nie. (CO: .44 otu8 28 e553 3d e ie ek bee es 13 
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American Mechanical Toy Co.................... a Marks Specialty Co.........00.0. ccceecuceueees 36 
American Toy Mfg. Co........... 0... +... eee eee 28 Mason Mfg. Co., The............ .ccccee eee nees U7 
American Typewriter Co........................ 87 MOGI COn cA 2s tans nas aeebedechataseeuuees 33 

Anderson & Guinan Mfg. Co.................... 88 
National Metal Coating & Litho. Co.............. 91 
Barrett: ‘Co: TRE is s6icssios cated shawnee 7 New Chicago Specialty Co................eeeeee 86 
Baumgarten & Co........... 0c ce eee eee ees 73 ~~ Northern Miey CO tirtnd Sed bowie tie ak twans 36 
Beistle Miz. Com wines oes eiinv hd ooicce eck .. 64 Novelty Wood Works Co.................e0ee0es 88 

Bing, Brosiciet622 6 dsied ok tee ewes hth ce ae Gh oe 36 
Block;. “Maurice ii cace ois Sao deo nes ceed beaadae; 36 Onondaga Indian Wigwam Co................... 60 
BOlMeCr CO. Desks ects ee et eds tee teh ean 34 Paper Novelty Mfg. Co.......... .cceece ee eeees 64 
Boyd & Sons, George................----.. +++. 63 Parker-Stearns & CO..........0. 0 cence eee eens 82 
Buck & Co., Geo. H... 6.1.6... eee eee, 34 Parker Bros., INC..........00.0c cence eens 11-12-34 
Butler Doll Stand Co..................- 00.0005. 89 parsons-Jackson Co. ........cc05 cece ceueeeues 16 
C. P. H. Specialty Co....... 0... ce cee cece ee eee 36 Patterson, A. S....... eee cee eee eee 91 
Chicago Games Co...............0 cee eee eee ees 10 Pearce, Harry B................ Dotnet teers 6 
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It is a wise business man who takes stock of himself as 
well as his goods. He may find himself bankrupt in charac- 
ter, honor or personality, when he is speeding along laboring 

ane under the delusion that he is a 

No Egg Shell P olicies-- millionaire in these attributes. 

Never Sits on the Fence TOYS AND NOVELTIES is con- 

tinually taking an inventory of 

its worth that it may enlarge its ability to serve the men who 

are making and selling toys. By this self-study continuing 
growth has been made possible. 

This issue inaugurates the fifth year during which TOYS 
AND NOVELTIES will serve the toy trade. Birthdays are the 
days when it is natural to look backward and then forward— 
backward that achievement and failure may be gauged, for- 
ward that the future may see more of success and less of 
stumbling. A large measure of success looms up in the rear. 
The twelve months since June, 1912, have been big months 
for this journal, partly because they have been big months 
for the toy trade and partly because they have brought in- 
creased recognition from toy men who were scant with praise 
in former years for a newcomer in the field of trade journal- 
ism. The record of the past year places TOYS AND NOVEL- 
TIES firmly in the van as a leader of thought in American 
toy circles. 

TOYS AND NOVELTIES has no egg shell policies, never 
sits on the fence’ It believes that the same working code 
which has made every truly great newspaper great must be 
followed by a trade journal if it would be worthy of the name. 
It must be a live thing to be really read. It must make a noise 
that sounds like life. It must carry news that is news, feature 
articles which are timely, departments which are up-to-date. 
It must print all of the news, never indulge in peanut politics, 
play no favorites and suppress nothing which is of real 
interest to the men throughout the world who make and sell 
playthings. 

The publisher today must have the ability to create ideas 
and then work them into realities. Any fool can be a parrot. 
He must have courage and faith in the ability of truth to win, 
‘because each day brings demands that he temper truth, or 
hide it, for the sake of some “friend” or “friendly interest.” 
The man who is dealing in publicity, makes up his mind to 
treat all men alike, and sticks to that determination steadily, 
will make enemies, but if those enemies are worth while they 
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will recognize honest merit and sooner or later admire it. 
Admiration breeds respect, and friendship will follow. 

During the past year TOYS AND NOVELTIES has led the 
way in giving real news, the big news, of the toy world to the 
toy trade. As an instance might be mentioned the recent tariff 
hearings in Washington, the hasty organization of a score of 
domestic manufacturers, the sending of an attorney to appear 
before the Ways and Means Committee, This entire move- 
ment was recorded promptly and fully in TOYS AND NOVEL- 
TIES, and in no other trade paper. TOYS AND NOVELTIES 
has steadily given the trade live and practical reading, in the 
place of business bromides carved out by some journalistic 
pencils. 

TOYS AND NOVELTIES knows fully the joy of life. It 
breathes deeply and forges steadily ahead as Its fifth year of 


service dawns. 
* * * 


At last a contemporary has awakened to the fact that the 
most important movement in the realm of American toy 
men during recent years has been in progress for several 

; ; months. It states that the Un- 
Rip Van Winkle Wakes, derwood tariff bill prescribes no 
Yawns and Looks Around change in the duty on toys, and 

omnisciently adds: “The tariff on 
dolls, toys, games and general articles for the amusement of 
children will remain unchanged by the new tariff bill.” 
This bill is now before the Senate, with just as much likeli- 
hood that the toy paragraph will be changed as that any other 
schedule will be changed by the upper body of solons. 
In fact, read this, from the attorney of domestic toy manu- 
facturers who appeared before the House Committee (from 
TOYS AND NOVELTIES, March, 1913): “I personally be- 
lieve that as a result of my visit to Washington the Commit- 
tee will recommend a retention of the present schedule on 
dolls and toys. I believe that the main fight on the retention 
of the present schedule will have to be made before the 
Senate Committee. I am preparing for this fight.” 

It is a well-known fact that many Senators, some of them 
Democratic, will never vote for the unamended Underwood 
tariff bill. President Wilson is swinging his “big stick.” 
Lobbying sometimes accomplishes wonders. 


Negative Made with Graflex Camera. 
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Lessons for America from Leipzig Messe 
Can theNew World Adapt Successful Methods in Old World’s Greatest Market 


Place?---A Comparison of Conditions and Possible Conclusions. 


==,S THE time approaches when the bulk of the’ ize their opportunities. If, by co-operation of leading manu- 
' £f year's toy orders will have been placed by Ameri-  facturers the present attitude of the majority of stores could 
can jobbers and retailers many a manufacturer be overcome and real interest aroused in the sale of toys 
is considering the problem of improving his or- throughout the year, such an organization would pay tremen- 
ganization for distribution preparatory to another dously even though nothing else were accomplished. There 
season’s onslaught. Some manufacturers believe seems to be a great opportunity along these general lines, 
that they ought to be able to show their actual lines which other industries have worked by co-operating 
goods to more of the trade at a smaller expense’ through a trade organization.” 
than has been possible in the past. Whether the Another representative of a large factory voiced his objec- 
existing system is the most efficient and economi- tions to any such general sample room as follows: “I main- 
cal or not is a matter of opinion. Some manufacturers, tain that the present method of calling on the trade in their 
hundreds of them are entirely satisfied. Others believe there respective cities, in addition to the convenience of a New 
is a chance for improvement. Some manufacturers point to York sample room for those who wish to visit that market 
the possibilities in a permanent exhibition the most satisfactory. The most success- 
of non-competitive lines in charge of a sin- ful producers of American toys still ad- 
gle man in New York City. The rumor 4 here to this plan, as it puts the jobber 
which winged its way around among the and large department store in a position to 
toy men at the Broadway Central before purchase their goods right and avoid many 
the 1913 Toy Fair closed, regarding a move- annoyances. The small retailer will con- 
ment toward such a common sampie and tinue to play close to the jobbers, where he 
salesroom was no idle or hasty will-’o-the- receives the benefit of their large buying 
wisp. It was founded on fact and that facilities, a wide variety of merchandise 
movement is steadily going ahead. Whether and a liberal line of credit Which the man- 
it culminates in anything radically new in ufacturer would not extend. The depart- 
American toy distribution or not remains ment stores in the larger cities are main- 
to be seen. But from the first announce- taining their toy departments throughout 
ment it would seem that such a display the year, because they realize the develop- 
would not be unlike that in scores of joint ment of a general demand for toys. The 
displays in sample rooms of manufactur- smaller stores will eventually follow this 
ers’ agents scattered throughout the coun- plan. In a measure, this will establish the 
try at the present time. toy aS a staple and persistent advertising 
Other manufacturers believe that a per- in the type of magazines which reach the 
manent organization of American toy manu- consumer will undoubtedly aid in accom- 
facturers, both competitive and non-com- plishing this end. 
petitive, would be able to improve econom- Another manufacturer wrote: “I am in 
ical distribution. This proposition was favor of taking part in such an organiza- 
broached a year ago with no little publicity tion and I believe that it will be for the 
but strong objections were raised. One best interest of the entire industry. There 
manufacturer who favored a big, broad or- is a lot of ill feeling, all senseless, which is 
ganization expressed his views thus: “As evident in the keen competition of some of 
we look at it the matter of trade develop- the toy houses. It will be difficult to over- 
ment is some- come this and 
thing which get the competi- 
must be worked tors to line up 
out primarily by on any one line 
each manufac- for their mutual 
turer himself. good, but with- 
Some manufac- out doubt in the 
turers have to course of a few 
depend upon the months, or a 
jobbers for their year, or a few 
distribution years this result 
while others can be accom- 
have to go di- plished. Count 
rect to the retail me in when 
trade in the there is any- 
most effective thing definite 
way they can. doing.” 
The _ principal Stil other 
advantage of manufacturers 
such an organi- voint to the 
zation, as we Leipzig messe 
see it, would be bilsiny- Hans which draws 
the development UO bor ipetecbes many thousand 
of the toy trade Nesey large buyers 
on very broad from all over 
lines. Most of the world for a 
the toy business single week of 
depends on sample  inspec- 
stores wnicn uo tion and buying, 
not seem to real- and say: “Why 


GENPRAL VIEW OF 1913 LEIPZIG MESSI 
PARADE AND SEVERAL INDIVIDUAL EXHIBITS. 


June, 1913. 


cannot the American toy industry 
get together for some similar sales 
effort, even on a much smaller 
scale?” 

In the first place it must be re 
membered that of approximately 
4,000 exhibiting §manufacturers, 
whose samples are displayed at the 
Leipzig Fair each spring or fall, 
only a few hundred are toy manu- 
facturers. The rest are producers 
of various fancy goods, novelties, 
leather goods, chinaware and spe- 
cialties in an almost endless as- 
sortment. The Leipzig messe is on- 
ly an adjunct to the wholesale 
trade. There were more than 14,- 
000 buyers registered at the Leip- 
zig messe in 1912, and the actual 
number of visitors was much larger 
than this, inasmuch as many buyers 
do not register or identify them- 
selves with the fair in any way. 
The international character of the 
messe is more evident by the list 
of buyers than that of the sellers, 
because the larger part of the ex- 
hibitors are European, especially German. Here are gathered 
for the period of one brief week the cream of Europe’s toys 
all exhibited at the same time, with keen competitors showing 
their lines beside each other or separated by but a few booths 
in some instances. 

The goods are shown in sample form, exactly as the finished 
stock items will appear. Despite the fact that the sample is 
inspected in March and the order given then, the goods are 
“up to sample” almost without exception when they arrive 
in America in October. The novelties are explained by an 
expert, a service which no amount of printed instructions 
could render to the importer across the sea. The entire fair, 
in which the 4,000 manufacturers’ display their samples at 
the same time, is housed by a few buildings in the central 
part of Leipzig, and the exhibits of toys are further con- 
fined so that a buyer can order the best of hundreds of 
exhibits in the space of a few days. The buying never lasts 
more than a week, and the first day or two is frequently given 
to unpacking and getting ready for the busier days to come. 
The day following the close of the messe finds:the larger 
part of buyers and exhibitors either on their way elsewhere or 
preparing to leave the seat of the world’s greatest fair. 

From the standpoint of the buyer such a display of samples 
in close proximity to competing lines is a most helpful 
feature. All the advantages of close competition is evident, 
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and the competition is expressed both in quality and in price. 
The majority of firms exhibit simultaneously as sellers, creat- 
ing intense competition from the outset, guaranteeing right 
prices and good service. This competition has resulted in a 
steady improvement of the goods exhibited at the messe, and 
that improvement is increasing. The goods of inferior quality 
are gradually being eliminated, because they have little 
chance of sale when seen beside quality goods. The fair also 
gives the visiting buyer direct intercourse with the manufac- 
turer, or the manufacturer’s authorized agent. The trend of 
the times is discussed, with a view to improving the lines 
another year, and both the buyer and the seller obtain new 
inspiration. 

How far even the most minute detail or general principle 
of the Leipzig messe could be adapted to the service of the 
American toy industry cannot be said. It is only reasonable 
to believe that but little could be transported over the 
Atlantic and set out again in New York or Chicago, or any- 
where else with success. It is clear that the features of a 
great organization which has been many centuries in the 
building cannot be transplanted into a country where con- 
ditions are entirely different without much revision, pruning 
and casting aside. But the fact remains that some of the 
difficulties which have stood in the way of any similar under- 
taking at the hands of the American toy industry are done 
away in actual practice in Leipzig. 
And, in that there is food for 
thought and some inspiration and 
encouragement for the hopeful men 
in America who believe they will 
live to see the industry march on- 
ward shoulder to shoulder to ac- 
complish greater things. Peanut 
jealousies have no piace in modern 
industry and commerce. 

For instance, the objection which 
looms above all others, whether 
the manufacturers were frank 
enough to express it or not, lay in 
petty jealousy between the various 
competing members of the industry. 
Competition in Europe is keen, and 
yet the salesman who cannot sell 
his goods in competition to others, 
when the two are side by side, 
either ought to polish up his sales- 
manship or improve his goods. 
There is such a thing as “inside 
base ball,” and strategy plays an 
important part in the modern foot 
ball game. Business is war. But, 
business need not be “hell” just be- 
cause a famous general said war 
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The Doll---the Ever Selling Toy Staple 


Why the Plaything Made in the Image of the Human Figure Leads in Year 


OLLDOM looms up in the toy 
department as the one best 
bet. The doll is as import- 
ant in the world of toys as is 
the human being in the 
world of affairs. Toys dupli- 
cate in the world of children 
the larger things that take 
up the interest of their eld- 
ers in their own world, and 

just a8 men and women are above the 
articles which have been created for 
their use so are the playthings created 
in human image above the long list of 
other toys which make the nursery play 
room complete. The doll is the most 
staple seller in the toy store. It recog- 
nizes the holiday season as its period 
of greatest activity in journeying from 
the stock room to the arms of the little 
girl, but these trips are by no means 
limited to this season. Birthdays in ev- 
ery month, as well as the natural crav- 
ing of the child for a new doll or doll’s 
outfit, makes the retail demand for dolls 
substantial throughout the year. The 
doll is as surely lord over the world oi 
toys as is man over the world in which 
he moves. 

For many years few new creatures ap- 
peared in dolldom to tempt the little 
girl. Of course, there were generally 
bigger, or finer dolls, or dolls with differ- 
ent colored eyes and hair, or with richer 
clothes. She might want one of these 
from time to time, to add to her collec- 
tion of lesser dolls. But the dolls were 
little different in actual makeup and 
design from those which she already 
had. About a decade ago doll manufac- 
turers conceived the idea of creating 
real novelties in dolls in great numbers. 
Kach succeeding year now brings num- 
berless dolls of unique design upon the 
market. They enlarge the field of doll 
sales, and while some of them are far 
trom the beaten path in doll design, they 
are attractive to the child and to the 
grown-up as well. There are now dolls 
of every nationality and dolls of endless 
variety in queer shapes, and each of 
them has some feature point which 
makes it appeal to some child. The 


children of today have accordingly be- 
come to a certain extent dissatisfied 
with the old toys of their grand parents. 
The restless spirit of the age seems to 
have taken a hold on the child, with 
the result that she wanders through 
store after store looking at and admir- 
ing the novelties in dolls with as great 
interest as her mother studies the new 
frills and furbelows on gowns, or the 
latest models in hats or shoes. The quest 
is ever for “that something” which is 
different from the gift of the year be- 
fore. 

From time immemorial, dolls have 
been the leading plaything of the little 
girl, a fact generally accounted for by 
the spirit of mother-love in the child. 
The girl imitates mother in her house- 
hold work, including the care of the 
children, just as the little boy imitates 
the father in the operation of trains or 
the construction of houses and bridges. 
Just how the doll originated, or where, 
is not known. This will never be known, 
because the first child played with dolls 
"way back somewhere in the dim ages 
whence has come no written word of 
record. Records of dolls in use as play- 
things, however, have been handed 
down from periods many centuries be- 
fore the beginning of the Christian era. 
Dolls of a rude sort were found clasped 
in the arms of Pompeii’s children when 
the ruins of the buried city were dug 
up many years after Vesuvius wrought 
its most disastrous devastation. Dolls 
were also found in the pyramids of 
Egypt, buried with the mummies of the 
children, and they have been unearthed 
from the ruined tombs of Central and 
South America. Their origin will ever 
remain unknown, but their sure ancient 
lineage indicates that the spirit of the 
child remains the same today as it has 
been throughout the ages. 

The ancient dolls were crude in style 
and of queer materials. Some were 
made of bone, others of wood, others of 
rags and leather, and still others of 
stone. Some were stiff, others were 
roughly jointed at shoulders and hips. 
Some were hard and some were soft. 


"Round Sales---A Bit of History. 
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Some were clothed and others were 
nude. Some were made to represent the 
male and some the female, with the lat- 
ter predominating. Some had “hair” 
and others did not. The years of per- 
fection in imagery in any line of practi- 
cal handicraft had not arrived, and ac- 
cordingly it -was not to be expected 
that the dolls would be more perfect 
than the ordinary implements of daily 
use. 


One thing is certain—the ancient doll 
was always made in the image of the 
human being. And in this a great 
change has come in recent years. The 
novelty doll of today may have the head 
of a cat or a bear. Rostand’s famous 
Chanticleer brought the “Chanticleer” 
doll, with the head of a red combed cock 
and some of the feathers, but the play 
was short-lived in real American inter. 
est and the doll’s life was even shorter. 
The play appealed to the adult and 


there were thousands who saw it who 


were unable to fully comprehend its al- 
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THE UP-TO-DATE-TOY STORE HAS AN ASSORTMENT OF NATIONAL DOLLS ATTIRED IN VARIED COSTUMES. 


legory. How could a play in which the 
child’s interest was small be expected 
to create a world-encircling craze for a 
new doll. The combe was red, the feath- 
ers bright, and the doll face peering out 
through the aperture in the rooster’s 
throat was attractive, but the doll did 
not take. The chicken appeals to the 
child. And so does the doll. But the 
combination of the two did not hit the 
childish fancy to any remarkable degree. 

The soft, fuzzy owl doll also came 
from the Rostand play. It was less 
grotesque than the “Chanticleer.” The 
body and head were of soft white plush, 
and the legs of grey velvet. The wings, 
tail and bill of light weight cloth of the 
same shade made the owl really owlish. 
The celluloid face was one which might 
have been expected on any good old 
doll-faced doll. But the ow! doll achieved 
no great amount of popularity. Other 
dolls of the same type, but with heads 
representing the elephant, a cat, a dog 
and many other animals, either wild or 
domestic, have made their appearance, 
but their popularity has been limited, 
for the most part, and they have been 
short-lived. The Billiken doll made its 
appearance a few years ago and its 
happy unique features commended it to 
many. One little girl asserted that she 
must have the Billiken doil in order 
that her servant’s quarters might be 
complete. She needed a new butler, 
and Billiken would serve admirably as a 
Japanese in this role. 

Peter Pan would never have been 
complete without Captain Snee, the pi- 
ratical creature who holds a place 
somewhere and some time in the imag- 
ination of every child. Nor would doll- 
dom be complete without some repre- 
sentative of the pirate tribe. And so, a 
few years ago along came the “Captain 
Kidd” pirate doll. He is made of tough 
cloth and armed with a papier mache 
sword, both for defensive and offen- 
sive work. Paint and a plentiful supply 
of long black hair, with the addition of 


a big straw hat, make this doll as fierce 
in appearance as the proverbial pirate 
god-father. The Cook and Peary dolls, 
fitted with furs and hoods and mittens, 
have enjoyed general popularity, partly 
because of the general interest in polar 
exploration, so enhanced for several 
years by achievement of the long sought 
goals, and partly because of the natural 
“lovablenesa’”’ of a doll clad in soft furs 
so typical of the Eskimo. One of the most 
hideous dolls, and yet one which has en- 
jioyed considerable popularity because of 
its unique design, it ‘“Teddy’s Nig,” a 
creature which would have a nightmare 
effect on the child, it would seem. 

It is a more or less mooted question 
as to whether these grotesque dolls ed- 
ucate the chiid as did the old-fashioned 
counterpart of the human being. Dress- 
ing the doll is one of the chief childish 
delights, and one which has recognized 
educational value. The queer dolls have 
their clothes made on them, thus elim- 
inating the dressing part of play. Sut 
thousands of children to whom dol's arc 
the dearest playthings never dress or 
undress them, because they are tuo 
young. The old rag doll was ever pop- 
ular because it could be dressed and ui- 
caressed. All the clothing it ever re- 
ceived was possibly a shawl thrown 
around its shoulders, and this much 
‘“‘mother-love” can be expressed in the 
care of the modern unique doll. 

The doll knows no nationality, or 
rather, it knows every nationality. It 
is manufactured in some countries for 
every nation, and it is manufactured in 
each country for home consumption. 
Kiauchau, for instance, is the Sonne- 
berg of China. Chinese dolls are turned 
out there in great abundance, and, as in 
Sonneberg, the work is done in humble 
nomes, for the most part. The various 
members of the families each have their 
own work to do, and then they assem- 
ble and complete the product. Each be- 
comes a specialist at some small task, 
and together they give the dolls bodies, 


heads, limbs and features with remarka- 
ble rapidity. Generally the head is made 
of waxed paper, the inside of which is 
filled with any kind of cheap stuffing. 
The painting of the face is a task fre- 
quently allotted to adult women. 

The hair and eyebrows of these Chi- 
nese dolls generaily consists of fine silk 
threads, and these are sometimes deco- 
rated with a bit of gold or silver paper. 
The body and limbs consist of wire 
cores around which colored silk string 
is wound. The feet are made in a most 
ingenious way, the principal portion be. 
ing cuttlefish shell. The shell is first 
boiled, after which the outer part is 
pared off. The remaining material is 
durable and yet it can be easily cut to 
the desired shape. These shell feet are 
only fitted to the larger dolls, however, 
or those which sell at the highest prices. 
The cheaper playthings are content with 
feet of paper. The process of making 
and selling these Chinese dolls is sim- 
ple in the extreme. The manufacturers 
keep no samples. They merely execute 
orders given them verbally by dealers, 
according to the requirement of the 
trade. These dolls are not manufactured 
for export, although a few of them find 
their way to Europe and America, gen: 
erally in the hands of travelers return- 
ing home. They suffice for the Chinese 
child, however, and they are to be found 
in every corner of the great Chinese 
Republic. 

Probably the most wonderful doll, 
wonderful in its simple perfection and 
“play-with-me” qualities, is the Kruse 
doll. It is a pity here that quality ne- 
cessitates artistic hand work, the work 
of real artists, in fact, and this means 
that the price must be kept up. Accord. 
ingly the Kruse doll seldom finds its 
way into the homes of any but the rich, 
and it is stocked in even the large toy 
stores in dozens and not by the gross. 


_ This, and the American all-wood Schoen- 


hut doll, are probably the most remarka- 
ble doll creations of all time. 
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Essentials in the Toy Department Interior 


The Merchant in the Small City Need Not Be Discouraged Because He Has 
Neither the Floor Space Nor the Fixtures of the Larger Store. 


REQUENTLY the merchant in the smaller city has 

been heard to remark: “I believe that there is a 
worth while profit in toys the year ‘round, but I 
have not the room to permit the installation of a 
complete department, nor have I the capital or 
fixtures to make it bright and attractive to the 
children.” Such a merchant is not alone in his be- 
lief, but the idea is erroneous, nevertheless, The 
department in the small city may be made attract- 
ive with small expenditure. And it may be suf- 
ficiently large to serve the community in which it exists with- 
out excessive use of fioor space. TOYS AND NOVELTIES 
has frequently reproduced photographs of the leading toy de- 
partments of the country. Indeed, it has taken a premier place 
in rendering this service to the trade. It has shown interior 
views and window trims of the majority of leading retail stores 
in the country, and some of these have portrayed toy depart- 
ments which have been marvels of efficiency and beauty of 
conception. Some of them have been departments in which no 
expense had been spared to make them elaborate and inviting 
places to attract children and their parents. But all of these 
stores have been depicted with a view to helping and encour- 
aging the merchant in the smaller city, and not discouraging 
him. 

The fact that a merchant in Richmond, Ind., has not half 
an acre of floor space at hia disposal for use as a toy depart- 
ment does not mean necessarily that he can not sell toys the 
year ’round. He can inject the spirit of the department which 
boasts of its half acre into a department in his own store 
which is limited to a few square feet. It is the spirit of the 
effort and not the scope which counts. In fact, he may be able 
to take larger profits from toys than the big brother of the 
metropolis, when the relative size of the two fields of opera- 
tion are considered. The metropolitan merchant may have 
thousands of dollars invested in the equipment of his toy de- 
partment. At the same time $40 will possibly replace every 
table and case in the toy corner of his small town brother. 
Despite the apparent discrepancy the $40 layout may render 
more efficient service then that which costs a small fortune. 
The service rendered by equipment depends on the use made 
of that equipment, and the quality of service rendered by a 
store depends upon the spirit of the store and not on the num- 
ber of show cases and wall cases gracing the store room. The 


small man with the big courage and glue in his trouser’s seat 
will generally accomplish more than the big fellow with a 
pointed chin and feet shod with roller skates. 

There is as great a proportionate need in the smaller city 
for toys the year ’round as there is in New York or Chicago. 
Well managed.toy departments pay in hundreds of cities, both 
large and small. They will pay in every city and every town, 
no matter how small if they are given a chance for life. It is 
not to be expected that a tremendous business in dolls will 
be done in a 10,000 town in June. But neither will several 
car-loads of wheel-barrows or dinner sets be sold in such a 
community in any single month. In relation to the extent of 
the general business transacted toys can be made as important 
and as profitable in Squantum as in Frisco. They can be 
stocked as completely, considering the requirements of the 
trade, and they can be displayed as satisfactorily, in the 
small store as in the large. 

If it is the spirit and not the floor space or fixtures of the 
top department which makes for its success the first essential 
in building a live small city department is found in creating 
that corner stone. Many a fine establishment has died because 
its founders could not inject that spirit of merchandising suc- 
cess into the beautiful store and fixtures which they had 
created. A man can lead a horse to water, but unless the 
animal is thirsty it is next to impossible to make it drink. Give 
a man a task in figures or construction and if he has the train- 
ing and the patience he will solve it. But give the same man 
the task of creating a proper environment or spirit anywhere 
and he will be all at sea. Many a great and successful busi- 
ness man, a man who does things, has been unable to so 
control his office or his home that a helpful spirit might be 
always found permeating the places in which he spent the 
larger part of his time. What is the “spirit which makes for 
success” in the toy department, and how can it be created? 

In the first place the toy department must be pre-eminently 
the one place in the entire store where the child feels at home. 
If it is worth while to have a few low tables and chairs at 
the soda fountain for the use of the little tots why cannot 
something be done in the toy department to let the children 
know that it is their department. A little free reading table, 
on which tough brightly colored juvenile books will be always 
found, will help. A piece or two of simple play apparatus for 
the children will be worth its cost many times over, whether it 
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TYPICAL AND SATISFACTORY TOY DEPARTMENT ARRANGEMENT IN SMALL CITY STORE OF WESTERN FIRM. 


be a see-saw, a merry-go-round, a big swinging hobby horse, or 
a small sand pile. If possible get away from the fixed and 
stiff business-like appearance of the adults’ end of the store, 
because nothing so grates on the soul of the child as matter-of- 
fact stiffness. The average child is not a “business body,” 
but likes things careless and free and easy. The child enjoys 
the toy department where the “lid” is off, where he can sit 
on a buck-board and own the whole world, with no one to tell 
him “keep off the grass” or “don’t feed the animals.” The 
toy department in the small city store, even though it be 
closely limited in floor space, can be made a happy place for 
the child as easily as the immense department in the city, hav- 
ing floor space equal to a block. 

The customer often judges a store by its employes, as well 
as by the service rendered or the goods carried, a condition of 
affairs which surely exists in the toy department. The child* 
is the most observing creature, forming likes and dislikes eas- 
ily and quickly. And when a child dislikes a woman who may 
happen to be in charge of the toy department he will steer 
clear of the corner over which she presides. It is important 
that everyone connected with the toy department be in sym- 
pathy with children, that they understand children and that 
they have that honest frankness which draws children to 
them. If the merchant contemplating the addition of a line 
of year ’round toys conducts a store so small that the duties 
of salesmanship must devolve upon himself he must learn to 
be all things to all children. Even though the cares of the 
business may be weighing on him heavily he must have a 
happy word for the children. The adult sometimes makes al- 
lowances if a merchant sells with a distant look and haggard 
face, but the child never. A quick glance of recognition, or 
the absence of it, may make a permanent friend or enemy of 
a child. In the toy salesman lies the merchant’s greatest op- 
portunity for creating the spirit of success in the department. 

In the display of toys two things are always important. A 
child dislikes “don’ts” and signs such as “Do Not Handle the 
Toys” have killed many an otherwise well managed depart- 
ment. The display must be so arranged that the toys which 
ought not to be handied promiscuously can be seen easily by 
both children and adults and at the same time cannot be 
handled freely by the youngsters. There are few of these 
toys, however, and they include fine dolls and delicate toys 
which are easily broken or soiled. These goods must be 
shown behind glass, because glass protects them from careless 


hands and from dust, and at the same time adds a suggestion 
of class and quality to the display. Glass prevents handling, 
and at the same time it has none of the suggestion of “Hands 
Off’? borne by the sign or the chicken wire fencing. If the 
goods are to be sold over counters, or displayed on counters, 
the counters should be about six inches lower than the aver- 
age. The child naturally feels more mature when standing 
before a low counter than when he stands before one at a 
level with his cap. It is essential that in considering every 
detail of the toy repartment the merchant look from a triple 
view-point, namely, that of the child, that of the adult, and 
that of himself, because unless he looks to his own interest 
and his own profit the most beautiful department in the world 
would be but a drain on his exchecquer. 

The accompanying illustrations show two widely differing 
and widely separated toy departments. The first shows a 
small section of the children’s corner in the big store of 
Strawbridge & Clothier, Philadelphia, Pa. The second shows 
about one-half of the toy department in the big general! store 
of the Phelps-Dodge Mercantile Company, Douglas, Arizona. 
The first shows one of the most interesting treatments of a 
doll department interior ever conceived. It is the idea and 
from the design worked out in detail by Jerome A. Koerber, in 
charge of window trimming and decoration in the Philadelphia 
store. The second is the partly temporary arrangement, with 
the decorations above cropped out of the picture, as worked 
out by Tom Allen, one of the best known western decorators. 

These two interiors well illustrate the different problems of 
the two types of stores. In the eastern store there is ample 
floor space for a large year ’round toy department, and there 
are ample resources for the construction of even the most 
elaborate fixtures and decorative effects. It will be noted that 
along the further side of the aisle appearing in the foreground 
are a series of “shop windows” each trimmed as carefully as 
though it were facing the street on the outside of the store. 
It will be noted that these windows show dolls, and through 
the glass and the opening it will be seen that the sub-section 
beyond is the doll section of the department. It will be seen 
that the dolls are arranged in tiers in much the same manner 
as in the background of the Arizona store. 

But the Douglas, Arizona, store does the business because 
the spirit of the toy department is right. And that spirit can 
make for success anywhere, without regard to the size of the 
town or the opulence of the merchant. 
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Toy Windows Which Sell Goods in: Summer 


When the Billboards Advertise the Circus Let a Circus Trim Advertise the Toy 
i 4 Store---Combining Toys with Displays of :Other Goods. 


»T IS not the easiest thing in the world for the 
toy man or department manager to keep the 
window display ball rolling steadily throughout the 
summer months. During the holidays all play- 
; things are timely, and almost any kind of:a toy 
-trim which shows toys. will- detiver substaniial 
results in sales. But in June and July the lines 
displayed must be more carefully selected if they 
would be in tune with the season and the trim 
_Y must be given a summer touch which will prove 
beyond a doubt that there is much in toys which may be well 
bought when the days are longest. The picturesque trim 
must breathe of the summer, and the goods shown in the stock 
trim must be playthings which will appeal especially to the 
child seeking paraphernalia for summer playing. 

In casting abcut these summer suggestions the trimmer’s 
mind must revert to three general groups of possibilities. 
First comes the picturesque display, in which some scene 
well known to the child and parent is depicted in miniature. 
Then comes the ordinary goods trim, in which the toys are 
given a plain and direct opportunity to sell themselves. And 
then comes the combination goods trim, in which toys are 
shown in connection with other goods, either for children or 
adults. Into one of these divisions the summer toy window 
will naturally fall, and which one it will be depends upon the 
temperament and training of the man who is to do the work. 

If the trim is to be picturesque, the summer opens a wide 
field for successful exploitation. One possibility is revealed 
worked out successfully in the second of the accompanying 
illustrations. This toy display was arranged by H. R. Claudius 
for Foster, Ross & Company, proprietors of “The Big Store,” 
in Auburn, N. Y. This window proved a big sensation and 
attracted more attention than any other feature display in 
this big Empire State store. The photograph does not do it 
justice because of the fact that the shadows conceal much 
of the detail. It was the perfection of these details which gave 
the window its special appeal. 

The canvas background was painted to represent a large 
circus tent, of the variety which generally houses “The Big 
Show.” <A platform raised two feet from the floor of the 
window space extended across the back and across one end 
and in the center of the window it was built out to within 
six inches of the front, or glass. On this a regular tent was 
constructed, which was filled with “circus seats” providing 
ample room for fully one hundred dolls of various sizes. 
These seats were kept well to the rear of the tent. In front 
of these seats three “rings’’ were arranged for the per- 
formance of the various ‘acts’ of the show. No self-re- 
specting circus ever toured the country which did not boast 
of its ‘three rings” and so Mr. Claudius felt constrained to 
provide the Auburn children with a doll circus built on the 


most approved lines. In these rings were clowns, performing 
animals and acrobats going through the evolutions which draw 
the children to the big tent'in'the summer. Suspended from 
the top of the tent was the trapeze and other aerial apparatus 
on which four ‘acrobats were performing the hair-raising 
stunts. wnich have become: an important part of the modern 
show. At one end of the display was the main entrance to 
the big show. This always leads through the animal tent, 
and of course the toy circus entrance led through cage after 
cage of wild animals. At the other end was the entrance to 
the side show, where a big curtain was emblazoned with the 
pictures of the greatest curiosities in the world, true to life 
in every detail. The entire fioor of the window space was 
covered with sawdust, because no circus ever came and went 
its way in any section of the country without leaving behind 
it several tons of ill-smelling sawdust to keep its memory 
fresh in the minds of the youngsters for many a week. A 
small assortment of toys were displayed scattered over the 
floor, but the circus itself was so well arranged that it over- 
shadowed every thing else. A good opportunity was offered 
for displaying some of the larger boxed games by inclining 
them against the curtain hanging from the raised platform. 

The value of Humpty Dumpty circus toys in building a dis- 
play like that shown in this circus window cannot be over- 
estimated. The clowns and other performers going through 
their antics in the three rings as well as the trapeze per- 
formers suspended in midair are all from Humpty Dumpty 
sets. The dolls shown attending the show are all from the 
large stock of Foster, Ross & Company. Mr. Claudius writes 
that the window proved to be a big success, both from the 
standpoint of the crowds which gathered to look at it, and 
from the more definite standpoint of sales created. For 
instance, one fond parent bought the entire outfit of circus 
toys displayed in the three rings. It is this kind of evidence 
which proves that a window of this sort actually brings busi- 
ness to the store. 

Other picturesque windows which would be timely in sum- 
mer can be suggested by the score. The carnival window, for 
instance, with moving devices and everything bizarre, never 
fails to attract attention. A bathing window could be easily 
arranged, with a sandy beach and real water. Swimming cel- 
luloid dolls could be demonstrated continuously in the water. 
Some of them could be sitting half buried in the sand at the 
water’s edge. A small electric fan can be hidden from view, 
but trained on the water at an angle so that it will cause waves 
to roll across the “lake.” <A large fan will blow the shallow 
water sufficiently to cause rollers to bréak over the dolls in 
the sand in a manner not unlike the breakers at Coney Island 
or some North Shore resort. Such a bathing window will 
give ample opportunity for the display of scores of dolls of 
every variety, from the crooked-legged infant up to the “lady 
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doll” from Paris togged out in the latest summer gown and 
silk parasol of the “mushroom” y-riety. Many character dolls 
can be brought into the display ‘asily, their special design 
rendering them doubly attractive in such realistic surround: 
ings. While such a trim could not be expected to sell dolls 
by the thousand, it would impress upon the parent the fact 
that the doll is ever present in the mind of the little girl, 
whether the month be June or December, and that for gift 
purposes there is never a toy in any season that will compare 
with the doll. Definite sales could be created, however, by 
including in the display a good variety of sand toys, molds, 
shovels and the like. Some of the larger dolls could be 
placed in natural positions playing with these toys. Neat 
ticxets on each toy giving the price would complete the selling 
talk. Where the toys are sold in sets a card could be placed 
in the sand in the center of the set, as it is strewn over the 
sand, giving the price of the entire set neatly boxed. If it 
is desirable that sand toys be featured strongly the entire 
backgrouna of the trim, including the rear and side walls, can 
be covered with sand toy sets in their cartons, making a most 
impressive display. 

Another summer picturesque trim which could be easily ar- 
ranged is a picnic scene in a grove. The trees can be 
branches cut in the woods or even a dozen small artificial 
Christmas trees left-over from the stock of the last holidays. 
Small board tables can be set up in true picnic style, or the 
dolls can be squatted around a paper table cloth spread on 
the ground. A few boy dolls can be shown having a game of 
“rounders” at the edge of the grove, and possibly a “mother 
doll” might not be out of her element spanking a baby doll, 
because there is something in the atmosphere of a picnic 
which seems to force the child to be naughty. At the far 
corner of the window a group of girl dolls may be shown re- 
moving their shoes and stockings preparatory to wading in 
a mirror lake. A couple of boy dolls would naturally be peer- 
ing through the “bushes.” This window might not sell goods 
but it would call the attention of the community to the toy 
store during the months when picnics are the rage, a service 
which could be performed by no other medium so cheaply. 
It is this attention which the toy store needs. 

Another scene which has frequently drawn general atten- 
tion to:the toy store during the summer is the farm group, 
with house, barns, hen houses and other out houses. Few city 
people ever think of the farm in winter with any great long- 
ing, but when the summer sun gets hot the mind of the 
adult and child alike turns to the simple life, and farm life 
means the siinple life to the city bred boy or girl. One of 
the larger wooden doll houses taken from the toy department 
will do admirably for the farm house. A rough barn and the other 
outbuildings can be easily constructed of thin boards, or some- 
times the stock will be found to contain “open-faced” barns 
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which can be used to good advantage. The barn-yard should 


‘be enclosed with either wire or wooden fencing, and in it an 


old watering trough, a pump and a goodly assortment of toy 
animals can be shown. There should be a few trees around 
the house, a smali hay stack off to the rear where the pasiure 
begins, a couple of dogs and cats lounging around the porch 
or yard, and a farmer doll milking one of the cows in the 
barn. The farmer and his wife can be shown sitting com- 
fortably in rocking chairs on the porch, or possibly it would 
be more up-to-date to have them just starting for town in 
their automobile. Western farmers all have cars today. 

If the toy man wants to create a definite demand for goods 
by displaying those goods in his window without special deco- 
rative effort he must be careful in the seleciion of goods which 
are timely in the summer.. That is the only real essential in 
such a window, because the goods are left to speak for them- 
selves. Jet price tickets help them finish their sales talk. 
A price ticket on a quaiity article for which there is a natural 
demand will clinch as many sales in the course of a day as 
a dozen salespeople. The time of a salesman costs money— 
that of a small ticket costs nothing. The old argument, to the 
effect that price tags affixed to articles in a window frightens 
prospective purchasers away, is losing followers among mod- 
ern inerchants. Modern salesmanship does noi hide the price 
of a standard article up its sleeve to he shaken «iown into 
the view of the buyer at the psychological moment when he 
has made up iis mind to buy and will not notice that possibly 
the price is more than he eares to pay. When tre window 
is used as a salesman it should be used as a straight-forward 
complete salesman. The labeling of all goods with their prices 
renders the service of the window complete. Choose the 
goods for the etock window carefully so that tnoey will all 
be timely and suited to the requiremenis of the community. 
Arrange them so that they can all be seen easily. Be cureful 
to work as much color into the trim as possible, because it is 
color which draws and holds the eye of the youngster. Delib- 
erately place brightly colored goods among the more sombre 
stock. Then let the goods sell themselves. 

In the third division, or type, of summer toy windows, that 
in which playthings are combined with goods in other lines, 
every merchant finds steady opportunity for summer exploita- 
tion. If it is children’s summer clothing which is being dis- 
played it can best be shown on large dolls gathered around a 
table on the lawn. And the dolls can be surrounded by the 
toys which might be expected on the lawn in summer. Possi- 
bly electric flat irons are being featured. Let a group of char- 
acter dolls, like elfs, be placed in such a way that they appear 
to be manipulating the irons. The advantages of the electric 
iron can well be shown by placing a doll with an old-style iron 
in one corner of the display. Let the doll be settled back 
worn out in an easy chair “fanning” herself. 


THE CIRCUS WINDOW CAN BE EASILY ARRANGED BY ANY TOY MAN AND IT IS TIMELY IN SUMMER MONTHS. 
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CAMPBELL KIDS IMPROVED—POPULAR THE WORLD OVER 


TOODLES 


“ PEEK-A-BOO”—THE NEW 


The attention of the trade is 
line of Art and Character DOLL 


Our New Line ¢ 


For Beauty, Durability and Selli 
year’s productions. Don’t fail t< 
your Holiday Orders. Send for 


Gold Medal Baby Doll 4 E. 1. HORSMAN CO., 


20 Styles to Retail From 50c to $10.00 Each FARMER og The Horsman Art and Character Dolls Are the F 
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“CANDY KID” 


T AND CUTEST OF DOLLS 7c - 


‘alled to our grand and imposing 
100 Various Styles. 


t BABY DOLLS 


{ Value, are far ahead previous 
jee our new line before placing 
oll Catalog. 


65 Broadway, New York Suck-a-Thumb Baby Doll 


Jct of the Aetna Doll and Toy Company Factory CAMPBELL BABY Trade Mark 
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Your Attention is Directed to the Announcement of a NEW GAME 


The Grande Auto-Race 


A Race to Beat the SAND 
The Cleverest and Most Exciting of All Race Games 
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GRAN De 


B hoc ! 


Patent Applied For 


HE GRANDE AUTO-RACE CONSISTS OF an elegantly lithographed board in four colors, ' 
15x24 inches, four lithographed celluloid race car buttons, three minute Sand Hour Glass, two dice, dice 
cup and box. 


HOW TO PLAY .THE GRANDE AUTO-RACE 


There are two, three or four players and a Judge (everybody wants to be Judge, because he has absolute 
authority over the Race). The players choose eit cars and throw for position on the tracks. The Judge turns over the 
Hour Glass in the center of the board, cries “Go,” the SAND STARTS TO RUN, and the players race to see 
who can go the farthest and be in the lead when the SAND HAS RUN OUT. There is but one dice cup 
and they must wait their turn for this to be passed around. The Judge prevents the leader from delaying the game 
by fine or other penalty. As the sand grows less the EXCITEMENT OF THE PLAYERS IS 
WORKED UP TO THE HIGHEST PITCH. The effect of the continual running, running of the 
sand is irresistible THE RACE BECOMES A PERFECT SCREAM, and the clamor of 
“HURRY, HURRY— GIVE ME ONE MORE” BECOMES DEAFENING. 

Added to the RACE ELEMENT of the Game is tte FASCINATION OF THE AUTO- 
MOBILE, than which nothing is more advertised at the present time. The boys have their pushmobiles and 
the girls dream of auto rides. NO GOOD “AUTO FAN”? WILL FAIL TO BUY THE 
GRANDE AUTO-RACE. 

MR. BUYER: We respectfully submit to you that this game with it EXPENSIVE GET-UP 
and it CLEVER CONCEPTION will RETAIL AT 50O¢e, and we request that yu WRITE US 
NOW FOR PRICE LIST. 

MR. JOBBER: We solicit your business —special inducements — cuts for catalog—circulars, etc. 

EXPORT MEN TAKE NOTICE: We have wide protection and will publish this game in any 
language. Write us for our terms for foreign ternitory. 


ATKINS & COMPANY, Inc. 


Owners of the World’s Rights for **“CORTELLA,’? The Game 
of Resource and Excitement. STANDARD THE WORLD OVER. 


Seven South Mole Street PHILADELPHIA, PA., U.S. A. 
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Case of the Importer on Tariff Revision 


Suggestion from one large house for amendment to toy paragraph in Payne Bill—Con- 
crete examples showing cost of importing playthings—-“Percentage of Protection” existing on 
toys shown to be larger than actual tariff protection--F reight Rates up for 1913. 


N THE February and March issues of TOYS AND 
1 NOVELTIES the complete story was told of the 
movement toward amending the tariff on toys, in- 
cluding the hasty temporary organization of domes- 
tic toy manufacturers in order that they might be 
represented before the Ways and Means Committee 
of the House of Representatives, and also including 
the hearing before that committee. The story was 
told from the standpoint of the American manufac- 
turer because it was he who was taking the inia- 
tive. It is the purpose of this article to give plain- 
ly and without bias or comment the position of the importer. 
The importers of toys were not represented as a body before 
the Ways and Means Committee, nor did any importer appear 
personally before the committee during the hearing. 

However, one importer, probably the largest in America, 
submitted a letter to the Committe relative to a large number 
of tariff paragraphs which it held should be amended. The 
section of this letter which related to the toy industry states 
some of the apparent technical inconsistencies of the present 
tariff. Then the importer went at great length into the ques- 
tion of the actual percentage of protection which domestic 
toys now enjoy. The importer showed this percentage by 
means of concrete examples of cases of toys imported during 
the natural course of his business. In addition to revealing 
the stand of the importers, these examples give some exceed- 
ingly interesting data regarding the import business. . In jus- 
tice to the import trade, the section of this importer’s letter 
pertaining to toys as well as several of the concrete examples 
are reproduced herewith: 

Paragraph 431, Payne bill, should be amended to read: 

“Dolls and parts of dolls, doll heads, toy marbles, artificial 
Christmas trees, Christmas-tree candle holders, and other ar- 
ticles made expressly to ornament Christmas trees, of what- 
ever materials composed, filler toys, and all other toys and 
parts of toys not composed of china, porcelain, parian, bisque, 
earthen or stoneware,” as Christmas-tree articles, are clearly 
in the nature of toys, being used to decorate Christmas trees, 
and should therefore come in at the toy rate, although, by a 
decision of the board, sustained by the courts, they are now 
held not to be toys, while small candles for use in lighting up 
Christmas trees are held to be toys—clearly, one is as much a 
toy as the other. It is further recommended that the phrase, 
“and not special:y provided for in this section” be eliminated, 
for the reason that otherwise cheap and fragile chains of 
glass beads of insignificant value will be held dutiable as 
beaded articles at 60 per cent on all fours with strings of beads 
of considerable value. 

Other toy jewelry of various kinds and of very low value, 
although only fit for children to play with, are classified other 
than toys, owing to this phrase, “and not specially provided 
for in this section.” We recommend that this phrase be elim- 
inated, because if an article is in its full and broad sense a 
toy, and provable by trade designation and commercial under- 
standing to be such, then as a toy it should pay duty. 

We call attention to the memoranda attached showing, in 
regard to a diversified line of toy items, the actual percentage 
of protection beyond the 35 per cent rate ad valorem provided 
by the Payne bill. . 

The duty on toys and dolls is 35 per cent, but as shown in 
the following examples it amounts to from 37 to 44 per cent 
of the value of the merchandise owing to 35 per cent duty be- 
ing assessed on the value of the case as well. 

The total import business done in toys last year showed a 
slight decline under that of the year previous, but the political 
unrest was given as the cause for the slump. Taking all things 
into consideration many commercial leaders assert that the 
toy importer should feel fortunate at being able to so nearly 
hold his own in such a year. 


(One case containing 36 dozen tin sand pails at 1.66 marks (39 le 
cents) a dozen, $14.22. Weight of case, 209 pounds. Measurement, 
29% cubic feet.) 

Value Per cent. 


POST OF CASE sui oie bate esqe tc \wah dhies Get: $1.08 11.8 


Freight from German factory to European 


DOUU ei Pn8 eo n0hy iy as aiatink b:2 6 6 BAM Sa dee ae 05 6.7 
Ocean 
) 


Ce Oe ee ee ee 2.29 16.1 
Marine insurance. customs entry, loss 1 
month interest, CAPE RO s0 40 56d oe wt .68 4.8 
35 per cent duty on value of Bouds........ $14.22 
35 per cent duty on value of CASO J 5. ee a eiesins 1.68 
15.90 5.57 39.2 


Total 78.5 


11.17 
On the basis of 1912 ocean-freight rates it costs $11.17 to land in 
New York $14.22 worth of tin sand pails, or 78.5 per cent, 


nn ad Rt ee ee a ee 


(One case containing 121% 
($1.74) a dozen, $21.75. 
26 cubic feet.) 


dozen magic lanterns at 7.29 marks 
Weight of case, 271 pounds; Measurements, 


Pen ROME TRE 8 ahi 8b a care Vee ere varie ig eg 


Value Per cent. 
$2.5: 11.6 


ee ee eee 1.09 5.0 
Ocean freight to New York (7.79 cents a 
CUDIC TOOL)». tte wiele woviess Ghia as esc. ocak + 3.03 14.0 
Marine insurance, customs entry, loss 1 
month interest, CAPUNB Ce ia a5 are .86 4.0 
35 per cent duty on value Boods........ $21.75 
35 per cent duty on Value of case......... 2.52 
24.27 8.49 39.0 


Total...... 15.99 73.6 
. freight rates it costs $15.99 to land 

in New York $21.75 worth of magic lanterns, or 73.6 per cent, 
Attention is called to the fact that in the Present Vear, 1913, the 


ocean freight rate is 18.2 per cent higher than given in above 1l- 
lustration. 


Oe Ree 8 818 0) eo 8 ates eal: Se eile oS SPA ey 


(One case containing 18 dozen Rumes of fishpond, 
(S0.7 cents) a dozen, $14.53. 
ment, 35 cubic feet.) 


on at 3.38 marks 
Weight of case 277 pounds, Measure- 


COSU OF CASO ere iyi iea slits acta ec aS a a ve 


ee Per cent. 
: 1. 
Freight from German factory to European 


10.6 


DOIN ect nie eae S ates diew Kd uated alee Ak 1.12 7.7 
Ocean freight to New York (7.79 cents a 
= CUNIC LOOL): Sicic Seakewalcnla Ge onna oc as 2.73 18.7 
Marine insurance, customs entry, loss 1 
month interest, cartage.............. .69 4.7 
35 per cent duty on value Of poods....... $14.53 
35 per cent duty on value of case......... 1.54 
- 16.07 5.62 38.7 
DOTA speeteetia sladu ila asihs haute St oA ee Sone. 11.70 SO.5 
_ On the basis of 1912 ocean freight rates it cost $11.70 to lund 
in New York $14.53 worth of games, or 80% per cent. 


(One case containing 4514 dozen Noah's arks w 
1.05 marks (25 cents) a dozen, $11.38, 
Measurements, 38 cubic feet.) 


h’s ith animals, at 
Weight of case, 308 pounds, 


Value Per cent. 
COSC OF CABG: si cte  h alws aly un eoa-aigo tc Dh a geen’ $2.59 22.8 
Freight from German factory to Eurupean 
DOT bag alors Gun ih win Bae es aes aan cen 1.23 10.7 
Ocean freight to New York (7.79 cents a 
cubic foot) .......................... 2.96 26.0 
Marine insurance, customs entry, loss ] 


month Interest, cartage....2.......... .65 5.7 
35 per cent duty on value of go0ds....... $11.38 
go per cent duty on value of case 5) 


se ere neon 


4.89 2.9 


Total 1232 108.3 

On the basis of 1912 ocean freight rates it costs $12.32 to land in 
$11.38 worth of Noah's arks (wood) or 108.3 per cent. 

Attention is called to the fact that the present year, 1913, the 


ocean freight rate is 18.2 per cent higher than given in above il- 
lustration. 


ee 8 OG RR OOO eC ms we 0 Cer: On Se Wes corse. W166 See va 


(One case containing 60 dozen wooden guns, 
cents) a dozen, $22.68, 
27%, cubic feet.) 


( at 1.59 marks (37.8 
Weight of case, 407 pounds. Measurement, 


Cost of case ty 


Value Per cent. 
$1.46 
Freight from German factory to European 


6.4 


a a ea SS 


DOUG 34 0th eisai ee ee We eel SO 1.48 6.5 
Ocean freight to New York (7 cents a 
CUDIC OOO)” Snare solani ae waved bisa ges 2.16 9.5 
Marine insurance, customs entry, loss 1 
month interest, cartage............... -96 — 4.3 
35 per cent duty on value of goods...... $22.68 
35 per cent duty on value of case....... 1.46 
24.14 8.45 37.2 


Total Ceres cere 14.51 63.9 
On the basis of 1912 ocean freight rates it costs $14.51 to land in 
New York $22.68 worth of wooden guns, or 63.9 per cent. 
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— DON’T OVERLOOK __siThe ls 
The Boy THE 1913 LINE OF THE The Boy 


American Model Builder 


THE TOY FOR THE BOY 


The Most Complete and Mechanically Correct 
Steel Building aud Construction Outfit 
THIS LINE DID WIN THE APPROVAL OF THE MOST FASTIDIOUS BUYERS 


LAST SEASON, AND IS NOW=—AFTER ALL THE SETS HAVE BEEN ENLARGED 
AND PRICES AND DISCOUNTS REVISED=— 


THE ONE BEST BET 


ON THE MARKET. GET CATALOG AND QUOTATIONS | 
Our National Advertising Campaign Will be Larger Than Ever Before. 


Your Toy Stock Will Not Be Complete Without 
This Wonderful All Year Seller 


The American Mechanical Toy Co. 


Dayton, Ohio, U.S. A. 


Pacific Coast Representative 


Eastern Representative uthern Representative 
STROBEL & WILKEN CO. GEO. P. PAINE ROGERS-THOMAS SALES CO. 


NEW YORK AND CHICAGO 718 MISSION ST., SAN FRANCISCO DALLAS, TEXAS 


June, 1913. TOVS AND 


(One case containing 5 duzen papier-mache roly-poly, at 13.23 
marks ($3.14 8-10) a dozen, $15.74. Weight of case, 363 pounds. 
Measurement, 60 cubic feet.) 

Value Per ane 


Cost: Of CASG .vas.6 cites $42 3 tba eee eeeee oats $2.20 
Freight from German factory to European 
DOL’ |. cece gies Ge wie ere Se Rew ee eee 1.56 10.0 
Ocean freight to New York (7.79 cents a 
CUubIC: TOOL) fered ou 5 aw kero eres 4.60 29.1 
Marine insurance, customs entry, loss 1 
month interest, curtuge...........008. 73 4.6 
35 per cent duty on value of goods....... $15.7 
35 per cent duty on value of case........ 2.20 
17.94 6.28 40.0 
Oat hate eae bap ee a Oe Se Eee xi 97.7 


On the basis of 1912 ocean freight rates it costs $15.37 to land 
in New York $15.74 worth of papier-mache roly-puly, or 97.7 per 
cent. 

Attention is called to the fact that in the present year, 1913, the 
ocean freight rate is 18.2 per cent higher than given in above il- 
lustration. 


(One case containing 3 dozen plush-covered horses, at 35.28 
marks ($8.40) a dozen, $25.20. Weight of case 473 pounds. Measure- 
ment, 54% cubic feet.) 

Value Per es 


COST OC CASO ai eae ee Ad Rhee oda eee eee $3.06 
ps from German factory to European ; 
ORO tt, 6 oe cee ncee b one Be eee 1.51 6.0 
Okan Weelpht to New York (7.79 cents a 
CUDIC: TOOL)” wias oes veo Gs 2G eace eo oe ee 4.26 16.9 
Marine insurance, customs entry, luss 1 
month interest, cartage ............. 95 3.8 
35 per cent duty on value of goods......... $25.20 
35 per cent duty on value of cuase........ 3.06 
28.26 9.89 39.2 
TOtAh 6s2ciasieees Oe ee geet kc hers arene avetorte 19.67 78.0 


(One case containing 6 dozen soldier suits, at 11.76 marks ($2.80) 
a dozen, $16.80. Weight of case, 345 pounds. Measurement, 82% 
cubic feet.) 


Cost. OF. Ca SG rds oe ee wet GU oh eee ates 
Freight from German factory to European 


Value Per cent. 


por 
Ocean freight to New York (7.79 cents a 

cubic foot) 
Marine insurance, customs entry, loss 1 

month interest, cartage.............. babs. doce eee 
35 per cent duty on value of goods....... os Woes Beas 
35 per cent duty on value of case........ 2.83 eee ee 


Ota bi diese ie Garde ease cte suse re ew ee aes 19.63 Bae eke she. 

On the basis of 1912 ocean freight rates jt costs $18.12 to land in 
New York $16.80 worth of soldier suits, 1 box, or 107.8 per cent. 

Attention is called to the fact that in the present year, 1913, the 
on freight rate is 18.2 per cent higher than given in above illus- 
ration. 


(One case containing 24 dozen sailboats, at 3.95 marks (72.6 cents) 
a dozen, $17.42. Weight of case, 363 pounds. Measurement, 52 
cubic feet.) 

Value Per cent. 


COst :Of CASO. co ediiicw ce bie eeu eee decde sa ents $2.03 11.7 
Freight from German factory to European 
DOVE, vasa assuik we ke Pa eo bebe ee bee es 1.51 8.7 
Ocean freight to New York (7.79 cents a 
CUDIC TOOU): se alanine © Me Rw Riiere iee eh 4.05 2a.0 
Marine insurance, customs entry, loss 1 
month interest, cartage...............- .75 4.3 
35 per cent duty on value of goods.... $17.42 
35 per cent duty on value of case......... 2.03 
19.45 6.81 39.1 
LOLA: YoSe kee aed GREK Ew ORE SS AW Rare 15.15 87.1 
(One case containing 36 dozen tin stoves fittings, at 2.93 marks 
(69%, cents) a dozen, $25.11. Weight of case, 429 pounds. Measure- 


ments, 6214 cubic feet). 
Value Per cent. 
COSU Of CASO iyo eG aa SONS CASAS 3.72 14.8 


ORE ey deat as Se RE RRA ES 1.87 7.4 
Oeedn: ‘freight to New York (7.79 cents a 
CUDIC TOO0) "user ww anes ea ee cbaee 4.87 19.4 
Marine insurance. customs entry, loss 1 
month interest, cartage.............., 97 3.8 
25 per cent duty on value of goods........ $25.11 
35 per cent duty on value of case......... 3.72 
28.83 10.09 40.2 
MOLGI:. Sieur es dcds bev Ge hee ade ene eee eee 21.52 85.6 


On the basis of 1912 ocean freight rates it costs $21.52 to land 
in New York $25.11 worth of fitted tin stoves, or $5.6 per cent. 


(One case containing 86 dozen paper horns, 26 inches lone. at 
26 marks (8.6 cents) a dozen, $7.50. Weight of case, 242 pounds. 
Measurement, 46 cubic feet.) 

Value Per cent. 


COSC GE CASO: tote ce es Gre re eg eek Be cee $1.85 25.0 
Freight tere German factory to European 
DOPC. oe stu se Sun ewe Soe eee PE as eS 1 12.3 
Ocean eight to New York (7.79 cents a 
PUDIC. TOOL) sacs eh ot Sh eee Hees 3.58 48.3 
Marine insurance, customs entry, loss 1 
month jinterest, curtage.............. 258 7.8 
25 per cent duty on value of goods........ $7.40 
35 per cent duty on value of case......... 1.85 
9.25 3.24 43.9 
yotal Sire nee Be tenwranat woke tnd Oo ats Sleek ease hte la 10.16 137.3 
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2.59 marks 
Meus- 


(One case containing 30 dozen decorated tin tea sets at 
(61 2-3 cents) a dozen, $18.50. Weight of case, 353 pounds, 


urement, 574% cubic fect.) 
Value Ver cent. 
COSC. Of -CA6@ 5566. ¢ .h 4-6 wa waren Ruth eee oe $2.76 14.9 
Freight from German factory to European 
POU “acvyacu ee ae o eae aes arn ts ak ght a ay ates % 1.61 6.7 
Ocean freight to New York (7.79 cents a 
CUDIE: TOGG) oan nee Pes oes kita cliente aly 4.48 24.2 
Marine insurance, customs entry, loss 1 
month interest, cartuge.... se. eee eee S81 4.4 
35 per cent duty on value of ROOUS........ $18.50 
30 per cent duty on value of cuse........... 2.76 7.44 40.2 
21.26 
OC es this oe tard Se Jed ea Bo Se OE ODES 17.10 42.4 


On the basis of 1912 ocean freight rates it costs $7.10 to Tand= in 
New York $18.50 worth of decorated tin tea sets, or 92.4 per cent. 
Attention is called to the fact that in the present vear, 1913, the 


ocean freight rate is 18.2 per cent higher than given in above 
illustration. 
(One case containing 36 dozen drums at 2 marks (4715 cents) 


a dozen, $17.10. 


Weight of case, 352 pounds, Measurement, 6644 
cubic feet.) 


Value Per cent. 


COSL OF ‘CASO as scia eB de eee oe SINS EEE SS oe $2.64 15.4 
Freight from German factory to European 
DONG, 2b wre dyn ee eee Ube gaa ee ae 132 7.7 
Ocean freight to New York (7.70 cents a 
CDC TOOU? esse a ee Sh ot he tes eis pee oak end 5.19 30.3 
Marine insuranee, customs entry, loss 1 
month interest, cartaze............0- 77 4.5 
35 per cent duty on value of goods........ $17.10 
35 per cent duty on value of cuse...... 2.64 
19.74 6.92 40.5 
Total , eh Gael Ricks i wisetaraseYw Guo 4.0 ota as ol ae 16.84 98.4 


(One case containing 6 dozen plush-covered horses and wagons, 
at 14.70 marks ($3.50) a dozen, $21.00.) 
Value Per cent. 


COSt: “OF CISC Siew oe hec od bSSe hae Me OR $3.06 14.6 
Freight aco German factory to European 
THOT, ake tias a tale Saba eee hc ee ea a aN, Saya 1.05 5.0 
Ocean irelent to New York (7.79 cents a 
CUDIC TOOL): «cis se aes waters SG GaSe oes 4.26 20.3 
Marine insurance, customs entry, loss 1 
month interest, cartage............005 .86 4.1 
35 per cent duty on value of gzoods......... $21.00 
35 per cent duty on value of case.......... 13.06 
24.06 8.42 40.1 
TOCA Chee Baek aoe ees BRS AER Ae ee 7.69 S4.1 


On the basis of 1912 ocean freight rates it costs $17. 65 to land in 
New York $21 worth of plush-covered horses and wagons, or S4.1 
per cent. 

Attention {s called to the fact that in the present v ear, 1913. the 
ecean freight rate is 18.2 per cent higher than given in above il- 
lustration. 


dozen tov furniture sets at 2.45 marks 
Welght of case, 317 pounds. Measure- 


(One case containing 3012 
(5814 cents) a dozen, $17.85. 


ment, 5214 cubic feet.) 
Value Per cent. 
COSE. Of: CASO ieee eieaeke wee Geb ck eran $2.59 44.5 
Freight vee German factory to European 
DOP Cees ns ho et haw Seek ae en a oes 1.19 6.7 
Ocean AUIERE to New York (7.79 cents a 
CUNO TOOL). acdsee cin aw ve aie og Sie ede as 4.09 23.0 
Marine insurance, customs entry, loss 1 
month interest, cartage............... 280 4.5 
35 per cent duty on value of goods........ $17.85 
35 per cent duty on value of cuse......... 2.09 
20.44 7.15 40.0 
Totals s64 Coico be we aed ORS ews Ee wee eS L582 88.6 
(One case containing 17 dozen fur-covered dogs, at 3.52 marks 
(84 cents) a dozen, $14.28. Weight of case, 334 vaidads. Measure- 


ment, 531% cubic feet.) 
Value Per cent. 
(OSE, OF (CASO. ~ ie eli 45.2 tinea bate be Se eee oa 3.12 21.8 
Freight on) German factory to Kuropean 
DOVE. | Saxe staaceee ee woes ee ees ets 1.44 10 
Ocean rreight to New York (7.79 cents a 
CUI TOOL Joc len hee Eh a te oA a VAS 4.14 29 
Marine insurance, customs entry, loess 1 
month interest. cartagze.......c.eeeeeee be a 
25 per cent duty on value of goods.......... S14. . 
30 per cent duty on value of cuse.......... 12 
17.40 6.09 42.7 
PLC GR UA: 25 Seis ers lS sate Oe aaa ROE oe CE sions 15.51 10s 5 


On the basis of 1912 oeean freight rates ft costs %15.51 to Jand in 


New York $14.28 worth of fur-covered dous, or 108.5 per cent. 
(One case. containing 11% dozen dressed jointed dolls. at 8.90 
marks ($2.12) a dozen, $23.85. Weight of case. 552 pounds. Meas- 


urement, 60 cubic feet.) 
Votue Per cent 


COST OF CASE. 6cicsces Qe ates bee PES EES Vea ws $2.20 te 
Freight from German factory to Furopean 
DOVE iat ees Pes diate eeu ae S45. wets Gin he 1.53 4 
Ocean freight to New York (7.79 cents a 
CUDIC: TOOE 3s cuca a heeds ere ant at hen tee 4.67 19.6 
Marine insurance, customs entry, loss 1 
month interest. cartage....2......... 1.02 4.2 
25 per cent duty on value of zoods........ $22.85 
35 per cent duty on value of case......... 2" 
26.05 9.10 38.1 
"OGY & sto dia eae e Dae wee Cees wes We ae 18.50 77.5 


On the basis of 1912 ocean freight rates {tt casts $1856 to land in 
New York $23.85 worth of dressed jointed dolls, or 77.5 per cent. 
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A High Class Toy of Superior Merit 


“STRUCTO” 


Practical Toy and Model Constructing Outfits 


STRUCTO is acknowledged to be most Fascinating, Entertaining and Instructive for Old and Young, in fact it opens up a new 
field for Boys who have practically outgrown the “toy age.” 

It is thoroughly modern and practical in every respect and Models made from STRUCTO are handsome in appearance, prac- 
tical in design, and sure to operate. 


Gears, Pulleys, Chain Wheels, etc., made from bright, strong, non-corrosive Die-Castings, correctly designed for the purpose 
and fitted with convenient and substantial set screws to 
match the Key Seat in Shafting, making an absolute rigid 
fastener which will not work loose. 


(No cheap flimsy clock work gears used on STRUCTO. ) 


Beams, Girders, Perforated Plates, etc., made in great 
variety of lengths and sizes, heavily Nickel-Plated and 
lasts forever. 


Highest in Quality. Greatest in Quantity. 


Nothing cheap about STRUCTO except the price. 
Retail from $1.00 to $20.00 per outht, also extra parts 


sold at reasonable prices by the piece. 


JUST A FEW MODELS MADE WITH $1.00 OUTFIT SOLD THE YEAR’ROUND BY ALL LIVE DEALERS. 
TO INSURE PROMPT DELIVERY, PLACE YOUR ORDERS EARLY 


STRUCTO MFG. CO. 


FREEPORT, ILL., U. S. A. 
GEO. BORGFELDT & CO. ARTHUR H. CUSHMAN K. M. HAYDEN McCLURG & KEEN 
New York 4S West 34th Street, New York City 816 Postal Telegraph Bldg., San Francisco, Cal. Chicago 
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ORIGINATOR OF WORLD’S NEWEST DOLL 


Writes of Her Life and Work for Readers of Toys and Novelties 


WAS born some time ago in 
Wilkes-Barre, Pa. When ] 
was a young girl my father 
got a place of about 300 
_acres in the Ozark Moun- 
tains in Southern Missouri— 
| very wild, enchanting jun- 
e oH gle. I have spent much of 
e9 my time there ever since, 

a; when I am not in New York, 
or Paris, or Italy. I have a large, foolish 
house, painted green to fit the forest, 
completely covered with trees and vines 
and sitting on the bank of a brook in 
honor of which the place is named Bon- 
niebrook. This house is full of books, 
pictures, divans, Navajo blankets and 
phonographs. I ride ponies, write sto- 
ries and poems in hammocks and make 
pictures in a den in the tree-tops. 

To come to the Kewpies; they were 
born about four Christmases ago in the 
Ladies’ Home Journal. For several 
years before, when I illustrated love 
stories for the magazines. I used to 
make headings and tail pieces with a 
few top-knotted cupids in them, doing 
some quaint thing connected with the 
story. The editor of the Ladies’ Home 
Journal cut out some of these little fel- 
lows, sent them to me and asked me to 
- make a series for children with them, 
kindly offering to have the verses writ- 
ten for me. 

“lll write my own verses,” said I, 
Proudly; and I sent him an illustrated 


\ 
MR 


SKE 


‘ty 


BY ROSE O'NEILL 


retter full of Kew- 
pies; the name I 
invented, as being 
“Httle’ for Cupid. 
In that letter I put 
fragmentary verses 
and drawings and 
outlined the Kew- 
pish character and 
possible future 
deeds to be dis- 
tinguished by kind- 
liness and _  funni- 
ness and_.philos- 
ophy, besides be- 
ing cheerfully idi- 
otic. 

The Kewpies 
moved later to the 
Woman's Home 
Companion, where 
they are in their 
third year. The 
numbers of the first 
year are already 
out in book form 
and the later ones 
will be in their 


turn. Hundreds of 
letters about them 
arrive from. chil- 
dren all over the 
world, also from 
their kind parents, 
grandmas, maiden 
aunts and bachelor 
uncles. Well, they 


began to utter such 
things as, “I wish we had a Kewpie we 
could hold,” or “Could you make us a 
Kewpie to hang on the Christmas tree?” 

I put my finger to my brow and—pro- 
duced Kewpie Cut-Outs. Kewpie Klubs 
were formed. New mothers wrote me 
their babies were Kewpies, and they 
were training their hair in top-knots. 
Then about two years ago doll factories 
began to write, saying “Make a real 
Kewpie doll. Can you model one in 
clay?” I had never modeled in clay—but 
I did. I made a Kewpie doll. Then I 
picked a doll house and they told me to 
g0 to Germany, to the Thuringer Forest, 
where the people do nothing but make 
toys, never stopping to play with them, 
and show the doll factories how to make 
them. I did. 

I left my lovely Capri in the Bay of 
Naples, where I live a good deal of the 
time, completely surrounded by roses, 
and I went twice to Germany. And, the 
Thuringer toy makers said, “Look, here 


ROSE O'NEILL AT WORK ON ORIGINAL KEWPIE MODEL. 


comes a new woman.” But they were 
not afraid of me long, because they 
found me so harmless and Kewpish. 

And some months after, when I had 
returned to New York, Kewpies were 
coming into the harbor by the ship-load 
and people were writing to me every 
day to let them make Kewpie ice cream 
moulds, Kewpie postcards, Kewpie cal- 
endars, Kewpie shirties, Kewpie cradles, 
Kewpie ear-tads, Kewpie cups and sau- 
cers, Kewpie spoons, knives, forks, 
shoes, stockings, baby carriages, Valen- 
tines dinner cards, table decorations, 
cotillion favors, Christmas hangings, 
nursery friezes, hoods, coats, union 
suits, caps, baby jumpers, rattles, writ- 
ing paper, slates, tablets, nursing bot- 
tles must I go on? 

So I began -to gasp whenever a pyra- 
mid of letters was cast upon my table, 
and I called loudly to a true and tried 
business man to open the letters where 
1 could not see. him do it, 
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BUILT FOR SERVICE. 
THE CLEVELAND LINE 
CHILDREN’S VEHICLES 


Atlas Wide Track Velocipedes 


3 GRADES 


Adjustable Re-inforced 
Handle Bars prams 

A New and 

Stronger 
Spring Saddle Velocipede 


HERCULES" EXPRESS WAGONS 
IN SEALED, SELF CONTAINED CARTONS 
AND A LARGE LINE OF 
Tricycles, Automobiles, Hand Cars, Barrows, Sulkies, Etc. 


WRITE FOR NEW CATALOG 


MANUFACTURED BY 


THE RIRK-LATTY MFG. COMPANY 


LEVELAND, OHIO 


COMPLE By LINE OF SAMPLES ON DISPLAY AT 
NEW YORK CITY CHICAGO, ILLINOIS 
rry B. Pear McClurg nal Kee 
American Woolen Bui Iding Dry Goods Rep er Bui Iding 
B21 Fourth Ace , Cor. 18th St. | 315 South Ma: rket St 
New York City Chicago, Illinoi 
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nd Cossp of the Me sre 


and Lossip of the 


RESIDENT Biotic edaietiory 
TOYS AND NOVELTIES 


OUIS AMBERG & SON are showing a remarkably 
‘| attractive line of baby doils—18 numbers in all. 
These dolis sell for one dollar, are attired in long 
and short dresses and caps and to complete the 
realism, they possess rattles, teething rings and 
nipples. These items are of the “natural variety” 
from head to foot. They are made, too, in panties 
and shirt and retail at from 50 cents to $5. Great 
pains have been taken in rendering the limbs of 
Ai Amberg dolls life-like and the clever shaping of 
the feet with sewing of the toes has opened the eyes of many 
a buyer. Louis Amberg & Son are producing a “Baby Wonder 
Doll” that retails at from $3.50 to $15. The western buyers 
Mave declared the $5 doll of this series to be a genuine revela- 
tion in modern doll value giving, for at the price it is the 
prettiest Amberg doll ever offered. It holds a rattle in its 
hand and its dresses are trimmed with drop lace so much in 
vogue at present. The Amberg bisque finish will do for a doll 
what a year on a farm will do for a child——give rosy cheeks 
and a natural, warm lustre that is captivating. The Amberg 
bisque finish is washable, unpealable and “lickable’’—which 
last means that a child can perform the customary gnawing 
stunts with it and no ill consequences can possibly result. 
This finish is first and last a sanitary finish. J. C. Ruben fs 
representing Louis Amberg & Son in Missouri and Kansas, 
where he has a host of friends and a big trade. He reports 
that the new Amberg bisque finish is meeting with enthu- 
Siastic approval. Joe Amberg is back in New York after a 
successful trip through the Middle West. He reports excellent 
business in the “Outing” one motion collapsible sulkies of 
which his firm is sole Eastern representative. Mr. Amberg 
states that this original one motion folding cart, with its two 
little rear wheels is recognized today as a thoroughly high 
Class item. Louis Amberg & Son are now selling agents and 
direct factory representatives of the Buck line of metal doll 
beds—a beautiful line, finished in deep gold which gives the 
effect of a laquered brass bed. 

Harry Pearce is back in New York after a very extensive 
Middle Western trip. Mr. Pearce is located in splendid 
Offices in the American Woolen building and the buyers find 
his show room an ideal place in which to look over the big 
lines Mr. Pearce represents. Among the new items shown in 
this big, sunny show room is a soap bubble blower that 
threatens seriously to shelve the historic clay pipe. This 
blower is called “The Peerless Bubbler” and it is manufac- 
tured by the Dutchess Novelty Company, of Woodside, Long 
Island. It is a simple wooden device shaped like a pipe with 
stem and bowl. In the bowl are two holes—one in the center 
and one in the side. The bubble is started from one of these 
holes. When it reaches a fairly large size, stop blowing a 
moment, then start again. Another bubble will form at the 
other hole and drop into the inside bubble. Keep blowing 
and you will have one big bubble filled with a lot of tiny ones, 
80 that the effect {g decidedly astronomical—looks almost like 
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the moons of Mars. The ‘Peerless Bubbler’ has thus given a 
unique variety to bubble blowing that has already taken the 
fancy of children. 

Few toy men have made this year the extensive trip of E. C. 
Loewe of the Aetna Novelty Company, 108 E. 16th street, 
New York City. Mr. Loewe has made all the important towns 
on the Pacific Coast and he has steadily deluged his firm with 
good, fat orders for the several months his trip has covered. 
Mr. Loewe is expected back in New York about June 15. He 
reports that the Aetna line of doll dresses, garments and furs 
have met with fine favor, and the business promises to in- 
crease over last year’s no less than 100 per cent. The Aetna 
Company has a live selling organization, Ralph Loewe cover- 
ing New York City and vicinity, and David M. Baum acting as 
secretary and treasurer and inside salesman. 

An inspection of the elaborate show rooms of the China- 
American Importing Company will prove interesting to the 
dealer in Oriental novelties. This company imports Japanese 
and Chinese novelties exclusively and is showing the very 
latest products of the far eastern countries. 

In the products of the Royal Lace Paper Works, 842 Lorimer 
street, Brooklyn, N. Y., visiting buyers are finding items of 
exceptional merit and value. Artistic design, fine finish and 
high quality of material are to be noted throughout this line, 
consisting of Christmas bells, garlands, varied folding paper 
novelties, balls and wreaths, fancy lace paper doilies and nap- 
kins, shelf papers, fancy print papers for Christmas wrappings, 
streamers and confetti. The quality and profit:in this line 
are commending it to a vast number of toy buyers this year. 

The “racing automobiles’’ toy manufactured by The Lionel 
Manufacturing Company, 381-383 Broadway, bids fair to be 
even a more popular toy during 1913 than it was last year, 
when it was a heavy seller during the holidays. Again this 
item heads the long list of Lionel quality electric toys, a line 
which has become standard in America through long years of 
unconditional guarantee and satisfactory service. Despite 
the fact that Lionel electric toys are standard, and of the high- 
est quality, they come in sufficient variety to fit every purse, 
a fact which buyers are realizing this year as never before. 
Geo. Borgfeldt & Company and The Strobel & Wilken Com- 
pany, selling agents for the Lionel line, have found that the 
line is staple In the best toy stores and departments of the 
country. 

The Selchow & Righter Company, of 620 Broadway, Is justly 
proud of its 1913 line, both in the import department and the 
large domestic toy display rooms. The lines of tea sets, boats, 
mechanical toys, plush and skin horses and import dolls are 
especially complete. The products of the best domestic toy 
factories are carried by this house throughout the year. The 
lines for which Selchow & Righter Company are the sole dis- 
tributors have selling points which make them important items 
in every toy department. They include Parchessi, Crokinole, 
Cortella, Lasso, Spelling Boards, Jolly Tumblers and many 
other popular sellers. 
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Glascock’s New Ones for 1913 


HERE THEY ARE 
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AUTOMOBILES— Two new numbers, known as “Speedway Roadsters.” They were the sensation of 
the Toy Show in New York. Modeled closely after one of the most popular models of large motor cars 
shown at the recent automobile shows in New York and Chicago. They set a new mark for juvenile autos in 
style, finish and speed. Send for catalog giving illustrations in actual colors. 


BLACKBOARDS—Three new numbers in combined educational chart blackboard desks, entirely new 
in design and style of decorations. Trim, neat and strong. Handsome and substantial pieces of furniture. And 
remarkably low priced for the high quality. Can be retailed at from $1.00 up. 


MAIL CARTS—A new contnbution to the children’s vehicle trade. Pull-carts with four rubber-tired 
wheels. Handsome bodies, finished with as much care and good taste as an English baby cab, but low-priced. 
Can be retailed from $5.00 up. Ask for illustrated circular. 


SCOOTERS OR PUSHMOBILES-— The sensational little coasting machines on ball bearing skate 
wheels that the boys have already gone wild over in hundreds of towns. 


COLLAPSIBLE SULKIES- Two new numbers. Additions to the handsome line of Glascock 
Sulkies which were so popular last year that by April Ist we were sold up for the entire season. Write for 


complete sulky catalog. 
Get Next 
Write for our New Catalog 


Please Mention Toys and Novelties 


Glascock Bros. Mfg. Co. 


Muncie, Ind., U. S. A. 
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Little Store Helps Which Require No Pay 


Handy hints which help the toy man make the most of his sales force and his floor space-- 
Reversing the business field glass---A combination drawer and display fixture for the doll de- 
partment---Cabinet for stocking small items-—Place for sale books. 


,T IS a weakness common to humanity that the 
f) distant object is more alluring than that which is 
close at hand. Distance lends enchantment to the 
view. The old statement that no man is without 
honor save in his own country, is true in business 
when applied to the minute store details which 
are close underfoot continually. The modern mer- 
ji} chant, whether he be dealing in steel sheets or 
% playthings, likes to get out his powerful field 
glasses and scan the horizon that he may discover 
big, new opportunities for enlarging his business. 
It is an odious task to sit down and study the smaller things 
within the confines of the store itself. And yet it is the solu- 
tion of these little problems which go to make for success in 
toy retailing. A $10,000 business which is well managed 
frequently delivers a greater net profit than a $20,000 business 
in which a thousand and one leaks cost the merchant money. 
There is a crying need for a reversal of the business field glass, 
that toy men may turn it upon the small problems which they 
overlook now. The reversed glass would make the dusty 


DRAWERS AND DISPLAY RACKS FOR DOLL DEPARTMENT. 


store corner appear to be a mile away, where it could be 
studied with as much pleasure as any of the distant problems 
which now occupy the larger part of so many merchants’ 
energy. 

-_ Some toy dealers are so busy planning the larger activities 
of their business that they cannot see the small opportunities 
for improvement of details which ought to be evident every- 
where. Few visitors to the St. Louis World’s Fair went away 
without visiting one of the breweries which helped put the 
city on the map, and yet probably not one in a hundred resi- 
dents of St. Louis were ever inside a brewery. That which 
is close at hand is seldom appreciated. The human vision 
is so focused that it sees most clearly that which is far away, 
or that which is large. A toy dealer may frequently sit down 
and study the larger problems of his business in an abstract 
way for hours at a time. And yet he will spend ten hours 
a day in his store, three hundred days out of every year, with- 
out noticing the small opportunities to economize in the time 
and energy of his employes, or in the system of stock arrange- 
ment and display. The trouble with the average dealer, if 
there ig really anything the matter with his method of con- 
ducting his business, is that he cannot pull himself away from 
the problems at hand long enough to look at his store from 
the standpoint of a stranger, The fact that he spends all of 
his time in his own store unfits him for the role of critic. He 
seldom gets around to see how other more successful dealers 
do things. From time to time TOYS AND NOVELTIES will 
take its subscribers on little trips to the store of others among 
the trade, for the purpose of showing how the trifling details 
in other stores are handled in such a way as to contribute to 


the larger success of the business. This article is intended 
to be one of those trips. 

The first illustration shows an excellent section of furniture 
for the toy store which specializes in dolls. It will be noted 
that the main feature of this case is the series of drawers in 
which boxed dolls in cartons, and in which loose dolls can be 
kept free from danger of dust and wear. On the front of each 
drawer a small label tells the salesman exactly what goods are 
in that special compartment. A series of drawers such as those 
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CABINET FOR STORING MANY TOY ODDS AND ENDS. 


shown would hardly be worth mentioning, however, were it 
not for the rack on the top for display. 

The second illustration shows a cabinet of drawers as ar- 
ranged by one dealer to take care of the scores’ of small odds 
and ends in his toy and doll repair department. Bach drawer 
is numbered and a card on the side of the cabinet shows the 
exact contents of each drawer, and each compartment of each 
drawer. A small label on the front also shows the contents 
of each drawer and the amount of stock remaining in each 
compartment. 

The third illustration shows a little device for assisting 
the salesman to keep a line on his order book. The frequency 
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“A PLACE FOR EVERYTHING” IS A GOOD MOTTO. 


with which the little leather covered sales book becomes mis- 
laid in a business day, either because it is covered with stock 
or paper or cartons, is the cause of much wasted time for the 
average salesman. In the store where this device is used it 
is absolutely against the rules of the store for the salesman 
to ever leave his sales book lying around on the counters, 
show cases or desks. If the book is not in the salesman’s 
pocket is must be in one of these small metal pockets which 
are placed in a half-hundred places throughout the store. As 
a rule a salesman attends to but a single department, and ac- 
cordingly his own book is generally in the metal pocket which. 
is handiest or in his own pocket. This is a little time saver 
which is worth while, where sales books are used. 
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Look Out 


that you don’t get caught 
without an assortment of 


“Onondaga” 


Rachael 


This summer will be a big season for play- 
suits of every description. The “MOVIES” 
have created a wonderful demand that 
will be felt as soon as the schools close— 


which is soon. 


SEND FOR 1913 CATALOG No. 10 
SHOWING OVER 50 STYLES No, 2450 
IN STOCK ae 
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No. 5219-—-COWGIRL No. 7320—MILITARY 


No. $11 wl No. 2115 o. 61 2 
JUV ENILE SQUAW COWBOY INDIAN CHIEF AMERICAN BOY (Leather Trimmed) OUTFIT. Cap, Coat, 
Ages 2 to 14 Ages 2 to 14. SCOUT, Ages 4 to 18. Ages 2 to 14 Trousers. Ages 2 to 12, 

$33.00 per dozen. $18.00 per dozen. $9.00 per dozen. 


$30.00 per dozen. 


School Closes Soon 


All Suits In Stock 


Terms of 2 per cent. 10 days 
Net 30 days. _—‘*F. O. B. Syracuse 
Freight allowance 53 cents per hun- 


-¥ dred pounds, less weight pro rata to 
—| and west of Chicago. 


Ages 2 to 14 
$30.00 per dozen. $30.00 per dozen. 


® 
Onondaga Indian 
H e 
{ Wigwam Co. 
; ( Incorporated) 
q 226 PEARL ST. 
. Ne , SYRACUSE, N. Y. : 
. ; y : No. 2320 No. 5312—COWBOY 
INDIAN” CLUEF eae NEW YORK AGENCY INDIAN CHIEF (Leather Trimmed) 
‘ 2 14 2 é , . 
0 pera 3 to 16 $10.50 ber doz, A. 9- Ferguson Co., 381 Broadway ,A%<0.2,"Soten.\ ) $i2'00 per donen, 


$12.00 per dozen. 13 to 16 $10.50 per doz. 
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NE fact should be kept constantly before the toy man 
who is bent upon making substantial “year ‘round’ 
toy sales a reality. That fact is this: Ordinary 
hand-to-mouth methods of retailing will not boost the 
sales in any line appreciably. In this age of special. 

ization special effort must be put forward to attain special re 

sults. The mere fact that the merchant has toys in stock in 

February will lead to the sale of a certain amount of toys. 

Toys are always in demand and they will sell themselves as 

surely as any other line of merchandise. But each month 

should see some special effort made to interest certain fac. 
tions of the juvenile community in some special section of the 
toy department. Why not use a few days in February and 

March to get the boys of the community into the store? 

“The boys’ trade is the best trade,” said a hustling western 
merchant the other day. A little questioning developed the 


SOME OF THE BOYS DRAWN BY THE “SHOOT.” 


fact that this dealer had no intention of converting his store 
into a nursery or a “hang-out” for school boys. Nor did he 
believe that in its immediate possibilities and profit the boys’ 
trade was by any means the most important in his store. The 
boys’ trade is the best trade in its latent possibilities, in the 
sales that are stored up for the future. The youth who is 
turned from reckless living to paths of steady production 
has a life-time for achievement before him. The octogenarian 
who is converted hag but few years for right living. The boy 
who at 11 years believes that Jones is the best place in the 
world to buy a quarter base ball glove or roller skates has 60 
and odd years to continue buying goods of Jones, and all to 
Jones’ profit. 

It is while a man is not yet a man—while he is in his teens, 
in fact—that he gets the shopping germ innoculated in his sys- 
tem. If the youth becomes entirely at home in the toy depart- 
ment of the store he is at least in the right atmosphere to start 
him on the road to becoming a good customer. Every sale of 
an air rifle to a lad of a dozen years starts him surely along 
the road which will lead him into the realm of permanent 
Customers. 

A merchant has said that the only sure way to interest a 
Woman in special sales effort is to announce a bargain sale. 
It matters little whether two cents is cut off the price of a 
$3 article or 23 cents is added to a $2.75 article. So long as 
the price ends in “98” the statement of the dealer to the 
effect that the price is a special price is substantiated, and 
Sales are encouraged. Sales efforts to reach men must be 
Planned, to a certain extent, except that ‘“98” has not the 
P8ychological effect on the mind of a man that “20 per cent 
off” has. But the boys are a workable class of humanity. 
They are a pliable, plastic group, and to win them the dealer 
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NG PLANS 


FOR THE M°NTH 


need only interest them in his proposition. This fact is proven 
surely by a recent experience of the Kemp-Hibler Company, 
dealers in general merchandise in El Dorado Springs, Mo., 
a firm who specialize in juvenile goods to such an extent 
that they supply the larger part of the children in their 
community with toys. El Dorado Springs is not the largest 
community in the world. It boasts of perhaps 2,500 souls, in- 
cluding men, women.and children. But in a town of this size 
hustling merchandising methods win for the merchant as 
surely as in the large city. The hustler and his methods 
will win anywhere. They won in El Dorado Springs. 

The Kemp-Hibler Company gave a rifle shooting competi- 
tion recently to draw boys to their store. A boy’s rifle was 
the prize, and an air rifle would have served the purpose. The 
only requirement for entrance was that prospective contes- 
tants register at the store by noon of the.day the shoot was 
to take place. This gave the manager of the field day an op- 
portunity to get a definite line on what might be expected in 
the way of interest, and it also gave the management an intro- 
duction to every youngster in town. It linked the Kemp-Hibler 
Company with play in the minds of every boy. Any boy with 
any kind of a rifie, from a 50-cent air gun to a big game arm, 
could enter, and at 15 yards the little fellow who had prac- 
ticed steadily with the air gun might trim his big brother with 
an arm that would fell a bear. The result was that scores of 
boys entered who had never shot more than a tin can, and who 
could seldom hit that. 

To say the least, he “Rifle Day,” was a great success from 
the standpoint of the contesting boys and of the store acting 
as host. Youngsters gathered at the shooting grounds from 
miles around, and they stepped to the mark and took their 
three licks at the target with all the coolness of veterans. 
The rivalry was exceptionally keen, but it was as clean as it 
was keen. The boys knew the prize rifie well. Some of them 


- owned one, and those who were so fortunate knew the value 


of the prize that the Kemp-Hibler Company offered. The young: 
sters who did not own a similar rifie wanted one, because 
they knew what it had done in the hands of other boys in town. 
The rifie proved an exceptionally strong drawing card, suffi- 
ciently strong to make a success of the shoot, even though 
there were no second or third prizes, and no handicaps to 
make the runners-up more sure of success. 

The lessons for the trade in the success of this simple con- 
test are many. First, a large town, with a large stock and 
thousands of boys to draw from is not necessary to the com- 
plete success of special selling efforts by merchants. Second, 
boys especially can be easily interested in contests which will 
serve to increase sales in any line. Third, the boys’ contest is 
easily managed. Fourth, do not hedge the effort in with so 
much red tape that the boys will be frightened away. 
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HERE IS THE STORE WHICH SECURED THE BOYS’ TRADE. 
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Baby Carriage Tires 


A VERY SUPERIOR product--representing exceptional results from scien- 
tific research, modern laboratory tests and resources. 


QUALITY and SUPERIORITY fully proven by large contracts already 
closed with leading Baby Carriage Manufacturers. 


OUR SPECIAL PROPOSITION TO MANUFACTURERS IS VERY AT- 


TRACTIVE. FULL DETAILS FURNISHED UPON 


RECEIPT OF 


YOUR REQUIREMENTS FOR 1914. 


Federal Rubber Manufacturing Company 


MILWAUKEE 


FROM A SUCCESS NOTE BOOK 


A Few Essentials in the Well- Conducted Toy Department by 
a Woman Who Has Worked Them Out—Miss Kitty 
Waiker, Grand Leader, St. Louis, Mo. 

One evening in September, 1896, the Grand Leader de- 
partment store in St. Louis advertised for girls. Among the 
hundred or more girls who applied the following morning 

was one who was destined to 

rise above all of the other ap- 
plicants. She was a little girl. 

She wanted someone _ from 

home to go with her, but no 

one would go. So she went 
alone. Girls were wanted for 

a few positions only, and scores 

of them were eager to land the 

jobs. The timid girl did not 

- lose courage. Even when Sig- 
| mund Baer, of the firm, stood 
on a chair and declared that all 
who had not had two years’ 
experience mignt as well go 
home, because he would not be 
able to use them, this little 
girl remained. She had never 
— worked anywhere before, but 
she wanted to start, and she 
stuck. Miss Kitty Walker’s 
turn finally camme and she timidly said she wished they would 
try her out, even though she had no experience. Mr. Baer 
offered to try her for a week, but warned her that unless she 
made good witn a vengeance he would be forced to let her 
go. The following morning Miss Walker started attacking 
the problems of her first job. Since that September day in 
1896, Miss Walker has never applied for another position. 
She has merely grown into steadily more responsible positions 
in the Grand Leader. Her present position, which has come 
as a result of a long series of promotions, is the result of the 
first and only application she ever made for work. For 17 


MISS KITTY WALKER. 


years she has worked upward in the Grand Leader. All of 
her business experience has been gained there. But it has 
been good experience. She is now first assistant to A. P. 
Lyons, who is buyer for departments covering the entire 
fifth floor of the Grand Leader, a city block of merchandising 
floor space. Miss Walker’s special pet is the toy department, 
although she is also a recognized authority on house-furnish- 
ing goods, their purchase and sale. She is one of the very few 
really great woman toy buyers in the country. Here are some 
of her ideas on selling toys. 

Toys offer the modern department store an important fleid 
for merchandising exploitation the year ’round. The toy de- 
partment is the joy department, always. Of course, business 
is business, and few consider it a picnic or a lark. But there 


_is such a thing as business with no hum-drum, and the toy 


department is the place where that business activity exists. 
The salesman, buyer or merchant who permits his toy depart- 
ment to degenerate into a sordid affair is not only losing an 
important service which the sale of toys can render his store, 
but he is also losing an opportunity to get joy out of his work 
which he can get from the sale of no other line. The toy 
department must ever be kept the “joy department” of the 
store, both for its own good and for the inspiration of those 
who guide its destinies. . 

The buyer must remember that to be really successful, to 
predominate its field in the community, the toy department 
must appeal to the child as well as to the parent. Three 
factors enter prominently into the makeup of a good genera 
merchandise section. First come good goods, with excep- 
tionally full lines and a well-selected stock in which are items 
of special merit which cannot be found in other stores. Then 
comes the matter of price, which must be right. Shoppers 
today do not always try to “beat down” a salesman, thanks 
to the training of a quarter century in “one-price” selling, but 
they do know values. They also know what other stores are 
charging for various items, and the pull of the store which 
does not hit the bottom price must be remarkable or patron- 
age will be lost. 

And, lastly, in addition to quality and variety of stock and 
right prices, the modern purchaser requires service. In the 
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Order. 


old days when a woman “drove to town” to buy dress goods 
she paid for it in cash-or produce, threw the bundle into her 
buggy and drove home. Today she may call on the telephone, 
take a half-hour of a salesman’s time in explaining what she 
wants, and have it sent out on approval. Then, if it does not 
“suit,” the merchant must send for it and send something in 
its place. If that does not suit he must send for it again and 
then the good woman makes the trip to the store. It does 
not matter whether her purchase will amount to 48 cents of 
$48, she may require an hour of a salesman’s time. Then 
she must have the parcel delivered by special messenger, 
because she must have it that evening. She has the 48 cents 
charged to her account. The parcel reaches her residence 
before she arrives home, is brought back to the store because 
it cannot be delivered, and is then delivered again after lo 
minutes of red hot telephone conversation between the subur- 
ban residence and the adjustment bureau ofthe store. The 48 
cents requires as much and as expensive bookkeeping as 
would a $48 purchase. And, yet, after the resources of a great 
merchandising organization have been extended ‘to the limit 
to render this woman service, she complains in two months 
because, after she has boiled the goods six times in the wash, 
a slight tendency to fade is noticeable. An expert would de- 
clare it a wonder that any color is left in the goods at all. 
Yes, the shopper of today demands service, and the merchant 
is glad to render it. 

But in selling toys successfully there is another element 
as important as plain business service, as important as right 
Prices. Yes, it is also as important as variety and quality in 
stock. It is that indescribable spirit of freedom and joy 
Which must permeate the entire department. Without it the 
child feels restrained and stricken with awe. When mother 
is discussing the relative merits of felt and hair in a mattress 
little Willie does not expect to obtain any great amount of 
inspiration for his play time. But if the toy department is a 
stiff, dry place, where everything is to be looked at but not 
touched, where the salesmen and saleswomen have a grouch, 
the child knows only the pain of Tantulus. Nothing will stifle 
business in a toy department like a wonderfully full stock 
5urrounded by a spirit which hits the child as surely and as 


Our Stockings Contain Better and Greater Assortment of 
Toys than Any Packed in This Country or Abroad. 


Materials, Trimmings and 
Workmanship Unsurpassed 


If You Contemplate Placing an Order, Please Let Us Have 
Same as Soon as Possible, as We Only Make Goods on 
WRITE FOR PRICE LIST. 


George Boyd & Sons 
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Boyd’s Christmas I oy Stockings 


CHOCK-FULL OF TOYS 


Camden, N. J. 


hard as a hundred signs painted in bright red and reading at 
every turn, “Don’t Breathe.” 

The department must be bright and attractive. The em- 
ployes must know children as well as the essentials of sales- 
manship and the stock. They must have patience. They must 
know how to play themselves, because few men and women 
who cannot play and enjoy it have honest sympathy with the 
child to whom play is everything. 

It is not difficult to make the toy department a “joy” de- 
partment during the holidays. Then joy reigns everywhere. 


Santa Claus and evergreen decorations remove. the 
least taint of sordid commercialism. But during the 
remaining ten or 11 months decorations are lacking. 
No patron saint like old St. Nicholas tempers’ the 


fixtures and the sales-force in the toy department, the same 
as is found in the realm of house-furnishing goods or garden 
tools. But that is sufficient. The stock itself is bright and 
decorative. 

There are, in every well-stocked toy department, playthings 
as fine and delicate, yes, and as costly, as in almost any other 
department of the store. These must be shown in and pro- 
tected by fixtures which are appropriate. No wall cases or 
show cases are too fine for the finest dolls. And yet, in every 
department store there are immense quantities of toys which 
need only the most meager assistance in the way of store 
fixtures. A slightly-raised platform will suffice for children’s 
vehicles, plain shelving for toy furniture and many animals, 
and island counters or tables for thousands of items which 
make for profit in the selling of toys the year ‘round. 

Let the spirit of play permeate the department, but make 
careful arrangements to eliminate loss through careless hand- 
ling of toys by prospective juvenile customers. In the Grand 
Leader there is no need of a sign “Don’t Handle the Toys.” 
Those toys which must not be handled are so displayed that 
they can be seen perfectly but not touched by the child. And 
some member of the sales-force is always at hand to explain 
and demonstrate any toy anywhere. A playground helps won- 
derfully to sell toys, but the toy department itself may be 
made full of the spirit of play in the store where there is no 
playground. 
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Novel Display Settings Suitable for the Summer Toy Trim 
Including Three Fourth of July Features—By 
George J. Cowan of Koester School. 
(EDITOR’S NOTE—Mr. Cowan is probably the foremost 
window trimming artist and authority of the present day. 
He is vice president of the Koester School of Window Trim- 
ming, editor of the window trimming monthly department of 
The Dry Goods Reporter, a well known writer on window 
trimming in the trade press, the author of several dozen 
booklets on window trimming, compiler of two books on card 
writing, stereoptican lecturer on window trimming, and a prac- 
tical window trimmer of twenty-flve years’ experience. His 
latest book published last year is entitled “Window Back- 
grounds,” and it is a collection of drawings and descriptions 
of store window backgrounds suitable for every line of goods 
and for every season. The illustrations and descriptions in 
the following article are from this book, which, complete, 
contains 256 pages of type and illustration. This book will 
be sent prepaid to any toy man by the publishers of TOYS 
AND NOVELTIES upon receipt of $1.50, the regular price.) 
To sell the greatest amount of any line of goods, it is nec- 
essary that every possible means of advertising that line be 
used. The great essentials are the printed advertising and 
the display of the goods themselves. Much depends on this 
display of the goods. Notions are a line of goods that are 
not featured greatly in displays, so that when you do display 
them they are in some respects a novelty in the way of display, 
and this will tend to attract attention. This is all right so 
far as it goes. But a line of notions is almost anything but 
attractive, therefore, it is necessary to figure out some definite, 
attractive way of displaying them. The show window must 
be the first display considered, as it reaches the greatest 
number of people and locates your store definitely to the pass- 
er-by as the particular place that is having a “notion sale.”’ 
But how to put in the notions? That is the question. 
Notions are small, of all kinds, shapes and colors, and unless 
put in with some thought, will make your window look like 
a junk shop. Some definite, bold, decorative idea must be 


carried out, of course, using the goods on display to work out _ 
the design. Take, for instance, the first illustration. Here 
I have a background of dark blue cambric, with a white cut- 
out design of a sailboat applied to it. This can be of heavy 
white paper or muslin, pasted or tacked to the background. 
On the extreme top of the sail is painted, in black letters, 
“Sale of,” and across the entire background, blue cambric, 
ship and all, is worked out the word “Notions” in huge let- 
ters. These letters are made of cards of hooks and eyes. 
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NOVEL WINDOW BACKGROUND FOR SUMMER DISPLAY. 


Over the blue cambric place white cards and over the white 
sailboat place cards of hooks and eyes that are dark colored. 

If this is worked out well you will have a striking center- 
piece, and one that will not entail a great deal of labor. The 
entire top border of window is edged with balls of knitting or 
crochet cotton, fastened by being placed on small nails, such 
as shingle nails. The sunburst effects can be produced by 
slipping the spools over wires of the desired length or over 
knitting needles, fastened as indicated in the drawing. 

In each corner is a column, wound about with papers of 
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pins. The top of each column holds a large basket, filled to 
overflowing with all kinds of notions. The sides are indicated 
as having opened packages of pins dropped in pendant form 
in graduated lengths. This will give you your background, 
against which you can display your notions in any way that 
suits you. The best way is to arrange the notions in groups 
on shelves or steps, each group to be priced so that everyone 
can see the amount of saving on each article. After the 
window has been planned, you must decide on what to do 
with the interior of the storeroom. The posts will make 
the most noticeable points in the store to decorate, and also 
the handiest. 

There is generally a tiresome sameness about all displays 
inclined toward the patriotic. 
must avoid. You want to use flags, bunting, eagles, wreaths, 
shields and all those decorations that in themselves suggest 
your subject, so that it must be the treatment of these deco- 
rations that is new. In the second design, I have planned for 
you, I have made use of only the flags, eagle and wreath, and in 
my use,of them have struck a new note or two. Take, for 
instance,‘the eagle. Here we have an eagle that, by spreading 
out its wings, makes the border, top and center piece of the 
window. . 

This eagle is simply cut out of light lumber or wall-board, 
in the design shown in the drawing. If lumber is used it must 
be covered with paper or cloth, and given a heavy coat of 
gold paint. The surface of the wall board is already prepared 
for the gold paint. The eyes and outlines of feathers (in- 
dicated in the drawing by the white) should be painted in a 
deep brown. This will give you a handsome border design 
in the shape of a gold eagle, in strong, bold lines. This, I 
believe to be entirely new, and can be made of a size to fit 
any window. Now we come to the flags, and here we have 
another new idea. Instead of these being flags, they are 
nothing more or less than curtains, made with a blue field at 
the top and white stars sewn on. This blue field is cut of such 
a size that when these curtains are tied back the blue field 
ends, and the red and white bars begin where the curtain 
loop passes over the curtain when it holds it back. Of course, 
this will entail some work, and should you not care to make 


This sameness is a thing one. 
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these curtains after that pattern, you can just as well use 
large flags in their place. 

Here comes the finishing touch. In the center you will 
notice a wreath. This can be made of some form of ever- 
green or hardy green leaf. But, instead of using nothing but 
wreaths, you can use only one, and the rest of the foliage 
decoration is made into a garland that drops down from back 
of one curtain, falls underneath the wreath and is thrown 
up over the curtain pole at the other side. I also show one 
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SETTING FOR HOLIDAY TRIM WHICH IS SIMPLY DRAPED. 


of the curtains or flags being held back by a band of this same 
green foliage. This can be used on all the curtains if you 
prefer. If a green leaf is used, it might be well to buy the 
artificial variety, as they will not wither and are especially 
easy to work with, because they are of uniform size and 
have wire stems. A good, heavy leaf should be used and one 
that is of deep green color. 

The ribbons, as I show them in the drawing, should make a 
pleasing arrangement. A large bow is made at the base of the 
wreath, while one streamer drops gracefully to the floor and 
the other is looped up to the curtain cord of foliage and pulled 
through it and then to the floor. A solid-color ribbon can be 
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INSURING A SPLENDID TONE 


Toy sleigh bells 
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bells 
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Toy trimming bells 


Toy bells for special 
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purposes. | 
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FOULDS & FREURE . 
110 Chambers St. 


used; either the white, red or blue, or all three colors could 


be used. 
effective. 

This design is indicated as being used in front of a mirror 
background. Of course, you realize you can use this same 
treatment in front of any kind of background, either glass, 
wood or cloth. If it is of cloth, it should be of pure white. 
Patriotic accessories, such as guns, swords, fancy show cards, 
etc., will all go well in a window of this kind. You may not 
be able to use all these ideas, but even one will help to make 
your windows different from the rest. 

Independence Day, or, as it is more generally called, Fourth 
of July, is such a popular holiday that it is advisable for 
every toy man to decorate his store in some special manner 
for that occasion. In the towns where the day is given over 
to some special celebration, it is wise for the merchant to fit 
in with the general. movement and “do himself proud” in the 
matter of decoration. The stores which carry a stock of 
Fourth of July goods will, of course, make much use of their 
windows, and all toy stores carry these goods. The other 
stores should suggest in the spirit of their windows the spirit 
of the day. It is not necessary to give the entire window over 
to an elaborate display of flags, guns, etc., and in fact, it is 
possibly better to use these articles merely as decoration in 
the background and setting for the goods displayed, leaving 
plenty of room for the goods themselves. 

I have assumed in my third drawing that your window is 
backed by mirrors or some white material, such as muslin 
or burlap, calcimined white, or cheese cloth, or plaited tar- 
latan. Along the top, as a border, is gathered a wide band 
of dark blue tarlatan, lined with the same shade of sateen. 
On top of this gauzy border is pasted stars, cut out of silver 
foil paper. In each back corner of the window is arranged 
a long banner backed with several flags draped and finished 
at the top with a gilded papier mache eagle. The banner can 
be a frame of the desired shape covered with a red, white 
and blue cloth as is shown in the drawing, or it can be 
covered with white muslin and the red and blue painted on it. 
The large fiags should be of wool bunting. This is soft and 
drapes easily. The draping is easy to do, as it is no more nor 


I think plain white ribbon would be the most 


less than the simple principle of draping back a curtain. 
The eagles can be bought from any dealer in trimming fix- 
tures, or a small cluster of flags, preferably silk ones, can 
be used in place of the eagle. 

Graduated strings of firecrackers are hung along the back 
of the window, and they can either be real or artificial. The 
artificial crackers are less dangerous and less expensive. 
To make the same all that is necessary is that rolled card- 
board be covered with red paper and a string inserted to 


A BACKGROUND WHICH CAN BE EASILY CONSTRUCTED. 


resemble the fuse. It is best to have them at least six inches 
long, as anything smaller would not make a showing suffi- 
ciently impressive. If it is possible to get several swords or 
muskets they would look well crossed and arranged as a 
decoration on the shields. It will be well to have a small 
firecracker attached to the price cards on all goods shown, and 
on a large display card a cluster of small crackers or other 
fireworks can be tied or pasted. It is these little suggestions 
which give the tone and feeling to the window. They mean 
little work and are as effective as some much more elaborate 
displays. But remember one thing. Get down early the 
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morning after the Fourth and remove every suggestion of red, 
white and blue from the windows. 

The fourth window design is planned primarily for use in a 
Fourth-of-July window. It is, of course, a design that could 
be used for practically any patriotic event and is an especially 
good design to use in a store where there is no permanent 
background and where the entire background must be covered. 
Even though you do have a permanent background, it will 
be possible for you to use this in front of it. Then, too, if 
you do not want to use the red-and-white-sunburst effect 
which will cover your background, you can make use of only 
the border and center-piece, 

The background is first covered with a sunburst of plaited 
cloth in alternate widths of white and red. Another way of 
getting this same effect would be to have the entire back- 
ground covered flat with white cloth and paint on this the radi- 
ating sunburst of white and red bands. The upper part of this 
background is edged with a wide border of solid blue on which 
are pasted or otherwise fastened stars cut out of white or 
silver cardboard. 

In the center of this border is fastened a grouping composed 
of an eagle, shield, flags and liberty bell. The eagle can be 
Made in several ways. The easiest way is to paint the eagle 
On a large piece of cardboard, bracing it well in the back 
after it has been cut out. Another way would be to borrow 
a stuffed eagle if such a thing can be had. Probably the most 
Satisfactory plan would be to get one of the papier mache 
bas-relief eagles which can be had from any window supply 
house. The shield can be made either from cardboard or from 
lumber painted as shown in the drawing. This would also 
be the best way of making the representation of a Liberty 
Bell. The two flags that are used in this center-piece should 
be of good quality so that they will drape well. The cheap 
8tarchy flags should never be used in a window display as they 
are both too cheap and too stiff to drape well. The fioor can 
be covered with either plain white, red or blue cloth. None 
of the decoration takes up any of the floor space so there wil! 
be plenty of room for the merchandise. Practically any line 
of goods can be shown in front of this setting, preferably 
80me line of small goods so that the character of the design 
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DOLL CRIB 


This at $2.60 


($3.55 with Mattress and Pillows) 
F.O. B. Buffalo 


Will PULL all 
the year ’round. | 
If it doesn’t sell _ 
| ~—s we'll take it back 


BUFFALO, N. Y. 


will not be hidden. 


There would not be much use in going to 
the trouble of making the sunburst design if it is to be prac- 
tically hidden with a massive display of merchandise. 

If your town is to have a carnival, your store must enter into 
the spirit of the occasion, for your help will mean much 


towards its success. Not only is it common for the merchant 
to put in special window trims, but he decorates the interior 
and exterior of the store, helps decorate the street, and goes 
in for a “float” in the parade. Whatever you do, let it be 
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PATRIOTIC SETTING APPROPRIATE FOR FOURTH OF JULY. 


spectacular. Do not do the “cut and dried” things; do 
something original. A carnival is a spectacular affair. It 
abounds in lots of noise, bright colors and good feeiitg. 
Impart all of this in whatever decorations you may put up— 
make them noisy. This can be done by using bright colors 
in well-chosen combinations. Generally some certain colors 
are selected by the carnival committee, and you will want to 
use these colors. Patriotic colors—that is, red, white and blue 
—are also used a great deal, either almost entirely, or in 
conjunction with the carnival colors. 

When a carnival color is chosen, it should be continued from 
year to year, for, if the colors are changed every year, it will 
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mean that you will have to invest in these new colors, 
whereas, if the same colors are used from year to year, you 
can afford to get out quite elaborate decorations and use them 
from year to year, of course, changing them slightly, and 
adding to them. 

This article will deal with one particular design for use in 
the store windows. The design is so simple, yet so attractive, 
that I commend it to any trimmer. 

The window, as illustrated in the fifth diagram, has a gath- 
ered cloth background. This cloth can be of any kind or qual- 
ity that best suits your needs. Should you have mirror backs 
in your windows, you can use this design, leaving out the 
gathered cloth background. Around the top of the window is a 
flat border, made by covering an inch board of the desired 
width with a cloth, this cloth to be one of the carnival colors. 
In each corner is a clown’s head, which is nothing more nor 
less than a mask, with such accessories as a hat, collar, etc. 
Arms are then made up and extended out along this border, 


as if in the act of holding a hoop, such as are used in circuses. 


These arms are simply cut out of wood and painted. Wide 
sleeves are made out of some bright drapery cloth, and a 
width of this drapery cloth is draped from the head to the 
floor of the window. This gives the effect of a gown for the 
body of the clown. ‘The hoops or circles can be made out of 
common barrel hoops, and covered with white paper. This pa- 
per should be broken, as if some one has jumped through the 
-hoop. On a different-colored cardboard, back of the openings 
in these hoops, would be an ideal place to paint signs. 

Hanging pendant from the border are V-shaped pieces of 
cloth, in one of the carnival colors. Tassels are fastened to 
the -ends of each pendant, and should be in the same or 
contrasting color. The V-shaped design is very commonly 
seen in the making of clowns’ or jesters’ clothes, especially in 
the collar or skirt, and the ends of the points of the V-shaped 
pieces of cloth are finished with tiny bells. Therefore, if 
bells are procurable, they will be preferable to the tassels. 
This idea, if well worked out, will be an eye-catcher. 

In arranging for your doll displays, undressed dolls are not 
the easiest thing in the world out of which to make a pleas- 
ing window trim. You must use quite a number of dressed 
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Leominster, Mass. 


dolls and fill in with the undressed variety. Therefore I have 
shown in the sixth original design, a grouping of dressed dolls 
around which you can build up your display of the other dolls. 

The newspaper advertising should tell the readers that you 
are having a doll carnival, and to bring the children to see all 
the beautiful dolls on display. The interior display should be 
elaborate, making a regular carnival of the event, with profuse 
decorations, booths, mechanical exhibits, etc. This gives you 
a chance in the window to advertise the “Doll Carnival,” and 


CARNIVAL DISPLAY BACKGROUND FOR SUMMER USE. 


have for a center attraction a Ferris wheel as is shown, or a 
merry-go-round, entertaining the dolls the same as in a real 
“carnival.” At the extreme top of the window is a fancy 
sawed-out scroll design on which appears the sign “Doll 
Carnival.” Below this sign is a border made of dolls. This is 
simply a shelf on which are arranged all different kinds of 
dollies. . 

The largest-size doll procurable (generally used in windows 
as a child’s form) is seen in the act of placing these dollies 
on this shelf. At her feet is another large doll in the act of 
playing with a small doll. In other parts of the windows are 
dolls large enough to represent a child playing with regular- 
sized dolls. Tiny cabs are shown with dolls therein. This 
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gives you a fairly good layout for the attractive part of the 
window. Now the undressed dolls must be brought into the 
display. This can be done by putting them on some sort of 
background design back of this display, also on the sides of 
the window. You know it is an easy matter to cut out wooden 
circles or diamonds and fasten to these the dolls in pleasing 
designs. 

In all of the larger stores, and some of the smaller, pillars 
and alabastine ornaments and lettering can frequently be used 
to advantage. To get the richest effects from columns the entire 
background should be covered flat with muslin and given a 
coat of white alabastine. Against this are then arranged the 
columns and the cornice which they support. The simplest 
way to get columns is to use the wooden core around which 
is wound the great rolls of paper used in the printing of a 
newspaper. These cores can be procured from almost any 
newspaper office at possibly no expense to you, as they are gen- 
erally thrown away. They are perfectly round, about six inches 
in diameter and six feet in length, and, being hollow, are light 
and easy to handle. Around this core is stretched white mus- 
lin. 

Another way of making columns is to cut out for each 
column two circles, the desired diameter of the column, from 
inch lumber. Then take narrow strips of wood, the length of 
the column, and nail them to the circles, the circles to be 
at the top and the bottom of the column. If the columns 
are rather long, it would be well to have several circles dis- 
tributed through the center in addition to the end pieces. 
This will give the necessary rigidity. Put a layer of carpet 
paper on top of these wooden strips, and over that a layer 
of white muslin. You can now finish this column with the 
caps and bases, as described for the previous columns or cores, 
and paint it with white alabastine. 

There are two ways of making raised letters. First with the 
regular relief work “bulb,” the bulb part being of rubber. 
It is procurable in any paint store. If they cannot get 
it for you, I can furnish you with addresses of people who can 
Procure it for you. Into this bulb is put the plaster composi- 
tion, which is then forced out in the manner shown. Another 
way to do this, when a regular bulb is not to be had, is to put 
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your composition in a regular tin funnel and force it out with 
a round stick that just fits the spout of the funnel. The com- 
position to use for this work can be bought at paint stores in 
five-pound packages in powder form. Just call for Modeling 
Alabastine. To use this powder, all you have to do is to add 
water until you have a stiff paste that can be forced easily 


MOTION DOLL TRIM WITH A WARM WEATHER SMACK. 


through the funnel or bulb. A regular bulb has a set of mouth- 
pieces that can be screwed on the bulb, the different spouts 
giving a different relief effect. 


STORE OPEN FOR BUSINESS. 

The Standard Stationery Company, of Nevada, Mo., has 
opened a new store, carrying a general line of stationery, 
novelties, books, etc. The firm consists of Miss Anna Nave, 
J. M. Kennedy and C. A. Montrief. 
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Latest and Best Out-of-Door Toy 


The Ponycycle is the only rig affording a Rocking Ride 
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Them Grow Strong 


It is a handsome dapple gray with 
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Made in Singles, Teams and Tandems in various styles and sizes for children 2 to 10 years of age, at prices ranging from 
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Why the Youngsters Are the Best Spenders—There Is No 
Limit to the Variety of Year ’Round Toys— 
What Old Man Cook Did. 


If you are not selling all-the-year toys, Mr. General Mer- 
chant, you are overlooking one of your best chances for profit. 
The possibilities of a department of all-the-year toys in the 
general store—particularly a 5, 10 and 25-cent department— 
are simply boundless. Hundreds of storekeepers in this coun- 
try are making a living from stores that carry nothing but 
all-the-year toys, says the Butler Way. From month to month 
they adapt themselves to children’s tastes, displaying and 
selling goods that are seasonable, but never adding an item 
outside the line of toys. 

These men live on profits that all-the-year toys can give; 
their stores are supported by the sales of this single line; and 
all the time, in the face of the success that these men have, 
general merchants, and other retailers who are perfectly fitted 
to push these goods, turn them down and scorn profits which 
are legitimately theirs. 

Children spend money, sometimes in amounts that are out 
of proportion tg their needs; and a child’s appeal will open 
a parent’s pocketbook much quicker than any printed adver- 
tisement. 

And better still, the little folks are the easiest of all cus- 
tomers to influence. Window trims and miscellaneous dis- 
plays automatically arouse their desires. Color, motion and 
all the elements that enter into advertising influence them 
much more powerfully than adults. In other words, an adver- 
tisement to children has no barriers to climb, no scruples to 
overcome. The child does not stop to ponder over the “matter 
of needless expense,” and the cost of the goods. 

The little people want the goods which are advertised to 
them and their desire is restrained by none of the factors that 
keep grown folk from spending money. In other words, chil- 
dren are the real “spenders.” Give them a nickel, a dime or 
a quarter, stand them before a display of toys, and see how 
long it takes the coin to change hands. Of course, some mer- 
chants hesitate about installing lines that create ‘small sales.” 


Small sales don’t seem to bother the _ syndicate stores. 
Small sales make the street cars go. Small sales support that 
great chain of cigar stores, and the merchant who scorns 
“small sales’—the nickel, the dime and the quarter—hasn’t 
a very good idea of the side on which his daily "bread is 
buttered.” 

“Small sales” mean quick turns, advertising that pulls and 
diminishes sales-efforts. If all-the year toys mean these things 
—and they do—then they’re a blessing to a store, no matter 
where it may be. 

But all-the-year toys are not limited to the people who have 
nickels, dimes and quarters to spend. Go-cycles, Irish mails, 
dolls, games, wagons, velocipedes, tricycles, and the like all 
can mount up into money and still have a strong appeal for the 
small people. To give an example of what all-the-year toys 
can do. In a certain town of four thousand people, there was 
for many years an old toy dealer named Cook. His store 
concentrated on the wares that pulled the children in, and al- 
though his line never changed, he had most effectually cor- 
raled the town’s juvenile trade. His windcews were dingy and 
seldom changed; his stocks never varied from year to year, 
but the children knew what his store contained and there was 
never an hour when his little shop did not contain several 
juvenile shoppers. 

The old man’s unfailing courtesy and the fascination of his 
lines were all the advertising he needed, and for more than 30 
years he did a thriving business. In all that time, only a few 
score adults entered his store, but he made money just the 
same. 

There’s a moral for the progressive merchant in this story, 
which is.true even down to the name of the man himself. If 
this “old-timer” could make a living from all-the-year toys, 
without window displays, modern merchandise and methods, 
why can’t the retailer of today duplicate his success, and 
multiply it many times over? There are about 40,000,000 chil- 
dren in this country who use and buy toys! The opportunities 
for a good profit in all-the-year toys are better this season 
than ever before. Many things are working together to this 
end. In the first place, toy offerings have reached a state of 
unprecedented completeness. New things are being made 
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and sold for small sums that were not even thought of a year 
or two ago. 
Now is the time to push all-the-year toys. 


N. D. CASS COMPANY FINDS BUSINESS GOOD. 

The N. D. Cass Company, of Athol, Mass., has just issued a 
little booklet listing and illustrating the large number of 
ten cent items in toys and wooden novelties for 1913. The list 
includes trunks, suit cases, doll furniture, circus cars, games, 
arks, toy house furnishings, toy folding screens, alarm. clock 
Cases, post card holders and a tie rack. The sale of these 
800ds for the present year have been remarkably heavy. 
The business in Cass doll trunks also holds up well. Cass 
kitchen cabinets for the children, which became an excep- 
tionally popular toy last year, are going ahead rapidly in the 
estimation of buyers. The orders for 1913 in this line are 
well ahead of those of last year. Mr. Cass has taken the 
largest amount of orders this yeur in the history of his 
business and has his factories running at full capacity. 


NEW YORK DEPARTMENT STORES CONSOLIDATE. 

The announcement that two large New York department 
8tores would be consolidated has caused no little comment 
among metropolitan merchants. It had been thought, and it isa 
fact, that both the Fourteenth Street Store and Rothenberg’s 
Stores have been doing a good business. For internal rea- 
80Ns, however, the two have been consolidated, and it is 
expected that the physical consolidation will be affected early 
In May. A representative of one of the interested firms gave 
out the following announcement explaining the consolidation: 

Undoubtedly both stores have been doing a good business, 
and while visiting one of these one could not help noticing that 
there was a greater number of peopie shopping there than in 
any of the other stores in the city. 

From a financial point of view the Fourteenth Street Store 
can be put to a much bigger use than it is at present and with 
Very little additional expense, whereas it has been a great ex- 
pense to Rothenberg’s to keep their store in repair and make 
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necessary changes, owing to the limited space allotted them. 
Of course, both the investors and the consuming public will 
reap the benefit of this consolidation. 

Owing to the fact that the Siegel organization has four 
stores and Rothenberg’s have three, capable buyers and de- 
partment heads can rest assured that they will be kept on in 
their employ, although nothing definite has as yet been 
decided. 

The principals involved in this deal are Henry Siegel, Frank 
E. Vogel and Max Pam. It is thought probable that the con- 
solidation will take place by about the first of May. No in- 
formation has yet been vouchsafed as to the actual name of 
the new concern. 


NEW “NOISELESS” TEN CENT ITEM OUT. 

The Illinois Metals Company, of 2436 West 22nd street, Chi- 
cago, Ill., makers of the “Noiseless” brand of toy carts and 
wagons, are turning out a new ten cent item which will give 
the dealer a substantial profit at this popular selling price. 
This item is a handsome cart finished in assorted natural wood 
colors. ' Although it has been on the market lesgthan a month 
it has sprung into immediate popularity and is being ordered 
in large quantities. 


BOOMERANG GUN THROWS RETURNING MISSILE. 

The “Boomerang Gun” manufactured by the C. P. H. Spe- 
cialty Company, of Niles, Mich., is a toy novelty which is 
meeting with general success among the trade. It throws 
a small boomerang from 20 to 60 feet to the end of its flight, 
from which point the missle returns to the shooter, much 
after the fashion of the historic boomerang. 


MURPHY NOW OWNS INDIANA STORE. 

James F. Murphy has bought the stock, fixtures and good 
will of the Hopkins Book & Stationery Store in Michigan 
City, Ind., which he is now conducting under his own name. 
A general line of novelties, toys and stationery is carried. 
The store is well situated at 912 Franklin street. 
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Suggestions on Coloring High Grade Wooden Toys—The Home 
Industry—Well Known Doll Maker Dies— 
General News of the Trade. 
HAMBURG, Germany, May, 10. 
Special Correspondence. 

With the coloring of small and cheap toys no particular 
pains need be taken, but, then, the more expensive toys, of 
which the buyers expect durability, are to be colored, some 
good advice often may be valuable. Experience has taught 
that colored toys, in general, are short lived. At the time of 
purchase they look very elegant and neat, but the first rain 
puts an end to the child’s joy. This condition the toy dealers 
have endeavored to overcome, but only very rarely have they 
obtained satisfactory results. 

Complaint is also frequently made about another similar dis- 
advantage. With turned parts and especially with carvings in 
profile, the crosscut wood, already darker by nature, absorbs 
more color than the wood running with the grain. This has 
the bad effect of producing darker shades of coloring in im- 
proper places and this lessens the value of the toy consider- 
ably, because i children and ues have become parte ae 
in their choic 

With straight toys the maker might not find it difficult to 
obtain a uniform tone of color, although, owing to the different 
natural colortones of the wood, with these also great attention 
is often required. But extraordinary difficulties are encoun- 
tered in the first-named cases to obtain a good general ap- 
pearance in staining the wood. 

The most favorable result yet obtained in this respect is by 
soaking the stained articles in oil, and heavily polishing the 
same after the oil has dried in. In many cases, particularly 
with articles much exposed to moisture, such as garden bowl- 
ing alleys, play ground equipment, etc., an even covering has 
been obtained, and, thereby, it is true, the desired object has 
been gained. But, then, for instance, some ten years ago 
thorough tests of all recommended covering materials were 
made, none of them could give complete satisfaction. 

It is to be regretted that the oil covering system in the toy 


industry still finds much too little appreciation. Were oil 
colors generally used for the coloring of the better class of 
toys, one would also be generally satisfied with the resistance 
of the toys against water and other influences, as also with 
the color effects. The turned toys are, thus, also in those 
parts where the crosscut wood shows itself, uniformly colored, 
and the gloss is perfectly distributed, while with carvings 
one has the shading entirely under control. The elevated 
places which are to appear lighter, simply are wiped off more 
heavily with a cotton rag than the other parts. The toys 
finished in oil colors are becoming more and more popular. 

Following is a good recipe for that staining, which is simple 
and quite easy to prepare: Burned sienna, terra sienna, 
either slate, brown or black, is rubbed with strong oil varnish 
on the paint, rubbing machine or on the stone. The azure 
color obtained is thinned with a mixture of oil, varnish and 
turpentine, and applied with a paint brush to the toy to be 
treated. The surplus of the coloring is wiped off with a rag, 
so that only the absorbed coloring remains in the wood. If 
the wood is uneven, the light places are gone over again with 
a darker coloring. With soft wood it is desirable to stain the 
whole article at first with ordinary nut stain, not too dark and 
after it is dry the oil varnish is applied. The autumn wood 
rings do not absorb any coloring and would appear too light. 
When the oil coloring is thoroughly dried in, the worker can 
brush the article with a wax brush, thus producing a slight 
gloss. 

How the Home Industry is Slandered. 

The Social Democracy has for a long time led a systematic 
fight against home work and the house industry, although 
these branches are an absolute necessity, and in many sec- 
tions, especially Central Germany, give to hundreds of thous- 
ands the means of subsistance, or at any rate, a welcome 
addition to their income from other sources. And the fact 
is ignored that in the most densely populated home industrial 
regions, after the abolition of the home work earnings, the 
necessary compensation in opportunities to work could not in 
any way be created. In lieu of this, all possible and impossiblé 
reproaches are diligently made against the home industry. 
And, unfortunately, there are also found outside of the Social 


June, 1913. 


TOYS AND NOVELTIES. 


THE BALTIMORE TYPEWRITER 


Retails at One Dollar 


Made of 
Steel 


Mechanically 
Perfect 


Durable, Practical, Built Like a Typewrtter--Looks Like a Typewriter 


BAUMGARTEN & COMPANY 


213 E. FAYETTE STREET, - 


Democracy, extensive circles of well-meaning Social politi- 
cians, who, to the serious injury of the home industry, accept 
ihese reproaches as creditable and help in spreading them. 
For these people it will be very instructive to learn with 
what a misuse of statistical figures such malicious attacks are 
made against the home industry. 

The city council and also the Board of Education at Sebnitz 
issued publications proving all these figures and assertions to 
be unfounded and false. Yet they have left their impression 
at home and abroad, and were used in America as a basis on 
which to establish an increase in the import duties on German 
products, by which the German industry is injured, as well as 
the German home worker. 

Meeting of Toy Manufacturers. 

The good attendance at the recent meeting of the Toy Manu- 
facturers’ Association has brought the proof that the organiza- 
tion understands how to attract its members and offer them 
interesting subjects for discussion. Various vital questions 
were concluded and a part of the questions to be treated had 
to be laid over for the next meeting, owing to the want of 
time. Seven more firms were enlisted as members and 
several further applications for membership are already on 
hand. The by-laws of the league are now in print and at the 
disposal of toy and metal ware manufacturers on request. 
The individual members, and especially the directors, will 
also be pleased to give verbal information on the aims and 
objects of the organization. 

Well Known Doll Manufacturer Dies. 

The widely known Sonneberg doll manufacturer, Philip 
Lamhammer, died recently at the age of 62 years. A richly 
active life went with him. Not only was the deceased an ex- 
ceedingly keen business man, but he also displayed great ac- 
tivity in political matters. Besides this, he filled numerous 
posts of honor which he administered faithfully till shortly 
before his death. 

Born at Erlangen in October, 1850, Mr. Lamhammer received 
a careful education which had for its object his general cul- 
ture. On finishing his school term he entered as apprentice 
to the prominent firm of Ernst & Carl Dressel, where, through 

diligence and applicatfon be soon gained the favor of his 
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prihcipals, and by his amiable manners the sympathies of the 
employes. In his reminiscences he speaks in soulful manner 
of the familiar doings of his employers, in which he was al- 
lowed to participate. 

Eager for all that was beautiful and averse to the every- 
day humdrum existence, he joined an amateur theater, gave 
care to literature and art studies, and unceasingly labored in 
the perfecting of his education. The result of it was that 
among other things he acquired a thorough knowledge of 
foreign languages—French, English and Spanish—which 
proved of valuable service to him during his subsequent 
sojourns in foreign countries. In October, 1872, at an auspi- 
cious time for the founding of a business, Mr. Lamhammer 
erected his factory, with a partner. 

Regarding American conditions, he spoke in the most vivid 
style and probably not without a little grain of sarcasm. 
His receptive soul found in Italy, and particularly in Rome, 
deep impressions, about which he spoke with great enthus- 
iasm. It would lead too far, should we foilow the travels in 
this and foreign countries of this remarkable man, who 
took the most lively interest in everything. With the sit- 
uation of the toy market, Mr. Lamhammer was most inti- 
mately acquainted, as we hardly need point out. His frequent 
sojourns in Engiand cleared his judgment of the commercial 
side of that country, and he was particularly a competent 
judge of the English toy market. eos 

He earned special distinction as associate founder of the 
“Post graduate course for elder assistants and independent 
toy makers.” He also aided in founding the interesting 
Sonneberg Industrial Museum, in which he always took a great 
interest. He was its chairman from its inauguration on. The 
fact that he was a member of the city council proves the 
popularity he enjoyed in the circle of the Sonneberg citizens. 
Exposition in Sonneberg. 

Karl Stadinger, at the head of the Sonneberg Industrial 
School as managing director, is a noted designer of toys. 
Long ago he devoted himself to the designing and finishing 
of modern toys. The International Dol! Exposition in Frank- 
fort in 1911 contained out of Stadinger’s workshop the fol- 
lowing excellent caricatures: hunter, Alps climber, fisherman, 
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taxidermist, aviator, automobilist and a rag picker. The first 
Exposition of the Sonneberg Industrial School this year under 
the new management was, naturally, looked forward to with 
great interest on the part of the trade and laymen. While 
formerly the students’ work rather followed ihe lines of 
classical antiquity, this time a strong consideration of mod- 
ern tendencies was unmistakeably in evidence, and more 
prominence given to designs of toys. 

The exposition is arranged in two large divisions, showing 
students’ work and teachers’ work. The drawings and paint- 
ings are mostly produced after living models. The modeling 
instructions are also given. The group of modeling products 
contains doll heads, trinkets and figures, toy animals, on 
which the students have done all the work, from the plastic 
formation of the production of the multiplying form and the 
finishing of the papier mache body. 

Rocking horses, balancing figures, power figures with all 
kinds of motion devices, new nodding figures, etc., are found 
in the group of toys finished by the pupils. There is at the 
institution a course for ladies, who are instructed in painting 
and in different branches of art work. The articles produced 
in the course of the year are also placed on exhibition. | 

The fact that a large number of articles are immediately 
taken up by manufacturers is the best proof of their usefulness 
and marketing value. 

Many New Goods Ready. 

Paul Rich Miller, of Alberhau, has a large selection of 
new wood toys, including pretty miniature farm-yards, novel- 
ties in fortresses, Vienna doll furniture in enamel, novelties 
in first-class box goods and doll furniture in oak. 

V. M. Bruchlos, of Eisfeld, Thuringia, has a large selection 
in mechanical toys. One toy is the “Hussar riding school,” 
with flexible riders; an automobile, Dutch couples who twine 
around in the dance, etc. The figures are dressed so that 
they have a natural effect. The mechanism of these toys 
functions splendidly, thanks to its solid construction. 

Gebr. Haegele, of Esslinger, has in the way of novelties, a 
horse stable with wagon for construction, original stick fish, 
target, wood cannons with rubber arrow, teams in new forms, 
a guiding horse with clockwork, rocking horses with change- 


A swinging-horse with draft arrange- 


able foot boards, etc. 
ment which is hung up on two ropes, is also good. The 
“swing ball game” manufactured by this firm has been a 
great favorite with the young folks and seems similar to - 
Diabolo, to become a much sought articie for the summer 
season. 

E. & H. Landgrof, of Nuremberg, exhibit a series of note- 
worthy character dolls, which can be brought into any kind 
of position. They go by the designation of “Perplex,” and bid 
fair to conquer the world market for themselves. Likewise 
in squint eyes, in unbreakable “Gloria” soldiers, as well as in 
tin figures, which have reference to the wars of independence, 
a large selection is offered. 

Fr, Jaeger, of Bergzabern, is showing washable, almost 
untearable doll wigs in all shades of color. Patents for this 
article have been applied for here and in foreign countries. 
That washable wigs offer many advantages needs hardly to 
be pointed out. 

H. Conrad, of Dresden, has put the “living mouse” on the 
market. It is unique among the joke articles. Mice which 
run to and fro-on the table top or on the floor are no longer 
a novelty. But the mouse that runs down the wall or the 
smoothest window pane, is indeed something quite modern. 

A playing ball with bells built in it, protected by patent, 
distinguishes itself from the usual ball by the fact that bells 
are arranged in its interior, which, on striking or catching the 
ball, are caused to ring. The bells are harmoniously tuned 
for the purpose. Within the two ball halves, which are 
united by means of a band, a rod is fixed in the direction of 
the diameter connecting their centers. This serves as a base 
for the bells. The ends of the rod are supplied with nuts, 
which rest on the inside of the ball, whilst the bells are held 
in place free of nuts, and produce a clear sound. Within the 
bells the knockers are hung on screw springs, with free 
motion, so that when the ball falls, the knockers are sure to 
strike the bells and cause them to ring. In order to obtain 
louder sounds, the ball halves may be perforated. 

C. H. Giessen, of Cassel, has just brought out a supplemen- 
tary list of fun, joke and puzzle articles. The list treats of 
about 50 novelties, P 
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PEERLESS BUBBLER MAKES DOUBLE BUBBLES. 

Harry B. Pearce, who is this year representing several lead- 
ing American toy manufacturers, with offices and display 
rooms in the American Woolen building, 225 Fourth avenue, 
New York City, 
is having large 
success in mar- 
keting a small 
specialty, the 
“Peerless Bub- 
bler.” This toy 
uses and elab- 
orates on one of 
the oldest forms 
of amusement 
known to mod- 
ern children, 
namely, blowing 
soap bubbles. 
This bubbler, which is shown in the accompanying illustration 
first forms a main bubble just as might be expected from any 
ordinary pipe or bubble blower. Then inside this large bubble 
many smaller bubbles are formed, creating both a novel and 
beautiful effect. The “Peerless Bubbler” is proving a quick 
seller. It is one of those low priced novelties which add spice 
to the summer sales in the toy department, bringing at the 
same time its worth while profit. 
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MANY NOVELTIES IN IMPORT FIREWORKS. 

Big consignments of Chinese fireworks are being received 
and the designs are varied. The explosives have come through 
the port of Seattle from where tons of explosives are being 
shipped to the East. 

The Chinese cracker will be smaller this year than usual, 
owlng to the increase in the price of gunpowder. The Japan- 
ese are cutting into the Chinese trade and many American 
‘firms that formerly secured fireworks in large quantities from 

China are now patronizing the Japs. 

The Japanese originated a number of things this year in 
the way of fireworks, a number of them being desirable for 
daylight entertainments. The special pieces this year consist 
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of flags, parachutes, lanterns, figures and animals. The Japs 
have also put out a number of new stunts this year in the 
way of aquatic or marine fireworks. 

The “electric fish” is one of the new Jap ideas as well 
as the revolving marine fountain. These pieces make a very 
pretty etfect on the water at night, the pieces being placed 
on floaters of either cork or wood. Another stunt of the Japs 
this year is the “flying dove.” This is a novelty in aerial 
pyrotechnics. The pieces are projected through the air by 
means of cord or wire conductors and at a great velocity. 
They will travel distances of 100 and 200 feet, returning 
to the point of starting automatically and repeating the 
performance 2a number of times. 

There is an absence this year of any sort of fireworks that 
have any dangerous characteristic about them. The big 
cracker that formerly frightened teams and which were 
eagerly bought by the “man who rocks the boat,” are evidently 
a thing of the past. Toy torpedoes, however, and new things 
in paper caps have taken the big cracker’s place and the 
dangerous cracker with its dynamite seems doomed entirely. 


ENGLISH DEALER WANTS VARIED NOVELTIES. 

J. P. Goldthorp, proprietor of The Magnet, in Oldham, Eng- 
land, and a subscriber to TOYS AND NOVELTIES, desires 
to hear from American firms manufacturing and dealing in 
puzzles,. games, toy pistols, all-glass watches with pendant 
chains, glass watches to hold sweets, etc., joke cigars and 
novelties. He especially desires the addresses of British rep- 
resentatives of these houses. 


' NEW STORE OPENS IN WEST NEWTON, PA. 

A. Henry, formerly of Braddock, Pa., has opened a new 
stationery, novelty and toy store in West Newton, Pa., under 
his own name. The store, at the corner of Second and 
Main streets, is admirably situated and well fitted up. 


NEW YORK STORES COMPANY INCORPORATED. 

The Twenty-Third Street Stores Corporation, of New York 
City, has been incorporated with a capital stock of $20,000. 
Among the incorporators are Robert S. Strack, Kennard 
Underwood and Raleigh H. Hansl. 
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MILTON BRADLEY COMPANY ISSUES NEAT CARD. 

The Milton Bradley Company, of Springfield, Mass., are dis- 
tributing among the trade a neat folding souvenir card setting 
forth the vast size of the Bradley plant and at the same time 
giving a slight idea of the beauties of the Springfield which 
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NEWEST ADDITION TO MILTON BRADLEY PLANT. 
has become known far and near as the City of Homes, and 
the home of the large game manufacturing concern. The card, 
which folds to the size of the post card, shows six views of 
Springfield, and a large view of the group of Milton Bradley 
Company buildings. The last of the group has just been com- 
pleted, making the eighth to be erected to enable the company 
to handle its growing business. This toy factory, with its four 
and one-half acres of floor space, is now one of the largest 
manufacturing plants in the entire community. 

This plant is surely a living example of the growing stability 


of the great American toy industry. 
itself. 


It is a small city in 


SHELDON’S TRADE DIRECTORIES FOR 1913 READY. 

Sheldon’s standard trade directories for 1913 are ready, 
including “‘Sheldon’s Retail Trade of the United States” and 
“Sheldon’s Jobbing Trade of the United States,’’ both care 
fully revised and brought up to the minute in the accurate 
data recorded. The directory of the retail trade of the 
country contains a list of representative retailers of dry goods, 
notions and all department stores. The names of the buyers 
in each Gepartment are given as well as the names and 
addresses of representatives in the New York market. The 
directory of the jobbing trade contains a list of all jobbers 
of dry goods, notions, toys, men’s furnishing goods, millinery, 
woolens, tailors’ trimmings and ladies’ garments. The address 
of the New York offices of each jobber is also given, as well 
as the resident and department buyers. The price of the di- 
rectory of the jobbing trade is $2 and that of the retail 
trade is $3, and the books are published by Joseph S. Phelon, 
Leonard street and West Broadway, New York City. These 
directories are recognized throughout the country as standard. 
They enable the manufacturer or the salesman to speak per- 
sonally to the buyer who handles his special line. It is this 
personal note in selling which wins in these days of keen 
competition. 


CHILD’S WELFARE TOYS A QUALITY LINE. 
Among the new toys which unique design and high quality 
have brought quick recognition and general popularity among 
the trade are the complete outfits for home occupation manu- 
factured by The Child’s Welfare Company, of the Mid-City 
Bank Building, Chicago, Ill. These toys consist of play tables 
containing sand and clay compartments, blackboard and kin- 
dergarten materials, sand boxes which contain sand tools and 
toys, kindergarten occupation boxes and practical paint boxes. 
The line is made of steel, with a high grade enamel finish, is 
Sanitary, beautiful and unbreakable. Every item is a year 
’round seller of the quality kind, an article which will make 

permanent friends of the family into which it goes. 
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FIDELITY BUILDING 


dg. 


Our Reputation Goes 
With | 
This Trade Mark 


PHILADELPHIA FIRM HAS ENVIABLE RECORD. 

In 1861 Anton Winters started in the toy business in Phila- 
delphia, and in that same year Louis L. Reineke, now junior 
member of the firm, was born. Mr. Winters began in a small 
way, but he was a 
man of untiring 
energy, and his indus- 
try, close attention to 
business and square 
dealings always, en- 
abled him to attain 
the position of a great 
and honorable’ mer- 
chant. In 1880 Mr. 
Reineke secured a po- 
sition with Mr. Win- 
ters. Strangers then, 
they soon became 
warm friends. Mr. 
Reineke, however, had 
to begin at the lowest 
round of the ladder. 
But he performed his 
duties cheerfully, and 
rapidly rose from one 
position to another. 
At the age of 22 he 
made his first buying 
trip abroad, and this 
year completed his 30th round trip. In 1893 Anton Winters 
passed away. For 11 years Mr. Reineke managed the business 
successfully for the estate, and then the firm name was 
changed to that under which business is being transacted at 
present, Winters & Reineke, the members of this firm com- 
prising Mrs. Winters, widow of Anton Winters, and Louis L. 
Reineke, who is the active or managing member of the firm. 

So here we have a firm in the toy business, catering only 
to the wholesale trade, with an unbroken record of over 50 
years, always successful, and noted both in this country and 
Europe for its honorable career. . 

In those 50 years the toy trade has had its ups and downs. 


LOUIS L. REINEKE., 
WINTERS & REINEKE, PHILA. 


Ned 


High Grade Toy and Children’s Furniture 


Our Success or Failure 


Depends On What 
t Stands For 


OUR COMPLETE LINE SHOWN DURING THE SEASON 
BY OUR TRAVELING REPRESENTATIVE 


ARTHUR M. BROWN 
ALSO BY 


| 


Many a firm in this line has dropped out or fallen by the 
wayside. The secret, if there is any, of the success of this 
house has been, apart from its reputation for courtesy and 
square dealing, that it has stuck strictly to the toy and doll 
business, making a specialty of the same at all times, and 
not branching out into other foreign and irrevelant lines. And 
in this specialization the house has made every effort to keep 
quality at a high standard, handling the best makes always. 

Much has been said about conditions being such that it is 
very hard for a wholesale toy house to do business. The 
answer of this house is that it is still here, solid as a rock, 
and if the signs of the times are right, in greater demand than 
ever before. Steadily its regular trade has increased, and as 
for the great department stores and the like, which do much 
of their importing direct, they will of necessity run short of 
stock at times, and must look to a great wholesale house like 
this firm of Winters & Reineke, which stands ready to supply 
stock at once. 


TOY DEALER DIES AFTER LONG ILLNESS. 
Harry C. Newton, a member of the firm of L. H. Newton 
& Sons, toy dealers at Baltimore and Calhoun streets, Balti- 
more, Md., died at his home in Baltimore May 10, at the age 
of 32. Death resulted from a complication of diseases, from 
which Mr. Newton had suffered for about three years. Mr. 
Newton was born in Baltimore and after finishing school 
entered the employ of his father, L. H. Newton, who had 
conducted a wholesale and retail toy business in Baltimore 
for many years. At the age of 21 Harry C. Newton was 
admitted to the firm. About nine years ago he married 
Miss Verna C. Clark, of Baltimore, who survives him. He 
is also survived by a daughter, his father and mother, and a 

brother, William E. Newton, of the firm of toy dealers. 


CHARLES SELL NOW OWNS MICHIGAN BUSINESS. 

Charles Sell has purchased the interest of H. A. Schin- 
beckler in the Joseph R. Harrison Stationery Store, doing 
business at the corner of Van Buren and Main streets, Co- 
lumbia City, Mich. Mr. Sell is now in complete charge of 
the business. A genera] line of stationery, novelties, toys 
and notions is carried. 
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DOLL FURNITURE USED AS SUCCESSFUL PREMIUM. 
While many merchants have made good use of toys as pre- 


miums to draw trade in any line, none has made better use 
of them in this capacity than Hamilton & Company, of 
Oskaloosa, Ia. The plan is well described in the accompany- 


ing ad, carried in the daily paper and distributed in circular 


FREE FREE P O C K E, | 
Doll Furniture ¢ C 
We Want Every Little Girl in the Country to Have a Set HE KERS 
of our Doll Furniture and we are going to give it away 


free. The little sets consist of a table, settee, chair and 
arm chair and are 31-2 inches high and put up in a nice 
box ready for you, 

GIVEN AWAY ABSOLUTELY FREE. 


Now little girls all vou have to do is to find out whether 
your mamma or one of your neighbors are going to buy 
furniture or have some upholstering dune this spring, 
and write the name and address and the kind of furni- 
ture they want to buy or have upholstered, in the cou- 
pon below and bring the coupon to our store and we 
will give you one piece of this little Doll Furniture. 
Don't put any names down unless you Know they want 
to buy or have upholstering done. Now to get the entire 
set, if vou will bring your mamma with you and she 
will buy furniture or have upholstering done to the 
amount of $5 we will give you the entire set of 4 pieces. 


Get your coupon filled today and bring it in before the 


Doli Furniture is all gone. Patented 
See the Furniture in our Window. 
_ FILL OUT THIS COUPON MALL compact set of checkers and 
basced aise tetas ake ateoter 

eli ag ari oes ae a checker board with special features. 
SE TET le eee ee la Interlocking checkers made to fit snugly 
Your Name Bed eee rey date Ree eee ees pyeraean Seat ein chet Rees int Oo holes as shown in illustration. 

HAMILTON & CO. The ideal set for playing anywhere. Es- 
, ‘e Manufacturers, Upholsterers i Repairers. : : : 
Be ache GE uillGr etnees uc and Ghee pecially ‘convenient when traveling. Very 
418-420 West High Ave. Oskaloosa, lowa. substantial, solid wood board, ebony 


finish; when folded measuring 4x8 ins., and 
form throughout the city. The offer was simple. A piece 


of doll furniture would be given to every little girl who when open 8x8 Ins. Black and red compo- 


would fill out the coupon giving the name of some relative sition checkermen, practically unbreakable. 
or neighbor who was contemplating purchasing some new PI . bl k d : 
piece of furniture or having some upholstering done, or any aying squares Diack an red outlined 
other repair work done. It will be seen that the girl was offered in gold. | 
a bit of doll furniture on very easy terms, but the company 


was careful to state that the person whose name was put on Occupies 
the coupon must be a bona fide prospective purchaser of ‘ 
furniture or repair work. But the real strength of the scheme very little 
was the offer of the entire set of doll furniture to the girl space in 
who would bring her mother to the store to make a five dollar traveling 


purchase. The free piece given for the name of a prospective 
customer paved the way admirably for the definite sale. 
The little girl had the single piece and daily saw the need of 
having the entire set. Then gradually she would naturally 
work on the parent until the five dollar purchase resulted. 


bag. 


BASE BALL GOODS AS BOYS’ PREMIUMS. 
Reynolds & Son, of Barre, Vt., recently made a big hit with 
the juvenile trade of that town by a generous use of base ball 


goods as premiums. The premiums were distributed on a basis Slips 
of values represented in cash register checks. On each check easily 
was the advertisement of the store and the list of base ball , 
goods with the amount in checks for which they could be into 


obtained. pocket 


PLAYING CARD PRODUCTION |S CURTAILED. 
Certain departments of the big plant of the American Play- W : ° ° 
ing Card Company, in Kalamazoo, Mich., have been closed rite For Prices and Literature 
down temporarily because of over-production, according to 


William H. Longley, secretary of the company. This com- THE EMBOSSING COMPANY 


pany is the second largest manufacturer of playing cards in 


America. ALBANY, N. Y. 
NEW JERSEY STORE IN BETTER LOCATION. yeaa 
The stationery, toy and novelty store conducted by Hay Ddyis that’ ack. 


Brothers, in Kearnsburg, N. J., has been removed to a building 
near the post office, a more advantageous location. 
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TELEGRAPH OUTFITS FOR THE TOY DEPARTMENT. 
Telegraphy has a wonderful appeal for the interest of the 
average hoy. At some time in his early career the youngster 
generally wants to be a soldier or a policeman, but then come 
the years when his mind nat- 

LE Toe —TELEGRAPAER = urally turns to the desire to 

K Bevaiiiel, Pieasinaal’ sud Seayhe, Pree | emulate the man who is “doing 
To am something,” and the “some 
Tonic ae thing” means something pro- 
yet Mie Rl ductive or useful in the turmoil 
aa of modern industry or com- 
merce. The art of printing ap- 
peals to one boy. Railroading 
appeals to another, electrical 
experimentation to another, 
and gardening to another. The 
printer gets his toy printing 
outfit, the railroader his toy 
trains, the electrician his elec- 
trical toys, and the gardener 
his juvenile farming imple 
ments. But probably no occu- 
pation has a powerful appeal to so many youths during the 
formative period as telegraphy. Few boys rest easy after they 
experience the “call of the key,” the telegraph key, until ae 
have mastered the alphabet 
and can manipulate simple ap- 
paratus for sending and receiv- 
ing messages. 

The Anderson & Guinan 
Manufacturing Company, of 
Cleveland, O., have supplied a 
long-felt need by _ producing 
their “Wireless” telegraph out- 
fits and their toy message send- 
ers. These toys are thoroughly 
well made, simple, practical 
and beautifully finished. The 
“Wireless” outfit is a practical 
toy on which boys and girls can 
actually learn the rudiments of 
the art of wireless telegraphy, 
It is mounted on a nicely finished board base nie and one- 
half inches wide by 12 inches long, and consists of a battery, 
sounding key and sounder. All machines are packed in indi- 
vidual cartons and accompanied by a full set of instructions. 
Another popular number is the “Double Telegraph Outfit’ 
of this firm, consisting of a large board base upon which are 
mounted two complete outfits. This board can be placed on a 
table and two children practice sending and receiving mes- 
sages from the opposite sides. In addition there is the ‘‘Sin- 
gle Telegraph Outfit,” consisting of one complete outfit 
mounted on a board on which the alphabet and instructions 
are printed. The manufacturers of these practical toys have 
an interesting proposition to make to the trade. 


WOMEN TOY WORKERS’ LABOR IS IMPORTANT. 
According to Consul General T. St. John Gaffney, stationed 
In Dresden, Germany, the work of women in the German toy 
industry is an exceedingly important factor in the development 
of the industry. Statistics show that there are nine and one- 
half millions of wage earning women in Germany. Mr. Gaff- 
ney writes: The women who work in the factories are em- 
Ployed chiefly in Prussia, Saxony, Bavaria, Baden, Wurttem- 
berg, Hesse and Alsace-Lorraine, the textile factories of Prus- 
sla and Saxony alone employing over 400,000 women. The arti- 
ficial flower industry is entirely, and the toy industry largely, 
in their hands. Toy making is an important branch of work, 
and toys valued at several million dollars are exported every 
year to other countries, England and America being the best 
Customers. The industry of the Black Forest and the basket 
making and wood carving of Thuringia are cottage industries 
that furnish work for multitudes of women of all ages, and 

Without them the national wealth would sensibly diminish. 


CALIFORNIA STORE DESTROYED BY FIRE. 
The Hall stationery, novelty and toy store in Marysville, 
Cal., was practically totally destroyed by fire recently, at 
a loga of approximately $10,000. 
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Best and Quickest Selling 


JOYLAND, The Playti eran yume Book 


[PATENTED] 


Faces of childrens 
animals, toys, flowcr, 
and birds are cut out of 
the heavy board, and 
the little ovals are of 
proper size and bevel 
to fit snugly into the 
holes of all the pages. 
Intensely interesting and 
amusing. 


Size, 8'4xI1 ins. 


Retail Price, $1.00 


TOYLAND SPELLING BOOK 


MORE INSTRUCTIVE “FHAN ANY BOOK 
MORE AMUSING THAN ANY TOY 


An ingenious arrange- 
ment i the alphabet 
letters to encourage the 
spelling of words and 
sentences, providing an 
interesting and instruc- 
tive pastime. Skillful 
colored illustrations wit 
stories in rhyme. 


Size, 84x11 ins. 


Retail Price, $1.00 


. Moving Picture Books 


(PATENTED) 
The most entertaining books ever cavented 
te children. Each page brilliantly colored. 
1e cut. 


Moving Picture Animals 
Moving Picture Circus 
Moving Picture Dollies 
Moving Picture Teddies 
Moving Picture Fair 


Size, 654xI1 ins. 
Retail Price, 25 Cents 


THE LIGHTNING SPECIAL— Cut-Out 
Pictures of Toys. 

SANTA AND HIS AEROPLANE— 
His Christmas Eve Adventures. 

TOYLAND RHYMES—Charming Stories 
of the Toy Family. 

Shape books. Large plain type. Four colors. 

Heavy white paper. Brilliant covers, full page color 
plates. 16 pages. Size, 72x10 ins. 


Retail Price, 5 Cents 


Paint Box Book 


Color Crayon Book 
160 Pages 


Patented in the lnited States and (reat Rritain 
Combination Drawin ng and Painting Book and box of excellent paints or 


crayons. Every child will be delighted with these Useful Toy Books. 
28 full page color plates. Heavy boards, cloth Pecans 


gilt covers. Size, 7*;x10 ins. Price, 


BEST LINE of Drawing and Painting Books. Retailing at 5c, 10c, 
15c, 25c, 35c, 50c, 75c and $1.00. Largest and Best for the Money. 


IDEAL BOOK BUILDERS 
PUBLISHERS 


Lakeside Building Adams and Clark Sts., Chicago 
a ea a ee ee ee eee 
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<SSAY, SHACKMAN, you have the most beautiful line I 
ever saw. Ii don’t see why people go to Europe to buy Nov- 
elties and Favors when there is a place like yours.” 


[A Prominent Toy Buyer.] 


YOU WILL AGREE WITH THIS STATEMENT IF YOU SEE OUR GOODS 
Thousands of the Latest Novelties—A Wonderful Array. 


B. SHACKMAN & CO. 


A GREAT SUCCESS—AND WHY 


How Sticking to a Single Idea and Thorough-Going Co-Opera- 
tion Have Built One of the Mightiest Retailing 
Organizations in the World. 

(EDITOR’S NOTE—Carson G. Peck as general manager of 
the F. W. Woolworth Company is the active head of that giant 
in the realm of chain stores which has more than 600 retail 
tentacles reaching out throughout the world to pull profit in 
from nickels and dimes. Mr. Peck has been ever close to 
Mr. Woolworth. Together they have worked out the policies 
which have made for success won against great odds at the 
outset. This success constitutes one of the most vitally in- 
teresting ‘bits of romance in all modern merchandising. In 
a recent interview, Mr. Peck told a representative of the New 
York Times Annalist some of the “Whys” of the Woolworth 
success. The interview, which scintillates with merchan- 
dising wisdom, is given herewith.) 

In reply to the question, ‘How has it been possible to make 
five and ten cent stores pay?” Mr. Peck said: 

“By sticking to one idea—that’s how. By sticking to one 
idea for 25 years and by all of us sticking to that idea to- 
gether. Together, do you understand? But, of course, you 
don’t. Why don’t you let me go back to the beginning and 
tell you how the whole thing started and how it has grown 
up. It is so complex a proposition that that is the only way 
I can make it clear.” 

You settle back in your chair. Mr. Peck gazes out of the 
window until you fear that he has forgotten you. Finally 
he begins: . 

“The five and ten cent store is not a new idea. People 
seem to think it was a brilliant thought on the part of a man 
called Woolworth, who sprung it on the public some five or 
ten years ago. Not at all. It has been a growing move- 
ment under the direction of several independent men for 
over 25 years. The inception of the five and ten cent business 
was the effort long ago on the part of the dry goods people 
to reach out after new features. They hit upon the idea of 
the special price counter. They went the limit when they 
instituted the five-cent counter. The sale of fivecent goods 
was a surprise to the dry goods men. But they didn’t follow 
up the results because such enormous sales were necessary 
for even moderate profit. 

“BR. W. Woolworth was working in a little store in Water- 
town, N. Y. He saw the success which the five-cent counter 
had in its small way in that little store. He went out with a 
small stock of five-cent goods and opened up in Utica. He 
succeeded. He opened up in Lancaster—you know how those 
things go. He added ten-cent goods, but resolved to draw 
the line there. Nothing over ten cents—in that lay the suc- 
cess of his business, and he stuck to that idea straight through. 

“Several of his friends branched off in five and ten cent 
stores, once he had proved the possibilities in the field. For 
years they have worked in comparative independence of each 
other, until 1912, when the F. W. Woolworth Company was 
incorporated, including all these independents. Now there 
is the secret of the business,’ concludes Mr. Peck, incon- 
sequentially. 

“Where?” you ask bewildered. 

“In co-operation and in sticking to one idea. I believe that 


NEW YORK CITY. 


the Woolworth Company approximates more nearly the much- 
discussed co-operative institution than any other big business 
in the country. In the first place, it never calls in outside 
talent. If it needs a window dresser, if it needs a buyer or a 
manager, it picks one from among its employes. It never 
reaches over with a big salary and lifts a man out of some 
other business. This makes the members of its family— 
that’s what it is, you know, a big business family—ambitious 
and eager to stay with the company, they see some chance to 
get ahead. 

“On the other hand, take our working force. Our organi- 
zation is pretty simple. About 25 buyers, 40 or 50 traveling 
superintendents, and a staif of district managers in charge 
of the individual stores—neariy 650 of them in this country 
In all, a force of over 700 men and every last one of them on 
commission basis—not one 9n a Salary. Do you see what 
that means?” 

Mr. Peck paused to let the idea permeate. 

“It means that all those 700 men are working for the 
business, not merely in it. It’s co-operation and not merely 


Largest assortment in 
the world. Immediate 
shipments. Satisfaction 
guaranteed. 


OUR NEW ILLUSTRATED 
CATALOG ON REQUEST 


C. J. FELSMAN 


115 State St. 
(Palmer House Lobby) 


CHICAGO 


164 N. Clark St. 
(Main Store) 
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Made by 


The Sigwalt 
Mfg. Co. 


CHICAGO 


consolidation. There’s the backbone of the secret. Of coursc 
the business offers unique advantages in a hundred different 
ways.” 

“For instance?” 

“We don’t do any newspaper advertising. You newspaper 
people don’t like that. Sometimes I feel as if I didn’t either— 
Im a director of one of the Brooklyn papers. Then we don't 
deliver goods. The purchaser takes the articles direct from 
the counter. Those two items, advertising and delivery, 
are a stupendous saving. The purchase which you make in 
a large department store at $2 would be possible at less were 
it not for the fact that you ask to be told about the purchase 
in your Monday morning newspaper and you want it delivered 
at your house by a well-dressed employe from a good-looking 
and expensive automobile. 

“What we pay for is our location. That is absolutely 
esssential, that we be in the midst of many people, within 
the reach of all. The only advertising we do is the sale of a 
certain number of articles at cost, or: even less than cost 
price. The force of that advertisement is always valid, and 
in that way we make up the volume of the sale of cheaper 
goods.” 

“Do you buy direct from manufacturers?” 

“Entirely, and 85 per cent American goods, too. The mid- 
dieman’s profit is entirely eliminated. And, you see, we are 
good customers for a manufacturer to have. We have no 
‘season.’ We buy steadily all the year round. What is 
more, we are able to pay steadily all the year round. That 
is one of the great secrets of the business, too. We get cash 
for each sale and in our turn we pay cash for each purchase. 
For the manufacturer, it is a good thing. There is a quick 
turnover every month in the year and a steady turnover 
all through the year.” 

“The profit in buying in large quantities is great?” 

“Tremendous. Buying hairpins by the carload and selling 
them by the package—that means sure returns. Our hosiery 
buyer has just turned in a report for 20,000 cases of hosiery 
in some eight months. That means nearly 15,000,000 pairs 
of stockings. A few round figures will give you the volume 
of our sales, and it is on that, of course, that we depend. 
In one week we sell $25,000 worth of sheet music at five and 
ten cents a copy. Our sales in postal cards, most of them 
at 12 for a nickle, amount to over $25,000 a week.” 

“But what is the psychology of the five and ten cent sale? 
Is it that people buy a great many things they don’t want 
just because they are so cheap?” 

“They do that when the things are expensive. Just as much. 
Spendthrift age. I don’t know what we are coming to.” 

“But what is the charm of the five and ten cent counter?” 

“Well, I should say that it was the certainty that you know 
What you are getting. That is it more than that the price is 
80 ridiculously small. The fact that you can buy any article 
in the store for ten cents—that is a good advertising feature. 
But the fact that you know what you are getting is what holds 
people to the store. Now, in the beginning, when Mr. Wool- 
worth first started in on this five and ten cent proposition, 
it was a pretty cheap, rattletrap affair. And you couldn't 
make every class of people see that it was legitimate. It 
didn’t look right. But Mr. Wolworth stuck to that one idea— 


This Lucky Boy has the Best Printing 
Press Made 


“It’s A Sigwalt” 
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Distributed by 


Geo. Borgfeldt & Co. 


NEW YORK, CHICAGO, 
SAN FRANCISCO. 


of playing squarely up to the public. 
in point. 
things 
smaller ones. Now what would have happened would have 
been like this: The salesgirl would have reacted to the 
fact that people were buying just the large pieces out of the 
sets. She would see all these smaller pieces left on her 
hands. It was nothing to her, but, being human, she would 
try and force on the customers the smaller pieces of the set 
which were not worth their price. 

“Now, that doesn’t give the customer a fair chance. It 
lures him into buying something that he doesn’t want. The 
policy to which we have stuck for all these years is to sell 
nothing with a string to it. There is much hue and cry, too, 
about the injurious effects of cheap candy. We sell almost 
the coeapest candy there is and our candy sales amount to 
12% per cent of our total annual sales, If it were the 
noxious stuff that it is made out to be, half the kids in the 
country would be under the sod.” 

“How about the waste that there must be in the business? 


Let me give you a case 
One of our buyers wanted to put out a set of 
in which there was one large piece and several 


STANDARD CRAYONS 


AE CLONER CRAYONS | 


ADis AN 
WP 7 Corors NO205 


A penny crayon package is always i in 
demand. Our boxes are attractive 
and the crayons are excellent quality. 


ALL KINDS OF CRAYONS 


The Standard Crayon Mfg. Co. 


DANVERS, MASSACHUSETTS 
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YANKEE FLYER HAND CARS 


E. V. SCOVILLE 
Factory at Manlius, N. Y. 


The counters are all open, there are comparatively few floor- 
walkers. Is not petty thievery a pretty big item on the 
debit side of the ledger?” 

“That is something I don’t like to talk about. Of course, 
the amount of goods taken from the counters in a single week 
is something stupendous—I wish I had a commission on it. 
We don’t estimate it at all. But we have to face it. There 
is very little that we can do to prevent it. I don’t like to talk 
about it—the papers are already full enough of robbery and 
graft.” 

“What do you think of the possibilities of branching out in 
this business?” 

“That’s just the point. We don’t branch out. We keep 
growing, but we take up no new features. We do not put in 
25-cent articles. We keep within the limits of our one idea, 
and that, combined with the co-operative system, has been, 
I believe, tne secret of our success. And everything is made 
to sell direct. Take our window displays. Ina way they are 
advertising, but the articles displayed are first to be sold. A 
big dry goods store will strive for artistic effects and to gain 
that will make use of things which are decorations, adver- 
tisements, part of a display which will not be sold. But the 
window of a five and ten cent store contains first and fore- 
most, articles to be sold and plenty of them.” 

“You speak of co-operation. Does that extend to your 
lesser employes?” 

Mr. Peck glares at the toe of his boot and then looks at 
you sharply. 

“Now, I suppose you want to talk about how much we pay 
the girls, if we are wringing our profits from underpaid chil- 
dren, and so on. I’d like to tell you just about that side 
of the story, a side which every employer has to face and a 
very important one, too. 

“A few years ago we found that at the Christmas season 
our girls would leave us. Another store would offer them 
a dollar a week more for work in the holidays. They would 
jump at the chance. A week after Christmas and they are 
out of a job. Their places with us have been filled up. We 
instituted a Christmas gift plan by which every girl who has 
been with us a year gets $5; if she has been with us two 
years she gets $10, and so on. If she gets married she gets 
$15. In one year we expended $75,000 in ‘welfare’ work. 

“The plan has worked. We no longer lose our girls at the 
holiday season. But, of course, our force is a shifting one 
and it is not highly skilled. I consider our business a sort 
of school for these young girls. There is no pre-requisite 
business training, we ask almost nothing from them in the 
way of salesmanship or business efficiency. They do not 
even have to remember the prices of goods, for everything 
is ticketed. A girl comes to us, gets her first experience in 
selling very easily, comes to observe people and gather a 
little knowledge of salesmanship. Then she may graduate 
to a large department store, where there is more chance for 
her to develop any special ability she may have. But we 
have girls who stay with us for years and years. 

“Growing? Bless you, of course we are growing, but not 
branching out. We have a series of five and ten cent stores 
in England now under the direct control of the American 
company, where the articles sell for a penny, threepence and 


The Scientific Speed Cars With “CONTINUOUS DRIVE”’ 
The YANKEE FLYERS are speedy sellers 


WHY 


WRITE NOW FOR CATALOG AND PRICES 
Sales Manager, J. LEVENSON, 


Because the child can operate same without 
detrimental straining found in other cars. 

Because a child can use same as a_ coaster 
(handle stationary while car is in motion.) 


Because it haa NO DEAD CENTRE. 
155 Chambers St., New York City 


sixpence. Of course, they are a success. You see, once you 
get at the psychology of the purchaser who is standing before 
your counter and hold fast to that, you can’t help succeeding. 
If the purchaser saves once by buying a five-cent article from 
you, give him the chance to save again. But you can’t let 
him save once and fool him the next time. 

“Funny thing, business.”’” And Mr. Peck set the foot wag- 
ging again. 


OPENING FOR TOYS NOTED IN CHINA. 

According to the Wiener Handelsblatt, many towns in China 
offer important openings for the sale of American and Euro- 
pean toys, as a result of the opening of new transportation 
facilities, All kinds of toys, especially harmonicas, drums, 
trumpets, swords and guns for children are in especially good 
demand in these cities, which include Sanchung, Canton, 
Samshui, Chanchuen, Tailang, Yunkki, Luklon, Shekki, Kao- 
Kang and Sailam. 


REPEATING LIQUID PISTOLS 


Fires and 
Recharges 
with the trigger. 

RETAILS aa 
for Polished Nickel 


§0 cents 
5 inches long. 


Safe to Carry 
without danger 
or Leakage 


WATER PISTOLS 


= ey Me 
RETAILS RETAILS mals 


Operate with Bulb Only, 
Good Margin for Dealers 


PARKER-STEARNS & CO. 
294 Sheffield Ave. - - Brooklyn, N. Y. 


June, 1913. 


” 
td 


Heavy Wire 
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‘) Puzzles 
Puzzles 
Puzzles 


Just the Thing for Advertising Purposes 


S. R. FRAZIER, Manufacturer 


ST. JOSEPH, MICH. 


GLASS WATCH PROVES ATTRACTIVE NOVELTY. 

The little glass revolver, which is a perfect imitation of a 
real shooting iron, brought out several months ago, was such 
a success with the trade that its manufacturers have now 
brought out a glass 
watch made in the 
same manner. The 
watch is an exact du- 
plicate, in appear- 
ance, of a 16 size 
hunting case gold 
watch. It is two and 
one-fourth inches in 
diameter, made of 
solid glass, and deco- 
rated over its entire 
surface with gold so 
that it resembles a 
real time-piece in ev- 
ery particular. It 
even has a remova- 
ble ring for attaching to the chain. 


It is being sold to the 
trade by Butler Brothers and can be retailed at a dime with 


a good profit to the dealer. As a joke article this watch is 
enjoying a great sale. For instance, a man may hand it to 
another to examine, telling him it is his new time-piece, and 
the friend will generally spend a long time trying to work the 
case open, until finally he is told that it is made of solid glass. 
Or the owner of one of these watches may purposely drop it 
in attempting to hand it to a friend, just to watch the friend 
jump for it to keep it from falling to the pavement. It is such 
little inexpensive novelties as these that keep the sales ball 
rolling by picking up the odd nickels in the “dull season.” 


GRANVILLE CENTER OF DRUM INDUSTRY. 

The town of Granville, Mass., sends oul nearly half a mil- 
lion toy drums every year. It is no wonder that Granville 
lads, however soldierly, care nothing about drums, for they are 
too old a story. As in other businesses, there is a constant 
demand for new models and designs, and a popular drum of 
today may find no sale tomorrow. A unique drum made a 
Number of years ago has never been duplicated. It was 
made for advertising purposes, and the hoops were eight feet 
in diameter. A search was made all about Granville for the 
biggest cattle, and a whole hide was used for a head. Before 
the drum was put together a horse was driven through the 
barrel, so that an idea of its size can be obtained. 

The “drumsticks” were smail telegraph poles. The drum 
Was taken to Boston and exhibited. The building in which it 
was displayea collapsed, however, and the huge drum was 
ruined. But its memory still lives in Granville and has 
become a tradition of the place. A peculiar feature in con- 
nection with the drums shipped to the Pacific Coast is that 
the heads, which are unable to stand the dampness and heat 
of a tropical sea voyage, are sent ucross the country by 
rail. When the parts arrive they are set up again, and the 
drums are ready for sale. The drums are first put together 
before leaving the factory, and each part fitted, so that the 
re-assembling is an easy matter. 

The process of making drums reveals the same minute sub- 


division of labcr that is shown in all modern manufacturing. 
How minute this is may be shown by the fact that u single 
workman is able to turn out more than 2,006 pieces a day 
of some of the parts. 

The making of the heads is an interesting process. The 
sheepskins arrive in a partially dressec state, and are at 
once scraped and driea. Cutcers ure put to work and circu- 
lar pieces cut ont. Part of the waste is used in making 
Share drums and the rest is shipped to the glue factory. The 
finer drum heads are made of calfskin, stretched and dried 
by a special process. | 

The wooden varrel of the drum is mad2 by a inachine, 
which takes a iog of wood and peels from it, somewhat as a 
skin is peeled from an apple. 


CARTER & HUNTER PARTNERSHIP TERMINATED. 

Following the death of F. D. Carter, of Corydon, Ia., the 
partnership operating Carter & Hunter’s Department Store, 
in Corydon, Ia., has terminated. The business will be con- 
tinued along the established lines under the name of the 
Hunter Mercantile Company. 


RAG DOLLS OF HIGH DEGREE 


To retail with long profit at 25 and 50 cents 


No longer is a Rag Doll “A Rag and a Stuffing 
and a Hank of Hair.” The modem Rag Doll is a 
“Class Proposition,” particularly those turned 
out by our factory. They have Printed, Litho- 


graphed and Celluloid Faces. Beautifully 
colored. Also shoes and stockings. 
Price list and samples sent on request. Samples 


billed at quantity prices. 


F. KAEMPFF 


11 and 13 Orient Avenue, Jersey City, N. J. 


New York Selling Agents 
THE STROBEL & WILKEN CO. A. S. FERGUSON CO. 


Ask for “Alice,” the Famous Quaker Doll 


The Toy Buyer’s Guide 
a= = FOR 1913—————. 


The only complete work of the 


kind published. May be ob- 
tained free of all charge by 
sending new subscription or on 
the renewal of an old one. 


C. SPINK & SON 


SAINT LOUIS 


THE V 
i JUVENILE 


and Chair Sets. 


Let Us Have Your Inquiries 
Selling Agents: 


LATE PHILADELPHIA NEWS 


News Notes Gathered From the Toy Men in the Quaker City— 
Winters & Reineke Receive Large Consignment 
of New Summer Toys. 
PHILADELPHIA, Pa., May 29. 
Special Correspondence. 

The new factory and warehouse recently leased by Rudolph 
Brothers, at 11 and 13 North Fifth street, is now in operation. 
A complete outfit of machinery for the manufacture of’ felt 
pennants and advertising novelties has been installed. The 
factory is well-equipped with modern devices for the making 
of poodles, Teddy Bears, monkeys and the many new felt 
animals which the firm will place on the market this fall. 
There has been a great demand for summer resort novelties 
and the trade in this line has proved the largest since the 
establishment of business. 

After an extensive tour of Europe, W. H. Forster, of the 
Adolph Forster & Company, 136 North Fifth street, has 
returned to Philadelphia. While abroad, a complete stock of 
the new toys and novelties were purchased for the fall trade. 

George Zorn, of 524 Market street, who carries a complete 
stock of rare and unique novelties, has leased a five-story 
building at 517 and 519 Ludlow street. The building adjoins 
the rear of the present property occupied by Mr. Zorn. ODur- 
ing the months of June and July the new quarters will be 
used as a display room for fireworks. After the fireworks sea- 
son it will be occupied as a display room and warehouse for 
the novelty line. Recent importations to this class of goods 
are the “Racing Tads,” a jelly-like ball which will run up 
and down the wall and a toy mouse trap with a running mouse 
in it. Another recent invention made by George Zorn is the 
“Spit Fire,” a white tablet that will spit balls of fire when 
thrown into a glass of beer. Besides these are to be found num- 
erous novelties for summer resorts, advertising novelties and 
those usually sold by street fakirs. 

During the past week another carload of fireworks was re- 
ceived by John Bradley, 613 Market street. This makes a 
total of five carloads so far this season. More will follow, 
from the Thomas Lloyd Company and the Consolidated 
Fireworks Company, of New York. With the present large 
stock the firm is well fitted to meet all demands of the trade. 
Up to the present time advance orders have exceeded those 
of last year. 

Joseph Anderson, of the Anderson & Guinan Manufacturing 
Company, of Cleveland, Ohio, visited Philadelphia recently. 
While in the city he introduced to the local toy dealers and 
jobbers, his new educational games and outfits. These con- 
sisted of the Wireless Telegraphy outfit, a game with which 
the child may learn the art of wireless telegraphy, the 
Double Telegraphy with two instruments, mounted and ready 
for use and the single outfit, teaching the boys how to tele 
graph. The games and instruments are complete in every 
detail. Batteries accompany the instruments. Several large 
orders for the new games were given in the city and equal 
success was met with wherever they were introduced. 

S. Tannhauser, of 19 North Fourth street, will sail from 
New York June 11, on the Graf Waldasee of the Hamburg- 
American Line, for an extended tour of Europe. He will 
travel through several European countries where he wil! not 
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ARIETY LINE 


Roll Top, Secretary, School, Combination and Flat Top Desk 


Library, Study and Tea Table Sets. 

Folding, Red Painted and Drop Leaf Tables. 
China Closets, Kitchen Cabinets. 

Blackboard and Writing Desk Combination. 


WOOD TURNINGS A SPECIALTY 


VARIETY TURNING & FURNITURE MFG. CO. 


UNION CITY, PA., U.S.A. 
GEO. BORGFELDT & CO., OWENS-KREISER and STROBEL & WILKEN CO 
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only place orders for holiday goods, but will be alert to any 
new ideas he may find in the foreign markets. Joseph Tan- 
hauser is traveling through the West in the interest of the 
firm. Later he will make a tour of the South, Southwest and 
the North, where he will display the line of dinner favors and 
box novelties for the benefit of the toy dealers in those sec- 
sar Joseph Berghauser is looking after the Pennsylvania 
rade. 

In the future the firm of John Ogden & Brother, 15 North 
Fifteenth street, will carry a side line of toys and novelties 
in season. Heretofore the stationery stock was carried 
exclusively. Orders are now being placed for a stock of dolls, 
tree ornaments and other holidays novelties. 

Samuel Goldstein, of 214 Market street, is selling out his 
stock of novelties with a view to discontinuing that end of 
the business and increasing the hosiery line. 

The purchase of the property and the five year lease of the 
building at 141 Market street by the Philadelphia Traction 
Company has necessitated the removal of the store of Henry 
Jacoby. Mr. Jacoby will conduct the business in the new 


Greatest Selling Lin 


OF BANKS 
GRAB’S In America GRAB’S 


Thousands of these practical toys are being sold every week. If | 
you don’t show them you are missing some good big profits. 


Grab’s Keyless Basket Bank ar poping Cota penn 


fnish. Holds $30 in dimes—first dime locks—every fiftieth dime un- 
locks—Registers amount deposited. Will last = lifetime: Sold the 
country over for $1.00, and a big seller, too. 


; Holds large or small coins, also paper money. 
Grab’s Book Bank fae of best cold-rolled steel oxidized 


copper finish. Locks with key. 
Money cannot fall or be shaken 
out. A bank that sells on sight 
for 50 cents with good profit to 
you. Retails for One Dollar 


aE See 
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WRITE TODAY — 
FOR SPECIAL 
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DISCOUNTS 


Also List of Other Grab Specialties 
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1796 Ashland Block 
CHICAGO 
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ILLINOIS 
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store at 229 Market street under the title of the Market 
Street Bazaar. The new building is larger and better equipped 
than the old. 

Scarlett & Company, Samuel B. Welsh and George Welsh, 
proprietors, have opened a toy and novelty store at 1310 
Arch, The new firm will carry a stock of toys, stationery, etc., 
in the commodious quarters. The opening sales have proved 
it a successful venture for the proprietors. 

Application has been made to the State of Pennsylvania for 
a charter for the incorporation of the Keith-Stewart Com- 
pany, the character and object of which is to manufacture, 
purchase and sell novelties and specialties, stamped or made 
from wood, metal, paper, glass and other materials of a similar 
character. The applicants are Howard T. Scott, L. L. Keith 
and John A, Stewart. | 

F. W. Woolworth & Company has purchased property in 
Connellsville, Pa., where they will build a $25,000 one-story 
structure, 128 feet in length and 66 feet wide. 

Winters & Reineke, of 822 Arch street, have received dur- 
ing the past month from 30 to 35 cases of toys on each of the 
following ships from European ports: The Rugia, West Point, 
Menominee, Bradenburg and the Adelberg. The firm reports 
a quietness in the city trade while the demand for summer 
resort novelties is far above that of any year since the es- 
tablishment of the business. The latest arrival from Europe 
in wooden sand toys consists of carts, moulds, shovels, wheel- 
barrows, wind mills, baskets and sieves in mission design and 
prettily decorated in attractive colored figures suggestive of 
summer scenes. 

Two notable window displays were recently made by the 
Breneiser Novelty Company, of Reading, Pa. These were play 
suit trims, consisting of a scene with log cabins in the back- 
ground, while in the foreground were cowboys in uniform, 
One of them was attired in all leather costume and the other 
in goatskin chaps. A complete line of air rifles and bows and 
arrows were also shown. The other novel display was that 
of a base ball game in which the dolls appeared in full uni- 
form. The grandstand, bleachers, automobile row and even 
the lemonade stand were shown, This proved a great hit 
among the children. The window trims made by this firm 
are so neat and unusual that their attraction is irresistible. 


INDIAN IMPORTS OF TOYS ARE LARGE. 

The imports of toys into Rangoon, India, during recent years 
indicate that a large and growing market exists there for 
toys of all kinds, a market worthy of the best attention of 
American toy manufacturers. Figures recently given out 
Show how completely this market is now dominated by the 
British toy industry. Toys and games to the value of $216,533 
were imported into Rangoon during the year 1912, as com- 
pared with $165,460 the previous year. Of this amount toys 
to the value of $3,461 were imported from the United States 
in 1912, and $4,855 the previous year. It will be seen that in 
a year when the total imports of toys increased about $50,000 
the imports from America declined about $1,500. The pre 
ponderence of British toys in the Indian market is indicated 
by the fact that out of $216,533 worth of toys imported into 
Rangoon last year, the British toys imported were valued at 
$144,199. It must be remembered that this record is made in 
the face of German competition. The strong demand 
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STANDARD AND © 
HIGH GRADE 


Steel Wagons 
Velocipedes 


Croquet 
Hose Reels 


SHEBOYGAN, WIS. 


for British toys by British subjects in India, and the tariff 
preference given British goods both place the British manufac- 
turer in a most advantageous position. 


DOMESTIC CHRISTMAS STOCKINGS GAIN POPULARITY. 

The increasing popularity of domestic toys of every kind in 
America has been more than equaled by the growing demand 
for domestic Christmas stockings filled with toys and sweets. 
It was many years ago when the first American firm saw in 
this stocking trade an opportunity to develop profitable 
business, and since that time several houses have taken up 
the manufacture and sale of filled stockings for the holidays. 
Of them all, however, George Boyd & Sons, of Camden, N. J., 
remain leaders. For many years this house has been making 
these domestic stockings and their goods are sold by scores of 
the leading department stores and toy stores throughout the 
country. This company takes special pride in the quality and 
variety of assortment of the toys contained in its stockings, 
features which have had an important part in building the 
immense business of the firm in this line. 


ATTENTION 


Mr. Toy and 
Novelty Buyer: 


If you want 
a live seller, get 
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IMPROVED 
“ROOTER” 


Big Noise 
Maker 


Fast Seller 


Retails 
for 10c 


Express five gross “ROOTERS.” 
Another writes: Rush ten gross “ROOTERS” to us at once. 


That is the way they go. Once started you become a t 
“ROOTER” buyer. ( ee 


One customer wires: 


“THE ROOTER’’ HAS COME TO STAY, THEREFORE 
DON’T FAIL TO WRITE OR ASK YOUR JOBBER 
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The Child’s Welfare Toys 


Practical Outfits at Popular Prices 
Indestructible, Educational . . . 


Combination Sand Table—Work Table—Blackboard —Sand Boxes - Kin- 
dergarten Work Boxes—Practical Paint Boxes. 


THE CHILD'S WELFARE COMPANY, 


MID-cITYVY BANK iia. 


The Child’s Welfare Table 


FIREWORKS SALES ABROAD 


American Consuls Write of the Opportunities for American 
Manufacturers in Foreign Countries—Varying Demand 
and Conditions—Imports Generally Small. 

With the approach of America’s greatest “fireworks holi- 
day,” the Fourth of July, the interest of every toy dealer is 
becoming centered on providing for the big demand for noise 
makers and pyrotechnic pieces. In view of this fact the status 
of the fireworks industry and trade in foreign countries will 
be of interest, both to the domestic manufacturer and the 
wholesale and retail trade. 

Pyrotechnic performances in Italy are usually ordered by 
municipalities, writes Vice Consu! P, Gianolio, of Turin, Italy. 
In Southern Italy they are very frequent, and every fair or 
holiday serves as a cal! for them. Their cost varies, accord- 
ing to the size of the towns, from $60 to $500. In northern 
Italy displays are much rarer and only take place in connec- 
tion with expositions. In the city of Turin, for instance, fire- 
works of any importance were only displayed in 1898, 1902, 
and 1911, on the occasion of national and international ex- 
positions. The sum expended on four performances in 1911 
was $6,000. 

Italian pyrotechnists are known to be able and to have quite 
artistic taste in the combination of colors. They exercise much 
care and ingenuity in construction and filling of cases so as 
to produce timely and attractive effects. They are equally 
skilled in every form of fireworks—fixed, rotating, and ascend- 
ing—their practica! experience and manual dexterity being 
often guided by their study of chemistry. A proof that they 
are much appreciated even abroad is that they are often called 
to Spain, France, and England to prepare displays. In such 
cases they make the fireworks on the spot. 

Italian pyrotechnists obtain the ingredients from the home 
factories of gunpowder, smokeless powder, and other explo- 
sives, which are protected by a high government customs 
tariff. Besides the ‘Polverificio Governativo” of Fontana Liri, 
Province of Caserta, and the “Laboratorio Pirotecnico Mili- 
tare” of Bologna, both making explosives for the army and 
Navy requirements, there are in _ Italy several important 
factories. 

The most recent officia! statistics of fireworks prepared 
by the Italian Department of Commerce ang Industry are those 
of 1903. In that year 623 works were in existence, employ- 
ing altogether 1,493 hands, of which 1,325 were men and 168 
women. The industry has not undergone any further develop- 
ments since 1903; it is still carried on by a few families who 
transmit the secrets as to the composition of their product 
from father to son. 

The total, production of fireworks in Italy in 1901 (the last 
year for which government statistics are available) amounted 
to 134,985 pounds made with gunpowder and 120,156 pounds 
made with other explosives. It is believed that the production 
is stationary, and therefore the figures given for 1901 repre 
sent approximately the present output. The total Italian pro- 
duction of gunpowder and other explosives was 9,788,424 
pounds in 1910, and 12,786,680 pounds in 1911. In consequence 
of the protective tariff the imports of explosives are small, 


- while exports, though not great, are more considerable. 


The use of freworks 1s not so general in Switzerland as in, 
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say, Germany, Italy, France, or in Spain, where quantities of 
rockets are used at the bull fights every Sunday and holiday, 
writes Consul General R. E. Mansfield, of Zurich. The Swiss 
much prefer a quiet holiday, occupied in walking or sitting 
peacefully in their homes or cafes, to a noisy celebration 
supplemented with fireworks. 

There are only two seasons of the year when fireworks are 
consumed, at least, in the German section of the country— 
during “carnival,” in February, when firecrackers and other 
small explosives are used in the streets by the masked fun- 
makers, and during the ‘Venetian night festivals” held in the 
summer months on the lakes at nearly all of the important 
towns and cities, when a fireworks display is one of the special 
features. At this time skyrockets, Roman candles, and set 
pieces are used. In addition to this, smali quantities of fire- 
works are sold at Christmas and New Years. 

The domestic supply is furnished by two factories that make 
all sorts of the smaller articles in quantities only sufficient to 
supply the average Swiss demand and import from other coun- 
tries such articles as they can not manufacture advantageous- 
ly themselves. Besides these manufacturers there are a few 
dealers who carry a stock of the more commonly used articles, 
such as firecrackers, skyrockets, Roman candles, etc. 

Switzerland’s foreign trade in fireworks, which has re- 
mained almost stationary for several years, aggregated only 
$9,025 in 1911. The imports amounted to 90 metric quintals, 
or 19,800 pounds, valued at $8,158, of which $6,190 worth 
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came from Germany, about $675 from France and Great 
Britain, $280 from Italy, and the remainder from Spain, Swe- 
den, Austria and China. The exports amounted to only $867 
and were sent to Germany and France. Some American goods 
find their way into Switzerland through German importing 
houses and are credited in the statistics to that country. There 
are no direct imports from the United States. 

The duty on fireworks ‘imported into Switzerland is 150 
francs per metric quintal (13 cents per pound), and all ex- 
plosives of this kind must be packed in boxes of wood, or other 
material, at least two centimeters (0.79 inch) in thickness. 

The addresses of the two manufacturers above referred to 
and of a Zurich dealer in fireworks are obtainable from the 
Bureau of Foreign and Domestic Commerce, Washington, D. C. 

The sale of fireworks in Norway is limited, writes Consul 
General Charles A. Holder, of Christiana, and consumption 
seems to remain stationary. This is probably due to the fact 
that there are only two days in the year when they are used 
to any extent, Mid-summer Day, June 24, and Liberty Day, 
May 17. Those used come chiefly from China, with a small 
amount from Germany, while about one-third the annual 
consumption is made here by one manufacturer. The annual 
consumption is estimated at about $5,000. | 

Imports are decreasing slightly each year, with a corre- 
sponding increase in home manufacture. Some of the em- 
ployes in the various arsenals throughout Norway make a few 
fireworks each year, but there is no way of estimating the 
amount, although they sell them to their friends and supply 
the demand in some small towns. A few years ago some 
American fireworks were imported, but they proved too ex- 
pensive for this market. Only the simplest kind of fireworks, 
such as rockets, Roman candles, pinwheels, and firecrackers, 
are in demand, and the more elaborate varieties are never 
sold nor have they ever been seen in public exhibitions. 

Portugal affords a small field for the importation and sale 
of American fireworks, writes Consul General W. L. Lowrie, 
of Lisbon. The annual expenditure for these goods is esti- 
mated at $140,000 to $150,000. The importation of fireworks 
ready for use is $20,000 worth. These are made in Germany, 
England and China. Raw material is imported to the extent of 
$40,000 annually. Several small factories produce a great 
variety of fireworks and specialties for use in celebrations, 
Principally such as are sold for the week of carnival which 
takes place each February. Fireworks are used to a large 
extent on the national holidays and as frequently by day as 
by night. Fire and torpedo crackers are not offered for sale, 
but aerial bombs, rockets, and set pieces in designs are carried 
in stock by local dealers. 


CHICAGO GAME COMPANY HAS NOVEL LINE. 

Among the new games which are receiving deserved at- 
tention at the hands of the toy trade are several manufactured 
by The Chicago Game Company, of 332 South Michigan ave- 
hue, Chicago, Ill. These include novelties in board games 
with features which give them a powerful appeal to children. 
The products of this company include the Marveldex game 
board, the Rush Punt foot ball game, Cross Country Race, 
Spider and the Bee, Diamond Ball, Game of States and Cities, 
Blind Auction, Game of Whirl the Wheel, and Rush Punt 
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OU will find in the following specialties of ours the 
You will sell these specialties 
next mas—note them well: Xmas Bells and Gar- 

lands and other folding paper novelties, such as Balls and 
Wreaths; Novelties for mas. Trees; Fancy Lace Doilies 
and Napkins; Shelf Papers—Fancy Pnnt Paper for use in 
Xmas wrapping, Streamers and Confetti. 
these novelties in many designs and colors. 
Write Now for Catalog and Price List 
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Junior foot ball game. The Marveldex game board is one upon 
which 25 different games can be played. All the games are 
action contests, such as ring toss, quoits, base ball, etc. The 
board is well made and finished in rich colored designs, ren- 
dering it especially attractive to the child. Many of the fea- 
tures of the outdoor game are embodied in the Rush Punt foot 
ball game, which is destined to be a general seller for the 


boys’ trade. The Cross Country Race was a big success last 
year, and it is being even more enthusiastically received for 
the coming year. Spider and the Bee is entirely new, with 
novel selling points. The manufacturers have issued a neat 
booklet illustrating and describing their entire line, and also 
announcing a specia! offer of a single package assortment 
which will net the trade more than 100 per cent profit. 


NEW CONNECTICUT STORE IS OPENED. 
Edward H. Bates has leased a store room in the Granniss 
Auditorium building, at Ferryville, Conn., where he has 


opened a retail business in general merchandise and variety 
goods. 
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Retail aa $5 ; 
A Great Innovation in the 


Typewriter, Educational and 


Premium World | 


A practical machine built on absolutely new and 
unique principles. Excellent for a limited business 
or personal correspondence. An Ideal Type- 
writer for home use. Is having an enormous sale 
and has met with an instantaneous success in the 
trade and for premium use. Sells right through 


the year. Send at once for our special discounts 
to the trade for the Fall School Trade. 


AMERICAN TYPEWRITER CO. 


Incorporated 1893 
268 Broadway, New York 
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NOVELTY WOOD WORKS CO. 
UNION CITY, PA. 


MANUFACTURERS OF 
Improved Chautauqua Kindergarten 
Drawing Board and Writing Desk 


Also Line of Juvenile Furniture, Consisting of 


DESKS, TABLES, CHAIRS, Etc. 
SEND FOR CATALOG AND PRICES 


Pa 
ehh, Fe ® 


RS CHAUTAUQUA KINDERGARTEN 


vets food pt Wire C 


WHY NOT TRY A “BOYS’ HOBBY SHOW?" 

Merchants in Brooklyn, N. Y., have evolved many novel 
advertising stunts to draw the friendship of the children, and 
the trade of adults through the friendships thus formed. 
Recently Smith, Gray & Company, of that city, conducted a 
unique contest for boys which attracted steadily increasing 
interest and which proved a decided success from an advertis- 
ing standpoint. The contest is completely described in the 
following announcement, which was made to the boys of 
Brookiyn: 

There is hardly a boy who has not at some time in his 
early years ridden a hobby for all it was worth, and found 
both pleasure and profit in it. Nearly every boy has made, 
or can make, some clever pivce of work. It is our purpose 
to gather together at our store the hobbies of several tnous- 
and boys—a Boys’ Hobby Show. Ten thousand square feet 
of floor space will be reserved. Without doubt, this show— 
the like of which has never before been inaugurated—will 
be the most interesting and educational of any affair devoted 
to Young America. 

Five hundred dollars in cash prizes will be distributed 
among tne exhibitors. The judging and prize awarding will 
be done by three preminent men of Brooklyn—men well- 
known to everyone, and in no way connected with Smith. 
Gray & Company. To assure absolute accuracy of judging, ex- 
perts will be on hand to advise the judges in their decisions. 
Aeroplane experts will advise the judges about the fine points 
of model aeroplanes; expert artists will advise about paint- 
ings, and so on. | 

To permit of an easy arrangement of exhibits, and a 
simple fair method of assignment of prizes, the exhibits will 
be divided into definite classifications as soon as possible 
after a -sufficient number of entries are in to give us a 
line on the proper way to do the dividing. But, at first, to 
give you a suggestion as to the scope of the show, the 
following preliminary classifications are proposed: 

Model aeroplanes, model yachts, other small models, other 
small articles, amateur photographs, paintings, and water col- 
ors, drawings, modeling in clay, wood working, wireless 
electrical apparatus, mechanical apparatus and basket work. 

You chaps who have got some novel hobby that doesn’t 
appear to fit in our proposed classification, just remember 
that they’re only “proposed,” and not settled yet at all, and 
that we'll try to find entry space for everything we can. 

Fill in the entry blank carefully and legibly with ink, 
filling all spaces, and have two persons over 21 years of age 
honor your signature, Exhibits will be divided into groups; 
those of boys under 12 years old, anc those of boys 12 to 18 
years old, inclusive. Young boys, therefore, will not have the 
disadvantage of competing against the more experienced, 
older boys, and there will be two sets of prizes—one for the 
younger group and one for the older. 

A series of prizes—first prize, second prize, and so on— 
will be assigned to each classification. No boy over 18 can 
compete. Any boy may exhibit as many articles as he 
wishes, provided a separate entry blank is used for each 
entry. All exhibits will be returned the day following the 
closing of the show. Receipts will be gven for each exhibit 
entered. A force of watchmen will be present day and night 


June, 1913. 


to take care of the exhibits. The bigger the show is the 
more fun and real worth-while good time we'll have. Send 
for a wad of entry blanks and get all your friends interested. 
We are ready to send you all the blanks you can use. 


SCHIEBLE COMPANY WILL MAKE PROMPT SHIPMENTS. 
The Schieble Toy and Novelty Company, of Dayton, O., 
makers of the “Hill Climber” line of friction drive toys, an- 
hounce that none of the firm or employes were lost in the 
recent flood, and that business will be continued without any 
serious abatement and with no delay in shipments. Prac- 
tically every one had an abundance of water in their homes 
and suffered severe losses. At the Schieble plant there was 
eight feet of water, causing a heavy loss to shipping cases and 
cartons. None of the finished product was damaged, in view 
of the fact that the same was stored on the third and fourth 
floors of the factory. Operations have already been resumed, 
and the announcement is authoritatively made that the com- 
pany will be in a position to fill all orders on shipping dates. 


THE TOY OF THE HOUR 


The Telegrapher 


TWO SIZES 


Single Retails at $1.00 Double Retails at $2.00 

A practical telegraph outfit on which boys and girls can 
actually learn the art of telegraphing. No wires or bat- 
teries. Will last indefinitely — practically unbreakable. The 
instruments are mounted complete on handsomely finished 


boards. 
THE NEW “WIRELESS TELEGRAPHER ” 


Just out. Bound to interest every boy. Complete and ready 
for instant use. Entertaining — Educational — Practical. 
Write for Illustrated Circular, Price Lists and Farther Information 


Anderson & Guinan Mfg. Co. 


CLEVELAND, OHIO 


. { BAKER & BENNETT CO., 643 Broadwa 
New York Selling Agents: | F 1 HORSMAN CO., 36S Broadway 
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PINAFOUR FLYERS 


Retail 5 Cents 


THESE FLYERS HAVE COLORED CARDBOARD 
WINGS INSERTED IN A METAL SKELETON FRAME 


PLASTICINE, A TOY, 
Seldom indeed has a material designed first for use in 
play worked its way into such a wide field of uses as Plasticine, 
the English modeling substance, handled,in this country by 
the Embossing Company, of Albany, N. Y.. The fact that Plas- 
ticine is composed of perfectly harmless materials, having a 
decidedly antiseptic tendency, broadens its usefulness to a 


IN WORLD OF UTILITY. 


marked degree. Following are some of the uses noted in a 
little booklet published by William Harbutt, manufacturer of 
Plasticine, in Bath, England: 

Glazing, especially in connection with greenhouses. Mend- 
ing china, holding the broken parts in place until the cement 
has had an opportunity to harden. Mending leaky kettles, pots 
and pans. Attaching labels to windows, or in fastening 
drapes to the walls of a show window, thus eliminating the 
necessity of tacks or nails. Holding test tubes in a laboratory. 
Holding lenses in adjusting foci in optical work. Backing up 
targets for air rifle shooting, in order that the pellets or shot 
may be recovered uninjured. Mixing with cotton wool for use 
in the ears of gunners or boiler makers. Covers for glasses 
containing liquids which are likely to oxidise in the air. A 
bed for holding safety razor blades. Materia) for keeping 
the records of lines on the palm. Repairing leaks in glass 
aquariums. Innersoles for shoes to keep the feet dry and 
warm. Holding live insects for microscopic work. Filling 
Skate holes in boots. Training “creepers” in gardening. De- 
Signing gardens, golf courses and estates. Patching a crack 
in a dark-room, or holding flowers to be photographed. Wrap- 
ping for grafting fruit trees. Holding china which is liable to 
. Toll off a shelf. 

For setting stones and gems in position when designing 
jewelry. A golf tee. Taking impressions of coins and medals. 
Stopping a draught crack. Making artificial worms or flies 
for fishing. Making water tanks in magic lantern work. 
Emergency corks for bottles. Temporary fixing of electric 
wires. Permanent non-conducting bed for electric wires. As 
a bandage around a cut. To take squeeze molds of carvings 
and any relief work. In sheet metal work, for the develop- 
Ment of surfaces. Used as mortar in toy brick building. To 
Stop a leak of gas and water in pipes. Or a leak in a motor 
cyclist’s petrol tank. As a pin cushion. Transfer of writing 
With aniline inks. Packing delicate and fragile objects for 
parcel post. Repousse work instead of wood and pitch blocks. 
Directing and regulating flow of liquids in laboratory, and for 
holding test tubes and retorts. Demonstrating many features 
of difficult operative surgery. Cradles and splints for mal- 
formed joints and fractures. In projection and solid geometry, 
for models showing sections. For backgrounds in pho- 
tographic work—either by scraping, combing or rough mod- 
elled. To soften the sound of a gramophone—by sticking a 
lump on the disc of the sound box. 


“THE CLEVELAND LINE”. BIGGER AND BETTER. 

The children’s vehicles known as “The Cleveland Line,’’ man- 
ufactured by The Kirk-Latty Manufacturing Company, Cleve- 
land, O., is bigger and better for 1913 than ever before. Sev- 
eral new and exclusive items are being manufactured, in ad- 
dition to those made last year, and the lines made formerly 
have been enlarged and improved in finish and general detail. 
These vehicles constitute one of the most complete single 


The Pinafour Toy Mfg. Co. 
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TOYS FOR SPRING AND SUMMER SELLING 


OU can order Pinwheels Pinafour Pinwheels 
this year with absolute 
assurance every one is _per- 
fectly made and all have the 
double action giving that 
peculiarly pretty effect. 


CANTON, OHIO 


lines manufactured. The Kirk-Latty Manufacturing Company 
is represented in New York City this year by Harry B. Pearce, 
who is showing a full line of samples in his display rooms in 
the American Woolen building, corner Fourth avenue and 
18th street. In Chicago, “The Cleveland Line” ig being 
shown by McClurg & Keen in the Dry Goods Reporter build- 
ing, 215 South Market street. 


CHASE BRINGS OUT NEW FOLDING CHRISTMAS TREE. 

E. D. Chase, of Boston, Mass., publisher of novel greetings, 
has just brought out a novel folding paper Christmas tree to 
be used for greeting and place card purposes. When 
folded flat the tree occupies very little space, but when 
opened, and with the loose branches moistened and gummed 
together, it stands upright on its substantial square base. 
The tree is in bright colors and a large variety of gifts, candy 
canes, ornaments, etc., are shown in natural colors on each 
of the branches. A sentiment is printed on one “page” of 
the tree, one number being for adults, one for children, and a 
smaller one for place cards, 


MONEY FOR YOU 


AIDS IN THE QUICK 
AND EASY SELLING 
OF ANY SIZED DOLL 


Butler Adjustable Doll Stands 
BUILT TO LAST 
Made to Display Dolls from 3 1-2 to 42 inches in Height 


Our stands have a reputation of 20 years as an 
article of superior merit and value. 


Butler Doll Stands are invariably the stands 
every live dealer wants, so be prepared and order | 
today. 


Butler Doll Stand Co. 


36 North Jefferson St. 
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BUYERS TAKE NOTICE---TABLE 
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CROQUET PLAYED WITH D DISC 


The season’s popular game---Now selling, being demonstrated with success by Chicago leading firms. 


OUR No.1 GAME 


with highly finished wooden box 
sells at $1.50, packed 12 in 


carton. 


Game Consists of a Box 
24x12 (either wood or paper). 
Felt covered Play Board, 4 Co 
ored Mallets, 4 Colored Driving , 
Sticks, 4 Colored Discs, 1 Set 
Nickel Plated Arches & Stakes. 


Makes a very attractive gift and furnishes scientific amusement to all. 


Albert J. John Mfg. Co. 


2418 W. 16th St., Chicago, III. 


Place Your Orders Early 
MANUFACTURED BY 


DIRT IS PROFIT’S FOE—CLEAN UP. 

Here’s a dare for you, Mr. Merchant. Put on your hat and 
walk for a few blocks. Visit some other stores, if you like. 

Then return to your store and view it from the standpoint 
of an outsider, says the Butler Way. Forget you own the store. 
Imagine you are hunting a likely place to spend a few dimes. 

Tell yourself honestly what you think of it. 

We dare you! 

First, look at the windows. 

Do they appeal to you? Would they cause you to enter that 
store to inspect the merchandise? Do they invite or repel? 
Is the glass clean? What does the window look like—a dis- 
play of a store room? How many price tickets do you see? 

Go in the store and size it up. How long since the floor and 
counters have been scrubbed? Could you write your name in 
the dust on the crockery? Is the merchandise classified and 
neatly arranged? It is all in sight? Is the candy case mussy 
and smeary looking? Are the candy trays full or empty? Is 
there a price ticket on each article? 

Remember you are a customer for the time being. Will you 
buy or not? 

It may hurt your pride a little to admit, even to yourself, 
that you have not been giving the principles of good house- 
keeping even fairly decent attention. Keep the answer to 
yourself if that wil! make you feel any better. 

But be sure to put in effect the good things you learn from 
this inspection with the shoe on the other foot. You will no- 
tice a difference in your profits—a difference on the right side. 

Good housekeeping in a store means more than keeping it 
clean and orderly. 

It means changing things around so as to give the store a 
different appearance. 

One of the secrets of successful variety retailing is eternal 
variety—something new all the time, something doing all the 
time. 

Shift the stock around. Change the decoration scheme. Try 
to run things so the stock will not look exactly the same on 
two successive days. Occasionally make some big changes in 
the arrangement that will force favorable remarks from people. 

Arrange you stock so the new things—the articles people 
do not know so well—are kept sharply to the front. 

Remember that one of the principles of successful variety 
retailing is “everything in plain sight.” 

Your wife works this idea in good housekeeping in the home. 
Ever notice what a difference it makes when some day she 
moves the piano over into the other corner? There’s always 
some dust behind the piano, too, no matter what a good house- 
keeper she may be. 

This will bring you additional profits in two ways. It will 
appeal to people who like to trade in clean stores. It will help 
create an atmosphere of something doing in otherwise duil 
times and thus impress your customers. 

Clean up! Banish Mr. Dust. He is your enemy. 
won't stay in the same store with him. 


Profit 


AMERICAN TYPEWRITER MAKES GOOD. 

That a $5 typewriter can make good in American toy de 
partments is proven by the experience of the American Type- 
writer Company, of 268 Broadway, New York City, manufac- 
turers of a practical writing machine to sell at that nominal 
figure. The unique principles upon which this machine is 


OUR No. 2 GAME 


with attractive immitation paper 
box sells at $1.00 individual 
packers, 12 in carton. 


~] 
{ 
The game is played the same 
as regulation croquet. The driving 
sticks are rubber tipped. These 
are held in a vertical iageeace ball 
down, tip against disc. By striking 
ball with mallet, disc is driven | 
across board. | 


Marshall Field & Co., A. C. cc & 
REPRESENTATIVES \ Co., P. F. Hare & Co., Chi 


Kipp Brother Co., Indianapo ic 
Geo. Borgfeldt & Co., New work = 


built make it excellent for limited business or personal corre- 
spondence. This is an item which sells throughout the year, 
and it is a striking fact that many buyers are ordering heavily 
now and specifying delivery in time for the school] trade in 
the early fall, 


MORIMURA BROTHERS INTRODUCE MANY NOVELTIES. 

Morimura Brothers, 548 Broadway, New York, importers of 
oriental novelties, introduced their newest importations of 
Japanese toys, and a unique assortment of oriental curios, to 
the Philadelphia trade the early part of April. Later in the 
month they visited Atlantic City in the interest of the firm. 
A ready sale for the novelties was to be had in both places. 


RECENT TOY BUYERS IN NEW YORK. 

Among the visiting toy buyers in the New York market 
recently were: J. A. Keller, of the Denholm & McKay Com- 
pany, Worcester, Mass.; D. Grodwohl, of Weil, Raphael & 
Company, San Francisco, Cal.; C. H. Solomon, of Rothschild 
& Company Chicago, II.; C. R. Kenniff, of A. Hamburger & 
Sons, Los Angeles, Cal.. 


A NEW 
Window Trimming Book 


By GEORGE J. COWAN 


Vice-President of the Koester School of Window Trimming, and 
Editor of “Window Trimming Monthly” of the Reporter. 


This is the most useful Window Trimming 
book ever published and sells at only $1.50, a 
price that makes it possible for every window 
trimmer and merchant to possess it. 


Every background design is drawn in such a way that 
any one can follow out the idea the same as a carpenter 
does his work from blue prints. Every detail is fully illus- 
trated and fully described with complete text matter. 


The first half of the book has the windows arranged in 
the order in which they should be installed, thus being a 
yearly window trimming program. 


It has taken over ten years’ continuous work to make the 
drawings in this book and over 25 years expenence in 
every phase of Window Trimming to equip the editor with 


the practical knowledge cy to prepare a volume of 
this kind. 


This book is 7x16 inches in size, stronety bound in de 
luxe silk cover with me art desigh. Over 20 
pages and about 200 illustrations. Sent prepaid only 
on receipt of $1.50. Send your order in today to 


CHARLES C. SPINK & SON 
Tenth and Olive Streets St. Louis, Mo. 
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A New Toy Paper Cap Repeating Pistol 


A pistol that will use 
any roll paper cap ammu- 
nition on the market. 


We sell pistols only. 


Get rid of surplus am- 
munition with Scout. 
Patent Applied for. 


“SCOUT”. 


Automatic Model 
Blued Steel Finish 


A safe toy for a boy, 
as explosion is inside bar- 
rel of pistol. 


Looks like a real au- 


tomatic. 


HU 


FOR PRICES WRITE PHILLIPS & BUTTORFF MFG. CO. nasnvilte, TENN. 


RECENTLY ISSUED PATENTS. 


Of interest to Toy Dealers and Manufacturers. 


Copies of the specifications and drawings of the following patents 
may be procured by addressing the Commissioner of Patents, 
Washington, D. C., and enclosing five cents for each copy. The 
number of patent, date of issue, name of patentee and title of in- 
vention should be given. 

Granted April 29. 
Game Apparatus. Warren W. Wooster, Berlin, N. J. 
Serial No. 738,914. 


Designs. 

43,919. Teething Toy. Josiah S. Bridges, Chicago, Ill., assignor 
to Koolbite Toy Company, Chicago, Ill, a Corporation of Illinois. 
Filed Oct. 21, 1912. Serial No. 727,087. Term of patent 14 years. 

43,948. Rocking or Hubby Elephant. Henry William St. Denis 
and Walter St. Denis, Ottawa, Ontario, Canada. Filed Feb, 3, 1913. 
Serial No. 746,066. Term of patent 7 years. 

43,949. Folding Plavhouse. Emma R. Lee Thayer and Elizabeth 
H. Cassard, New York, N. Y. Filed Nov. 29, 1912. Serial No. 
734,2u8. Term of patent 14 years. 

Granted May 6. 
William J. Donnenwerth, Chariton, 


1.060,392. 
Filed Dec, 27, 1912. 


1.060.590. Seesaw. Iowa. 


Filed Sept. 12, 1912. Serlal No. 720,071. 

1,060,612. Toy. Carl Berthold Mangelsdorff, 
many, assignor to Alastair M. Frame, New York, N. Y. 
23, 1911. Serial No. 656,302. 

1.060.619. Toy. Albert J. Nusly, Jr., Canton, Ohio, assignor to 
Pinafour Toy Manufacturing Company, Canton, Ohio, a Corporation 


Bergedorff, Ger- 
Filed Oct. 


of Ohio. Filed Aug. 25, 1911. Serial No. 645,976. 

1,060,631. Toy. Frank K. Rich and Matthew G. Marsh, East Ed- 
dington, Me. Filed Sept. 28, 1911. Serial No. 651,734. 

1,060,846. Game Apparatus. Anthony J. Krumeich, Newark, N. 
J. Filed Nov, 4, 1912. Serial No, 729,348. 

1,060,887. Toy Gun. James Elbert Birdsall, Philadelphia, Pa., as- 


signor to Worthington E. Dotts, Philadelphia, Pa. Filed May 23, 


1912. Serial No. 699,194. 

1,060,900. Card Game. James Joseph Hobbs, Mathis, Tex. Filed 
July 12, 1912. Serial No. 709,099. 

1,060,998. Toy. Louis Muss, New York, N. Y. Filed Aug. 1, 1912. 
Serial No. 712,687. 

1,060,092. Cards for Games. Andrew M. Lockett, New Orleans, 
La. Filed July 20, 1911. Serial No. 639,590. 

1,061,173. Game. John Greene, Salt Lake City, Utah. Filed 
Oct. 16, 1912. Serial No. 726,056. 

Granted May 13. 
1,061,257. Toy Pistol. William R. Atkinson, Homestead, Pa., 


assignor of one-third to John C. Knode, Munhall, Pa. Filed Dec. 
12, 1908. Serial No. 467,172. 
1,061,637. Building-Blocks for Toy Castles. Otto C. Schwarz, 
New Chicago, Ind. Filed April 25, 1912. Serial No. 693,147 
1,061,864. Game Apparatus. Harry B. Palmer, New York, N. Y., 
assignor to Milton Bradley Company, Springtield, Mass., a corpora- 


tion, Filed Aug. 31, 1912. Serial No. 718,122. ‘ 
Designs. 

43,984. Statuette. Oreste E. S. Azzoni, Philadelphia, Pa. Filed 
Feb. 15, 1910. Serial No. 544,135. Term of patent 7 years. 

43,992. Sailor-Boy Doll. Joseph Eisenmann, Los Anndon, Eng- 
land. Filed Dec. 23, 1912. Serial No. 738,380. Term of patent 
31-2 years. 

Trade-Marks. 
69,379. (Class 22, Games, Toys, and Sporting Goods.) Parker 


Brothers, Portland, Me., and Salem, Mass. Filed March 27, 1913. 
Granted May 20. 


J:061,999. Game Apparatus. Einar L. Grondahl, Seattle, Wash. 
Filed Aug. 13, 1912. Serial No. 714,796, 

1,062,129. Toy. Edward Sweeney, Trenton, N. J. Filed Nov. 23, 
1912, Serial No. 733,222. : 


1,062,204. Sled. John C. Van Aken, Ridgway, Pa. Original ap- 
Plication filed Feb. 12, 1912. Serial No. 677,086. Divided and this 
application filed May 29, 1912. Serial No. 700,447. 

1,062,219. Toy. Governor L. Brewer, Beach, N. D., assignor of 


one-half to Joseph Musil, Beach, N. D. Filed Aug. 5, 1912. Serial 
No. 713,364. 
1,062,227. Jump-Seat for Go-Carts. Margarette Maude Daniels, 
Dalton, Neb. Filed Apr. 15, 1912. Serial No. 691,020. 
Trade-Marks. 
65,817. (Class 22, Games, Toys, and Sporting Goods.) Strauss 
Manufacturing Company, Rutherford, N. J., and New York, N. Y. 


Filed Sept. 16, 1912. 
Granted May 27. 


1,062,855. Air-Gun. Ernest S. Roe, Plymouth, Mich., assignor 
to Markham Rifle Company, Plymouth, Mich., a corporation of 


Michigan. Filed Oct. 28, 1912. Serial No. 728,024. 

1,062.867. Child’s Sulky. Joel N. Wheeler, Geneva, Ill. Filed 
Feb. 28, 1911. Serial No. 611,498. 

1,062,938. Child’s Sulky. Joel N. Wheeler, Geneva, Ill. Filed 
May 11, 1911. Serial No. 626,553. 

1,062,953. Puzzle. Louis S. Burbank, Hopedale, Mass. Filed 
Sept. 18, 1912. Serial No. 720,995. 

1,068,072. Air-Rifle. Elbert Hamilton Searle, Springfield, Mass. 


Filed Aug. 25, 1909. Serial No. 514,641. 


MANUFACTURER SEEKS PITTSBURGH SALESMAN. 

One of the leading American manufacturers of toys is look- 
ing for a high-class salesman to represent its line in Pittsburgh 
and nearby territory on a commission basis. The line is 
staple and enjoys wide popularity throughout the trade. The 
line is complete and is recognized everywhere as standard. 
Any salesman desiring to take advantage of this opportunity 
can write to “Manufacturer,” care of TOYS AND NOVEL- 
TIES, St. Louis, Mo. 


“NAME OF MAKERS OF ROCKAWAY COASTERS.” 
The Rockaway Manufacturing Company, of Fifth avenue 
and Culvert street, Cincinnati, O., is now manufacturing the 
well known “Rockaway” coasters. The “Rockaway Coaster 
Company” which formerly manufactured this line, is now out 
of existence. 


National Decorated Metal Sheets 


FOR TOY MANUFACTURERS 
WILL STAND DEEP STAMPING 


Their use saves expensive and tedious dipping or hand painting. 
Show us what you make and we will send samples to suit the 
purpose. 


NATIONAL METAL COATING & LITHO. CO. 


ELIZABETH, N. J., U.S. A. 


Patents and Trade Marks Sesarcd. 


Inventions Examined. Patents In- 


Patents 


vestigated. Patent Litigation. 
A.S. PATTISON, 900 Barrister Bldg. Washington, D.C. 


92 TOYS AND NOVELTIES. _ June, 1913. 


ait\ 
\\\ 


a 
at 
gt \\\) 
i) 


S33 82 OS an >? 

a> SL Des xk Dome Doe Ls 

Oe te AS Oe a * 

Pred Pn d Ped Bend Bd ha 4 boa 

By IRA TH. } ( 

> 4h, 4p 4bh db ae 4> - | EE _ - 

PRs he OP i 7 CS ES | «© ‘ 

ed nd boned hed Band bd 1,062,204, 
34. [+o 4 | = x ~ = 

bond Pathe he dbo db db db ’ 

GOOG OOO tT & 


June, 1913, TOYS AND NOVELTIES. 


I 


ARCADE 
BOY SCOUT AXE 


@ The ‘“‘scouting’’ season is here and the Scouts 
are packing their equipment. Every one will 
need an Axe. 


The Arcade Boy Scout Axe is simply irresistible 
with its 13 inch varnished hard wood handle, its 
crimson head and keen polished blade. No other 
axe Is In its class. 


@ The price? That’s the best part of it. Write 
quick for a sample and particulars. 


Arcade Manufacturing Company 


Freeport, Illinois, U.S. A. 
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F1049—Baked black enamel, extra heavy solid 
steel frame, 38 and 12 in., tinned steel wheels, 
1-2 in. rubber tires, new improved gearing, bright 
red enamel and painted decorated seat. 1 in 
crate, 26 lbs. 


WRITE FOR INFORMATION AND PRICES 
Made Especially for Us 
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NEW YORK CHICAGO ST. LOUIS 
MINNEAPOLIS DALLAS 
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SELCHOW & RIGHTER 
COMPANY 


Our sample lines of ania a Domestic Goods, 
embracing many new items, are now complete. We 
call attention especially to Tea Sets, Boats, Mechanical 
Toys, Plush and Skin Horses, etc. 


Full stock of Jointed and Kid Body Dolls, dressed 
and undressed. Celluloid and Character Dolls. Also 
Cloth Doll Patterns to be stuffed. 


We carry at all seasons of the year a full stock of 
TOYS, GAMES and NOVELTIES. 


Keep in mind that we are headquarters for the 
following, as well as many other popular sellers: 


PARCHEESI 
LASSO CORTELLA 


JOLLY TUMBLERS 
SPELLING BOARDS 
CROKINOLE 


620 Broadway, New York City | 
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An Exhibition of Vital Significance 


National Association of Five and Ten Cent Merchants 


The exhibition is to be held in the Claypool Hotel, Indianapolis, Indiana, 
August 11th to 13th, inclusive. 


The Seventh and Eighth Floors will be filled with many lines of goods to 
retail from 5 cents up. 


“NOISELESS” 


Toys, Carts and Wagons 
Which Please the Children 


WILL BE EXHIBITED IN ROOM 840 EIGHTH FLOOR, 
J. P. BURKE, General Manager, in Charge 


You will see there a line of Rubber Tired Wheeled Toys that made 


many dealers money last year. 


The new “Speedboy” Horse and Wagons will get your attention the 
minute you come into the room. And their prices are as attractive as the toys. 


May we have the pleasure of a visit from you? 


ILLINOIS METALS COMPANY 


J. P. BURKE, General Manager 
22nd Street and Campbell Ave. Chicago, Il. 


REPRESENTED BY 


McCLURG & KEEN THE OWENS-KREISER CO. GEO. BORGFELDT CO. 
215 S. Market St. 29 E. 19th Street 16th St. & Irving PI. 
Chicago, Ill. New York, N. Y. New York 


HARRY B. PEARCE MACDONALD SALES CO. 


221 Fourth Ave. 156 Second Street 
New York San Francisco, Calif. 
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| GAMBLING IS A VICE 


To act blindly on a mere chance is to GAMBLE 


@, When you are shown an open-faced proposition to make money on a “Show You’ article, you 


are not asked to GAMBLE. You are asked to 


USE BUSINESS JUDGMENT 


@ We want YOU to use YOUR business judgment and consider the product of many years of 
costly experimenting on the most popular toy of the day. 

q@, TRUE-TO-LIFE AND HARD-TO-BREAK DOLLS that will last longest and wear best 
are those that interest you from the dollar and cents point of view, and interest your customers 
from the excellence point of view. 


THE WONDER BABY 

But— A GREAT BIG BEAUTIFUL DOLL 

@ Add to Dolls of “Character” from Sculptors’ 
Models Heads that have a bisc finish—perfectly 
smooth; that can never peel or crack (because 
now undipped); that are most delicate in tint; 

that are absolutely washable and sanitary; 
Bodies of flesh-color and graceful life-like lines; 


Dresses of beauty, fit and style in many varieties; 
and you have a 


DOLL THAT SELLS ITSELF 


DON'T GAMBLE 


Ask to see our “new ones,” and we will send you a 


ee bos Ze a 
small sample line (which you may retum if it is not ore 
the best you have ever seen) to convince you that no 
oll line is complete without LIFE SIZE 
AMBERG DOLLS—THE AMERICAN STANDARD 


TO RETAIL FROM 25c TO $15.00 EACH 
———— LET US “SHOW YOU” WHEN IN NEWYORK 


LOUIS 
P. F. HARE & CO. MBER GEO. P. PAINE 
Chicago San Francisco 
& SON 


950 BROADWAY, NEW YORK 


THE LARGEST MAKERS OF DOLL BABIES IN AMERICA | 
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The Coming Season Will be the Biggest 
in Radiopticans Ever Known 


Once your customers have seen a demonstration of this standard and best 
opaque projecting lantern—they will recognize its superiority by the brilliancy and 
detail it gives to all pictures. 


They will read the guarantee tag on the Radioptican—the guarantee that 
says money will be returned if the Radioptican does not give a better image than 
any similar instrument at the same price. 


You will tell them that the Radioptican is made by an optical firm—— 
people who have been lens grinders for over forty years. 


You will tell them that every model of Radioptican contains improve- 
ments this year, which, in most cases, heretofore, appeared in machines of the 
next higher price. These improvements will make the standard of the Radiop- 
tican still higher. Thus, the advertising of the machine this year will be better 
and greater than ever. 


These arguments alone will prove sufficient to sell the Radioptican in many 
cases, but you will find the selling much easier if you let your customers see what 
the Radioptican will do--give them a demonstration. (We'll gladly furnish, upon 
application, suggestions for a simple Demonstrating Booth.) 


It's easy to arrange a demonstration of the Radioptican, and it’s worth while, 
because 


A DEMONSTRATION TELLS THE STORY 
AND SELLS THE MACHINE 


New models now on display at our New York Office, 45 West 34th 
Street, opposite the new McAlpin Hotel. 


H. C. WHITE COMPANY, 615 River Street, North Bennington, Vt. 


Lens Grinders and Makers of Optical Instraments for Over 40 Years. 
BRANCHES : NEW YORK SAN FRANCISCO LONDON 


C—O o 
Pha 00000 


LL! a OL OE 0 0 
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“KENTON LINE” 


BOY SCOUT OUTFITS 
CAP PISTOLS 
BLANK CARTRIDGE 
PISTOLS, CANNON BELTS AND HOLSTERS 


> —«OULINE OF 4th JULY GOODS LARGER AND BETTER THAN EVER 
THE KENTON HARDWARE COMPANY 


KENTON, OHIO, U.S.A. 


New York Office, Riemann Seabrey Co., 693 Broadway 
: s ( BANKS, RANGES, TRAINS, SAD IRONS, 
Complete Lines FIRE DEPARTMENTS, AUTOMOBILE TOYS, 
) GENERAL LINE OF WHEEL TOYS 
Send For Catalog and Price List 


PAP-ER-KRAK-TOYS 


PATENTED Jun 18, 191 
NO FIRE a Sept. 19, 191 


NS NO SMOKE Other patents pending 
So Ss x iat .¢ 3 
NO DANGER THE Ms or | 
ALL NOISE SANE NOISE [ Oey RE Closed Ready to 
Shoots 50 Shots MAKERS age Explode 


per Minute 


IRON TOYS 


1913 Line Now Ready 


( Banks, Trains, Auto- 


| mobile Toys, Fire 
eas es Departments, Gen- 


| eral Line Wheel Se | ~~ 
| Toys & Novelties. AUTO COAL WAGON 


We Illustrate 3 of the 300 PRICES 
We Make. FINISH ~ RIGHT 


SIZE 
Write our New York Office for 
Catalog and Prices. 


THE 


Jones & Bixler Mfg. Co. 


KENTON, OHIO. 


New York Office and Salesroom: Riemann 
Seabrey Co., 693 Broadway. 
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Tie P eerless 3s Bubbler 


Use it Just Like the Old Fashioned Soap Bubble Pipe 


-- But what a difference! A big main 
bubble will form and into it will be 
blown myriad smaller bubbles--- 
when these smaller bubbles take on 
the iridescent rainbow tinted hues 
true of all bubbles, you’ve got an 
effect that will open children’s eyes. 


var NOW FOR SAMPLE 


Par. JUNE 11, 1912 


It has put the old style pipe on the shelf. 


KIRK-LATTY MFG. CO. 
Velocipedes, Automobiles, 20th Century 
All-Steel Wagon Hand Cars, Tricycles, 
Sidewalk Sulkies, Wheelbarrows, Etc. 
H. N. THAYER CO. 
Perambulators, Reed Doll Cabs, Pullman 
and Folding Go-Carts and Baby Carriages. 
J. C. DETTRA CO. 
Flags of all kinds. 
ILLINOIS METALS CO. 
“Noiseless” Toys, Carts and Wagons, 


MUTUAL HAIR COODS CO. 
Doll Wigs of all grades and styles 


$ KEYSTONE FARM MACHINE CO. 
Steering Sleds and Collapsible Shoofly, Baby 
Walkers, Etc. 


PARSONS-JACKSON CO. 
KantKrak Doll, the doll that will swim; 
t it. 


water does not ‘affect 
ZITTLOSEN MFG. CO. 

Tents of all sizes and grades. 
DUTCHESS NOVELTY CO. 

Peerless Double Bubbler. 
NOVELTY WOOD WORKS CO. 


Desks, Chairs, Tables, Chautauqua Black- 
boards, Etc. 


AND OTHERS, COMPRISING 

Wooden Wagons and Coasters Pool Tables and Talking Boards 

High Grade Brass Beds haracter Dolls 
Iron Toys Trains, Hook and Ladder, Engines, Wagons, Etc. 

Paper Dolls and Bells Air Rifles 


Steel and Tin Wagons Teddy Bears Hill Climbing Toys 
Sleds and Cutters Sparklers Rooters Bubblers 


HARRY B. PEARCE 


225 Fourth Ave., Cor 18th Street American Woolen Building 


NEW YORK 
DIRECT FACTORY SHIPMENTS 


| 
, 
| 
| 
| 
Coasters, Spring Sulkies. 
Children’s ee Chairs and Blackboards, Etc. 


July, 1913. TOYS AND NOVELTIES. 9 


SSS eS — SSS] 222 

Mi, | 

] 

Fivevom 5 fl 

| Ee EL 

Economy 

| | 

re 

~ Bank 

| = 

| | == 

i = 

i 

| | 

ft 

a 

a) 

"| 

) f 

a 

“4 

a 

rl 

1 ll 
r 4 ! 

oy | 

ia | 

"| | 

4 Sees, fa SS SSS | y 

"| jor IWS 3 a 4 \\¢ 4) 

| i 
| | 

) | | 
| i 

| Orders already placed are taxing the factory’s capacity. | 

. Late comers may be disappointed. \ 
vEH) | 

f | 

THE STROBEL & WILKEN CO. 
* 

», 591 BROADWAY, Branch Office: 325 So. Adams St. | 

: NEW YORK. CHICAGO. 
) a 
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There Is a Big 
DEMAND FOR PLAYSUITS 


Onondaga 


Playsuits—Wigwams— Playthings 
Are Made to Sell--And to Stay Sold 


No. alread BOY oO. 
Ages 2 14 AMERICAN BOY 


@ 
(Leather Trimmed) SCOUT, Ages 4 to 18. 
wrk Tnvestigate-- sari 


Send for 1913 Catalog No. 10 Showing 
Over 50 Styles in Stock 


SPECIAL INTRODUCTORY OFFER 


) ITH the school children on their vacation, the logical way to 
| let the kids run around is in a rough rider or Indian playsuit. 
The demand for playsuits was never so great as at present. 
The “movies” are doing their share to also create interest. 

Write us about our special introductory offer. A\ll that 
is necessary to sell these playsuits—feel the pulse of the 
demand in your neighborhood if you wish to call it this— 
is to create an attractive window display. Link this with a live ad in 
one of the dailies, and the work is done. : 


3 


| ; a JUVENILE SQUAW 
We have a special offer awaiting every toy dealer or merchant  —gso%0" 2, Sut 4. 
who should have a demand for playsuits. It will pay to investigate it. 


ONONDAGA PLAYSUITS ARE 
THE VERY BEST PLAYSUITS 


The Onondaga Line, consisting of Indian Wigwams, Indian-made 
Playthings and Playsuits for Boys and Girls, is the most complete in the 
United States. Our new catalog shows everything. It will show you 
the way to greater profits. It is free. May we not send you a copy? 


When Writing Please Mention Toys and Novelties 


ONONDAGA INDIAN WIGWAM CO. 


(INCORPORATED) 
226 Pearl Street SYRACUSE, N. Y. 


New York Agents: A. S. FERGUSON CO., 381 Broadway 


Din” CHIEE 
Ages 2 to 14 4 
$12.00 per dozen. $30.00 per Gozen, 


a 
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UALITY is the one word that ex- 
Q resses the policy of the Parsons- 
Jackson Company. We believe 
that a firm doing business without a set 
policy cannot exist, as there is no guaran- 
tee as to what it will do for its patrons. 
On this policy is based the prestige and 
growth of our industry, from a very small 
beginning ten years ago to its present 
proportions. 


= We have never succumbed to the temp- 
tation of making a superficial appeal to 
cheapness, but have always produced the 
best in each particular class of our products. 


In the manufacture of our dolls we have 
worked ri the = of quality, ga 
= it up with honest advertising. We have 
THIS 1S FOR YOU—WRITE FOR IT TODAY it wp with hones: advertising. | We have 
same. It is with this idea in view that we 

determined to issue a doll catalog, showing the various styles of our product. 


We manufacture Biskoline products exclusively, and the quality of our goods are guar- 
anteed to the fullest extent. To have these goods in stock for your trade creates a feeling of 
confidence among your clientele that ultimately means increased business to yourself. 


= The value of our KantKracK Doll, from a standpoint of economy, has .come to the 
= knowledge of the buyers through education. They know 
= that in purchasing a KantKracK Doll they are getting the 


| HH 


best on the market. They are sanitary, lifelike in appear- 
ance, easily kept clean, will float, and last a lifetime. Kant- 
KracK Dolls are so substantially constructed that it is almost 
impossible to break them. The KantKracK Doll is the 
nearest to perfection of any doll on the market; and back of 
all this is our guarantee, which proves absolutely the faith we 
have in our product. You make no mistake in placing an 
order with us for KantKracK Dolls, as they will prove abso- 
lutely to be your best sellers. A trial order will readily 
prove the truth of this assertion. 


WRITE FOR THIS CATALOG TODAY 


THE PARSONS-JACKSON COMPANY ~ 


2176 EAST 76th STREET CLEVELAND, OHIO <= 
LAUGHING FACE 
Manufacturers of Biskoline Products No. A-6. 124 in. High 


||| Ware aida i]yul TRRERRETROGGORETTRESRRAGERAARRGOROOR 
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Glascock’s New Ones for 1913 


HERE THEY ARE 


oa Par * 
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AUTOMOBILES— Two new numbers, known as “Speedway Roadsters.” They were the sensation of 
the Toy Show in New York. Modeled closely after one of the most popular models of large motor cars 


shown at the recent automobile shows in New York and Chicago. They set a new mark for juvenile autos in 
style, finish and speed. Send for catalog giving illustrations in actual colors. 


BLACKBOARDS—Three new numbers in combined educational chart blackboard desks, entirely new 
in design and style of decorations. Tnm, neat and strong. Handsome and substantial pieces of furniture. And 
remarkably low priced for the high quality. Can be retailed at from $1.00 up. 


MAIL CARTS—A new contnbution to the children’s vehicle trade. Pull-carts with four rubber-tired 
wheels. Handsome bodies, finished with as much care and good taste as an English baby cab, but low-priced. 
Can be retailed from $5.00 up. Ask for illustrated circular. 


SCOOTERS OR PUSHMOBILES—The sensational little coasting machines on ball bearing skate 
wheels that the boys have already gone wild over in hundreds of towns. 


COLLAPSIBLE SULKIES—Two new numbers. Additions to the handsome line of Glascock 
Sulkies which were so popular last year that by April Ist we were sold up for the entire season. Write for 


complete sulky catalog. 
Get Next 
Write for our New Catalog 


Please Mention Toys and Novelties 


Glascock Bros. Mfg. Co. 


Muncie, Ind., U. S. A. 
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HE many dealers, who during the past four years have 
‘| taken our statements concerning the wonderful possibil- 
ities of Meccano at their face value, have reaped a re- 
ward in the shape of a large and profitable business which 
steadily is increasing. Thousands upon thousands of boys (and 
their fathers) in every section are actively interested in Meccano 
and constantly adding to their _ 
supplies. Thousands of other 
boys (and their fathers ), 
whose attention has been at- 
tracted to Meccano by their 
playmates who already have 
these Outfits and by the effect- 
ive national advertising of this 
line, are making Meccano 
undoubtedly the most notable 
all year round seller among 
toy lines. These are rather AA aA 4 
strong statements but those / pene iin ERE 
who already do not realize 49% BAY) itp eee! AR 
their truth can easily verify 7 Yih Viger Wi 7 Re 
them. || ee en ceeds 
As usual Meccano has “gees Pertticomend) bo 
been revised and improved FREE tr fronmccommnns irc roth ene” 
for the fall and winter trade. Meccano 
New ideas have been intro- 
duced which will attract old as well as new purchasers. The advertising of Meccano, which ‘has made it 
probably the most talked of toy line of recent years, has been planned for the coming holiday season, on a 


very broad scope. Remember every boy who uses Meccano or who learns of it becomes an enthusiast at 
once and when once started, his interest never lags. 


TYPICAL TESTIMONIALS: 


“We are very much gratified in the sale of ‘Meccano.’ /¢ “We have displayed ‘Meccano’ in our window. and it has 
seems the interest grows; every boy who gets a No. 1 is ask- 


“ aaah : ; roused more interest than any other item shown. We are more 
ing for ‘additions.’ We enclose you our order to satisfy this , " 
claad of come” than pleased with our success and your help. 


ee 
ie /) 


l} 


PS ti yy } | 
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Copyright 1912 by Meccano Ltd. 


CAUTION: Do not be misled by other lines claimed to be the same or similar to Meccano. There is only one Meccano— 
the original pioneer line of this character. 


THE EMBOSSING COMPANY, °S®*4, AMERICAN AGENTS 


New York Office and Display Room, 377 Broadway, Cor. White Street. ‘Complete Information Sent on Request. 


14 : TOVS AND NOVELTIES. July, 1913. 


The “Schoenhut All-Wood Perfection Art Doll” 


THE TRIUMPH OF FORTY-ONE YEARS OF SUCCESSFUL TOY MAKING 
Universally Acknowleged to be the Greatest Invention in the History of Dolls 


PRETO a 


Seong 
ss “Ss See) 
ae 


a 


Trade Prophecy Is: “The Schoenhut Doll Will be the Best Selling Doll in the Country When Thoroughly Introduced” 


We Are Exploiting the Doll in Our Leading Home Journals. It is Your Duty to Supply 
the Consumer With the Very Best Doll Can Be Made.—A ‘‘ SCHOENHUT DOLL.”’ 


Manufacturers THE, A. SCHOENHUT CO., Philadelphia, Pa. 


and Patentees 
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American Toys 
CPi : DIRECT FROM THE FACTORY 
= = = FACTORIES=—————— 
R. Bliss Mfg. Co. Wilkins Toy Co. 
Grey Iron Casting Co. Noble & Cooley Co. — 
N. N. Hill Brass Co. S. A. Smith Mfg. Co. 
Jones & Bixler Mfg. Co. J. & E. Stevens Co. 
Kenton Hardware Co. Stockton Mfg. Co. 
Mason & Parker Mfg. Co. | Watrous Mfg. Co. 
The Sonophone Co. Weston & Wells Mfg. Co. 
Roy Brothers Whitney Reed Corporation 


GENERAL TRADE CONDITIONS 
WARRANT EARLY ORDERS 


re 


GEO. F. RIEMANN, Jr., President E. W. BRUENINGHAUSEN, Vice-Pres. E. W. SEABREY, Sec’y. 


RIEMANN, SEABREYCO. NEW YORK 
} comes suet ues on PLA A MEW YON SALEENOS 
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HARBUTT'S 
SISASTICINE 


1) hancement 3 easier than drawing or writing, and 

there is heaps more fun in it for children. The 
HARBUTT’S PLASTICINE HOME USE OUTFITS provide 
an excellent opportunity for children who have graduated 
from the mud pie period to carry out their natural inclination 
to make something. They have strong educational value, as they develop latent ability 
and the capacity for accurate observation in a very simple way. The national adver- 
tising largely stimulates the sale of these outfits, which though larger just before Christ- 
mas, is not at all confined to the holiday season. 


Complete Information on Request 


SOLD BY 
BUTLER BROS. MARSHALL FIELD & CO. A.C. McCLURG & CO. 


AND OTHER LEADING JOBBERS 


————————_—_—_— 


——— 


THE EMBOSSING COMPANY 


New York Office 
377 Broadway ALBANY, N. Y. 
GENERAL AMERICAN AGENTS 


| arbult: 
HARBUTTS PLASTICINE 5 : a | poet 
HARBUTT'S * BUILDER 
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THE EMBOSSING COMPANY'S 
EVER POPULAR TOYS AND GAMES 


Copyright 1913 by The Embossing Co. | 


—————— —_ —— a 


When ordering Dominoes, Checkers or Toy Blocks, be sure to 
specify the Embossing Company’s make. They cost no more 
than others, and will enlarge your profits by increasing 
your sales. 


Sold by Leading Jobbers To Obtain the Best Assortment 
in All Principal Cities Place Your Orders Early 


THE EMBOSSING COMPANY 


ALBANY, N. Y. 


MAKERS OF 


By; that’Teack 
World ’s Leading Manufacturers of Dominoes, Checkers, Toy Blocks, Etc. 


18 


Spear’s 


J 
ar a Sara | | 


Games | 


Geo. Borgfeldt & Co., 


NEW YORK, CHICAGO, SAN FRANCISCO 
AND TORONTO. 


ee 
S. & G. IMPORTING CO. 
126-130 W. 22d St. - NEW YORK. 
Manufacturers of 
Pet’s Toy Grocery Stores, Wagons, 
Automobiles, Laundry Sets, Kitchen 
Cabinets, Paint Sets, etc. 


PATENTS 
Protect your Toys, Novelties and kindred 

articles by patents and trademarks. Patents 

obtained and trademarks registered in all coun- 


tries. 
MAURICE BLOCK 


Registered Patent Attorney, 95 William Street, 
ew York City. 


HOUSE OF DOLL SPECIALTIES 


Dolls Dresses, Hats, Caps, Two Sets 
Hose Supporters, Corsets, Blankets, 
Bed Sets Quis Many other a 
cialties. ITE FOR SAMP 


THE AETNA NOVELTY 


108 East 16th Street N 


P.F.HARE & CO. 


Domestic Toys 


112-114 South Fifth Avenue 
CHICAGO, ILLINOIS 


CO., Inc. 
EW YORK 


When Writing to Advertise, Piease Mention 


TOYS AND NOVELTIES. 


THE TOY BUYER’S DIRECTORY 


Representative Firms in the Trade, 


What They Make and Where They Are Located. 


BOOKS 


TOY & NOVELTY CHILDREN’S BOOKS 


Complete lines of over 600 numbers to retail from 
5c to 50c.—Strongest line of popular and standard 
juveniles on the American market.— Color Books in 
flexible, linen and cut-out shape books in great 
variety; Board Books; cloth-bound Boys’ and Girls’ 
books.—Novelty bank books, clock books, etc. 
Send for catalogue. Permanent Eastem es 
Display, Room 576, Broadway Central Hote 
New York City. 


M. A. DONOHUE & CO., 


Manufacturers and Publishers 
701-727 $. Dearborn St., 


CHICAGO 


We Manufacture 
The Bing’s Miniature Railway System 


echanical as well as Electrical 
Stations, Signals and Lamps 
Patent Walking Animals 
Plush and Felt Toys, Best Quality 
echani ats 
Automobiles 
Steam Engines 
Attachments 
Enamel Kitchen and Dinner Sets 
Enamel Tea and Coffee Sets 
Wash Sets 
Moving Picture Machines 
Post Card Projectors 
Magic Lanterns 


ALL ARTICLES 


bearing this 
Trade Mark 


Bing Bros., A. G. Nuremberg 


k Shewrooms: JOHN BING, 381 4th Ave. 


GAMES 


McLoughlin Brothers 


890 BROADWAY, ° NEW YORK 


American Doll Mfg. Co., 
79 East 130th Streot, Now York. 
Makors of 


UNBREAKABLE DOLL HEADS 


AND NOVELTIES. 
“ANYTHING IM COMPOSITION” 


July, 1913. 


“Toys That Teach” 


The Embossing Company, 
Albany, New York. 


New York Showrooms: 
377 Broadway 


TRICKS g— JOKES 


Cat in Bag, Shooting Books, S 
Cachoo Sneeze Powder, Joke Bombe, Tri 
Trick Matches, Trick Peacils, Etec., - ; 

We manufacture EVERYTHING ef a hamerees nature. 


Write for Illustrated Catalog 


S. S. ADAMS CO. Plainfield, N. J. 


BOOK S 
McLoughlin Brothers 


NEW YORK 


890 BROADWAY 


CATALOGUE FREE 


Northern Mfg. Co. 
R Western Ave., Springfield, 6. 


THE CRESCENT 


[Trade M 
ADDING MACHINE 


MADE OF ALUMINUM AND STEEL 
It will do all tha 


ADY. NOVELTIES 
MECHANICAL TOYS 


t any instrument can ever do. 


Sells from $2.00 ap 
THE AERODART WORKS 
196 Centre Street, New York City, U. S.A. 


“Toys and Novelties.’ 


July, 1913. 
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Editorial Contents 


Page. 


TOY BUYERS’ 
(Frontispiece) 


EDITORIAL COMMENT ..............2-08- 


MARSHALL FIELD TOY DEPARTMENT... 
Varied Display and Admirable Arrangement 
Make This Big Chicago Department One of 
the Finest in the World—Some of the Sound 
Merchandising Principles upon Which It is 
Built. (Illustrated.). 


STUNTS WHICH DRAW THE CHILDREN.. 
Elaborate Fixtures and Complete Stock Are 
of No Avail Unless Prospective Customers 
Enter the Store—A Southern Merchant’s 
Tours. 


RELIC FROM TITANIC 


oso@eeeeeeeeeee eee ese ees et ee @ 


THE QUESTION BOX ...............0000. | 


A Few Problems Which Confront the Toy 
Man Answered—The Problem of the Dollar 
Doll—Daylight and Fixtures. 


MONEY IN FIVE AND TEN CENT TOYS... 
Why It Pays to Cater to the Customer with 
the Small Change to Spend—By Anderson 
Pace. (Illustrated.) 


WHAT’S GOING ON IN THE TRADE...... 
Changes Reported From Many Cities in the 
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THE TOY BUYER’S DIRECTORY 


Representative Firms in the Trade, 


What They Make and Where They Are Located. 
BOOKS 


Spear’s 
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Games | 


Geo. Borgfeldt & Co., 


NEW YORK, CHICAGO, SAN FRANCISCO 
AND TORONTO. 


S. & G. IMPORTING CO. 
126-130 W. 22d St. - NEW YORK. 
Manafacturers of 

Pet’s Toy Grocery Stores, Wagons, 
Automobiles, Laundry Sets, Kitchen 
Cabinets, Paint Sets, etc. 


PATENTS 

Protect your Toys, Novelties and kindred 
articles by patents and trademarks. Patents 
obtained and trademarks registered in all coun- 


tries. 
MAURICE BLOCK 


Registered Patent Attomey, 95 William Street, 
New York City. 


HOUSE OF DOLL SPECIALTIES 
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THE AETNA NOVELTY. 0, “a 


108 East 16th Street 


P.F.HARE & CO. 


Domestic Toys 


112-114 South Fifth Avenue 
CHICAGO, ILLINOIS 


| Send for cata 


TOY & NOVELTY CHILDREN’S BOOKS 


Complete lines of over 600 numbers to retail from 
5c to 50c.—Strongest line of popular and standard 
juveniles on the American market.—Color Books in 
Hlexible, linen and cut-out shape books in great 
variety; Board Books; cloth-bound atin and Girls’ 
Pea ta alee bank books, clock books, etc 

Permanent Eastern Sales 
Display, Room "O76, Broadway Central Hotel, 
New York City. 


M. A. DONOHUE & CO., 


Manufacturers and Publishers 
701-727 $. Dearbern St., CHICAGO 


We Manufacture 


The Bing’s Miniature Railway System 
Mechanical as well as Electrical 
clase) ie Lr and ar 8 
Walking Ani 
Plush ory F elt Toys, nee Quality 
Mechanical Boats 
Automobiles 


Enamel Kitchen and Dinner Sets 
Enamel Tea and Coffee Sets 
ash Sets 
Moving Picture Machines 
Post Card Projectors 
Magic Lanterns 


ALL ARTICLES 


bearing this 
Trade Mark 


New Yerk Shewreems: JOHN BING, 381 4th Ave. 


GAMES 


McLoughlin Brothers 


890 BROADWAY, * NEW YORK 


Bing Bros., A. C. Nuremberg 


American Doll Mfg. Co., 
79 East 130th Stroet, New York. 
Makors of 


UNBREAKABLE DOLL HEADS 


AND NOVELTIES. 
“ANYTHING IN COMPOSITION” 


July, 1913. 


“Toys That Teach” 


The Embossing Company, 
Albany, New York. 


New York Showrooms: 
377 Broadway 


cha omg JOKES 


rick nas 


Trick Ma Ma eacils, "Ete. .» Ete. 
We manefactere EVE YTHING ef a humerees nature. 
Write for Illustrated Catalog 


S. S. ADAMS CO. Plainfield, N. J. 


BOOK S 
McLoughlin Brothers 


890 BROADWAY ° NEW YORK 


Tottie’s aves Toy 


CATALOGUE FREE 


ADY, NOVELTIES 
wecamicat Tors “Northern Mig. Co. 


THE CRESCENT 
[Trade Mark} 


ADDING MACHINE 


MADE OF ALUMINUM AND STEEL 
ent can ever do. 


It will do all that any instrum 
Sells from $2.00 ap 


THE AERODART WORKS 
196 Centre Street, New York City, U.S.A. 


0 LS 
When Writing to Advertisere, Picease Mention “Toys and Novelties.’ 


July, 1913. 


ait ee” 
- “ : 
Li- ——_— 
~ 
a — 


Editorial Contents 


J , ~ 
ra), ‘ 
; b 
J 
; 4 aE et *y 
. o * 7, 4 
: ; by ey) ur 
. Cee 


TOVvVSsS AND 


Page. 


RELIC FROM TITANIC 


TOY BUYERS’ 
(Frontispiece) 


EDITORIAL COMMENT .............20000. 


MARSHALL FIELD TOY DEPARTMENT... 
Varied Display and Admirable Arrangement 
Make This Big Chicago Department One of 
the Finest in the World—Some of the Sound 
Merchandising Principles upon Which It is 
Built. (TIllustrated.). 


STUNTS WHICH DRAW THE CHILDREN.. 
Elaborate Fixtures and Complete Stock Are 
of No Avail Unless Prospective Customers 
Enter the Store—A Southern Merchant’s 
Tours. 


THE QUESTION BOX 
A Few Problems Which Confront the Toy 
Man Answered—tThe Problem of the Dollar 
Doll—Daylight and Fixtures. 


MONEY IN FIVE AND TEN CENT TOYS... 
Why It Pays to Cater to the Customer with 
the Small Change to Spend—By Anderson 
Pace. (Illustrated.) 


WHAT'S GOING ON IN THE TRADE...... 
Changes Reported From Many Cities in the 
Retail Trade. 


DISPLAYING BULKY TOYS .............. 
How a Missouri Merchant Built a Four Tier 
Rack for the Display of All Styles of Chil- 
dren’s Vehicles. (Illustrated.) 


24 


26 


28 


29 


32 


NOVELTIES. 


a 2 > 
ocd 
reat. 
75 
> 
‘ +. 


Be oe5 


a ee 
. 
> 
we Se 


CoO 

C 

~. 
<< 


<5 


| ere. 


GIVI THE DOLLS A CHANCE............ 
How the Most Staple of All Playthings Can 
Be Placed in the Limelight of Display 
During Summer Months. (Illustrated.) 

THE TOY MAN’S CATALOGUE........... 
The Permanent Salesman of Manufacturer 
or Jobber Should be Made to Do Its Work 
as Well as the Human Salesman. By Harry 
Maddox. 

MONTHLY GERMAN LETTER............. 
Nuremberg Toy Factories Not Fully Occu- 
pied—News Notes —New Goods Brought 
Out. 

TOYS AS BUSINESS BOOSTERS........... 

How Merchants Everywhere Are Using 
Playthings as Premiums to Increase Sales 
in Other Lines. 

ACTIVITIES OF THE TRADE............. 
New Stores Open Doors for Business and 
Old Established Houses Change Hands. 

A MERCHANT’S LIFE STORY............. 
Albert Steiger, Head of Chain of Retail 
Stores, Tells of His Success. 

ONE HUNDRED DON’TS.............0008. 
Large Chicago Store Issues List of Nega- 
tives for Guidance of Employes. 

OLD TOY STORE CLOSES DOORS........ 

NEW TOYS PATENTED............-eeeee. 
List of New Patents Issued up to June 24. 
(Illustrated.) 


36 


38 


41 


44 


50 


53 


19 


20 TOYS AND NOVELTIES. July, 1913. 


REAL RACERS 


that are 


TOP se > TRADE WINNERS 22¥5Sy-5.> 
mr) RR and py “eyo 
| DANDY DAN ° MONEY MAKERS JOY PONIES 


MADE BY THE 


DAN PATCH NOVELTY CO. 


CONNERSVILLE, IND. 


Pe > ZO WO 
Ph <tr CO) pS 


THE HOOSIER F LYER 


Made like a real automobile. — 
Has two speeds and real steer- | | 
ing knuckles. 7 
Send for 
CATALOG AND PRICES 


For the little ones 


Rockaway Ponies 


With automatic galloping 
SAFETY COASTER horses 
AUTO STEERING KNUCKLES 


THE BEST AND 
STRONGEST COASTER 
WAGON ON THE 
MARKET 


SEND FOR CATALOG | 


a 
PONY CART 


With Detachable 


Moving Ponies 


SEND FOR PRICES 
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No. 5—23 ins. long x 13 ins. wide 
No. 3—29 ins. long x 17 ins. wide 
No. 6—3 ft. long x 22 ins. wide 


Sas es w= __ Balls and cues in proportion to size 
TRADE MARK REGISTERED U.S. PAT. OFFICE of tables. 


WARNING TO THE TRADE — 


The Southern Toy Co. has no authority to make or sell these goods. All dealers are warned against 
handling infringements on my Talking Board and Pool Tables. 


A Complete Pool Table, size 13x23 inches 
15 Numbered Balls, Two Cues and Triangle 


POOL TABLES TO RETAIL FROM $1.00 UP. ee: oe : 
"NEW YORK SELLING AGENTS eS SS ee 


st 1. Heaheerg pare —— The phar phere Co. ST 
e ° en Co. Baker ennett Co. oe. 

Geo. Borgfeldt & Co. A. 3. Ferguson Co. “OUIJA,” The Egyptian Luck Board 
Selchow & Righter Co. Geo. W. Travers Co. . TRADE MARK REGISTERED 


Butler Brothers “Ouija” is made in two sizes, 13x 19 inches and 15 x 22 inches 


VIAIR 


The Most Fascinating Novelty of the Age 


BOVE cut shows attachment on cord, 
with Parachute ascending. As soon 
as the Parachute comes in contact with 


allowed to go free, and will sail any miles. 


the Parachute will travel; in fact they are 
nown to have gone in some instances more 


than 20 miles. Any style of kite may be used. 
Sa a 


WILLIAM FULD, 


1226-1306 No. Central Ave. - - BALTIMORE. 
Manette ok “OUIJA” TALKING BOARDS, PARLOR “RETURN POOL.” 
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Toy Buyers Have Priceless Titanic Relic 


Menu Card Passed Around Little Table During the Last Dinner on Illfated 
Ship and Signed by Five Men Found in New York Buyer’s 
Coat After He Was Rescued. 


in the sinking of the Titanic a year ago last 
spring. As the details of the terrible disaster 
began to leak out passenger lists were flashed out | 
across the Atlantic and it was evident that sever- 
al buyers for large American department stores 
sailed on the maiden trip of this giantess. The | 
vessel sailed on that first and last trip just at the time when 
American buyers were returning from their spring trips to the 
European markets, a fact which accounted for the large num- 
ber of buyers and merchants aboard. Among these were 


E. P. Calderhead, toy buyer for Gimbel Brothers’ New York 


MERICA’S toy trade was most mightily concerned i a 


SL/ Wet (ft iL DF 


store; J. R. McGough, toy buyer for Gimbel Brothers’ Phil- | } ‘ : 


adelphia store; .S. V. Silverthorne, toy buyer for Nugents’ 
department store in St. Louis; Timothy J. McCarthy and | 
Herbert H. Hilliard, buyers for Jordan Marsh Company in 

Boston; J. I. Flynn, housefurnishing goods buyer for Gimbel 
Brothers’ New York store;G. E. Graham of Winnipeg, Can- 


ada, and several others. 


The Titanic struck the ice-berg which sent her to the | 
bottom about 11:45 o'clock, just before midnight, on the 
night of Sunday, April 14. The menu card reproduced 
herewith, bearing the autographs of five well known Ameri- 
can buyers, is a dated relic of the last dinner served on the 
Titanic. The five men whose autographs and addresses are 
shown on the card all 
dined together on Sun- 
day evening the | 4th. 
While sitting around the 


se \ebs* / ry 7. Neer”. 
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thrust it in his coat pocket. 


landed in New York. 
| card in his pocket. 


table over their cigars | _ ' 
Mr. Flynn thought he would like a souvenir of the trip, and 
of the dinner, and so he passed his menu around the circle, each 
one signing it with his name and address. 

The incident was then considered closed and Mr. Flynn 
thought no more of the autographed card. He automatically 
When the crash came Mr. Flynn 
was pushed into a boat and rescued by the Carpathia and 
He later found the autographed menu 
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The domestic toy manufacturers comprise today a sturdy 
industrial body. Barely a decade ago this could not be said. 
The demand was then a strictly seasonal demand. Compe- 

tition from abroad had to be met 
To the F ront--American not only in good goods and low 


Toy Industry dice existed against many Ameri- 
can toys. This has been largely overcome. The domestic 
toy makers have broadened their lines until they include toys 
worthy of prominent treatment in every section of even the 
largest toy store or department. The quality has been im- 
proved and price and discounts adjusted until the domestic 
toy is a good proposition for every American retailer. Toys 
are becoming goods of staple demand, a fact which eliminates 
to a certain extent one difficulty confronting the early indus- 
. try. The number of factories has increased in a decade from 
less than two hundred to more than five hundred, The past 
year was by far the best for the domestic manufacturer in all 
history. The present year has given every indication that it 
will see a new record established. 
% * , 

It is almost paradoxical that the toy business should drift 
to its lowest ebb, in point of sales, at a time when all the 
world turns to play as the great object of existence. July 

and August are recognized as 


Vacation Days and the two great vacation months 
of the year. The schools are 


the Dem 
and for Toys closed. Children have nothing 


to do but play. Parents are arranging for recreation trips 
for the entire family, ranging from the week-end outing to 
the longer sojourn in the country. The business man looks 
wearily at the pile of correspondence on his desk. The la- 
borer longs for Sunday as he plies his shovel beneath the 
summer sun. With everyone playing or longing for an op- 
portunity to play, why can the merchant not cash in some of 
this play spirit by: selling playthings? He can, if he be not 
so imbued himself with the desire to play that he lose the 
desire to boost his sales. 

There are many toys which are typically summer toys. If 
these are not sold now they will never be sold, except for use 
in nursery sand piles or indoor playgrounds. A drive on 
boats, sand toys, children’s vehicles or playsuits would move 
a tremendous quantity of these goods if properly executed. 
Kites, doll buggies, croquet sets, garden tools and juvenile 
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prices, but a long-standing preju-: 


No. 2. 


sporting goods could also be included in any summer toy sales 


effort. A little advertising, a bright display or two in the 
window and a good showing of the toys for sale in the store 
will do wonders. 

It is essential that the toy man have faith in his own mer- 
chandise as summer sellers. A half-hearted leader never won 
any kind of a campaign. The fact that play without toys is 
easy in the summer must be combatted with the argument 
that modern toys make that play the more helpful and varied. 
One dealer capitalized this idea with the pertinent slogan, “A 
New Toy Will Make That Rainy Week in the Country Pass 
Like a Day.” 

Toys are being sold in larger quantities this summer than 
ever before. But the toy man cannot hope to get his share 
of this newly created business unless he goes after it with 
even more vim than is in evidence when he pursues the 
swiftly rolling dollar of the holidays. 

s % * 

While the modern merchant’s wife is complaining that “it 
costs more now to keep a family of three than it did a family 
of thirteen when she was a girl” the merchant is finding costs 


; mounting higher and higher in 
The High Cost of his store. The modern shopper 


Living and Merchandising demands more and better ser- 

vice. The merchant must give 
this service and service costs money. Rentals, even in propor- 
tion to the volume of business transacted, have increased 
tremendously. Electricity gives a better light than the old 
kerosene lamp, but it costs more. Delivery of parcels costs 
money. Many employes today are considered underpaid de- 
spite the fact that a quarter century ago they would probably 
have been doing the same jobs for their found. Men get more 
for like labor today than ever before. And yet they have less. 
Necessities cost more and a million new frivolities take the 
change that went into savings in the decades gone by. Many 
a modern merchant, with a beautiful big store and doing a 
hundred thousand dollar business is not laying away the vel- 
vet each year that his father took from a small store on the 
side street 20 years ago when an annual tunover of $50,000 
was considered record business. 

Modern merchandising machinery is a wonderful thing, but 
the merchant must study it or it will run away with him. A 
ten-year-old farmer’s boy can groom, feed and drive a horse. 
Give the same boy an automobile and he will have every fence 
n sight knocked down in ten minutes. The modern merchant 
has selling machinery of wonderful speed and power. He must 
curb it and direct it or the cost of gasoline and tires and dam- 
age suits will break him. 

* ¢ @ 

The old-time toy shops are slowly dropping out of the race. 
The Washington toy store where Lincoln and his son Tad en- 
joyed many a leisure hour has been razed to make room for a 


; modern business structure and 
The Passing of the its chair at the table of historic 
Old-Time Toyshop 


toy stores will remain empty. 

Tony Miller's shopin Springfield, 
Mass., went to make room for a beautiful insurance building. 
Tony moved to a nearby location, but he now caters more to 
adults who seek postcards than to children who seek play- 
things. For nearly half a century the old store conducted by 
Mrs. Does in Richmond, Va., was the mecca of the city’s care- 
free children. But Mrs. Does died a few months ago and her 
store died with her. The Bell Toy Store, which occupied the 
Same corner in Harrisburg, Pa., for nearly a century is being 
closed out now, and it will soon be a dim memory of the past. 
The children of tomorrow will be better served with toys the 
year ‘round than were those of yesterday. But will the modern 
toy department, all a-glitter with white lights, hold the place 
in the hearts of the youngsters which the dusty corner shop 
of long ago held? It will not. 
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Toy Display Exemplified in Chicago Store 


Marshall Field & Company Believe that Nothing Is too Good for the Toy 


July, 1913. 


Department---H. T. Grund Directs Business in Playthings. 


™ NY TOY BUYER who visits 
(| the Chicago market and does 
not visit the toy department 
of Marshall Field & Com- 
pany, between State, Wash- 
ington and Randolph streets, 
misses an opportunity to see 
an example of up-to-date 
year ’round toy retailing at 


one of the wonders of merchandising 
for many years. The management of 
this remarkable store has long consid- 
ered the children among its most im- 
portant customers, important both be- 
cause of the valuable trade which they 
offer today and because they represent 
the store’s entire clientele of the future. 
The Marshall Field playground is a 
source of delight to thousands of Chica- 
go children each week, and a source of 
much satisfaction to the parents who 
otherwise would be forced to lug the 
tots around on a tedious shopping tour. 
As an advertising feature, and an essen- 
tial in present day store service, this 
playground is proving itself a most eco- 
nomical builder of business. 

But the playground stamps ‘Marshall 
Field & Company” on the minds of 
hundreds of thousands of children no 
more indelibly than does the actual toy 
department itself, a department which 
has been developed, and beautified and 
enlarged until it is a veritable world in 
itself to the child. H. T. Grund, the toy 
buyer in charge of this department, is 


NO TOY DEPARTMENT ANYWHERE REVEALS 


YER XO 


a genius in the realm of toy men. He is 
a genius in buying, a genius in super- 
vising selling, a genius in directing dis- 
play and planning efficiency in the mov- 
ing of goods from the receiving room, 
through the stock room and over the 
retail counter. The buyer in the small 
city, hemmed in by restrictions such 
as lack of floor space, lack of capital 
and “lack of community,’ sometimes at- 
tempts to belittle the accomplishments 
of the metropolitan buyer. He may re- 
mark: “Pshaw! I could buy right and 
run my toy department right if my 
hands and feet were not tied.” But the 
stock must be kept moving in a large 
department as steadily as in the 
small one. Expenses pile up much more 
rapidly, as does dead stock bought un- 
wisely. The tasks of the two buyers are 
as much different as are those of the 
president of a narrow gauge branch 
line railway and the Pennsylvania lines. 
Dad judgment on the part of one may 
mean the loss of a few dollars, while 
the same quantity of bad judgment on 
the part of the other may cost a thous- 
and. Of the big men who are doing big 
things in toys Mr. Grund is acknowl- 
edged one of the leaders. 

There are several essentials which 
must be considered in laying out a suc- 
cessful toy department, and there are a 
thousand and one details in good toy 
display which must be well taken care 
of. The accompanying illustrations, 
from photographs taken in the Marshall 
Field & Company toy department es- 
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pecially for TOYS AND NOVELTIES, 
give a slight idea of how Mr. Grund at- 
tacks the problem of arrangement and 
display in summer. After mentioning 
some of the general principles which 
are considered “good form” in the toy 
department, it may be *rofitable to 
study these illustrations and see how 
Marshall Field & Company exemplifies 
good toy retailing. 

In the first place it is essential that 
the toy department be bright and light 
and inviting in appearance. A gloomy, 
dusky corner is no place for toys and 
children, it is a better place for lamps. 
In the second place it is important that 
the aisles be wide and so arranged that 
passage, even when crowds are shop- 
ping, may be easy and accomplished 
quickly when desirable. The idea that 
the average woman does not care how 
much time she wastes in getting from 
children’s vehicles to dolls in the toy 
department is erroneous. Shoppers who 
loll and dawdle along are getting less 
numerous constantly. The bulk of wom- 
en today know what they want. The 
merchant should let them know where 
they can get it and how they can get 
there and get out without spending a 
week-end at it. The toy department 
which can be so arranged that it takes 
all advantages possible of natural light- 
ing during the daylight hours will not 
only be less expensive to light, but it 
will also be better lighted. There is a 
certain honesty and dependability about 
daylight which unconsciously makes the 


SUCH VARIED METHODS OF DISPLAY AS THIS ONE IN CHICAGO. 
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THERE ARE NO SHARP CORNERS WHERE AISLES JOIN IN THIS BIG MARSHALL FIELD TOY DEPARTMENT. 


shopper feel at home and at ease. The 
modern tendency to eliminate daylight 
from the realm of possibility as an effi- 
cient lighting source for modern build- 
ings is the result of conditions and not 
an indication that artificial light is bet- 
ter. The “daylight store” has many ad- 
vantages and these are as apparent in 
the toy department as in silks and dress 
goods. Another feature in general ar- 
rangement should be noted, the value of 
variety and a “broken horizon.” The 
child is repelled by anything stiff and 
set in appearance. Straight, stiff coun- 
ters and rows of wall cases will never 
do in the toy department unless the 
“sky line” is interrupted by the use of 
various devices to add variety to the 
general appearance of the store. 

In the science of display there are 
many kinks peculiar to the toy de- 
partment. The shelves of a show case, 
for instance, which are below the nat- 
ural range of vision of an adult, place 
toys directly where they belong before 
small children. And, on the other hand, 
the child is continually transferring its 
attention, as well as its affection, from 
one place and one object to another. It 
must also be remembered that fine toys 
require as complete protection as the 
finest items in any utility line. Just as 
a puppy wants to chew everytl:ing, so a 
child wants to handle it, and so the loy 
display which does its work well shows 
the toys amid bright surroundings and 
at the same time places many of them 


out of reach of the younger children. 
The accomplishment of this result with- 
out making the toy department a 
“hands off” and “don’t touch the toys” 
region presents a varied and knotty 
problem. How well these various ends 
have been achieved in this Marshall 
Field & Company department can be 
well seen by a careful study of the ac- 
companying illustrations. 

A brighter, lighter and more inviting 
store interior can hardly be imagined 
than this one. In the first place good 
use is made of all the sunlight which 
broadsides of windows admit to the 
Marshall Field toy department. No 
high wall cases or sections of shelving 
are placed with backs toward these win- 
dows to provide additional fioor space, 
but to shut out the light. In fact there 
are no high wall cases placed back to 
back anywhere in the department, to 
mar the light from the aisles and show 
cases further from the outer store walls. 
The aisles are wide, and it should be 
especially noted that nowhere do sharp 
show case corners protrude to make ab- 
rupt turns necessary. 

While the department was planned 
and laid out according to a definite 
system, as regular as the plotting of a 
new Western city, there is no sugges- 
tion of stiffness to repulse. Where dis- 
play cases back the show cases they are 
artistic creations, topped by happily ar- 
ranged groups of toys which break the 
sky-line in a most natural and effective 


manner. The value of the display of 
blocks and nesting boxes in setting off 
the corner shown in the first photograph 
cannot be overestimated. These, it will 
be noted, are set on shelving which con- 
nects the rows of pillars, while the ten 
pin sets and specialties shown below 
are arranged on the top of a low table 
fixture, below which shelving holds a 
vast quantity of surplus stock. 

In the second illustration is shown a 
corner of this big toy department which 
reveals varied Marshall Field treatment 
at its best. The curved show case sec- 
tions at the ends of each departmental 
display group are here again in evi- 
dence, the first to show playsuits and 
the second balls, rattles and other in- 
fants’ playthings. In the center of the 
picture it will be noted that head-high 
show cases are sometimes used in the 
place of shelving between two rows of 
cases. Here musical toys are displayed 
successfully behind the space where the 
sales-woman generally stands. Still fur- 
ther to the rear, and over to the right 
are other head-high show cases, ar- 
ranged in connection with the regular 
height cases in which doll accessories 
are shown. 

These photographs prove the truth of 
the statement that Marshall Field & 
Company believe that “there is nothing 
too good for the toy department,” and 
they also indicate what good use is 


Made of this spirit by Mr. Grund, the 


toy buyer. 
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Littl Schemes Which Draw the Children 


Elaborate Fixtures and Complete Stock Are of No Avail Unless Prospective 
Customers Enter the Store---The Viewpoint of the Youngster. 


y FTER having spent a good deal of time and money 
in making his toy department attractive a 
Southern merchant awoke to a new realization of 
the fact that he could not sell toys unless he 
actually drew the children into his store. He found 
that fixtures and even stock were of little avail— 
they could not convert his dolls, juvenile vehicles 
and sand toys into cash. He realized the fact that 
in the final analysis there are just three elements 
in merchandising, namely, the goods, the seller 
ane — purchaser With any one factor missing, or out of 
intimate relationship with the other two, merchandising does 
not proceed. This Southern merchant learned this to his 
dismay several years ago and he set himself to the task of 
correcting the difficulty. He thought that his toy department 
was well arranged, that his stock was well selected and well 
displayed. In the other sections of his store he was enjoying 
good business and his store was apparently as popular among 
the adults as any other in the community. Why was his store 
not “the children’s store?” He studied the problem, found the 
trouble and has steadily, month after month, been correcting 
the old-existing weakness ever since. 

His first move was to go among the stores which had 
what he lacked, the children’s trade, and to study them from 
the inside. He wanted to see whether or not his toys were 
arranged as well as those in the stores where toys were being 
sold. He feared that possibly his lines were not right, because 
he was not in close touch with children and did not pretend to 
be a “merchandise man” where playthings were concerned. 
What did he find? 

In the first store he visited the most significant feature from 
the child’s standpoint was a small, but happy, indoor play- 
ground for the youngsters. About a dozen children were in 
the playground at the time, and they ranged in size from a 
ten-months-old baby, disporting himself with the assistance 
of a baby walker to a girl of twelve years. In one corner 
was a sand pile for the smaller children with sieve and a 
few toys in which dry sand could be manipulated. At the 
side was a zinc-lined wooden box containing damp sand 
for making “pies, cakes and jellies’ with the aid of a set of 
tin sand moulds. In the center of the room was a four-seat 
merry-go-round operated by the riders who pushed levers 


backward and forward in the manner employed by 
men or boys on a hand-car. At the further end of the room 
were two small and inexpensive indoor slides, one about four 
feet high at the top and the other nearly seven feet high. 
At one side were two lawn swings with one seat the standard 
height for adults and the other sufficiently low to enable a 
young child to operate the swing by pushing downward with 
its feet. In one corner was an ordinary board swing suspended 
from a ceiling beam by means of leather covered chains. 
The only other playing apparatus was a small rubber tired ve- 
locipede and a swinging rocking horse, and the latter was 
among the most popular playthings among the younger chil- 
dren. 

The merchant who was looking for some means by which 
he could bring the children to his store did not dare to go 
further in this store which had the children. He had seen 
enough for one day. He did not want to discourage himself. 
But to get to the playground he had been compelled to pass 
through the toy department, and he saw hastily that business 
was being transacted, that sales were being made. That was 
sufficient. The playground was doing its work. It was en- 
couraging the mothers to bring the children shopping with 
them, because they could leave the youngsters in the play- 
ground for several hours in perfect safety. A young nurse 
girl at $6 a week kept everything moving smoothly in the play 
place. And every child who played went through the toy de 
partment at least twice, once upon arrival and once to depart. 
This brought the child in direct contact with the new toys for 
sale. Good goods, effective display, bright fixtures and happy 
sales-people were given an opportunity to get in their good 
work in selling toys, in converting stock into cash. Here was 
a store in which not one of the three important elements in 
selling was missing. The selling organization was present in 
a most attractive guise. The goods were on hand, and the 
child and purse-carrying parent were present to represent the 
purchasing end. 

Another warm afternoon found the studious merchant mak- 
ing a tour of a small, but exceptionally successful store in a 
neighboring city. He was the guest of the proprietor, who 
pointed with unmistakable pride to a bright corner far in the 
rear of his single main floor salesroom. A large sign sus- 
pended from the ceiling in that corner told the story. Ii 
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bore in bright gold letters the single word, ‘‘TOYS.” This 
neighboring merchant was proud of his “Children’s Corner.” 
Taking the visitor by the arm he ushered him up and down 
the aisles, throughout the store, from every corner of which 
the big sign, “‘TOYS,” was visible. His monologue ran 
comething like this: 

“That little corner is the heart of my store. There is good 
business and profit in every department, but there is more 
than business in the toy section. There is a certain joy that 
the sordid store frequented only by adults do not know. 
Children add that same happy interest to the store that they 
add to the home. 
The answer is simple. I have no special campaigns, no hidden 
wires, no pet schemes. There is the toy department, as you 
see it. Everyone who ever enters my store knows that it is 
there, It matters not whether they come to buy socks or self- 
basting roasters, they see that sigm from every counter in the 
store. They have gradually learned that I have toys the 
year ’round, and those who were tardy at the realization were 
soon told of the fact by their children. When little Josie went 
home tugging a new dollie the other day little Mary who lived 
on the next street said that she never got a new dollie except 
at Christmas time, and sometime not even then. Little Mary 
told her mamma Josie had a new doll. It was only a few days 
later that Mary was in my toy department with her mother. 
Josie was with them and told me the story. I believe that my 
toy department pays because it is situated where everyone can 
see it every time they enter the store. I have educated my com- 
munity to a point where they know they can get good toys 
in every month. And they buy them.” : 

The merchant who had not been selling toys to his entire 
satisfaction had learned another fact which he could use to 
advantage in his own store. He had a good toy department, 
but it was so situated that no shopper would find it unless 
she looked for it especially. He quickly settled upon a simple 
and inexpensive method by which he could eliminate the 
weakness of his store in this respect. 

‘the following week he took a trip to another nearby city, 
where he visited a store in many respects like his own. The 
city was about the same size as that in which he lived. The 
store was a small department store, consisting of three floors 
and basement. Approximately the same lines of goods were 
carried, even to those in the toy department. The expense of 
selling toys was about the same, approximately 25 per cent, 
and the sales throughout the year were sufficient to warrant 
the employment of one sales-woman the year ’round who gave 
her entire attention to this small department. When asked 
how he got the children actually into his store this merchant 
said that he “went after the kids’ trade” with just the same 
aggressiveness that characterized his chase for the patronage 
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You asked me how I get the children here.. 
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of adults. In any ad or literature which was intended to inter- 
est children, or adults on account of children, he called special 
attention to the toy department. If featuring bargain wasli 
dresses for girls he linked the announcement with a word 
about dolls, or children’s porch furniture, or doll- buggies ‘for 
summer play. If he was featuring copper-toed shoes for the 
boy he never failed to mention juvenile base ball goods, or 
hand cars, or trains for outdoor play. 

Here was another suggestion which opened a way to boom 
the interest in toys without spending a cent, and incidentally, 
the visiting merchant went home with a new conception of the 
value of toys in his store. He had a new determination to 
make his toy department pay. 

A little later a trip was taken to another town, a city of 
three thousand inhabitants, not in the hope that important 
selling ideas might be gained, but just to call on an old friend. 
As he walked along the main street he found a crowd gathered 
in front of a variety store, so large and closely packed that 
he was forced to pass in the street. He waited close at hand, 
to learn what method this merchant had employed to gain 
such wide and persistent attention. He was surprised to find 
that the attraction which was the cynosure of all eyes on this 
hot July morning was “merely a motion toy display.” The 
window was small, both narrow and shallow. In the center 
was a Ferris wheel, laden with small dolls, slowly turning 
’round and ’round. In the foreground was a beach scene, with 
real water, in which live gold fish and swimming celluloid 
dolls vied with each other for the major part of the crowd's 
attention. At the right was an Eiffel tower constructed out of 
a large set of Meccano. At the left, standing out over the 
was a dance hall. 

Mr. Merchant realized for the first time that he had never 
displayed toys in his window except during the holidays, 
and thai he had pezgrudged them scant space cven then. Here 
was a merchant with perhaps one-tenth of the window frant- 
age which the visiting merchant owned, and who was making 
a bigger hit than any other store in town by devoting the 
entire space to toys. The weather was hot, the air sultry. 
The mind turned naturally to the place where the sea breeze 
ever blows cool. This trim drew attention because it was out 
of the ordinary, because it was a pleasant variation from the 
dry stock window which held only shirts or hosiery or garden 
tools. 

This Southerner has kept at his excursions in search of 
ideas. He has adapted the ideas of others to his own store at 
opportune times. He has slowly but surely brought his toy 


department up to a standard which makes it entirely worth 
while throughout the year, not only through the direct profits 
from sales, but on account of the prestige which it gives him 
in every other department, 
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==; ROBLEMS are continually confronting the toy man 
which require a more or less general experience 
for the solving. The head of a toy department in 
any city may be exceptionally expert. And yet 
when his store is enlarged and takes on the aspect 
of a big department store his experience may have 
been so closely limited to making the most of 
the facilities at hand in his own department that 
he will not be in a position to organize the larger 
department without considerable study. Many a 
druggist has never learned the art of making good soda be- 
cause he never went around and saw how a modern “dispens- 
er’ did his work. But what opportunity has the average mer- 
chant in a small city today to get around and see what the 
leaders are doing and how they are doing it? The answer is 
“very little opportunity.” He must make the most of the op 
portunity that does present itself. He must study his trade 
paper, because that medium, if it lives up to its possibilities, is 
a symposium of the best methods in toy merchandising gath- 
ered from the stores throughout the country. And lastly he 
must ask questions. In the past year hundreds of toy men 
have turned to TOYS AND NOVELTIES for an answer to 
their queries. They have been answered by mail, and an- 
swered authoritatively. Some of these questions and answers 
may be of benefit to others in the trade, and so they are re- 
produced here. 


The Problem of the Dollar Doll . 


Editor of TOYS AND NOVELTIES: I have been debating 
for a long time as to the advisability of continuing this ‘‘Dollar 
Doll’ nightmare for another holiday season. Competition is 
keen in this commmunity, and so long as two of my fellow mer- 
chants continue to advertise ‘‘The biggest, finest, full-jointed 
bisque doll ever offered for $1, twenty-six inches tall, with hu- 
man hair, moving eyes and real eye-lashes, clothed in slip and 
shoes,”’ would you advice breaking away from the bunch and 
talking quality instead of quantity? J have been giving as good 
a value as any of them in the “dollar doll’ line, but to do it 
my profit has not been what it should be, and I believe that 
this quantity talk interferes with my sales of smaller dolls at 
higher prices, in which there is sufficient profit to make the 
business worth while E. F. B. 


The “Dollar Doll” certainly presents the trade with an im- 
portant problem, a problem which cannot be answered de 
cisively and surely for any large number of stores en masse. 
It is a problem which requires individual treatment by each 
individual merchant. There are several toy buyers who de- 
Clare that the “Dollar Doll’ must go, and it has gone from 
their departments. There are others who feature it and ad- 
vertise it, in order that they may compete for popular favor 
with other merchants who do the same, but who use this doll 
as a magnet to pull shoppers with the idea of doing their best 
to sell them a better doll. In other words these buyers look 
upon the “Dollar Doll” as a necessary evil, which must be 
tolerated, but which ought to be slighted as much as possible. 
Then there are other buyers who betieve thoroughly in the 
big doll that sells for little money. They buy it and sell it in 
quantities which they assert makes a profit fully as large in 
proportion to the investment as in any other toys. They de- 
Clare that the pushing of the “Dollar Dolt’” sells thousands of 
dollars worth of toys which would otherwise not be sold. They 
believe that the dollar doll is an entirely legitimate propo- 
sition. In the case of “E. F. B.” it might be well to continue 
the sale of this doll for the sake of competition, but at the 
same time to advertise and push “quality” dolls with all pos- 
sible energy. The shopper is a fickle bit of humanity. It is 
frequently well to have a reputation for giving as “much for 
the money” as any other merchant in town. If a “Dollar Doll’ 
helps to this end the doll ought to stay. 


Arranging the Sub-Sections 


Editor of TOYS ANT NOVELTIES: 
been contemplating a general 


For a long time I have 
re-arrangement of my toy de- 


partment, grouping all tows according to price instead of with 
other toys of the Same nature, but of widely varying prices. 
IT have heen considering this problem for a long time and am 


almost ready to believe that the change would be for the better. 
Does not the average shopper looking for a toy to give to some 


- price, such as ten-cent games, quarter games, 
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child enter the department with her mind made up more fully 
on question of the price to be paid than on the question of 
the nature of the plaything to be bought? For instance. I would 
have one counter filled with five cent toys. This would include 
horns, dolls, dishes, games, ete. There would be another ten 
cent counter, one at 25 cents, one at 50 cents, one at $1. one at 
$1.25, and jumping by quarter stages up to $3. A woman could 


come into the department with her mind made up that = she 
wanted to spend about a dollar for a toy for Jennie. At the 
Collar counter she would find an assortment from which = she 


could speedily make her selection. Dves this plan seem feasible? 


A. J. K. 

To a certain extent this price grouping ought to work out 
to the advantage of both the shopper and the retailer, but 
whether it ought to be carried throughout the entire depart- 
ment or not is a matter of serious question. Bargain counters 
on which groups of varied low price toys are displayed have 
been found satisfactory in many stores, but no merchant has 
yet followed out this system in the higher grades of merchan- 
dise. For instance dolls should always be grouped together. 
A shopper who wants to spend about two doilars for a doll 
may be induced to spend $4 if the better dolls are displayed in 
close proximity to those which sell at the lower figure. A few 
single price miscellaneous tables or sections ought to serve 
the toy man well. These could be Known as bargain tables, 
and they could be used for cleaning up many items which had 
become soiled in handling, damaged, or broken in sets. Many 
board and card games could also be grouped according to 
half dollar 
games and dollar items. This grouping would facilitate the 
work of the sales person wonderfully, in view of the fact that 
the customer would be in a position to practically make a 
selection and complete the sale herself. 


Supporting a Year ’Round Toy Department 


Mditor of TOYS AND NOVELTIES: T have been doing a 
general merchandise business in a New England town of 5,000 
inhabitants for a good many years but have never carried 
tovs except during the holidays. At least I have only carr’ed 
toys throughout the year which were left over from the holi- 
day season last previous. I recently received a esample=o copy 
of your toy paper in which appeared a strong article urging 
merchants to give the toys a chance to Sell themselves through- 
out the vear. I read this article twice and then made up my 
mind to add a permanent toy department to my. Store. But a 
query came from a friend Which set me thinking. He said that 
it was all right to talk about a year ‘round tov department 
in a large city, but that he wondered seriously whether or not 
such a department in a small manufacturing village Would 
pay. The question is: ‘Would it?” G. B. H. 


The problem of size of the community and support of a 
permanent toy department is no problem at all. It cannot be 
expected that a town of 5,000 souls will support a toy depart- 
ment like that maintained by Marshall Field in Chicago. 
Neither would it support a string of restaurants such as that 
maintained by Childs in New York. But the fact that lunch- 
ing facilities are not required for several million persons does 
not preclude the profitable operation of a neat little hash- 
house which will provide nicely for a few hundred eaters a 
day. The fact that an acre of floor space is not needed for 
toys does not mean that a square rod of attractively arranged 
playthings would not pay well throughout the year. The de- 
mand for toys is governed to a certain extent by the character 
of the community, but the size has nothing to do with the 
proportionate demand for toys. A merchant does not discon- 
tinue the sale of socks because he doeg not sell a gross of 
pairs a day. If his community requires put a few dozen pairs 
of socks he is content to take the profit in what demand ex- 
ists. A town of 5,000 souls is plenty large enough to support 
a good toy department. A merchant in a Michigan town of 
3,000 asserts that he would rather drop any other department 
than see his toy department slighted. He believes it is the 
heart of his entire business. A Pennsylvania mérchant in 
a city of 4,000 declares that his net profits from toys in a 
year averages $400, an exceptionally large amount consider- 
ing the floor space given to toys and the capital invested in 
them. The cross roads store, where tnere is no “community,” 
can make a good profit on toys if it wili stock them and show 
them. 
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WO YEARS AGO a mer- 
chant in an Illinois town of 
of 3,000 people gambled (as 
he thought) $15 on an as- 
sortment of 5, 10 and 25 
cent toys, which he spread 
on a table and displayed be- 
tween his candy counter and 
his notion line. He was so 
skeptical about the worth of 

his new department that he regretted 
his purchase almost before the goods 
arrived, and once on show, he decided 
to sell them out for good and all as soon 
as possible. 

He certainly sold them out, all of 
them—and the turnover was so sur- 
prisingly rapid that he decided to con 
tinue his experiment. 


Today he pushes 5, 10 and 25-cent 


toys as hard as any of his staple lines 
and continually displays more than $200 
worth of the goods. 

The addition of a line of 5, 10 and 25 
cent toys to any stock immediately puts 
behind your store the power that coins 
money for the Woolworth syndicate. It 
turns into your store that cu:rent « 
buyers, greater in number than all 
others put together, whose currency is 
nickles, dimes and quarters. 

People are just awakening to the fact 
that 65,000,000 people in America have 
incomes so small as to compel them to 
confine their buying to the limits of 
popular prices. 

If this is true of general merchandise, 


Making Money with Five 
and Ten Cent Toy Novelties 


BY ANDERSON PACE 


how much more so it is true of play-. 


things. Children are the buyers and 
users of toys. Plaything’ are their sta- 
ples, and it’s safe to say that 1,000 chil- 
dren have nickels, dimes and quarters 
to spend to one who can spend a larger 
coin. 

What does this mean? It means that 
5, 10 and 25 cent toys will turn ten times 
as fast as higher-priced lines. It means 
that smaller quantities and greater va- 
rieties can be stocked. It means that 
already juicy profits are compounded at 
high speed that stocks turn fast instead 
of slow. 

Very important, also, is the fact that 
5, 10 and 25 cent toys will bear a greater 
percentage of profit than many higher- 
priced lines. They are less standardized 
there are fewer*means of comparison. 
And merchants should not be blinded to 
their merits by the fact that the profit 
on each sale is less than in higher- 
priced lines. The percentage of profit 
can be, and usually is, much higher on 
the popular priced goods 

This means that the toy-buyer, in- 
stead of having only a half-dozen va- 
rieties to choose from, is tempted to 
buy in a hundred different ways, and 
from a hundred different lines. That 
is the secret of department store suc- 
cess: to offer so many different tempta- 
tions to buy that a customer has little 
inclination or need to go elsewhere for 
goods. 

The very prices of 5, 10 and 25 cent 
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playthings are an influence for good. 
They produce the same impression giv- 
en by the syndicate store window lead- 
ers and by mail order house’s pink page 
bargains. Customers, seeing any of these 
things immediately get the impression 
of economical prices. Such an impres- 
sion reacts favorably on every line you 
carry, so that you need have no fears 
on the score that 5, 10 and 25 cent toys 
will injure your high-priced line. The 
contrary is true. 

Wide as is the variety of 5, 10 and 25 
cent playthings, it isn’t all-inclusive. 
There are many games, sports and pas- 
times that demand higher-priced goods 
exclusively, and if you handle both lines 
your store will be able to cater, not only 
to the large majority of nickel, dime and 
quarter spenders, but also to the people 
who buy the fifty cent, one dollar and 
five dollar lines. 

Also when your popular-priced trade 
wants high-priced wares, the already 
acquired habit of coming to your store 
will bring them back to you as their 
source of playthings supply. 

In thousands of stores in America 
today, a department of 5, 10 and 25 
cent playthings is breeding quick turng 
and greater profits. 

If you desire further information 
about quantities, expense, display and 
varieties connected with the featuring of 
such lines, a letter to this journal will . 
secure for you the necessary informa- 
tion. 
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Leo Holdridge has purchased an interest in tne Johnson 
variety and stationery store in Athens, Tenn. 

J. N. Thompson, dealing in books, stationery, novelties and 
toys in Los Angeles, Cal., has made an assignment. 

KF. Meinecke, of the Meinecke Toy Company, Milwaukee, 
Wis., was a recent visitor among the trade in New York City. 

J. H. Hess, of Caledonia, Mo., reports that he would like 
to receive catalogues of manufacturers of various kinds of 
toys. 

James J. Sherlock has recently opened a general variety 
store on Prospect street, Whitinsville, Mass., under his own 
name. 

Miss Donna Youmans, who conducts. the Gift Shop in Santa 
Barbara, Cal., was a recent visitor in the San Francisco 
market. 

The firm of Willard & Atkinson, retailers in St. Marys, Ont., 
Canada, has been dissolved, Mr. Atkinson retiring from the 
business. 

Il. Levis, of 258 Thirteenth avenue, Newark, N. J., was a 
recent visitor in the New York market buying toys and 
novelties. 

The stock and fixtures of the Hall Stationery Store, Miami, 
Ariz., have been sold to the Miami Auction Company, of the 
same city. 

J. C. Brady, of Statesville, N. C., was one of the recent 
visitors in the New York market, placing orders for the 
holidays. 

William M. Stetson & Company is the name of a new 
co-partnership in Albany, N. Y., consisting of William M. Stet- 
son, one of the best known stationers in that city, and 
Frank H. Fisk. 

Henry W. May has bought the retail stationery and novelty 
store formeriy conducted by George W. Hyde in Claremont, 
New Hanpshire. 

A. A. Hirsch has recently opened a stationery, novelty and 
toy store in Charleston, S. C. He was a recent visitor in the 
New York Market. - 

T. B. Hughes has succeeded to the fancy goods, stationery 
and toy business formerly conducted by K. M. Tunison in 
Cozad, Nebraska. 

The firm of A. L. Owings & Company, in Clinton, Ill., has 
been dissolved, and the business succeeded to by Frank 
White & Brother. 

kK. J. Keech has opened a new store at 426 Virginia avenue, 
Cumberland, Md., where she is carrying a line of notions, 
toys and stationery. 

J. P. Holm has opened a new stationery, toy and novelty 
store in the Hess building, Perth Amboy, N. J., where he will 
specialize on post cards. 

The stock of novelties, toys and general merchandise in 
Waldman’s Racket Store, Eugene, Ore., has been auctioned 
off and the business closed. 

Fred R. Day has sold his business in Lexington, Mo., to 
B. R. Young, formerly of Kansas City, Mo., who will continue 
the same under his own name. 

A. F. Townsend, formerly of Valeda, Kan., has bought the 
Stallings Book & Stationery Store in Oswego, Kan., which he 
will continue under his own name. 

William L. Graybeal is the new proprietor of the Mammoth 
Racket Store in Burlington, Kansas, The business is being 
continued along the established lines. 

Theodore Schulte, proprietor of a stationery and toy store 
on the boardwalk at Ocean Grove, N. J., has leased another 
store on the Asbury Park boardwalk. 

Henry Napier, formerly of New York City, has opened a 
new novelty, toy and stationery store in the Couslie building, 
in Watsonvilie, Cal., under his own name, 

G. R. Watson has buught the retail stationery, novelty and 
toy store tormerly conducted by EK. T. Wallace in Humboldt, 
Sask., Canada. Mr. Watson was formerly a salesinan in 
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The business will 


Mr. Wallace’s employ for several years. 
be continued along the established lines. 
Charles A, Chute, dealing in stationery, toys and novelties 
in Albany, N. Y., has filed a petition in bankruptcy, with 
liabilities of $4,514 and assets amounting to $325. 
A. F. Oestreich is planning to open a general novelty, toy 


and stationery business in Nome, Alaska. He requests 
that manufacturers and jobbers send him their catalogs. 

A. T. Chapman, dealing in novelties, stationery and toys in 
Montreal, Can., is preparing to remove to a larger and better 
store on Peel street, that city, in order that he may better 
accommodate his growing business. 

William Tyrrell & Company, of Toronto, Ont., are now es- 
tablished in their elaborate new store on East King street, 
near Church street. The final work of decorating and fitcing 
the store out is just now being completed. 

Roy A. McCoy has bought the book, stationery and novelty 
business formerly conducted by J. R. Northrup in Hamilton, 
Mo. Mr. McCoy will continue the business under his own 
name. 

The stock of the Benigo Romero Book & Stationery Com- 
pany, of Las Vegas, N. M., has been taken over by the Romero 
Drug Company, which has assumed all liabilities of the 
other firm. 

Hugh M Rogers has acquired an interest in the Monarch 
Stationery Company, of Jamestown, N. Y., and the capitai 
stock has been increased from $15,000 to $22,000, to provide 
for an extension of the business. 

Simon J. Baumgartner has recently bought the book, sta- 
tionery and novelty store conducted in Galion, O., under the 
name of The Campbell Book Store. He will continue the 
business under his own name, 

The Columbia Card Company, of Paterson, N. J., has been 
incorporated with a capital stock of $30,000, for the manufac- 
ture and sale of souvenir cards, etc. The incorporators 
are B. Tyler, J. H. Brown and P. S. Brown. 

The Toy Crafters, Inc., of Fitchburg, Mass., have been in- 
corporated with a capital stock of $50,000, for the purpose of 
manufacturing and selling toys. The incorporators are W. E. 
Bartholomew, W. K. Wiley and H. W. Brigham. 

The stationery, toy and novelty store conducted by Jones 
& Wood, in New Haven, Conn., at the corner of Kast, avenue 
and Main street, has been moved to a better location, where 
its growing business can be better cared for. 

Peter Anderson, formerly a general merchant in Horace, 
Neb., has purchased the stationery, novelty and toy store con- 
ducted by Moore & Lechner at Grand Island, Neb., which 
he will continue under his own name along the established 
lines. 

The Parrish Book Store, of Owensboro, Ky., has b2en in- 
corporated with a capital stock of $8,000, for the transaction 
of a retail business in books, stationery, novelties and toys. 
The incorporators are R. K. Parrish, George Parrish and 
Isaac Parrish 

The William A. Welty Company, of Waterloo, Ia., has been 
incorporated with a capital stock of $50,000 for the manu- 


facture and sale of novelties and specialties at both whole- - 


sale and retail. W. T. Fitzpatrick is secretary and treasurer 
of the company. 

E. H. Bonnet, toy buyer for the D. H. Holmes Department 
Store in New Orleans, La., is now in Europe in the interest. 
of his firm. His principal object is the purchase of toys 
for the coming holiday season, although he will also buy 
certain novelties in other lines. 

J. M. Fettner has leased the new store building being 
erected adjacent to the Third National Bank in Fitzgerald, 
Ga., and will open a stationery, toy and novelty store there 
When the building is completed. He expects to be ready 
for business about June 1. Mr. Fettner formerly conducted 
stores in Greenville, S. C., and Elberton, Ga. 
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Displaying Bulky Goods in Small Space 


One Missouri Dealer Builds a Four-Tier Rack of Piping for Showing Various 


Up-to-date Styles in Children’s Vehicles. 


ERTAIN lines of goods in 
the present day toy store re- 
quire especially careful dis- 
play treatment or they wil) 
require more floor space 
than their sales warrant. To 
the merchant, floor space is 
money. Each square foot 
represents actual cash rental 
3 cost. Where one square foot 
can be made to do the duty of four or 
five the economy results in increased 
efficiency without any increase in ex- 
pense. The small store in the hands of 
a dealer who knows how to make the 
most of every inch may be so arranged 
that a large stock will be better dis- 
played than would be possible in a large 
store in the hands of a dealer who is ex- 
travagant in his utilization of space. 
There are some lines in which profits 
are large and sales frequent which do 
not require more than a few feet of the 
floor or wall space. There are other 
lines which, for the same amount of 
sales, would require ten times’ that 
amount of display space. So far as is 
possible, the store must be arranged 
with a view to giving the more import- 
ant departments the advantage in lo- 
cation and size. And it must be remem- 
bered that importance must be based. 
to a certain extent, upon earning power. 
Accordingly, successful dealers are con- 
stantly devising new methods by which 
they may give the less important lines 
prominence in display without expend- 


ing upon it too many of the floor-space 


dollars. 

The accompanying illustration shows 
how the Joplin Hardware Company, of 
Joplin, Mo., has accomplished this pur- 
pose so far as children’s vehicles and ex- 
press wagons are concerned. This is a 
line which the majority of modern toy 
stores now handle to a certain ex- 
tent, and those who have started with 
a small assortment of vehicles gener- 
ally add to it each year until their 
stock is really representative. 

Then there are scores of different 
makes and designs in three-wheeled 
vehicles, which, despite the fact that the 
adult’s steed must be fitted with either 
two or four rollers these days, still con- 
tinue to hold the boards in the realm of 
juvenile vehicles. The velocipede stock 
today if it is to be complete, must con- 
tain items to retail anywhere from a 
dollar and a half up to 20 full century 
pieces. The dealer who believes be- 
cause his trade consists mostly of hard- 

’ working people, with small incomes, his 
best field is in velocipedes of low and 
medium price, is right. But he will 
surely never sell a $10 three-wheeler 
if he does not have it in stock. And he 
will never raise the demand to the bet- 
ter grades of goods unless he has the 
better grades in stock to “tempt” that 


SPACE ECONOMIZING CHILDREN'S VEHICLE DISPLAY RACK OF GAS PIPE. 


demand upward. The machine with 
ball bearings, full inch cushion tires, ad- 
justable seat post and full fashioned 
saddle is as essential to the stock of 
the complete toy department as is the 
rose bush in the seed store where to- 
mato plants are generally sold. The oc- 
casional sale will never be made if the 
quality article is never in stock. 

The same is true of tricycles. There 
are as many different types and styles 
of tricycles as there are of velocipedes. 
Some have adjustable seats, others have 
not. Some have nickel and baked enamel 
finish, others have plain black iron, with 
a little red and silver trimming. Some 
are made of tubular steel and are fin- 
ished as finely as the high grade bicycle. 
while others are made of solid steel rods 
hammered into shape and then roughly 
painted. Some have real leather up- 
holstered cushion seats, while others 
have plain painted boards. Some are fit- 
ted with steel tires and others have 
rubber cushion tires which shield the 
rider from bumps as efficiently as if 
they were pneumatic. It may not be 
necessary for the small dealer to have 
on his floor a hundred different styles. 
That would be foolhardy. In fact nearly 
every large manufacturer turns out a 
line sufficiently varied for the average 
dealer’s needs. But an order for a few 
of the cheaper tricycles will seldom 
suffice. 

The hand car is another vehicle which 
should be given its due amount of at- 
tention, because it is coming out in new 
styles each year. Ball bearings have 
been added to make some of these prod- 
ucts roll along as smoothly as a row- 
boat on a mill pond. Rubber tires have 
also been added, and improved power 


plants, all of which ought to help the 
retailer sell a $10 hand car to the par- 
ents of many a youngster who is just 
taking “the last licks” out of his old $4 
steed bought two years ago. A certain 
amount of progression should be made 
in all sales, especially where the ulti- 
mate user is to be a child. Many per- 
eons use the same quality in butter, buy 
the same grade of clothes and drink 
the same kind of beer year after year. 
But the growing child becomes tired of 
the old steed. He wants a better one 
the following year. And in that pro- 
gressive demand lies the hope of the 
ageressive dealer. 

The line must be well displayed to be 
well sold, and for the man with little 
fioor space at his disposal for this pur- 
pose this rack devised by a Joplin 
store is interesting. It will be seen that 
by the simple arrangement of gas pip- 
ing four tiers of vehicles are displayed 
in space ordinarily required for but a 
single row. Twenty-four wagons, hand- 
cars and other vehicles can be displayed, 
and well displayed, too, where the less 
ingenious merchant would show half a 
dozen articles. This display rack, which 
is exceptionally strong, consists of six 
stand pipes, fitted with braces and con- 
necting pipes at intervals, as can be 
clearly seen in the illustration. The front 
wheels of the vehicles rest on a pair of 
horizontal pipes about eight inches 
apart. The rear wheels rest on a single 
pipe and are elevated from one to two 
feet above the level of the front wheels. 
This renders careful inspection by the 
customer easy without removing the 
vehicle from the rack. For a few dollars 
any dealer could have a similar rack 
made by any plumber. 
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GIVE THE DOLLS A CHANCE 


How the Most Staple of All Playthings Can Be Placed in the 
Limelight of Display During the Summer 
—Some Suggestions. 

These are the days of display, of. never ceasing publicity. 
The man who has anything to sell must show it and shout out 
its merits. So many are crying out their wares to the ears 
of every community today that the man who would close a 
deal must not only cry with the rest, but with a better argu- 
ment and a clearer voice. Many a good article is today not 
meeting with pronounced demand because its advantages are 
not set forth sufficiently. Many an article of less merit has 
been taken by the train-load because it has been displayed or 
advertised in a most convincing manner. A line may be time- 
ly throughout the year, like dolls, and not meet with any ap- 
preciable sale except during the holidays, if it is not displayed 
during the other seasons. 

There are so many ways to feature dolls, either individually 
or in conjunction with other utility merchandise, that the mer- 
chant is losing a selling lever which might easily be his if 
he does not take advantage of some of them. For instance, 
note the accompanying illustration of a recent.“‘dolls’ base bali 
zame window” in the store of the C. S. Partridge Company, of 
Mobile, Ala. 

The Partridge Company does not deal in toys. It sells 
hardware and sporting goods. But when E. S. Partridge, the 
advertising manager of the business, sought media through 
which to call the attention of the community to the stock of 
base ball goods he turned to the world of toys. If a merchant 
who does not specialize on toys turns to the stock of the toy 
man when he wants a feature trim, something out of the ordi- 
nary with which to call pronounced attention to a line, the 
toy man must appreciate the fact that he has a wonderfully 
efficient means for securing publicity in his own stock. 

This window display is a trim which any toy man could 
duplicate at practically no expense whatever. The floor of 
the window, or playing surface upon which the doll diamond 
stars are performing, consists of real Alabama earth. The 
infield has been tamped and rolled until it presents the ap- 
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pearance of a modern league base ball diamond in the pink 
of condition for a championship contest. The outfield and 
the ground near the grand stand was “tilled’’ and sowed with 
quick growing oats, so that a few days found it nicely turfed 
and bright green in color. Of course if the display had been 
left in place for many weeks the ‘grass’’ would have hidden 
everything else in the window, but a week or two is the long- 
est time that the Partridge windows are given over to a 
single trim. The “grass” presented a distinct novelty in win- 
dow display effort in Mobile. 

The dolls which were given the feature positions on the 
diamond were the well known “Humpty Dumpty” clowns of 
the Schoenhut line. They served in this burlesque base ball 
game, because they are naturally comical and festive in their 
attire, and their full jointed construction made it possible to 
place them in positions both accurate and funny. The umpire 
and the catcher could be given just the proper squat, and the 
pitcher could be placed on the mound with hands and one 
foot in the air at the very height of a most elaborate ‘winding 
up.” The infield and outfield players were each placed at the 
strategic points of the playing surface, each on the alert to 
knock down the liner which the expectant fan hoped the bat- 
ter of the opposing team would knock out. 

The home team was in the field, each clad in a white suit 
and white clown’s pointed cap, covered with polka dots. Man- 
ager ‘‘Mike” of the Mobile Club was on the players’ bench 
urging on the home boys, a fact which was clearly evident by 
his gestures. The home twirler was in the box, in the midst of 
his gymnastic preliminary to delivery of the ball, and a pair 
of visiting team coachers are in the coaching boxes trying to 
rattle the flinger and urging the batter to “hit the ball.’ The 
diamond itself was marked off with white tape, while in the 
rear is the fence, the bane of the small boy, and a duplicate 
of the wonderfully inefficient score board of the average leagu: 
park today. That the fence did not fulfill its duty too com- 
pletely, however, is indicated by the appearance of the points 
of three or four caps protruding above the tops of the boards. 
These showed that as many “broke” fans, without the price of 
admission, were following the progress of the game through 
the wide cracks in the fence. Who ever heard of a base ball 
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NEW NOVEL 
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Two Styles to Retail 
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SUMMER TRADE 


FEATURES: 
Indestructible All-Steel Bows 
Sik Parachutes (various colors) 
Wire Guy Ropes on Parachute 
Won't Tangle 
Very Professional Appearance 


fence which did not have a goodly supply of open knot holes 
and wide cracks for exactly this purpose? 

The only other feature of the display, excepting the small 
variety of base ball supplies shown in the background, was the 
grand stand. It was quickly, easily and cheaply made, and 
yet when finished it served its purpose admirably. Boards 
from old packing cases and a bit of poultry netting and a few 
nails were the only building materials used in its construc- 
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because the stand was so full of the members of the fairer sex 
that a foreigner might have thought that base ball was a pe- 
culiar form of amusement for ladies. 

The realism of the entire display was enhanced by a simple 
feature which would have been omitted by nine window trim- 
mers out of ten. This was the use of varied signs on the 
fence, just as though the advertisers had bought and paid for 
their space at a regular rate per square foot. The average 


BASE BALL WINDOW TRIM ARRANGED IN SOUTHERN STORE WITH AID OF ITEMS FROM THE TOY DEPARTMENT, 


tion. The pouliry netting was necessary to protect the spec- 
tators from foul tips. Practically everyone in Mobile who 
follows sporting events at all knows: Barney Sheridan, of the 
Register, and so “Barney” the scribe, in the guise of a Schoen- 
hut clown, was given a prominent position in the “press box.” 
He was protected from the players and the ball by stout poul- 
try wire, and a neat label told all the world, who did not 
know, that it was he. It was well that the trimmer posted the 
notice ‘Ladies’ Day” at the near corner of the grand stand, 


trimmer would have left this fence bare, taking no advantage 
of the fact that the fences in the majority of ball parks are 
covered with more or less expensive publicity paint. A few 
trimmers would have put in a few billboards advertising their 
own lines. But the Partridge trimmer kept the fence true to 
life, with an ad for a department store, another for a photo- 
grapher and another for a grocer. It is such little details as 
this that make the picturesque toy window powerful in its 
appeal. 
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THE TOY MAN’S CATALOGUE 


The Permanent Salesman of Manufacturer or Jobber Should 
Be So Gotten Out That It Will Do Its Work Like 
Human Salesman—By Harry A. Maddox. 

A glance at the catalogues issued by a hundred toy manu- 
facturers or jobbers reveals a most motley array of printer’s 
ink and papermaker’s handicraft. There are pamphlets and 
booklets from the size of a single sheet like a postcard to a 
1,200 page book containing more type matter than is found in 
the Old Testament. From the standpoint of a man experienced 
in catalogue making and general printing there is much op- 
portunity for tmprovement. The leaflets and small booklets 
of many manufacturers do not present any serious problem in 
compilation, although the size of the page should be suffi- 
ciently large to prevent its being lost in a catalogue file where 
many hundreds of larger books are kept. But in preparing a 
larger catalogue, such as is used by many manufacturers and 
practically all jobbers, there are many things which ought to 
be carefully considered. There is classification, size, appear- 
ance, paper, illustration and binding. 

Classification will depend upon the scope of the business or 
number of articles to be enumerated, but in any case the 
arrangement of the goods must be so simple that the retailer 
will be able to immediately find those which he requires. 
Grouping the allied classes is the best plan to adopt. If these 
various classes make sufficient matter for separate indexing, 
then they should be tabbed and preceded by an index page. 
Stepped indexes might be adopted, but they are neither so 
neat, rapid for use, nor so permanent as a strong projecting 
tab. In addition to the tabs and class indices, there must 
also be at the front a contents page, naming the classes, fol- 
lowed by a general index: This, the first section in the book, 
should be of much stronger paper than the remainder, for in 
addition to bearing the pull of the boards and binding, it is 
handled to an infinitely greater extent than the inner leaves. 
The general index needs to be thoroughly comprehensive, 
remembering that retailers do not always recognize goods by 
the correct technical term. 

Another simple factor which increases the usefulness of a 
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catalogue is the insertion on every page of a blank column 
for customers’ remarks. Many retailers would make use of 
this for observations on quantity bought, comparisons with 
competitors’ goods, and so forth. One of the worst features 
In many catalogues is the confusion created as to the exact 
cost price. The selling figures are of course printed in 
with the descriptions, but in many cases no idea of cost is 
conveyed. Of course there is the consideration that the re 
tailer may need to show his customers the catalogue. There- 
fore arrange for the book to be made with a tight pocket at 
the front. Not only the leaflet on costs and discounts, but 


also succeeding fluctuation recorders could be safely held 
here. 


The catalogue should not omit to state the date of issue, 
for an obsolete production leads to trouble. Furthermore, to 
facilitate business a neat page following the title should show 
the wholesaler’s telegraphic address, telephone number, 
terms and any special observations. 


The best size is demy quarto. The majority are already 
made to this size, and uniformity helps the retailei to pre- 
serve his collection in orderly fashion. Further, the necessity 
for profuse illustration makes it necessary for the sake of 
clearness, to work on a fairly large size of leaf. There is no 


incentive to wade through a demy octavo book, marginless 


and crammed with s.nall type and badly placed illustrations. 

In appearance a catalogue should be attractive, but simple. 
Some attempt at distinctiveness may be made, for it is a de 
cided advantage to have a production which will immediately 
denote the house it represents without having to search for 
the name. Color and class, or design of material are the first 
aids. to distinction, and they might with profit be adopted as 
the standard of the house for all advertising matter of the 
class under discussion. The retailer may either arrange his 
catalogues vertically on a bookshelf or flat in a drawer, there- 
for, the name of the wholesaler will need to be blocked up 
the back and on the side. The title should stand out boldly 
and be permanent. Cheap gold leaf blackens, white and col- 
ored foils oflen break away, therefore resort to either guar- 
anteed gold, or ink blocking. The color scheme of the latter 
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with the materia} should be carefully controlled to ensure 
boldness and legibility. 

The class of paper and mode of illustration cannot be con- 
sidered separately; the one is absolutely dependent upon the 
other. The paper should have strength sufficient to resist con- 
tinuous handling, a surface capable of enlivening the illustra- 
tions and clearly showing the fine detail, bulk which will af- 
ford ease in turning over the leaves yet not so substantial as 
to increase postal fees. Further, although not thick, it should 
be thoroughly opaque or the illustrations will show through. 
The illustrations themselves either control or are dependent 
upon the paper, if half-tones have been selected they neces- 
sitate an art or imitation art paper. This class of paper is 
weak and heavy. Considered from all aspects, whether pa- 
per, ultimate appearance, fidelity, cost and value in promoting 
Bales, the half-tone is inferior to the line zinc and woodcut. 
The latter is perhaps more costly, but for many goods it is 
the best method of illustrating. Fidelity to the originals is 
assured, and the woodcut gives infinitely better electros than 
either a line zinc or half-tone. Pictures are not required in 
@ stationer’s catalogue; true representation and clear detail 
only are required. Any special effect that is desired may be 
imparted by a capable wood engraver. Where the cost of 
woodcuts is an objection, line zincs of a good class may be 
selected, but they must be produced by an engraver of qual- 
ity, even if at a slightly higher rate than usual. 

The illustrations are all important in a catalogue; they 
have more selling force than a lot of reading matter, therefore 
a little extra expenditure should never be begrudged. 

Coming finally to the question of binding, the main objec- 
tion to an efficient clothing of the catalogue has hitherto been 
the cost. Of course many of the lesser houses think they can 
Not afford a high class catalogue. This is a mistaken notion, 
for the money spent on its production is a good and safe in- 
vestment, particularly if the house happens to possess the 
rquisite degree of business initiative. The great majority of 
Paper wrapped and board bound catalogues last no time and 
are replaced far more often than an efficiently bound one 
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would be. Thus in the end, an extra outlay on stronger bind- 
ing proves to be an economy. To detail the practical part of 
the business: The sections must be sewn on strong tapes 
(wiring and French sewing lead to speedy decay) and the 
tapes afterward inserted in split boards. The sides will of 
course be stiff but not too heavy. End sections should be 
lined with linen, to give additional strength at the points 
bearing the greatest strain. To the same end the paste-ups 
should be of strong white cartridge paper, cloth jointed. The 
back will of course be loose, or open. Choice of material is 
important, and by far the best wearing is linen buckram, 
which may be obtained in tasty art shades. For effective de- 
signs and colors it may be superseded by art cloths, but where 
durability is concerned, buckram undoubtedly is the best. 
Finally, never hole and cord a catalogue, whether bound in 
paper or boards, for it both ruins the opening of the book and 
curls all the leaves, in addition to which a hung book catches 
all the dust and browns in the sun. 


OFFERS PRIZES TO SCHOOL CHILDREN. 

Fred Dawson, of Albany, Ore., sought some means recently 
for drawing the attention of the school] children of his town 
to his store, and he found that a prize contest would serve 
him well. He offered more than $20 as prizes, and the ex- 
penditure was well warranted. Mr. Dawson believed that the 
average child was neglecting his penmanship and offered the 
prizes for the best showing in writing, mechanical drawing 
and art work. Each child was asked to write a letter of not 
more than 40 words to Mr. Dawson and many of the letters 
were displayed in the Dawson window. Fountain pens, draw- 
ing instruments and pennants were the prizes offered. Marked 
interest was displayed by the entire community in the contest. 


OKLAHOMA VARIETY STORE CHANGES HANDS. 
The “Post Office Book Store,” of Clinton, Okla., has been 
purchased by C. J. Fessler, who is continuing the same under 
the old name and along the established lines. A general line 

of variety goods, including novelties and toys, is carried. 
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Boyd’s Christmas I oyStockings 


Our Stockings Contain Better and Greater Assortment of 
Toys than Any Packed in This Country or Abroad. 


Order. 


MONTHLY GERMAN LETTER 


Nuremberg Toy Factories Not Fully Occupied at Present Time 
—Toy Exports in Holland—News Notes and 
New Goods Mentioned. 
HAMBURG, Germany, June 9. 
Special Correspondence. 

The fact that the industry here in general is not fully 
occupied cannot be denied. Some firms, possibly, may fare 
better, favored perhaps through particularly well finished 
samples, but a large majority uniformly record a dragging 
condition in the arrival of orders, which in most cases are 
small. One misses the great procession, because our most im- 
portant customer, the United States, is holding back. The 
tariff revision, which under the era of the new President, may 
be expected, is probably the main cause of this: 

Naturally the terminated Balkan war contributes its share, 
less directly than indirectly, to this unsatisfactory situation. 
The importance of the business with the Balkan must surely 
not be underestimated. Its absence, however, or better, its 
reduction, would not be of sufficient weight to cause the stag- 
nation. Indirectly the Balkan war has worked harm through 
the mobilization in Austria and Russia, as also through the 
fear of war which has crippled all Europe. The causes have 
been removed, and we hope for an early and lasting improve 
ment. 

To prophesy, of course, is a thankless task, but one thing I 
would like to foretell, viz., that the fall season will bring a 
portion of the orders which usually are given in the spring. 
The store houses are but sparsely filled, and as the termina- 
tion of the war may be expected to make the commercial! pulse 
beat faster again, many orders will undoubtedly follow. We 
therefore shall probably have the usual rush of the closing 
season, increased in a measure, and many an order which 
would have been so welcome in the early part of the year 
will remain unfilled for want of time. 

As regards the current run of the different articles in the 
toy trade, wood, felt, aluminum, and in part also celluloid arti- 
eles, all still remain in the upward move. Preference is given 
to games and toys, which presume the activity of the child. 
Building boxes of every kind. construction games, modeling 
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games, etc., are articles much in demand; also small power 
machines and railways, likewise, and dolls and lead soldiers. 
That the industry of the occupation games, however, can also 
get on erratic roads, is proved by the article ‘The soldier 
foundry for boys,” which unfortunately has already been on 
the market for some years. 

Under the device “Cast Your Soldiers Yourself,” metal 
forms are being sold by means.of which the children are di- 
rected to cast their soldiers in lead themselves. Irrespective 
of the fact that certainly more than 90 per cent of all the 
soldiers produced ‘in that way get into the hands of the chil- 
dren unpainted, and therefore disregard the views of the in- 
spection authority for the Imperial Health Department, the 
handling of liquid lead—with children and perhaps also with 
many adults—is positively a punishable frivolity. A single drop 
of water in the mold is quite sufficient to produce an explosion 
of the fluid metal. I need not further depict the consequences. 
A tilting of the mold pot or of the spoon can have in its se 
quence the most serious injuries. 

Every retail dealer, therefore, should bear in mind the 
dangerous consequences and the great responsibility, before 
he approves of that kind of doubtful toys. In this case the 
respective associations might render service by spreading in- 
formation among its membership, particularly so, as through 
the sale of the mold forms, their sales in lead soldiers are 
considerably reduced. I would still mention that, fortunately, 
the modeling of these figures leaves everything to be desired, 
and therefore displeases people of good taste. 

The lead soldier industry in general is by no means bedded 
on roses. One must not be surprised to find that, besides all 
this, the English product is being introduced in Germany. 
Thus I recently saw in Frankfort lead soldiers and felt ani- 
mals with the inscription “Made in England.” This should 
not occur, and would really not be necessary either, for in 
both these articles, Germany absolutely excels England. 
Toy Export to Holland. 

Practically all toys imported into Holland come from Ger- 
many. The toy manufacturer need not be shy in making 
known the birth place of their products. Almost on every 
piece we find the well known words, “Made in Germany.” 
The German toys enjoy a good reputation, as much in price as 
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Horses 


ST, LOUIS RATTAN COMPANY 


can now be procured from our big Massachusetts factory. Or- 
der the Whitney Line to insure prompt delivery of one piece or 
acar load. Try also the Pony Line of Rockers and Swings. 


Send for Catalog of Horses and Doll Cabs 


Resident Agent 
JOHN F. LYNN 
5900 Nina Place 

St. Louis, Mo. 


in quality. Especially are the Nuremberg toys in great de 
mand in Holland, for the simple reason that the Hollander 
finds great pleasure in giving his child a toy, but above all 
things is unwilling to dig deep into his purse in doing it. The 
better class of toys, as for instance Steiff and Maerklin prod- 
ucts, are met with in recent years, principally, however, only 
in the more prominent houses. 

In Amsterdam are several wholesalers who carry sample 
stocks of the best German factories, and some of them always 
have a good supply. The retailers from the Hague, Rotter- 
dam, and the province come here several times a year, and 
purchase what they need. The more modern dealers, how- 
ever, always attend the Easter messe in Leipzig and buy there 
direct from the manufacturers. It is plain that in this country 
this is the best way because they then can take along new 
things which are not found at once in every insignificant busi- 
hess house. 

The wholesalers naturally sell again to smaller whole 
salers, and the latter again call on the smaller stores. There 
are at the most three large retailers and the latter are com- 
pelled to buy from the smaller wholesalers, who, of course, 
cannot sell at the same price as the more important firms. 
One buys here at 30 days with two per cent discount, or three 
months’ time, but in either case the seller must make a draft 
on the customer to whom it is presented by the bank for ac- 
ceptance and subsequent payment. This is the only way in 
which accounts are settled here. 

Hollanders like a dignified demeanor, without fiatteries; 
the latter are weaknesses of the German traveling men. Also 
the marking of the samples in plain figures, that is, without 
hieroglyphics, is to be recommended. This inspires the 
buyer with more confidence. Delivery at the house 
is favored by the buyer for which purpose one only needs 
to add to the factory cost. Rarely purchases are made with 
option to cancel; the buyer prefers to order three times in 
succession, paying a little more and eventually waiting. The 
exporters generally buy a threefold sample collection with 
33 1-3 per cent discount, from which sometimes result very 
important orders from the Dutch colonies. 

In conclusion, the German toy industry can rejoice over the 
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fact that thus far no toy factories have yet been erected here 
for one cares naught for the “Made in Germany.” Hollanders 
have no patent rights on factory products, only packing or 
a firm label can be protected. 

General News Notes. 

The centenary celebration of the war of liberty and the 
government jubilee of the Emperor have produced this year 
in the German toy industry a trade competition as intensive 
as it is noble, in order to do justice to the increased need for 
festivity badges, flags and other decorative articles in a prac- 
tical manner. This shows itself not only in splendidly aristo- 
cratic and costly productions, but also in the manufacture for 
the use of the masses, which notwithstanding the offered 
cheapness gives evidence of elevation into the artistic. Thus 
the well known firm of Kuepper & Rudolph, in Cologne, has 
brought out and legally protected a series of jubilee articles 
which meet with general recognition and will be welcome in 
city and country, wherever patriotic hearts are beating. 
Among the pleasingly composed samples for flag and lantern 
decoration deserve special mention the pictures ‘Hail Hohen- 
zollern,’ “Germany’s Pride’ and “Hail! Guardian of the 
Peace.” 

The invention “Three Balls” consists of three or more or 
less balls strung together with elastic ropes. It can serve as 
an individual or party battle game, and is a children’s toy, 
an article for the millions, as well as an excellent sporting 
article. The “Three Balls” can be used for height and distance 
throwing in many different ways. It is, however, essential 
to observe the instruction that another ball must be caught by 
the player or players, and this in a previously determined or- 
der, which continuously changes. In order to enhance the 
attractiveness and value of the invention, the balls are covered 
with colored materials after the player has sufficiently prac- 
ticed with the naked balls. The color similarity of the covers 
can always be increased, and the order of catching the ball 
can always be made more complicated Thus the game never 
loses, but ever increases in its attractiveness. The following 
explanations will make it comprehensive: The “Three Balls” 
is an improvement and modernization of the old ball games. 
It forms and sharpens the sense of sight and strengthens it 
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at the same time in a systematic manner through the color 
distinction. The presence of mind. is increased by it. 

Under the firm name of “Exporter Kinderwagenfabrik A. K. 
Wiese,” Tiergarten str., 1, Erfurt, A. K. Weise has founded a 
new enterprise. The principal products are folding sport 
wagons, hand wagons, heavy and light wood wagons, wheel 
chairs of the cheapest and finest finish, and also doll wagons 
and children’s chairs and furniture. 

The Ledig Company, Ltd., of Berlin has been incorporated 
to manufacture and sell children’s carriages as also to trans- 
act business in other, directly or indirectly kindred articles. 
The capital is 20,000 marks. 

Group 10 of the exposition in Munich in August, will com- 
prise a special exhibition of fireworks and Christmas tree 
adornments. A large number of firms have already notified the 
management of their desire to participate. 


ONONDAGA COMPANY WILL ENLARGE FACTORY. 

The Onondaga Wigwam Company, of Syracuse, N. Y., has 
bought a piece of vacant property with a frontage of 59.7 feet 
on East Willow street, by 100 feet deep, which will be used 
by the purchasers at once as a site for a fivestory business 
block. The lot, building and equipment represents an invest- 
ment of between $45,000 and $50,000. The new building will 
give the Onondaga Indian Wigwam Company about 45,000 
square feet of floor space in addition to the present factory, 
which will be retained. The two buildings will be connected 
with a bridge at the second floor. The company moved to its 
present quarters in 1910, leasing the second and third floors. 
Another story was added for the accommodation of the 
company last fall. Still more space is required and the com- 
pany decided to acquire the lot adjoining the rented quarters 
and erect a building. 

The company employes 110 persons at the present time and 
it was predicted recently that this number of operaters will 
be increased to 400 during the next year. Louis Will is presi- 
dent, Anthony Will, vice president; James V. Sanders, secre- 
tary and Orville H. Greene treasurer and manager. Mr. 
Greene said recently that it was proposed to break ground for 
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the building early next month and have it ready to occupy 
early in the fall. A certificate showing that the company had 
increased its capital stock from $25,000 to $100,000 has been 
filed. The stockholders are the above named officers of the 
company. 
WILLIAM FULD BRINGS OUT NEW NOVELTY. 

William Fuld, the well Known manufacturer and inventor of 
patent games and home amusements, at 1226 to 1228 North 
Central avenue, Baltimore, Md., has brought out another nov- 
elty which is meeting with a hearty reception at the hands of 
toy buyers throughout the country. This novelty is “Viair,” 
which adds new pleasure to the sport of kite flying. It con- 
sists of a simple and substantial attachment for releasing 
parachutes, newspapers, toy balloons, paper novelties, or 
anything else which can be carried on a kite cord. The de 
vice consists of a revolving propellor and releasing pin. When 
a parachute is placed on a kite string it is carried upward 
until it is liberated by the revolving propellor. Then it will 
float away a great distance, depending on the height from 
which it started and the force of the wind. Kite flying is 
as old as the hills, and it increases greatly in popularity. 
Viair adds to it new possibilities. The Fuld “Parlor Return 
Pool Tables,” and the “Ouija” boards made by Mr. Fuld are 
growing in popularity monthly. Orders on the entire line are 
unusually large for the present season and preparations are 
being made to enlarge the factory facilities to care for the 
increased demand. William Fuld, Jr., is now general man- 
ager and superintendent at the factory. 


“TOYLAND” OF BUFFALO INCORPORATED. 
Toyland, Inc., of Buffalo, N. Y., has been incorporated with 
a capital stock of $25,000, for the manufacture and sale of 
toys and novelties. The. incorporators are E. C. Ince, J. P. 
Christensen and C. T. Horton, all of Buffalo. 


LANDGRAF TAKES OVER THE KNOLLE STOCK. 
L. Landgraf, a merchant in Brenham, Tex., has taken over 
the stock of the Knolle Book and Stationery Company, in the 
same city, and removed it to his own store. 
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TOYS AS BUSINESS BOOSTERS 
How Merchants Are Using Playthings as Premiums—Getting a 
Mailing List by Giving Lapel Buttons—Other 
Goods Which Bring Good Will. 

The use of premiums, gifts and souvenirs as advertising 
media is becoming steadily more general. Bankers, lawyers, 
lumber dealers, grocers and everyone else who has something 
to sell whether it be services or goods, finds at some time or 
other that the little premium brings him business which no 
other medium could bring. And the toy man finds in his stock 
hundreds of articles which the premium giver picks out as 
live items to win friends for his business. The toy man sells 
rubber balloons, the premium giver uses them. The toy man 
sells dolls, the premium giver finds them most attractive trade 
pullers. The toy man sells school boxes and pencils, article 
which have long been popular as premiums. The toy man sells 
kites, an item which as a premium has a powerful appeal for 
the boy. The toy man sells juvenile sporting goods, a line 
which, in its various supplies, has a strong appeal for both 
boys and girls in every season of the year. 

It ought to be a significant fact to the toy man that articles 
which win the hearts of the little folks are selected by pre- 
mium men as especially attractive trade spice for gingerng 
up the demand for every other line. That the purse of the 
parent can be opened by a lever inserted through the desires 
of the child is a truth well known to merchants today. It is 
a fact which behooves the toy man, whether he be a depart- 
ment manager, the proprietor of a large exclusive toy store, 
or the owner of a small corner store, to note the special appeal 
of his line in every month of the year. While some merchants 
have their stock of toys buried in a sky-floor stock room to 
await the return of another fall season, premium men are 
looking for articles exactly like those which have been stored 
away. The one finds toys quick business producers. The 
other would find them the same if he would give them an op- 
portuity to prove their worth. 

The live toy man can make good use at various times dur- 
ing the year of a really up-to-date mailing list of boys and 
girls, and the problem of obtaining the list is sometimes not 
easily solved. A merchant in Streator, Ill, Charles H. Wil: 


pau eee’) 


liams, obtained such a list when he opened his new store 


recently, by the “premium route.” The Williams store be- 
lieves in making friends of the boys and girls of Streator. “Get 
the boys coming to your store and you have cinched the trade 
for the coming generation,” says Mr. Williams, “besides, the 
boys and girls are good customers for the articles which they 
require themselves.” When the new store was opened, Mr. 
Williams invited the boys and girls of the community to climb 
the five flights of stairs to the roof. Every child who made 
the ascent was presented with a little celluloid lapel pin, 
bearing in large letters the words, “Tip Top Club,” the name 
and picture of the new store, and the picture of a boy and 
girl. Practically every child in town took advantage of the 
opportunity. As a matter of fact there were so many ambitious 
children that the management was forced to withdraw the 
offer. The names, addresses and ages of each child were taken 
for the purpose of compiling a revised mailing list. These but- 
tons are a continuous advertisement for the store. But what 
is better, the children themselves are a steady boosting ele 
ment. 

‘he Freihofer Baking Company, of Philadelphia, Pa., be- 
lieves in letting the boys and girls work for it, and obtains 
most. efficient work by premium offers. Several hundred boys 
are now engaged in a bread label collecting contest which is 
being conducted by the Freihofer Baking Company, wholesale 
bread bakers of that city. This plan has proven to be one of 
the biggest sales building propositions that has been directed 
toward the young people in the Quaker City in several years. 
The prize list consists of base ball paraphernalia for a com- 
plete base ball club. The idea is to get the members of base 
ball clubs at work among their friends and neighbors to col- 
lect enough of the labels from Freihofer’s bread to head the 
list throughout the city. There are three major prizes, con 
sisting of practically everything that a base ball club could 
possibly want, including a $250 purse for the rent of ground, 
printed tickets, base ball suits, masks, base balls, caps, bases, 
etc. Another offer is also being featured by the Freihofer peo- 
Ple whereby a boy may secure his own hase ball outfit, includ- 
ing base ball suit, fielder’s glove, bat, ball, catcher’s mask and 
mitt, by collecting 2,500 labels from Freihofer’s bread. The 
individual items in this outfit may also be secured at a prige 
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orders than we could fill. 


stated in a schedule printed in all of the Freihofer newspaper 
advertising. 

A clothier in Columbus, Ga., Ed Cohn, recently wanted to 
ginger up the sales of his children’s clothing department. He 
turned to premiums, and selected the latest model of one of 
the oldest and simplest playthings known. He gave away a 
“Never Stop Humming Top” with every suit of children’s 
clothing bought during the sale. He was enthusiastic over the 
success of the sale, and he wrote of it as follows: ‘They sim- 
ply set the little fellows wild. When I received the tops I 
emptied one of my large show windows, made a display of 
boys’ and children’s clothing in each end, and put a boy in 
the window with these tops. Had different stands arranged 
with plates, cups, a number of articles, on which to demon- 
strate how long the tops would spin. This voung fellow would 
start them spinning and then sit down in the middle of the win- 
dow and spin as many as two or three dozen tops, besides 
those on the pedestals. It was a novel sight, attracting a great 
deal of attention, and kept a very large crowd around the 
window for hours. 

“It has increased sales in my children’s department. We 
gave these tops away with every chila’s suit and occasionally 
to good customers who did not buy at the time. We had great 
demand for the tops. Parties wanted to buy them and in a 
number of instances I was forced to sell quite a number of 
them at 10 cents each.’ These tops, which by the way, were 
made by the Gibbs Manufacturing Company, Canton, Ohio, 
are made in several styles, one of the most recent of which 
is called the Dixie Dancing Top. This one spins upon a spiral 
spring and performs all kinds of funny antics until it loses 
its momentum. While they are an excellent item for trade 
pulling inducements, they may be purchased in quantities at 
a price that permits their use for souvenir purposes, espe- 
cially where the distribution is made on an invitation basis. 

The Huddleston-Cooper Company, of Fifth avenue and 
Church street, Nashville, Tenn., recently went into the realm 
of the toy dealer with an offer of a juvenile base ball bat and 
glove free with purchases in the boys’ department amounting 
to $6 or more. The offer proved a most popular business boost- 
er for this Dixie store. 

A California store, the Adler Company, of San Jose, recently 
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offered a pair of roller skates with every boys’ knee pants 
suil purchased at its store. This company also believes in pre- 
miums to the extent of giving trading stamps redeemable in 
the merchandise of one of the large premium houses of the 
country. The offer of roller skates brought a remarkable 
bunch of boys to the Adler store at 135 South First street. 

The “Hugme Kiddies,” or “Dolls with the baby stare,” 
recently did yeoman service as premium business ginger for 
the Reiner Company, druggists, in Frovidence, R. 1. These 
dolls, which were offered in eight different styles, were given 
as a special premium with all purchases amounting to 75 cents 
or more. The success of this sale proved that premiums 
which appeal to the little girl pull as powerfully as those es- 
pecially suitable for boys. 

Another bakery, the “Banner,” of Cincinnati, Ohio, made 
good use not long ago of a toy premium with appeal for both 
boys and girls, yes, and for the old folks, as well. This com- 
pany offered a set of dominoes in exchange for only two labels 
from one of its special brands of bread. This offer was made 
for a single day, and the demand for the bread was so great 
that it could not be supplied. Accordingly the offer was made 
again the following week. 

Despite the fact that marbles have been bought and ‘“‘plant- 
ed” by boys since the year one, and that many an “old boy” 
has large bags of them stored away in the attic, an Hmpire 
State merchant made good use of marbles as premiums during 
the past spring months. He desired to pull off a special sale in 
the children’s department, and so he offered a bag of fancy 
assorted marbles to every child who called at his store on a 
certain day, accompanied by an adult. The distribution was 
limited to the hours from 7:30 to 9 o’clock in the morning, 
and from 4:30 to 6 o’clock in the evening. In this way the 
real shopping day was lengthened appreciably, and the rush of 
children was so directed that it did not interfere with the reg- 
ular business of the other departments. It was estimated that 
practically every boy in Olean, N. Y., took advantage of this 
offer to increase his supply of marbles. The “sport” of playing 
marbles was given such an impetus that the toy sellers ex- 
perienced a greater demand for fine marbles than they had 
met in many years. 

Toy rubber balloons hold a place in the hearts of children 
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which grows larger with each succeeding year. The peren- 
nial visit of the circus and the carnival impresses this fact 
upon the mind of the toy man, because none of the wares of 
the itinerant vendor sell more like the proverbial hot cakes 
than do toy balloons. Toy men had made good use of this 
appeal at special events, and the streams of children leaving 
the store holding high their inflated playthings have attested 
the popularity of balloons as playthings. The Lundgren Drug 
Store, of Menomonee, Mich., recently opened a new rubber 
goods department. The management sought some means of 
drawing the attention of the entire community to the opening 
and offered inflated rubber balloons as souvenirs to the chil- 
dren who went to the store accompanied by their parents. 
The balloons do not provide that lasting advertisement which 
- some other toy premiums givé, but there is no denying the 
fact that no other premiums present an appeal so powerful. 

Children’s vehicles generally range in price so high that they 
are too expensive for use as premiums, but the Herman 
Manns Company, of Marseilles, Ill., recently used “Go-Cycles” 
to draw the boys’ trade to their store in a most satisfactory 
manner. One of these two-wheel vehicles was given to the 
purchaser of every boys’ suit. The sale was so successful that 
a “Go-Cycle” craze was practically started in Marseilles. 

A Sioux City, Iowa, baker recently introduced a new brand 
of bread, selling at ten cents a loaf, and he accomplished his 
object largely through the medium of a premium which he 
offered to appeal to the children. The offer was limited to 
three days, the time during which it was hoped to introduce 
the bread throughout the city thoroughly. A small kite was 
offered with each loaf of bread. Inside of the three days 
ninety-nine out of every hundred boys and girls in the city 
were flying one of the baker's kites. 


NEW MAIL ORDER HOUSE INCORPORATED. 

The Charles Williams Stores, of Brooklyn, N. Y. has been 
incorporated with a capital stock of $1,000,000, for the trans- 
action of a general mail order business. The company has 
leased a large ten-story building at 59 John street, in that 
city. According to the statement of B. J. Beardsley, the vice 
president and general manager of the company, the concern 


is backed by a small group of New York merchants. Mr 


Beardsley was formerly connected with large Chicago mail 
order houses and is supplying the practical knowledge in the 
direction of the company’s affairs. The importance of the 
catalogue in the distribution of merchandise by this house 
can be judged by the fact that a contract has been let for the 
installation of a $100,000 printing plant, and it was hoped to 
issue the first catalogue some time in July. This book, which 
will be issued in colors, will contain between 800 and 1,000 
pages, and will portray and describe practically every article 
known in the realm of modern merchandising. 


THE PAST YEAR WITH GERMAN MANUFACTURERS. 

The actual status of conditions in the German toy industry 
in 1912 have been well summed up by the American consul 
general in Berlin, who says that during the first part of the 
year conditions were far from satisfactory. Later, however, 
the trade greatly improved, so that on the whole the situation 
for the year was more favorable than during the previous year 
both as to continental and foreign consumption. The exports 
in 1912 amounted to 52,400 metric tons, which was a new 
record for German toy exports. Of the total shipments 18,308 
metric tons went to the United States and 13,890 metric tons 
to the United Kingdom. These two countries import more 
than 60 per cent of the German toy exports and about 50 
per cent of the production. 


TARIFF PROSPECT AND THE IMPORTERS. 
Henry F. Samstag, of Samstag & Hilder Brothers, import- 
ers and wholesalers of toys and fancy goods, asserts that the 
prospect of tariff revision will not affect the importers to any 
considerable degree. “There is hesitancy on the part of our 
customers, however,” said Mr. Samstag, “but we must have 
merchandise and so must the retailers. There are certain 
articles that will be affected, such as cutlery and those made 
of celluloid, wool and cotton, but we are going on as though 
nothing were going to happen. If the new rates could become 
operative in July and not be allowed to drag along until Aug- 
ust or September, to spoil our season, our customers’ hesitan- 

cy would cease, and the trade would be better satisfied.” 
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The Best, Easiest to Operate, and Longest Running Toys 
Ever Produced at Home or Abroad, Barring None 


NO SPRINGS OR CLOCK WORK TO GET OUT OF ORDER 
SEVERAL CLASSY NEW NUMBERS NOW READY 


Get Your Orders in Early so as to Insure Delivery 


The Schieble Toy & Novelty Company 


DAYTON, OHIO 


ACTIVITIES OF THE TRADE 


New Stores Open Doors for Business and Old Eetablished 
Houses Change Hands—Some Merchants Remove 
to Larger Quarters. 

The store of Gray & Richey, dealing in books, stationery, 
toys and novelties in St. John, N. B., was destroyed recently 
by fire. The loss was covered by insurance. 

George H. Popham is continuing the business of Frothing- 
ham & Popham, in Ottawa, Ont., Canada, the old partnership 
having been dissolved and Mr. Frothingham having withdrawn 
from the business. | 

The Edmiston Art Shop, of Pomona, Calif., dealing in sta 
tionery, toys and novelties, has been purchased by W. C. 
Davidson, proprietor of the Davidson Stationery & Art Shop 
in the same city. 

R. H. Hochaus has opened a new store dealing in toys, 
novelties and stationery in Alina, Kansas. The business is 
being conducted under his own name. 

Ralph L. Spafford is continuing the business formerly con- 
ducted by H. C. Wagner in Bloomington, Ill., Mr. Wagner hav- 
‘ing’ retired from active business. Mr. Spafford was formerly 
employed by Mr. Wagner. 

Cannon’s Stationery Store, 2112 Main street, Niagara Falls, 
N. Y., has opened for business, carrying a full line of station- 
ery, school supplies and toys and novelties. 

W. J. Young, of Freeport, Ill., has removed his store to 
larger and better situated quarters at 48 Chicago street. The 
growing business has made larger quarters necessary for 
some time. 

Julius Smith, who has conducted a stationery and novelty 
store at Miami, Fla., for the past fourteen years, is preparing 
to retire from active business. The stock is exceptionally 
complete. The business will be continued by a stock company. 

William Hughes has succeeded to the business of Hughes 
& Lee, in Woodland, Calif., Mr. Lee retiring. The business 
will be continued under the name of William Hughes & 
Company. 

The S. H. Kress Company has leased a store property on 
the corner of 16th and Stout streets, Denver, Colo., where they 


will have a frontage of 100 feet, with 75 feet on 16th street. 
The rental, it is said, will be on the basis of $1,900 a month. 

Many merchants in Buffalo, N. Y. were seriously affected 
by a strike of some 5,000 clerks in the stores. The workers 
quit over a demand for a readjustment of wages, hours and 
services. The clerks demand an $8 a week minimum wage 
and an eight hour day. 

F. W. Woolworth Company have opened a new store in 
Marysville, Calif., under the management of C. F. Ludwigsen. 

The F. W. Woolworth Company has signed an eleven year 
lease on a two-story building for a new store in New Orleans, 
Louisiana. 

S. S. Kresge Company has taken a lease on a store at 432 
Main street, Racine, Wis., and will establish a store there 
during the summer months. 

The F. W. Woolworth Company has opened a new store 
in Watertown, N. Y., with Clarence J. Patrick in charge. Mr. 
Patrick was formerly assistant manager of the Woolworth 
store in Troy, N. Y. 

C. A. Griffith has succeeded to the business of C. M 
Sherman, dealing in stationery and novelties in Bellingham, 
Wash. Mr. Griffith will continue the business under his own 
name. 

J. F. Murphy has bought the Hopkins Store in Michigan 
City, Ind., which he will continue under his own name. 

William Jermy, dealing in books, stationery, toys and nov- 
elties in Zanesville, Ohio, suffered such a severe loss in the 
recent floods that he has decided not to resume business at 
the present time. 

Frank Nyee has opened a stationery, toy and souvenir store 
at Delaware Water Gap, Pa., where he is catering to the 
tourist and resort trade. 

The White & Ankeney Company’s store on North Center 
street, Cumberland, Md., has been much improved during the 
past month. Two modern display windows have been installed 
along with a copper framed store-front. A white tile entrance 
has been laid, bearing the name of the firm in colored 
lettering. The entire appearance of the establishment has 
been much improved by the changes. 

BE. G. Ankrom has taken a lease on the Lowther building, in 
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New Martinsville, W. Va., and will shortly open a new sta- 
tionery and toy store therein, 

C. S. Pollock has opened a new stationery: novelty and toy 
store on West Chapman avenue, Orange, Calif., which he is 
conducting under his own name. 

Representatives of the firm of Friedman Brothers Company, 
importers and jobbers handling toys in Cleveland, Ohio, were 
in New York City early in June picking up late novelties for 
the fall and winter trade. This firm, which is newly organized, 
is atarting out in a most encouraging way. 

The Dalton-Tumulty Company, of Jersey City, N. J., has been 
incoprorated with a capital stock of $20,000, for the manufac- 
ture and sale of paper novelties. The incorporators include 
William Dalton, Philip Tumulty and Thomas F. Tumulty. 

The St. Louis Crayon Company, of St. Louis, Mo., has 
been incorporated with a capital stock of $5,000 for the manu- 
facture and sale of crayons. 

A. G. Hockett, formerly of Blackfoot, Idaho, has bought the 
interest of N. F. Schwenck, in the Salt Lake Book Shop. Sta- 
tionery, novelties and toys are carried in stock. 

The Merribold Shop in Medford, Oregon, has been purchased 
by the Morey-Scollard-Gilman Company, stationers in Seattle, 
Wash., who will continue the same. 

Clarence Megill has opened a new stationery, novelty and 
toy store in Spring Lake, N. J., under his own name. 

Edward E. Manarra has succeeded to the stationery, toy and 
novelty business of Wilton & Manarra, in Bay City, Mich., 
Mr. Wilton having retired from the firm. 

C. M. Duren & Company, formerly doing business in Salem, 
Mass., have discontinued business, according to report. 

Everybody’s Book Shop Company, of Dayton, Ohio, has been 
incorporated with a capital stock of $15,000, for the transaction 
of a retail business as suggested in the name. The incorpo- 
rators are Francis W. Gruen, Edward Rott and W. S. Gunckel. 

J. H. Neatby and P. J. Shanstrom have jointly opened the 
Society Stationery Shop at 114 Columbia street, Seattle, 
Wash., where they are conducting a general business in sta- 
tionery and novelties. 

Wilhelm Meissner, of Leipzig, Germany, is making a tour 
of the United States. Mr. Meissner is one of the largest Euro- 


Light in weight, beautifully animated styles, fine finish and great strength. 
The jointed construction of the Horsemobile gives to it a lifelike appearance 
when driven, as the head turns in response to the pull on the rein in guiding. 
180 Horsemobiles were sold in one small city last year 
Send 35 cents for a fine Stick Horsemobile and sample of our unbreakable wood, postpaid 
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a Real Live Pony”’ 
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FIGURED 

VEHICLES 


DUBUQUE, IOWA | 


pean producers of post cards and novelties. 

The importance of New York as a market Is indicated by 
the distance buyers travel to inspect the lines displayed 
there. A recent visiting buyer was Thomas E. Wall, of Wall, 
Nichols & Company, of Honolulu, Hawaii. 

The Weidener Company, of Akron, Ohio, has been incorpo- 
rated with a capital stock of $10,000 to deal in novelties. The 
incorporators are C. W. Weildener, Ralph C. Thomas, G. V. 
Jeffries, A. Matthes and S. W. Lutz. 

The stationery, novelty and toy store conducted by Mrs. 
Ida Lee, at 80 Main street, Milford, Mass., was damaged to 
the extent of about $500 by fire recently. 

Edward H. Bates has opened a new stationery and notion 
store in the Granniss Auditorium building, Gerryville, Conn., 
which he is conducting under his own name. 

The stationery, novelty and toy store conducted in St. John, 
Kansas, by J. N. Little, has been sold to C. W. Aderhold, who 
is continuing the same under his own name. 

J. Kieley, of the Smith-Murray Company, Bridgeport, Conn., 
was in the New York market recently purchasing toys for the 
fall and holiday season. 

Among the late toy buyers in the New York market was W. 
O. Day, who was buying for Miller & Rhoades, of Richmond, 
Virginia. 

A petition in bankruptcy has been filed against Morris 
Meyer, trading as Adam Levinson, dealer in novelties, Christ- 
mas and Easter cards at 24 Park place, New York City. The 
liabilities are scheduled at $8,500 and the assets at $1,600. 


NEW ONONDAGA INDIAN WIGWAM CATALOGUE OUT. 

The 1913 cataiogue of the Onondaga Indian Wigwam Com- 
pany, Inc., of Syracuse, N. Y., is being distributed among the 
trade. It shows the complete Onondaga line as enlarged for 
the present year, including Indian wigwams, Indian made 
playthings, and a wide variety of playsuits for both boys and 
girls. The company’s unique wigwams are described in detail, 
and both these and the entire line of playsuits are shown in 
fine half-tone illustrations on “living models.” The booklet 
should be in the hands of every toy man. 
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MAKING TOYS IN THURINGIA’S MOUNTAINS. 

A typical) and long-established Thuringian industry, of which 
the work in many branches is still performed in the homes 
of the workers, is the manufacture of dolls, toys and holiday 
goods, writes Consul Ralph C. Busser. The development of 
the doll industry began about 1850 and its principal center in 
this district is Waltershausen. The chief raw material in the 
manufacture of toys was originally wood, which was cheaply 
supplied from the extensive forests of this region; but papier 
mache has now largely taken the place of wood. A remarkable 
feature of the Thuringian toy industry, and one which so 
largely operates to keep it in the same localities and in the 
hands of home workers, is the almost unlimited diversity of its 
output, as a well-equipped sample room would contain 15,000 
to 20,000 different articles. Such variety of production is 
impossible with machinery. The great diversification of man- 
ufacture and the demand each season for many novelties call 
for the exercise of so much originality, art, individual taste, 
and skill of hand that there is at present no prospect that 
machinery and large-scale factory production will supplant 
entirely the work still so extensively done in the homes. 

Other typical products of this district in the same category 
with toys, are figures, caricatures, birds, and animals of wood, 
paper, felt, fur, cloth, etc., toy watches, and other holiday 
goods, including articles for filling with confectionery, per- 
fumery and similar small gifts. For these articles the princi- 
pal seasons are Christmas and Easter. For the American mar- 
ket are also novelties for the Halloween season. 

In the part time and industrial schools of the principal toy 
making localities special instruction is given in such courses 
as free-hand drawing, wood carving, turning, cabinet making, 
painting, modeling, still life and plastic anatomy. This special 
school training available to the young workers in the industry 
typical of a particular locality has certainly exercised a whole- 
some and far-reaching influence upon individual taste, origin- 
ality and artistic skill which so largely contribute to the main- 
tenance upon its native heath of an industry whose products 
are shipped in enormous quantities all over the world. 

According to official statements, 69 per cent of the products 
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of the German fee faduetis are exported, the United States 
being the heaviest buyer since 1905. The declared exports of 
toys from this district to the United States fell off in 1912 
about $38,000 from the total for 1911. 


GERMAN TOY ASSOCIATION HAS BIG PROGRAM. 

The following announcement by the German “Toy Dealers’ 
League” will be of interest to American toy manufacturers 
and dealers: 

“The Toy Dealers’ League, through the union of the leading 
business houses in the toy trade, offers its members an oppor- 
tunity to jointly represent the similar interests, to elucidate 
all the questions affecting the toy industry at the Leipzig 
messe, and to some to a mutual understanding. The League’s 
purpose, further, is through its Leipzig sample exhibitions 
and through joint contracts and purchases, to secure for its 
members advantages in the purchase and to bring out special 
trade-marks for its members through the creation of its own 
samples. Further particulars will be given at the business 
office of the League, 27 Blumenthal street, Cologne, where the 
by-laws can be obtained. Applications for membership should 
be addressed there. 


HATTIESBURG STORE WILL HANDLE TOYS. 

The Hattiesburg Harness & Leather Goods Company, of 
Hattiesburg, Miss., writes that a complete line of toys will 
be added to its stock for the coming fall and winter trade. 
This house, which is managed by W. P. Smith, has added 
several new lines in the past few months, including sporting 
goods, and has made good with each of them. Catalogues and 
price lists of toy manufacturers and jobbers are requested. 


R. FLEISCHER & COMPANY IS INCORPORATED. 

R. Fleischer & Company, of New York City, has been in- 
corporated under the laws of New York State, to manufacture 
and sell toys and novelties. The capital stock is placed at 
$2,000. The incorporators are Rudolph Fleischer, of Flushing, 
L. I.; Joseph Nemeth, 433 East 72d street, and John Bresto- 
bansky, of 207 East 76th street, New York. 
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! The BEETLE walks, stops, buzzes, flaps its wings and feels 


: around with its tentacles, turns and moves on. 


TOYS WHICH DEVELOP THE BOY’S MIND. 

In putting “The American Model Builder’ on the market 
The American Mechanical Toy Company, of Dayton, Ohio, 
gives the boy a chance to prove the saying of Pope, that ‘‘To 
strengthen the mind is to exercise, not rest.” Any boy enjoys 
working if the task can only be made to resemble play, he 
enjoys learning when he is not driven to it. The modern 
constructional toy leads the boy to learn, tempts him to it, 
and permeates him with a desire to emulate the men who are 
doing the larger things in the world of mechanics. The Ameri- 
can Model Builder was 
designed to teach the 
youth the first steps in 
practical mechanics. 


In designing the parts 
of these constructional 
sets, special attention 
has been given to their 
accuracy so that they 
will properly fit into the 
models described. With 
them, also, any boy or 
girl can, with little dif- 
ficulty, make original 
models of their own 
creation. The parts in 
all of the outfits are 
made of brass and steel 
heavily nickel plated to 
prevent tarnishing. 
They are interchange- 
able and are practically 
indestructible. All such 
parts as pulleys, flanged 
and grooved’ wheels, 
gears, opinions, bush 
wheels and eccentric drive wheels are made with a brass 
collar and set screw so as to provide a positive fastening 
when used in any of the working models. The substantial 
construction and mechanical perfection of these sets make 
the models actually working toys, which can be manipulated 


Che 
AMERICAN 
MODEL 


With Originality 
Pull the CHINAMAN’S plait and 


see him run. 


Or wind up the DUTCH DANC- 
ING COUPLE to see a real Dutch | 


dance. 


Let us send you descriptive pam- || 
phlet with wholesale prices. af 


Orders for the Xmas trade must | 
be in by latest, August 15th. We | 
import direct and save you money, | 
if you ‘ 

ORDER NOW ; 


FRIEDR. W. LUTZ & CO. 


Box 583, Richmond, Va. 
211 North Fifth St. 


as positively as can the actual mechanical wonders of the 
world at large. These outfits contain all of the main mechan- 
ical parts of up-to-date machinery, thus providing really worth 
while educational features to train the mind of the youngster 
while'he plays. The boy 
can build a working 
model of a_ traveling 
crane, swinging bridge, 
wind mill, cable span, 
rotary jib crane, ware- 
house elevator, Eiffel 
tower, extension fire 
ladder, aeroplane, aerial 
swing, tower bridge, 
Ferris wheel or count- 
less others. Each model 
is illustrated and _ its 
construction described 
in the complete manual 
furoished with every 
set. . 
The American Model 
Builder is made in sev- 
en progressive outfits, 
each outfit being com- 
plete in itself. Six con- 
necting outfits are also 
made, thus’ enabling 
the purchaser to con- 
vert any outfit into the 
one of the next higher 
number as the child's 
knowledge increases, 
enabling him to bulld the more complete models without un- 
necessary expenditure. The same care has been taken in 
packing these outfits as has been taken in their design and 
manufacture. The boxes are both rigid and attractive and 
contain separate compartments for each group of parts. The 
boxes for sets numbered from one to five are of heavy straw- 
board, reinforced. The cabinets for numbers six and seven are 
of wood, beautifully finished. 
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NEWS NOTES FROM PHILADELPHIA TRADE. 
PHILADELPHIA, Pa., June 24. 


Special Correspondence. 

Thomas F. Seward and George W. Roehl, sales managers of 
the George E. Mously Company, No. 515-517 Market street, 
sailed from London the first of April on their return trip to 
‘Philadelphia after an extensive tour of Europe in interest of 
the company. Previous to their sailing they attended the 
Leipsic Fair. 

Henry Schwarz, of the G. A. Schwarz Company, 1006 Chest- 
nut, street, has returned after making a tour of Europe. He 
purchased a full line of toys and novelties for the fall trade. 
The Easter season was an exceptionally good one for the firm 
with a corresponding demand for the sporting goods and 
spring novelties. The new “Kewpie” doll has been a live 
seller with the Philadelphia trade. The demand for the doll 
has been so great that the factory cannot supply the retailer 
fast enough, owing to the big rush of orders they are continual- 
ly receiving and for this reason many orders are held on file 
waiting to be filled from the new shipments. The ‘Mind 
Builder’ blocks has taken well with those interested in 
Kindergarten games. The “Bug House’ puzzle, the latest 
novelty in this line, has created a sensation with the public. 
It is interesting and difficult of solution. Many have requested 
to be shown the secret of its solution after unsuccessful 
attempts at solving it for themselves. 

The John A. Bradley Company, 613 Market street, have 
leased the new warehouse at 523 Commerce street. The in- 
creasing business of the company with out-of-town- stores 
has necessitated the addition of more space to accommodate 
the large stock which the firm will carry in the future. During 
the months of April, May, June and July the new quarters 
will be used as a display room for the large line of toys, 
novelties and fireworks which they will show. Many new 
spring specialties are to be found as an additional attraction 
as well as a full supply of sporting goods. 

“The Dutch Shop” has removed from their former location, 
1113 Chestnut street, to larger and new quarters at 139 South 
Thirteenth street. The firm are direct importers of an ex- 
clusive line of Dutch novelties, hand-painted Dutch cards for 
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all occasions and a line of Dutch dolls. A fine assortment of 
dinner favors are designed and manufactured at the factory 
of the firm in the new quarters in Thirteenth street. 

The American Novelty Company will discontinue the opera- 
tion of its plant at 107 Arch street. Charles Spooner, proprie 
tor of the concern will be forced to retire from business 
because of ill health. 

A large assortment of paper dinner favors, celluloid novel- 
ties, fancy boxes and paper decorations has just been received 
from Burope by the S. Thanhauser Importing Company, 19 
North Fourth street. Many dainty new designs are to be 
found in the largest and most complete display of these lines 
that has ever been shown by the company. 

Harbach & Company are closing out the stock of the store 
at No. 809 Filbert street. The stock of motion picture ma- 
chines, stereopticon machines, magic lanterns, slides, and all 
accessories and supplies connected with the business are 
being sold at a great reduction in price. Since the death of 
Theodore Harbach last year the business has been conducted 
by his widow. 

With the big increase in the business of the Rudolph 
Brothers, 19 North Fifth street, has come a demand for more 
space. The company has recently leased the commodious 
first floor space at 13 and 15 North Fifth street, where will be 
displayed the line of poodles, Teddy bears, pennants, adver- 
tising novelties and carnival specialties manufactured by the 
firm. The present quarters occupied by the firm will be used 
as a factory and show room for the manufacture of these 
goods and display room for the line of imported and domestic 
novelties for carnival and summer resorts. 


TOY PISTOLS “IN BAD” IN DAYTON. 


The police of Dayton were asked some time ago to look into 
the enforcement of the ordinances of that city relative to the 
sale and display of toy pistols, revolvers and similar articles. 
The law even hits the sale to boys of cap pistols, the same 
law which governs the sale of firearms including a clause 
which makes it a misdemeanor to sell a cap pistol to a 
youngster. 
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THE MODERN TENDENCY IN TOY MAKING. 

It is an exceedingly practical world into which children are 
brought now-a-days. Science teaches the parent how to de 
velop strong bodies and healthy intellects long before their 
children are out of rompers. Science has shown that play is 
beneficial to the child in other ways than by reason of the 
fact that it keeps him out of mischief. Play is, in fact, the 
child’s first school, the first apprenticeship. It is through play 
that the child first really learns to do things. And so toy 
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damental principles of mechanical engineering—beams, bolts, 
wheels, axles, pulleys, gears, etc. All of this material is made 
to gauge and is interchangeable. The range of models which 
can be made with Structo is practically unlimited, running 
from a simple folding camp stool to a complete working 
model of a bascule-bridge, known as the Scherzer rolling lift 
bridge with complete power mechanism. The child can build 
wagons, cars, derricks, cranes, mills, mechanical conveyors or 
morris chairs which “work” with the same principles and pre- 


MODEL OF 


manufacturers are going the scientific pedagogues one better. 
They are making toys with the avowed double purpose of 
teaching the child important mechanical principles, and of 
amusing the child while he learns. i 

The latest arrival in the realm of mechanical or construc- 
tional toys is “Structo,” which makes mechanical engineering 
possible for boys. ‘“Structo,” which is manufactured by the 
Structo Manufacturing Company, of Freeport, IIl., is an ingeni- 
ous material which gives the boy the foundation for a practical 
engineering education while at play, embodying all of the fun- 


TOY WAGON BUILT WITH STRUCTO MATERIAL. 


cision of the real articles. One day the various parts of a set 
of Structo may be formed into a chair, a wagon, a folding step 
ladder, a go-cart and a wheel barrow, while the next they may 
be doing service as a big sight-seeing automobile which can 
be steered by the wheel 

Structo outfits come in six sizes, ranging in retail price 
from $1 to $20. Then there are four accessory outfits with 
which to enlarge the original outfits, making a No. 2 outfit a 
No. 3, etc. These outfits are sold on a basis which gives the 
dealer a most substantial profit. 
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A MERCHANT'S LIFE STORY 


Albert Steiger, Head of Chain of Retail Stores, Tells of His 
Success—The Small Store Becomes a 
Mighty Merchandising System. 

Mr. Albert Steiger, head of the big retail house of Albert 
Steiger Company, Springfield, Mass., and operating branch 
stores at Holyoke and New Bedford, Mass., as well as one at 
Port Chester, N. Y., is a most interesting man. When pressed 
by a representative of the Dry Goods Economist for a state- 
ment of how he had built up his big business, Mr. Steiger 
consented to talk, for the benefit of merchants generally. 

“I am all the more willing to do this,” said Mr. Steiger, 
“because I find that I seldom, if ever, talk with a man but I 
get as much out of the interview and sametimes more, per- 
haps, than he does. There are times when I will take a rail- 
road trip with a man merely for the opportunity afforded for 
conversation. Furthermore, I have my business so systema- 
tized that I can leave it at any time, knowing that no matter 
what may come up it will be properly taken care of.” 

This last assertion is backed up very fully by the fact that 
while the building in which the Springfield store is located 
was being remodeled for his occupancy Mr. Steiger made a 
tour of southern Europe. 

From his early boyhood Mr. Steiger has worked hard; but 
despite this fact and his many responsibilities, his 45 years 
or so sit lightly on him. His hair is untinged with gray, he 
is alert and active, physically as well as mentally. Likewise 
he is bringing up a son in his own footsteps, Ralph Steiger, 
who is in his twenties, being in charge of the garment de- 
partments of the Springfield store and the head of that es- 
tablishment when his father is away. 

Mr. Steiger, who is of German birth, came to this country 
with his parents when ten years old, and at once went to work 
in a mill in which his father had an interest. The concern was 
not successfully managed, and some two years later went to 
the wall, just prior to which time young Steiger was left 
fatherless. 

As there was no money left in the concern’s treasury, it 
became necessary for the employes and stockholders to take 
portions of the finished product in lieu of wages. Young 
Steiger took his father’s share and started to turn it into cash. 

Among those to whom he offered the goods was the late 
D. L. Gillet, of Westfield, Mass. Mr. Gillet did not want the 
goods, but, impressed by the earnestness and evident ability 
of the lad, he offered him employment. The offer was ac- 
cepted and young Steiger remained in the employ of Mr. 
Gillet for a number of years, rising step by step, until at 18 
he held the position of general buyer for the house. Subse- 
quently Mr. Steiger became a partner in the business. 

From the first he had made it a rule to save a portion of 
his earnings, and having accumulated $2,300, he later started 
in business for himself. He was then 28 years of age. Of 
this beginning, Mr. Steiger said: 

“TI found a business in Port Chester, N. Y., which was some- 
what run down, but which I thought could be built up again. 
I put what money I had in it and arranged for a supply of 
goods with the houses from wham J] had been buying as a 
member of the former firm of Gillet & Steiger.” 

Mr. Steiger emphasized the fact that he had no difficulty 
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about obtaining what credit he required. He was known, in 
the first place, and, secondly, he did not undertake anything 
for which he could not give a sound and substantial reason. 
“When a man asks credit and backs up his request with good, 
business-like arguments,” he added, “it is not difficult for him 
to obtain it. 

“I attended to every detail of that store, and looked after 
the buying, selling, advertising and display. 

“My sales the first year were $33,000,” ,continued Mr. Steiger. 
“The second year I did better. By that time I had reached 
the conclusion that I could handle more than: one store, and I 
felt that my prospects for growth, commercially speaking, 
would be enhanced by the acquisition of another establish- 
ment. 

“I found the opportunity I wanted in Holyoke. In that city 
there was a store somewhat similar to the one I had purchased - 
in Port Chester, and equally run down, though a considerably 
larger proposition. The proprietor wanted $40,000 for the 
stock and good-will. I bought it for $5,000 cash and some un- 
developed real estate. 

“I wish you could have seen that stock! It might have in- 
ventoried a good deal more than the $5,000 and the value of 
the lots I gave in exchange, but it was a stock that was largely 
unsalable. For instance, in gloves, in corsets, in shoes and in 
several other lines there was not a single piece in the staple 
sizes! Everything was very large or very small. 

“I filled in the gaps and went ahead, and during the second 
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year in that store I did a bigger business than its former owner 
ever did. At the same time I learned that the store was not 
located in just the right place. This, cf course, was before the 
day of the trolley as a factor in the suburban trade, but the 
signs of its coming were visible to me. I liked Holyoke, I be- 
lieved in it thoroughly, and I made up my mind that with a 
suitable location there was a splendid chance to do a large 
business. 

The story of his mercantile career, thus told, Mr. Steiger 
gives some facts about his real estate dealings. While never 
a speculator, Mr. Steiger has always believed in holding choice 
property. Said he: 

“Before I opened a store in Springfield I was interested in 
real estate here. I was the first man to pay $3,000 a foot front 
in Springfield. I have since paid $4,000, $5,000, $6,000, and, in 
last purchase, $6,600 a foot front for property along this block 
and the next one. In each case I was the pioneer at the price 
named, and in each purchase I made I was offered a profit on 
my purchase almost immediately after the completion of the 
deal.” 

Asked about store management method, Mr. Steiger told 
how he kept track of the results in each department. He il- 
lustrated his remarks on this subject with a statement, 
showing in detail, in tabular and comparative form, the busi- 
ness done in the third quarter of 1912. The statement also 
showed last year’s figures (in red ink) with this year’s (in 
black), each department being listed separately. The pur- 
chase price of the goods received during the quarter, the 
amount of sales, the cost of selling, the amount and percentage 
of profit and the average mark-up in each department were 
shown. There were similar statements for each of the Steiger 
stores. 

Turning to one of these, Mr. Steiger put his finger on the 
figures of the millinery department and told of an incident 
that offers another mighty good suggestion. Said he: 

“Here is how a comparison of these reports works out. 
At one time this department was not making money, and had 
not done so for some time.. I discussed the situation with its 
buyer and could not see why he had made no money. I went 
back to my bookkeepers and had them get out all the mil- 
linery bills of the year. I took the names of each of the whole- 
salers from whom we had bought millinery supplies. I then 
called on each one of these houses and asked them this ques- 
tion: 

**Who, in your opinion, is the millinery buyer who is mak- 
ing the most money for his department? I don’t mean run- 
ning the best department, or making the best show, but the 
man who is making money for his firm.’ I got several differ- 
ent answers. Then I went to other houses in the same line 
and put the same question to them. 

Eventually, I learned that there was one man who, in the 
opinion of the trade, was doing much better than anybody 
else. This man had been connected with a wholesale house 
in Albany, and at the time of which I’m speaking was with a 
New Haven retail concern. I went and saw him, told him 
who I was and asked his advice. 

“He asked me how tthe department was conducted, the 
amount of the mark-up, the times and amounts of mark- 
downs, the workroom charges and several other questions; 


and on my telling him he showed me where we were wrong. 
Had I in my employ any one, he queried, besides the buyer 
of the department, who knew anything about millinery? Yes, 
I had such a man, I told him. He then laid out a course of 
action for me to take up with that other man. The program, 
by the way, included the removal of the millinery buyer. 

“IT went back: to Holyoke, put the other man in charge of 


‘the department, told him every thing I had learned in New 


Haven, and, together, we laid out a new plan for running 
the millinery. First, we got rid of all distinctive stock on hand 
and bought new goods, to fill the gap thus created. We sep- 
arated the workroom from the department and from that day 
to this no saleswoman has been admitted to the workroom or 
been allowed to know the cost of any of the materials used 
in the workroom. There was where the principal trouble 
came in. Today that same millinery department is paying a 


handsome profit—something it could not do if the salespeople 
were allowed to estimate the cost of trimmings, etc.” 
“I had my eye on a site, but I couldn’t buy it at a price 
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which seemed satisfactory to me. I finally paid $40,000 for it, 
and this, in the opinion of the president of the bank with 
which I did business, was easily $10,000 more than it was 
worth. It is up to me to justify my action. 

“I went into the bank one day and saw the president about 
a loan in connection with the purchase of the site. He shook 
his head at my request, and again insisted $30,000 was all 
the property was worth. 

“Let me have a piece of paper and we'll figure this thing 
out,’ said I. ‘You say I've to pay $10,000 too much. Let’s see 
what that really amounts to. You believe in Holyoke as 
strongly as I do, don’t you?” 

““Vesg’ he answered. 

- “‘And you believe the value of land’ll increase, particularly 
in that section, don’t you?’ 

“Again, ‘Yes’ 

“*Well, I’ve got that site. Now, from an interest point of 
view, that $10,000 at 5 per cent is equal to, say $10 a week. 
It is worth $10 a week to me to be assured of undisturbed 
possession of the best site in the city.’ 

“That bank president looked up and said: 

‘I guess you’re all right! We can’t handle all the money 
you'll need on the checking side of the bank, because the laws 
of the State won’t allow us to, but our savings department 
will be very glad to invest in your proposition. When you 
get ready to put up a building there we’ll see that the funds 
are forthcoming.’ ”’ 

There's a mighty good suggestion in this. Many a merchant 
has found his progress impeded or absolutely blocked, and 
some have actually failed because they did not assure them- 
selves of absolute possession of a desirable location. 

Mr. Steiger put up a building. His store was the first in 
that city to be equipped with a passenger elevator. In other 
respects, too, it was a novelty to the Holyoke public. 

In 1903 Mr. Steiger acquired a third store, the one con- 
ducted under the name of the Steiger-Dudgeon Company, in 
New Bedford, Mass. 

This business, too, was in a run-down condition, but, like 
the others, it was brought into first-class shape and put on 
a paying basis. 

The Springfield store was opened in June, 1906. In the char- 
acter of its inception this business differed from Mr. Steiger’s 
former enterprises, in that he started a new store, rather than 
re-organized an old one. In other ways, moreover, the prop- 
osition offered a variety of difficulties that were pecullar to it 
alone. Said Mr. Steiger on this point: 

“I had a difficult proposition to handle. There were five 
stores in the city, each of them established twenty years or 
more, and each doing a successful business. I didn’t consider 
it would be good policy to start an advertising campaign to 
the effect that I was going to set the town on fire, or do a 
better business, or give better bargains than the existing 
stores. Such a method would not have done for Sprnigfield. 
I had to effectively arouse the curiosity of the people in order 
not to let my enterprise get a black eye at the very beginning. 
Mystery Impresses Public. 

“So, after I’d secured my building, I boarded up the front 
of it tight from the street level to the roof, and all the time 
while the alterations were going on and then while the 
stock was being put in not a soul in Springfield knew even 
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what kind of an enterprise was to be started in the building, 
or by whom. When we were ready for the opening, we took 
down the boarding after dark. And the first the people of 
Springfield knew of the new store was when they saw it 
opened for business on the morning of June 6, 1906. 

“This may look like a peculiar way of advertising. But I 
had been in business in Westfield for sixteen years and in 
Holyoke for ten years, and during all that period I had 
watched the growth of Springfield and its enterprises and I 
knew its people and their ways pretty thoroughly. The mys- 
tery attached to the building I had boarded up was in itself 
excellent advertising. Anyway, the response to the ad that 
the store was open was most gratifying. All day long the 
store was thronged.” 


HALL STORE BEING COMPLETELY REMODELED. 
The G. W. Hall store in Maysville, Cal., which was consider- 
ably damaged recently by fire, has been completely remodeled 
and re-opened with an entire new stock of goods. The man- 
agement is in a better position than ever to serve its com- 
munity. 
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ONE HUNDRED DON’TS 


Large Chicago Store Issues List of Negatives for the Guidance 
of Employes—Same Injunctions Would Serve 
in Other Stores, Large and Smali. 

Probably the store does not exist today which has not a 
string of “rules and regulations” for employes, either printed 
or understood. Some of these are “lived up to” some of them 
are not. The rules governing employes in the larger stores 
of the country are generally compiled out of a wealth of mer- 
chandising experience and faccordingly can be studied with 
profit by even the smaller merchants. While a list of don't 
such as the following, which is published for the guidance of 
Mandel Brothers’ employes in Chicago, would hardly be 
necessary for the management of a small city store, the prin- 
ciples laid down may be well adopted anywhere: 

Don’t fail to be on time in the morning. 

Don’t delay your stock work; do it now. 

Don’t lay your sales book on the counter, to be covered up 
with merchandise. 

Don't assemble in groups and gossip; be on the lookout for 
customers. 

Don’t talk in a loud voice; the ordinary tone is better and 
indicates culture and self-control. 

Don’t wear jewelry during business hours. 

Don’t fail to rise, if seated, and greet your customers pleas- 
antly. 

Don’t say, ‘Lady, are you waited on?” 

Don’t fail to say, ‘“‘Madam, have you had attention?” “May 
I be of service to you?” “Are you receiving attention?” or 
*‘May I interest you in this splendid showing of toilet articles?” 
etc. 

Don't forget that saleswomen should wear either white or 
black waists with collars and long sleeves and black skirts 
and shoes. 

Don’t discuss personal or house matter in the presence of 
customers. 

Don’t fail to give your customers undivided attention. 

Don’t address your fellow-workers by their given names. 

Don’t fail to impress your customers with the fact that there 
are other departments and other goods on sale besides yours. 

Don’t use terms of endearment when addressing customers. 

Don’t fail to introduce P. T.’s when the opportunity presents 
itself. 

Don’t argue with customers or contradict them. 

Don’t make mistakes; it costs much to correct them and 
indicaies inerticiency. 

Don't make promises to customers that you cannot fulfill. 

Don’t use gum, tobacco or liquor during busingés hours. 

Don’t fail to make out your checks correctly in every 
particular. 

Don't fail to give as considerate attention to a small buyer 
as to a large one. 

Don't worry if customers are exacting. Do your best, and 
Overloox. their actions. 

Don't visit places where you would be ashamed to meet 
your employer. 

Don't be a grouch. Promotions go to the cheerful, intelligent 
worker. 

Don’t slight your work; strive to stand alone and complete 
your task unaided. 

Don't borrow money from fellow-employes; it is a bad habit 
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and breaks many a friendship. 

Don’t damage the furniture or deface the walls. 

Don’t spend all your money; open a savings account with 
some good bank. 

Don’t cry over your mistakes, don’t repeat them, either. 

Don’t worry over lack of advantages; you can make your 
own opportunities if you will. 

Don't blame your employer if your salary does not suit you. 
He's giving you a chance; dig in and make good. When you 
are worth. more he will give you more. 

Don’t waste your idle moments; time well spent increases 
your efficiency. 

Don’t forget that your time during the day belongs to your 
employer. - 

Don’t refuse to do what you are told; do it pleasantly. 

Don’t forget that you represent the firm while you are 
giving attention to customers. 

Don’t fail to enter on the Want Book all articles called for 
that are not carried in stock. If there are one hundred calls 
for the same article in a day, each one must be reported. 

Don’t ever tell a customer you are out of an article. If 
you cannot supply a glove size six, try to sell a six and a 
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quarter and under no circumstances let a customer depart 
until you have called the buyer or his assistant to help you. 

Don’t direct customers; the floor manager should always 
do the directing. 

Don’t loaf in the toilet rooms. 

Don’t leave your sections unless it is absolutely necessary, 
and never without permission. 

Don’t take down displays of merchandise until the closing 
bell rings. Then see that they are thoroughly covered. 

Don’t fail to do your dusting and cleaning before 9 a. m. 

Don’t have night covers in sight after 8 a.m. See that they 
are carefully folded and put in place provided. 

Don’t drive nails in the fixtures. 

Don’t make out checks unless you are competent to do Bo. 

Don’t warrant or misrepresent merchandise. 

Don’t promise special deliveries; consult the floor manager. 

Don't lay aside goods, or make out “Will Calls” without a 
deposit of 25 per cent. 

Don’t send goods C. O. D. for 50c or less without floor 
manager’s O. K. on both check and shipping tag. 

Don’t take even money of customers and hand out the goods. 
The checks must be made out, paid in and inspected and then 
delivered. 

Don't fail to make out your sales checks at the time sale 
is made. 

Don't forget the importance of not making errors, as every 
one is recorded against you. 

Don’t lose your cash vouchers. They show the disposition 
of all money passing through your hands. 

Don’t send your vouchers up in disorder—the auditor re- 
ports all such cases. | 

Don’t forget to enter claim check number on shipper on all 
hotel, depot and dock deliveries. 

Don’t fail to retain your cash voucher when turning inacash 
P. T., after same has been stamped by the inspector. 

Don’t fail to have all customers identified when necessary 
before taking check out of book. 

Don’t fail to take all articles brought in from the outside 
to the “House Will Call’ before taking off your wraps. 

Don’t fail to read frequently the printed matter on the 
cover of your charge books, also cash and charge shippin 
tickets. 

Don’t forget the use of the Signal Letters—R. D. S. and R. 
net—as required. 

Don't fail to familiarize yourself ‘with the book of rules. 

Don’t go about your work in a half hearted manner—good 
work requires plenty of enthusiasm. 

Don’t hope for great things until you learn to do the little 
things well. 

Don't forget that those who never do any more than they get 
paid for—never get paid for any more than they do. 

Don't think so much about your rights, think more about 
your duties. 

Don’t forget that the shirker is usually paid about what he 
is worth. 

Don’t plot anotber’s undoing. Those who do usually fall 
into the pit dug for the other fellow. 

Don't forget to study the requirements of the job ahead of 
you and be ready for it, and when it is vacant go after it. 

Don’t leave your section at night until the closing bell rings 
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and all customers have had attention. 

Don’t fail to enter mailing and insurance charges on each 
check. 

Don’t send merchandise on approval without consulting the 
department managers. 

Don’t enter prepaid express charges on sales check. Send 
the money to the Returned Goods Clerk, who will issue a 
receipt for same. 

Don’t keep your wraps in the departments. 
provided for all. 

Don’t forget that honesty must prevail. Honesty toward 
customers—toward each other and toward the firm. 

Don't forget that loyalty is required from every member 
of the organization. 

Don’t be lazy—Don’t be tricky—Don’t deceive and don’t 
make enemies. 

Don’t forget that a well pleased customer is the best ad- 
vertisement. 

Don’t let a customer leave the house until thoroughly 
satisfied. 

Don’t hesitate to take back returned goods pleasantly and 
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do not irritate the customer with too much red tape or too 
many questions. : 

Don’t let anyone go away angry or hurt in feelings. 

Don’t fail to find out early in the morning what goods are 
advertised. 

Don’t take overtime at noon without permission. 

Don’t fail to always come and go by the employes’ entrances 
and exits. 

Don't fail to use employes’ elevators. 

Don’t fail to register your time morning, noon and night. 

Don’t alter or erase cash checks—the cashiers are instructed 
not to take them. 

Don’t open “Own Goods Packages.” 
manager’s duty. 

Don't fail to talk pleasantly to customers over the telephone. 

Don’t take calls for .merchandise to be returned. Floor 
managers will escort customers to call desk. 

Don’t hesitate to make suggestions to the management. 
A good idea has its value and, if practicable, will be adopted. 

Don’t fail to be systematic about your work. 

Don't take discipline unkindly. It is very necessary. 

Don’t entertain friends during business hours. 

Don’t hesitate to co-operate with everbody connected with 
the organization. 


This is the floor 


HARRISBURG’S OLDEST TOY SHOP CLOSES DOORS. 

After nearly a century of joy giving to thousands of boys 
and girls, many of whom are grand parents of the boys and 
girls of today, the oldest and last toy shop in Harrisburg, Pa., 
is closing its doors. “Bell’s’” is what everydody calls the old 
shop. It stands at Second and Chestnut streets. Recently a 
letter was received from one who “enjoyed his first stick of 
candy from over the counter of this store.” 

“For more than 75 years the Bell store, at the corner of 


South Second and Chestnut streets, has been a juvenile em- . 


porium for toys and sweets. Its last proprietor, Miss Clara 
Bell, is now closing out its contents. When Mrs. Bell died 
recently the school children of the Chestnut street public 
schools contributed a wreath of flowers to her memory for 
her casket. There are many gray-laired persons still residing 
here who enjoyed their first stick of candy from over the 
counter of this store or with wondering young vision gazed as 
only youthful eyes can and do at dollies or tin gayly painted 
engines that were displayed in the windows. 

“Thinking of the show there on St. Valentine’s Day, one’s 
memories revert to the most delightful period of existence. 
‘The Awakening of Love,’ the theme of poems, novels and the 
hame of all sorts of paintings in all kinds of language. 

“There were the elaborately embossed cupids and red hearts 
down to the rude wood-cut of burlesque with crude rhyme be- 
low to send to one you did not love the best. 

“But on Christmas the youngsters’ eyes bulged at the va- 
riety of toys offered them through their papas and mammas, 
restrained only by the length of their purses. How one’s af- 
fection lingers about these places where childhood’s first 
glimpse into the world of wants which when gratified, become 
needs. The recollections of our admiring companions when 
we had a new dolly or train of cars from ‘Bell’s’. All of the 
Poetry of Poe’s ‘Bells’ of those of ‘Shandon’ could not equal 
the lisped word which created dreams of the great storehouse 
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of joy to all little ones when the name of ‘Bell’s’ was voiced. 

“Soon this old store will pass away and the boys and girls 
of the future day will know little of it—with what fond affec- 
tion and recollection cling to the spot of our earliest remem- 
brance of the goodies we first tasted and so enjoyed.” 

This letter well expresses the sentiments of thousands of 
adults who have seen the old toy shops of their childhood pass 
from the scene of modern business strife. 


JOBBING HOUSE ADDS RETAIL STORE. 
Murphy’s, Limited, of Sidney, N. S., have taken over Mac- 
adam’s book, stationery and toy store in the same city, which 
they will continue to conduct as a retail department of their 
wholesale business. 


NEW STORE OPENED IN KANSAS TOWN. 
W. T. Brown has opened a new book, stationery, novelty 
and toy store in the Masonic Temple, Wellington, Kan., under 
He will carry complete lines. 


REPEATING LIQUID PISTOLS 


Fires and 


Recharges 
with the trigger. 


=a 


Polished Nickel 
5 inohes long 


RETAILS 


for 
§0 cents 


Safe to Carry 
without danger 
or Leakage 


meet 


RETAILS RETAILS 


Operate with Bulb Only, 
Good Margin for Dealers 


PARKER-STEARNS & CO. 
294 Sheffield Ave. = - Brooklyn, N. Y. 
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TOYS FOR SPRING AND SUMMER SELLING 


PINAFOUR FLYERS 


Retail 5 Cents 


THESE FLYERS HAVE COLORED CARDBOARD 
WINGS INSERTED IN A METAL SKELETON FRAME 


OU can order Pinwheels 
this year with absolute 
assurance every one is per- 
fectly made and all have the 
double action giving that 
peculiarly pretty effect. 


The Pinafour Toy Mfg. Co. 


July, 1913. 


Pinafour Pinwheels 


Retail 


CANTON, OHIO 10 Cents 


PIONEER CONSTRUCTIONAL TOY MORE POPULAR. 

Few toys in all history have proven themselves so sure of 
steady staple demand as Meccano, the pioneer toy of its kind. 
The following conservative statement from The Embossing 
Company, of Albany, N. 
Y., American agents for 
Meccano, states the 1913 
position of this toy in a 
mosi convincing way: 

“Meccano, as usual, 
will be improved this 
year. New features are 
being added—the revised 
Manual will, as usual, 
show new and _ 0better 
models—a motor of spe- 
cial design for operating 
the working models will 
be a prominent feature of 
the line for 1913. Sam- 
ples and stock showing 
the new features proba- 
bly will be ready for dis- 
tribution soon. Just as 
s00n as possible com- 
plete details will be sent 
to the trade. 

“In the meantime don’t lose any business because of lack 
‘of stock. Orders, to meet current requirements, for custom- 
ers in every section of the country are being filled without 
delay from our present stock. Just another word of caution 
regarding other lines claimed to be “as good” or “better than 
Meccano.” The shrewdest buyers in the business, after mak- 
ing a thorough investigation, are placing larger orders for 
Meccano than ever. 

“It is true that these buyers, while recognizing the tre- 
mendous hold Meccano already has on their trade, are in- 
fluenced largely by their confidence in our ability to make 
good. We feel very certain their confidence is not mis- 
placed—the past record speaks for itself. As to the coming 
season—while we are not quite ready to make definite an- 
nouncements, we can say that the same efforts which have 
made Meccano probably the most talked of toy line of recent 
years, will this year be redoubled. 

“Another word—and it is a most important one—Meccano 
is sold at uniform prices and with uniform terms, insuring a 
fair deal to all. The Embossing Company has a reputation to 
maintain and a business to conserve and we are frank to say 
that its reputation for fair dealing is considered one of its 
biggest assets. We do not anticipate any difficulty in taking 
care of all orders booked reasonably early, but in view of the 
jarge increase already manifest, it is advisable to have your 
stock order in our hands as quickly as possible.” 


DRAWING BOOKS PROVE DRAWING CARDS. 
A prominent shoe manufacturer is supplying retailers with 
a drawing contest sales boosting plan which is proving a most 
efficient means of gaining valuable publicity. Each dealer 
is supplied with a number of Weatherbird drawing books, 
Which he distributes to the young people of his city. The boys 


or girls doing the best work in this drawing book are awarded 
prizes. The announcement of this contest and the distribu- 
tion of the drawing books is generally made quite a gala oc- 
casion by the dealer. He announces the fact in his local news- 
paper advertising that the drawing books will be _ dis- 
tributed on a certain date, generally during the morning hours 
of a Saturday. This scheme draws the youngsters to the store 
and in a great many cases brings at least one of the parents 
of each one as well. It gives the dealer a good live mailing 
list of youngsters who are prospective customers for this class 
of footwear, as the children are asked to register their names 
when they come to secure the drawing book and enter the 
contest. 


MITRED BOX COMPANY ADJUDGED BANKRUPT. 
According to announcement by Charlies A. Tipling, referee 
in bankruptcy in Long Island City, N. Y., the Mitred Box 
Company, of New York City, was adjudged bankrupt on June 


' 19. The first meeting of the creditors has been called for 


July 10. 


The Twin Line 


——lHHi oliday 
| Specialties 


z~>O0 
DIFFERENT 


ITEMS 
To sell from Ic to 25c. 


ee Write for Catalog 
THE BEISTLE COMPANY, Shippensburg, Pa. 
THE PAPER NOVELTY MFG. CO. 3'85, 4s 


STREET, 
NEW YORK, WN. Y. 
Full Line of Samples on Display at Office of Our New York Factery. 


July, 19,3. 
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A New Toy Paper Cap Repeating Pistol 
eh 


A pistol that will use 
any roll paper cap ammu- 
nition on the market. 


We sell pistols only. 


Get rid of surplus am- 
munition with Scout. 


Patent Applied for. 


“SCOUT” 
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Automatic Model 
Blued Steel Finish 


A safe toy for a boy, 
as explosion is inside bar- 
rel of pistol. 


Looks like a real au- 


tomatic. 
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FOR prices wRITE PHILLIPS & BUTTORFF MFG. CO. NasnviLte, TENN. 


CHINA AND THE FOREIGN TOY INDUSTRY. 

Among manufacturers and exporters of toys the impression 
still obtains that China with her population of 400,000,000 
ought to be a good market for toys of every kind. This, as 
far as general toys are concerned, is correct only to a limited 
extent. In the Chinese coast towns, with large foreign col- 
onies, the children of wealthy Chinese are mostly educated in 
schools with European systems. They thus come into close 
contact with European ways, and naturally their demand for 
. toys is shaped in favor of those of European origin and finish. 
Quite different is it with Chinese outside of the coast towns, 
living in inland localities. The children of these would show 
no understanding of foreign toys, nor would they be able to 
appreciate them. The Chinese are filled from the earliest 
childhood with the forms of innumerable sayings which daily 
are placed before its eyes in the Chinese theater. These 
representations find their expression in the toys of the children 
_ One therefore, finds as dolls, devils, evil spirits, and good 
ghosts, heroic demi-gods, fabled animal forms and so on. 
These things are mostly made in China, partly also in Japan. 
The material of which they are made is painted wood, clay, 
porcelain or painted stuff. The question is whether the for- 
eign industry, if it produced toys in conformity with the men- 
tioned taste of the Chinese children in the interior of that 
country, could not establish a still broader basis for its 
products in this line. A trial might well be made. 

There is one thing, however, which must be borne in mind 
and that is the toy industry of Japan. As we already have 
explained, in Japan a new and strongly ficurishing toy indus- 
try has developed, which gives the occidental industry strong 
competition even in western countries, not to speak of its 
competition in other countries nearer to Japan. With an 


export trade to China, as it has been stated quite correctly 
in the article herein referred to, the foreign toy industry 
would have to compete especially with the Japanese, and, 
moreover, under special difficulties, for the Japanese compe- 
tition enjoys two advantages which fall heavily in the scale. 
These are, in the first place, the lower cost of production, 
and, secondly, in consequence of the shorter transportation 
route, the much lower import expenses. 


“RITISH FIRM WANTS AMERICAN NOVELTIES. 

An American consul in the United Kingdom has forwarded 
a copy of a letter from a business firm in his district request- 
ing that he be put in touch with American manufacturers of 
attractive novelties, articles selling at retail for from five to 50 
cents. This firm has several traveling salesmen who cover 
the entire country and believes that it could place these arti- 
cles to good advantage. The firm states that it already holds 
the agency for several lines of American goods and has been 
very successful in making sales of them. Further information 
can be obtained by addressing the Bureau of Foreign and Do- 
mestic Commerce, Washington, D. C. 


POPULAR PRICE LINE IS OPEN TO SALESMEN. 

A well known and long established firm manufacturing a 
line of popular priced sleighs, shooflies, wagons, velocipedes, 
ete, is desirous of communicating with salesmen who are 
prepared to handle their products on a commission basis. 
This firm writes that they have a high grade, ready selling 
line which they are now selling for the fall and holiday trade 
with November first dating. Further particulars can be ob- 
tained by addressing ‘Vehicles,’ care of TOYS & NOVEL- 


TIES, St. Louis, Mo. 


NOVELTY WOOD WORKS CO. 
UNION CITY, PA. 


MANUFACTURERS OF 
Improved Chautauqua Kindergarten 
Drawing Board and Writing Desk 


Also Line of Juvenile Furniture, Consisting of 


DESKS, TABLES, CHAIRS, Etc. 
SEND FOR CATALOG AND PRICES 


CHAUTAUQUA KINDERGARTEN 
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RECE NTLY ISSUED PATENTS. 


Of Interest to Toy Dealers and Manufacturers. 


Copies of the specifications and drawings of the following patents 
may be procured by addressing the Commissioner of Patents, 
Washington, D. C., and enclosing five cents for each copy. The 
number of patent, ‘date of issue, name of patentee and title of in- 
vention should be given. 


Granted June 3. 


John F. Wilhelm, Williamsport. 
Young, Lock Haven, Pa. 


1,063,233. Game Apparatus. 
Pa., assignor of one-half to Edward H. 
EF iled Dec. 12, 1912. Serial No. 736,312. 


1,063,408. Toy. John N. Whitehouse, New York, N. Y. Filed 
April 6, 1912. Serial No. 688,850. 
1,063,415. Game Apparatus. Martha Sholl Comegys, Burlington. 


N. J. Filed Aug. 14. 1912. Serial No. 714,957. 


1,063,472. Game. Heinrich Anton Johannes Schulz, Hamburg. 
Germany. Filed Dec. 11, 1912. Serial No. 736,134. 

1,063,536. Toy Aeroplane. Willlam Franklin Haley, Springfield, 
Mass. Filed May 10, 1912. Serial No. 696.320. 

1,063,756. Game Apparatus. Charles S. Wheatley, Needham 
Heights, Mass. Filed April 11, 1911. Serial No. 620,494. 

1,068,910. Base Ball Game. Louis Borkheim, Berkeley, Cal. 


Filed Aug. 26, 1912. Serial No. 717,172. 


Granted June 10. 


1,063,959. Spring-Actuated Toy. David P. Clark, Dayton, Ohio. 
Filed Dec. 7, 1911. Serial No. 664,311. 

1,064,051. Toy Effigy. Mary M. Buckler, Springfield, Filed 
Oct. 31, 1912. Serial No. 728,806. 

1,064,193. Game Apparatus. James Howard Calisch, Yonkers, 

N. Y., asSignor to Frogs’ Novelty Company, New York, N. Y.. a 
corporation of New York. Filed Jan. 18, 1911. Serial No. 603.308. 

1,064,231. Game Apparatus. Edward <A. Lefebre, New York, 
N. Y. Filed June 18, 1912. Serial No. 704,272. 


Mass. 


1,064,268. Playing-Cards. Edward J.. Whelan, Washington, D. C. 
Filed April 23, 1912. Serial No. 692,603. 

1,064,380. Toy. William H. Reiff, Philadelphia, Pa., assignor to 
oat Zeitler, Philadelphia, Pa. Filed Aug. 23, 1912. Serial No. 
16.587. 

1,064,480. Game Apparatus. Herbert William Helliker, Oak- 
land, Cal. Filed Nov. 8, 1912. Serial No. 730,163. 

1,064,576. Composite-Picture Device. Thomas E. Washburn. 
Coalinga, Cal. Filled Aug. 23, 1912. Serial No. 716.728. 

Designs.’ 
44,172. Puzzle. Charles Kalla, Chicago, Ill. Filed March 3. 19138. 


Serlal No. 751,932. Term of patent 7 years. 


Granted June 17. 


Magnet Toy. William James Kerr, 
Filed March 25, 1909. Serial No. 485,765. 

1,065,173. Game Apparatus. William E. Robb, Oil City, 
Feb. 24, 1913. Serial No. 750,468. 


Granted June 24. 


Leg and Arm for Dolls. 
Serial No. 728,598. 


1,064,972. Smethport, Pua. 


Pa. Filed 


1,065,354. 
York, N. Y. Filed Oct. 30, 1912. 


1,065,562. Shadow-Picture Device. Frederick E. Spoerer, Chi- 
cago, Ill. Filed July 7, 1911. Serial No. 637,357. 

1,065,775. Game. Charles B. Brewer, Hyattsville, Md. Filed 
March 17, 1913. Serial No. 754,905. 

1,065,776. Doll. Daisy G. Brown, Chailis, Idaho. Filed July 23. 
1912, Serial No. 711,120. 


“THE CLEVELAND LINE” 
JUVENILE VEHICLES 


NEW MODELS 


MOST HANDSOMELY FINISHED 
1913 CATALOG ON REQUEST 


The Kirk-Latty Mfg. Co. 


CLEVELAND, OHIO 


National Decorated Metal Sheets 


FOR TOY MANUFACTURERS 
WILL STAND DEEP STAMPING 


Their use saves expensive and tedious dipping or hand painting. 
Show us what you make and we will send samples to suit the 


purpose 


NATIONAL METAL COATING & LITHO. CO. 


ELIZABETH, N. J., U.S. A. 


Benjamin Goldenberg, New 


July, 1913. 
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GOOD COFFEE must be freshly ground, otherwise its 


aroma and delicious flavor is lost. 


WE ARE EXPLAINING this to millions of housewives 
throughout the land. They are looking for 


THE CRYSTAL—the coffee mill that has made “a good 


cup of coffee” a certainty at so many breakfast tables— 


THE CRYSTAL—that keeps the unground coffee pure 


and fresh in an air-tight receptacle— 

THE CRYSTAL—that always grinds to the exact size 
required — 

THE CRYSTAL—that is the culmination of forty years’ 


coffee mill manufacturing— 


THE CRYSTAL—that millions of housewives are seeking 


on your counters. 


Made in four finishes to harmonize with the individual kitchen furnishings. The 
Crystal Black Enamel finish, $1.00; Blue Enamel, $1.50; Nickel Plate, $1.75; CRYSTAL 
DE LUXE Oxidized, $2.00. Electrotypes and circulars supplied to “live ones.” 


ARCADE MANUFACTURING CO. 


FREEPORT, ILL. 
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Bradley’s Games 


are based on two vital principles that insure a 
successful business to the dealer who handles them. 


They are made to satisfy customers, and at the same 
time yield a generous profit to the dealer. 


Because of these qualities their progress has" 
been remarkable, and they today comprise 
largest and best known line of games in the 


world. 


To place your order before seeing the 

Bradley Line for 1913 is to neglect an oppor- 

tunity to make your game business bigger 
and more profitable than ever before. 


Milton Bradley Company 


Springfield, Massachusetts 
‘<Makers of the World’s Best Games”’ 


New York Salesroom: 221 4th Ave. 
on the Subway, one block from Broadway 
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MADE ONLY BY 

Milton Bradley Co. 

“Makers of the World’s Best Games” 
SPRINGFIELD, MASS. 
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The Best “Buy” in America 


We quote you prices on “Marathon” Steel Wagons that similar goods 
elsewhere cannot match, even in large quantities. 

These prices (see catalog, which will be sent on request), are very low for 
goods of this character and are scarcely duplicated on the American market 
today. 

Read the description of the goods, study the cut and see for yourself that 
the merchandise is every bit as attractive as the price. 
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EXTRA HEAVY STEEL 
BODY BRACES 
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The line is made exclusively for Butler Brothers and possesses many 
features seldom seen in other lines. 

This is the best “buy” today in the entire wheel toy market of America. 

Compare as muchas you please, and see for yourself how good this value is. 
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‘“‘Marathon”’ Steel Express Wagons Heavy steel sides, corrugated band, extra 
| heavy steel braces and bolsters attached 


to body by bolts (not screws), improved 5th wheel, heavy iron axles, extra heavy enameled 
wheels, body painted bright red, gilt name and stripe inside green, varnished inside and out. 
Nos. F1463 to F1468 have extra braces attached to body and rear axle. A\ll have 
patent handles that will not fall to ground. 


BUTLER BROTHERS 


Exclusive Wholesalers of General Merchandise 


NEW YORK ~~ CHICAGO ST. LOUIS MINNEAPOLIS DALLAS 
et ee SAMPLE HOUSES <— = a 


Cleveland Cincinnati Kansas City Milwaukee 
Omaha Portland Seattle Philadelphia 
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Holiday Goods in Stock 


COMPLETE LINES OF 


TOOL CHESTS STEAM AND MECHANICAL ENGINES MECHANICAL BOATS 
POOL TABLES ROCKING HORSES ON PLATFORMS SWING FURNITURE 


TOY STOVES TOY PRINTING PRESSES , SAVINGS BANKS 
PIANOS IMPORTED CABRIOLETS, with TOY FURNITURE 
TRUNKS PLUSH OR SKIN HORSES NESTED BLOCKS 

CLOTH PARTIES ROLLER SKATES 


CORTELLA GAMES 
JOLLY TUMBLERS AIR GUNS 
PUZZLES PAPER DOLLS 
JOINTED, KID BODY AND — 
CHARACTER DOLLS 
This is merely to suggest a few of 


the thousands of good se 
Toys, Games and Novelties. 


Cloth Doll Sheets For gt, 


THE 
LIFE SIZE DOLL 


27 inches high, is 


THE 
MEDIUM SIZE DOLL 
20 inches high, is 


; Vie | SELCHOW & af 
indole A: A 


printed on heavy drill // 7, \ i 2 7. “\\ printed on heavy drill 
clothandlithographed ipa i \ add fe oO sp) \\ clothand lithographed 
in eight colors. a / 1 gly 2 7 im six colors. 
Retails For i} ocghe = Ae ae Retails For 
fa ‘LIFE SIZE DOLL } Biss! \We seis 
| 50c Each a) |) pubitshed by 7 ie 25c Each — 
i 


SPECIAL PRICE TO JOBBERS aoe GROSS LOTS 


We are also the manufacturers of three sizes of Dressed Doll Sheets in Oil Colors to be cut out and 
stuffed. 5c size, Boy and Girl; 10c size, Boy and Girl; 25c size, Boy and Girl. 


_THESE ARE THE MOST ATTRACTIVE CLOTH DOLLS EVER PUT ON THE MARKE1 


Selchow & Righter 


620 Broadway 
New York City - 
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Dominoes Checkers 


A BC Blocks 


When ordering Dominoes, Checkers or Toy Blocks, be 
sure to specify the Embossing Company’s make. They 
cost no more than others, and will enlarge your profits 
by increasing your sales. 


Sold by Leading Jobbers in To Obtain the Best Assortment 
All Principal Cities Place Your Orders Early 


THE EMBOSSING COMPANY, ALBANY, N. Y. 


MAKERS OF 


Toys that’ each 


Complete Samples Exhibited at Our New York Office, 377 Bdwy. 
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The Pioneer line of construction outfits. Sold by 
MECCANO wide-awake toy dealers everywhere. As_ usual 
MECCANO has been revised and improved for the 


fall and winter trade. New ideas have been introduced which will attract old 
as well as new purchasers. The advertising of MECCANO, which has made it 
probably the most talked of toy line of recent years, has been planned for the 
coming holiday season on a very broad scope. Remember, every boy who uses 
MECCANDO, or who learns of it, becomes an enthusiast at once, and when once 
started, his interest never lags. 


CAUTION: Do not be misled by other lines claimed to be the same or 
similar to MECCANO. There is only one MECCANO—the original pioneer line 


of this character. 


COMPLETE INFORMATION UPON REQUEST 


THE EMBOSSING COMPANY, ALBANY, N. Y. 
GENERAL AMERICAN AGENTS 
Bys that’ Teach 


Complete Samples Display Models, etc., Exhibited at Our New York. Salesroom, 
377 Broadway 
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Radioptican Gives Profits to the Seller and 
Results to the Buyer 
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= A profitable sale is a good sale when the buyer is going to 
be satisfied. | 
A satisfactory sale is a good sale when the dealer makes a 
neat profit. 


Every sale of a Radioptican means that the customer has 
bought a durable fun-giving picture projector and the dealer has 
realized a good net on the transaction. 
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About two years ago toy dealers began to realize that there 
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The complete line of RADIOPTICANS may 
: be seen at our New York Office, 45 West 
| 34th St., opposite the new McAlpin Hotel. Our 
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| was Only one real projecting Jantern on the market and that it 7 
| was the Radioptican. a 
| Today they are stronger than ever on this opinion. The . 
= Radioptican is the instrument on which they can depend for ; 
ie prompt deliveries, good advertising, a strong guarantee, satisfied 2 
'e customers and a goodly profit. Z 
i _ It will pay you to demonstrate the RADIOPTICAN and push 2 
= it. We can tell you how a Demonstration Booth may be Zz 
| fixed up and maintained at little expense. ; 
a| Our proposition is very liberal and good sales mean big | | 
= profits. 2 
| 
2 ) new catalog may be had for the asking. 
of | 
| H. C. WHITE CO., 615 River Street, North Bennington, Vt. a 
—f Lens Grinders and Makers of Optical Instraments for Over Forty Years 
= | BRANCHES 2 
4 45 West 34th Street, New York San Francisco London LE 
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THE TINY TO 


THEY STAND ALONE 


HESE ne new and interesting dollies have just been released and have met with instantaneous success. 

i T Nothing of similar character produced in recent years has been so enthusiastically received as these 
Lovable, Hugable Tots. 

The facial expressions are peculiarly bright and sweetly childlike. The dressings are in excellent 

taste; simple, yet far above the average. They are hard tobreak, washable, and will stand without support. 


We are prepared to deliver a limited quantity of these numbers at once and urge purchasers to place | 
orders immediately as we shall fill the same positively in rotation received. 


i Late orders will be accepted only on the condition “Shipment When Ready.” , 


PRICES: ‘ 
| 94B.-13 inches, Per Doz. F : : $8.00 
I 94G--13 inches, Per Doz. , ; ; 8.00 
94A--13 inches, Per Doz. | ; : 8.00 | 


ORDER NOW 


IF YOU DO NOT KNOW OUR LINE WRITE FOR SAMPLES. RETURN THEM IF IN YOUR JUDGMENT THEY 
ARE NOT THE BEST VALUES ON THE MARKET. | 


| 
| 

MADE TO RETAIL FROM 25 CENTS TO $15.00 
| 


\ 


| LOUIS 
| P. F. sia & CO. MBER GEO. P. PAINE 
Chicago &SON San Francisco | 


550 BROADWAY, NEW YORK 


THE LARGEST MAKERS OF DOLL BABIES IN AMERICA 


8 TOYS AND NOVELTIES 


KantKracK dolls are made on automatic 
machines that assure perfection in shape and 
size of parts. 


skilled operators. 

They are made of Biskoline, a "strong, 
tough, light and solid flesh color material 
throughout, hence, no surface color to wear 
off. 

KantKracK dolls will never crack, break, 
surface chip or peel. 


Put dissatisfaction up to us. 
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The Art Work is all hand work done by 


WRITE TODAY FOR CATALOG AND PRICE LIST 


_ | The Parsons-Jackson Co. 


Manufacturers of Biskoline Products 
2176 E. 76th Street e 
CLEVELAND, OHIO ee Gee ee 


RK 
DOLLS 


(AMERICAN MADE) 


56 STYLES AND SIZES 


CUTE--CUNNING--LIFE-LIKE 


The Kind that Baby Enjoys-- 
The Kind that Mother Appreciates 


WHY? 
BECAUSE 


August, 1913. 


Every KantKracK Doll Is Sold on Our 


®uarantee ——— 


We Guarantee this doll to be absolutely sanitary, free 
of faulty construction and against breakage from the or- 
dinary usage of the child during the period of one year 
from date of purchase shown on this and companion 
record card on file at above address. 


= 


This Protects PARENTS AND DEALERS Alike 


FULL VALUE GUARANTEED PARENTS 
FULL PROFITS GUARANTEED DEALERS 


Each Doll Is Packed in Separate a th at 
Box with GUARANTEE = 


Feet. Ball Joints. 
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“KENTON LINE” 


BOY SCOUT OUTFITS 
CAP PISTOLS 
BLANK CARTRIDGE 
PISTOLS, CANNON BELTS AND HOLSTERS 


~ “GS OUR LINE OF 4th JULY GOODS LARGER AND BETTER THAN EVER 
THE KENTON HARDWARE COMPANY 


KENTON, OHIO, U.S.A. 


New York Office, Riemann Seabrey Co., 693 Broadway 
ANKS, RANGES, TRAINS, SAD IRONS, 
Complete Lines: FIRE DEPARTMENTS, AUTOMOBILE TOYS, 
| GENERAL LINE OF WHEEL TOYS 
Send For Catalog and Price List 


PAP-ER-KRAK-TOYS 


PATENTED Jun 18, (911 


a NO FIRE = Sept. 19, 1908 
WN NO SMOKE Other patents pending 
‘SY NO DANGER THE i . 

ALL NOISE §= SANE NOISE 2. Tong 
Shoots 50 Shots MAKERS a CN 


per Minute 


IRON TOYS 


1913 Line Now Ready 


( Banks, Trains, Auto- 


mobile Toys, Fire 
ee LETE Departments, Gen- 


| eral Line Wheel ~~~ — 
| Toys & Novelties. “AUTO COAL WAGON 


Closed Ready to 
Explode 


PRICES 
We aes a the 300 FINISH | RIGHT 
SIZE 2 
Write our New York Office -for 
Catalog and Prices. 


THE 


Jones & Bixler Mfg. Co. 


_ KENTON, OHIO. 


New York Office and Salesroom: Riemann 
Seabrey Co., 693 Broadway. 
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WARNING! 


The wide spread recognition of beauty and attractiveness of the 
“Noiseless” Wheel has caused certain manufacturers to put on the 
market our wheel in duplicate. The principle motive is to deceive 
the dealer and the public and do business on our reputation. 


YY 


Law suits are expensive aud unpleasant. But all attempts to in- 
fringe upon the name “Noiseless” or the patents of our wheel will 
be prosecuted to the full extent of the law. 


For this reason we caution you, yes, warn you, jobbers and 
dealers, that we will protect our rights on the above, as we are 
sole manufacturers and own this invention. 


ILLINOIS METALS COMPANY 


J. P. BURKE, General Manager 
22nd St. and Campbell Ave. CHICAGO, ILLINOIS 
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O relieve the mother of 
much care and worry; to 


give her more time for 
household duties; to conserve her 
strength; to provide tranquility for her 


leisure hours —is_ the 
purpose of the ‘‘Little 
Mother’’ Baby Tender. 


It is the very best mechanical 
~. tender ever devised because it not 
only permits of the greatest 
1 variety of exercises for the 
entertainment and development 
of the infant but includes also 
provision for rest in a reclining 
position. This is very important 
/} and an exclusive feature of the 
invention. 

The “Little Mother’ Baby 
Tender is flexibly put together 
= and responds automatically to 
every movement of the little one’s 
body. Babykins will soon learn 
to brace his little feet against the 
rubber-covered foot-rest, throw his head back on the padded 
ead-rest, assume the reclining pee and sway in his nest 
like a bird in the bough of a tree. 

He can’t fall out, or get out, 
or hurt himself in any way. 

The Tender may be suspended 
from the ceiling of a room or 
from a bracket fixed to a win- 
dow or door frame. In summer . 
it can be used on the porch or 
hung from the limb of a tree +: 
on the lawn. ’ 

A strong and flexible coil |} 
spring, overhead, provides de- =—-)"B.y> 
lightful perpendicular vibration .~)*/ an 
andinsurescomforttothechild. | | 

Being COLLAPSIBLE and ==—~— 
light it can be made into a = 
small package and easily carried ~~" 
—to the park—to the neighbors 
—any place where the baby is 


RUNDLE’S 99 
€<6¢ 
Little hitb MORE BABYTENDER. 


hain included in regular equipment 


es ee 
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to be taken. 
Its functions are seven-fold: 
1 Baby Jumper 3. Exerciser 5. Diner 
2. Swing 4. Reclining Chair 6. Walker 


7. Entertainer 


THE “Little Mother” 
Baby Tender is thor- 
oughly well made and 
attractivein appearance. 
The metal parts are of 
oxidized steel. The 
woodwork is oak, fin- 
ished golden. 
» Regular uipment 
includes a ew-eye 
- and 34 feet of Chain, 
by means of which the 
ender may be sus- 
- pended at properheight. 
gp Price Per Dozen $24 


Fs O. B. i pred 1%, 10 days; 


Packed folded, each in substantial Carton: size 
21x12x5; weight 8 pounds. 
Half- dozen lots in reinforced Cartons; size 22x13x30; 
total weight 52 pounds. 
BRACKETS 


Brackets are not furnished with regular equipment 
except on special order; but they will be found 
desirable in many instances, 

Price Per Dozen with Sockets ; : F $4 


- — a Ee — 
— s Pr se ~ . ; 
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Sealers Advertisi ee aper Cuts; Consumer 
Circular; Litho. Window Cards; etc. Write to 


THE SENG COMPANY 


MANUFACTURERS 
1442 Dayton Street CHICAGO 


Screw-eye and 34 feet of Overheadi SE : 
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WARNING! 


The wide spread recognition of beauty and attractiveness of the 
“Noiseless” Wheel has caused certain manufacturers to put on the 
market our wheel in duplicate. The principle motive is to deceive 
the dealer and the public and do business on our reputation. 


Law suits are expensive aud unpleasant. But all attempts to in- 
fringe upon the name “Noiseless” or the patents of our wheel will 
be prosecuted to the full extent of the law. 


For this reason we caution you, yes, warn you, jobbers and 
dealers, that we will protect our rights on the above, as we are 
sole manufacturers and own this invention. 


ILLINOIS METALS COMPANY 


J. P. BURKE, General Manager 
22nd St. and Campbell Ave. CHICAGO, ILLINOIS 
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O relieve the mother of 
much care and worry; to 


ive her more time for 
household duties; to conserve her 
strength; to provide tranquility for her 
leisure hours —is_ the 


purpose of the ‘‘Little 
Mother’’ Baby Tender. 


: It is the very best mechanical 
~.. tender ever devised because it not 
only permits of the greatest 
variety of exercises for the 
entertainment and development 
of the infant but includes also 
provision for rest in a reclining 
position. This is very important 
and an exclusive feature of the 
invention. 

The “Little Mother’ Baby 
_.;, Tender is flexibly put together 
and responds automatically to 
every movement of the little one’s 
body. Babykins will soon learn 

to brace his little feet against the 
fibieeeoverca foot-rest, throw his head back on the padded 
head-rest, assume the reclining position and sway in his nest 
like a bird in the bough of a tree. 

He can’t fall out, or get out, 
or hurt himself in any way. 

The Tender may be suspended 
from the ceiling of a room or 
from a bracket fixed to a win- 
dow or door frame. In summer 
it can be used on the porch or 
hung from the limb of a tree +; 
on the lawn. 

A strong and flexible coil . +} 
spring, overhead, provides de- — 
lightful perpendicular vibration .’*) 
andinsures comfort tothechild. _ 

Being COLLAPSIBLE and ~ 
light it can be made into a « 
small package and easily carried 
—to the park—to the neighbors 
—any place where the baby is 
to be taken. 
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Its functions are seven-fold: 

1 mer el aad 3. Exerciser 5. Diner 

Swing 4. Reclining Chair 6. Walker 
7. Entertainer 

THE “Little Mother’ 
Baby Tender is thor- 
oughly well made and 
attractiveinappearance. 
The metal parts are of 
oxidized steel. The 
woodwork is oak, fin- 


Packed folded, each in substantial Carton; size 
21x12x5; weight 8 pounds. 

Half-dozen lots in reinforced Cartons; size 22x13x30; 
total weight 52 pounds. 


ished golden. BRACKETS 
eee Regular uipment Brackets are nof furnished with regular equipment 
includes _ a ew-eye except on special order; but they will be found 


- and 34 feet of Chain, 
by means of which the 
ender may be sus- 


desirable in many instances, 
Price Per Dx Dozen with Sockets — ; . ; $4 


<’ pended at properheight. 
a Price Per Dozen $24 


F. O. B. Ney dave 1%, 10 days; 


is Advertising—News spaper Cuts; Consumer 
Circular; Litho. Window Cards; etc. Write to 


THE SENG COMPANY 


MANUFACTURERS 
1442 Dayton Street CHICAGO 


Screw-eye and 34 feet of OverheadiE wees ee ? 
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SCHOENHUT TOYS] 


Toys With Exceptional 


Educational Possibilities 

TOY PIANOS, METALLOPHONES, AND XYLOPHONES, 
TOY GUNS, SWORDS AND CANNONS, 

BOYS’ SOLDIER, FIREMAN AND, POLICE EQUIPMENTS, 


ROLLY DOLLY TOYS AND TOY WOODEN SAIL BOATS, SHOOTING GALLERIES, 
TARGET SETS, Etc., Etc. 


THE HUMPTY DUMPTY CIRCUS TOYS 10, tt%,ce, 


Also the Schoenhut All-Wood Perfection Art DOLLS 


THE MOST TALKED ABOUT AND BEST ADVERTISED DOLL IN THE COUNTRY 


New!! “Schoenhut Infant Doll” 


THE FINEST MODELED INFANT FACE EVER USED 
All-Wood Jointed with Patent Steel Spring Hinges. No Rubber Cord Used. Made two 
ways, with Natural Arms and Legs and Fully Jointed. 


= 


The A. Schoenhut Co, 


ESTABLISHED 1872 
 FORTY-ONE YEARS OF SUC- 

7 CESSFUL TOY MAKING 
— SS vad 


| aN Manufacturers of 
High Grade Toys 


SEPVIVA AND ADAMS STS. i AN 
PHILADELPHIA, PA. real children, but ‘‘ Schoenhut Dolls."’ - 


42 Sizes and Styles of Toy Pianos 


sii AAA 


hs 
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REAL RACERS 


that are 


TRADE WINNERS 


and 


MONEY MAKERS 


MADE BY THE 


DAN PATCH NOVELTY CO. 


CONNERSVILLE, IND. 


JOY PONIES 


Pe > Zz O= WO 
<= Cre 0) p< 


THE HOOSIER FLYER 


Made like a real automobile. 
Has two speeds and real steer- 
ing knuckles. 


Send for 
CATALOG AND PRICES 


For the little ones 


Rockaway Ponies 


With automatic galloping 
SAFETY COASTER horses 
AUTO STEERING KNUCKLES 


PONY CART 


THE BEST AND 
STRONGEST COASTER With Detachable 
WAGON ON THE 
MARKET Moving Ponies 


SEND FOR CATALOG SEND FOR PRICES 
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———=——$ ——=——_ —__ Parlor “Return Pool” 
5 — gz No. 5—23 ins. long x 13 ins. wide 


No. 3—29 ins. long x 17 ins. wide 
No. 6—3 ft. long x 22 ins. wide 


= = _ Balls and cues in proportion to size 
TRADE MARK REGISTERED U.S. PAT. OFFICE 
MADE BY-WM FULD, BALTIMORE.MD. of tables. 


WARNING TO THE TRADE 


The Southern Toy Co. has no authority to make or sell these goods. A\ll dealers are warned against 
handling infringements on my Talking Board and Pool Tables. 


pat 


A Complete Pool Table, size 13x23 inches 
15 Numbered Balls, Two Cues and Triangle 


POOL TABLES TO RETAIL FROM $1.00 UP. 
NEW YORK SELLING AGENTS 


EL Horsman Co. The Owens-Kreiser Co. a 
e Stro ilken Co. &B tt Co. ° 
Geo. Borgfeldt & Co. A. S. Fersusca Co. ‘ “OUIJA,” The ptian Luck Board 
Selchow & Righter Co. Geo. W. Travers Co. TRADE MARK REGISTERED 

Butler Brothers “Ouija” is made in two sizes, 13x 19 inches and 15 x 22 inches 


VIAIR 


The Most Fascinating Novelty of the Age 


BOVE cut shows attachment on cord, 
A with Parachute ascending. As soon 

as the Parachute comes in contact with 
the Revolvable Propeller, the Parachute is 
allowed to go free, and will sail many miles. 
You can put up the kite to any desired height, 
the higher it is put up the greater the distance 
the Parachute will travel; in fact they are 
known to have gone in some instances more 


than 20 miles. Any style of kite may be used. 
Sa a ee aD 


WILLIAM FULD, 


1226-1306 No. Central Ave. - - BALTIMORE. 
Manaracwrer af “OULJA” TALKING BOARDS, PARLOR “RETURN POOL.” 
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‘See 
Toy Craft Toys 


A wondeful new line of Doll Houses—GUARANTEED 
AGAINST WARPING—at moderate prices, completely and 
artistically built. Animal Carts—pictorially decorated; life- 
like wooden animals mounted on wheels; a line of Shooflies, 
including 7 new numbers; two new games—“Bowling Pool” 
and “Las Su” and ten menagerie carts. THIS MERELY 
INTIMATES—COME AND SEE THIS LINE. Shown 
EXCLUSIVELY by and displayed in the big show room of 


HARRY B. PEARCE 


DON’T FAIL TO SEE THIS LIVE SELLING ITEM 


THE dhsenegirint BUBBLER 


A Bubbler Blower that is fast 
shelving the old fashioned clay 
pipe, because it works just the 
same, but its results are vastly 
more varied. It causes myriad 
bubbles to form inside a main 
bubble—thus producing an entirely. 
per. JUNE 1, 1018 novel effect. 


HARRY B. PEARCE 


225 Fourth Ave., Cor. 18th Street American Woolen Building 
NEW YORK 


DIRECT FACTORY SHIPMENTS 
Se ene UU LULL CLL 


Uc 
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Glascock’s New Ones for 1913 


HERE THEY ARE 


* ea i apf i = ake a 
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AUTOMOBILES— Two new numbers, known as “Speedway Roadsters.” They were the sensation of 
the Toy Show in New York. Modeled closely after one of the most popular models of large motor cars 
shown at the recent automobile shows in New York and Chicago. They set a new mark for juvenile autos in 


style, finish and speed. Send for catalog giving illustrations in actual colors. — 


BLACK BOA RDS—Three new numbers in combined educational chart blackboard desks, entirely new 
in design and style of decorations. nm, neat and strong. Handsome and substantial pieces of furniture. And 


remarkably low priced for the high quality. Can be retailed at from $1.00 up. 

MAIL CARTS—A new contnbution to the children’s vehicle trade. Pull-cags with four rubber-tired 
wheels. Handsome bodies, finished with as much care and good taste as an English baby cab, but low-priced. 
Can be retailed from $5.00 up. Ask for illustrated circular. 

SCOOTERS OR PUSHMOBILES-— The sensational little coasting machines on ball bearing skate 
wheels that the boys have already gone wild over in hundreds of towns. 


COLLAPSIBLE SU LKIES— Two new numbers. Additions to the handsome line of Glascock 
Sulkies which were so popular last year that by April Ist we were sold up for the entire season. Write for 


complete sulky catalog. 
Get Next 
Write for our New Catalog 


Please Mention Toys and Novelties 


Glascock Bros. Mfg. Co. 


Muncie, Ind., U. S. A. 
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= 
Great Britain 


Is America’s Best 
Export Toy Market 


Enlarge Your Sales Horizon 


Get Your Share of this British Business---There is a Strong and 
Growing sana in England and the Colonies for Amer- 
ican — you want to Increase your 
xport Trade Advertise in 


The Toy Fancy Goods Trader 


THE PAPER THAT GETS RESULTS 


No American store should be without a copy. 
Brim full with trade information, items of in- 
terest and articles of considerable help to you 
in your business. 


SUBSCRIBE TODAY » 


PER mE | fore POST FREE 


SEND FOR SPECIMEN COPY 


The Toy Fancy Goods Trader 


40-43 FLEET STREET, LONDON, 


L__ 
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THE TOY BUYER’S DIRECTORY 


Representative Firms in the Trade, 


What They Make and Where They Are Located. 
BOOK Ss 


aie 


Geo. Borgfeldt & Co., 
NEW YORK, GHIGAGO, SAN FRANCISCO 


AND TORONTO. 
S. & G. IMPORTING CO. 


126-130 W. 22d St. - NEW YORK. 
Manuatacturers of 
Pet’s Toy Grocery Stores, Wagons, 
Automobiles, Laundry Sets, Kitchen 
Cabinets, Paint Sets, etc. 


PATENTS 

Protect your Toys, Novelties and kindred 
articles by patents and trademarks. Patents 
obtained and trademarks registered in all coun- 


tries. 
MAURICE BLOCK 


Registered Patent Attomey, 95 William Street, 
New York City. 


———_ -_—- 


HOUSE OF DOLL SPECIALTIES 


Dolls Dresses, Hats, Caps, Two Sets 
Hose Supporters, Corsets, aati 
Bed Sets, Quilts. Many other ee 
cialties. WRITE FOR SAMP 


THE AETNA NOVELTY CO., , Inc. 


108 East 16th Street 


P.F. HARE & CO. 


Domestic Toys 


112-114 South Fifth Avenue 
CHICAGO, ILLINOIS 


TOY & NOVELTY CHILDREN’S BOOKS 


Complete lines of over 600 numbers to retail from 
5c to 50c.— Strongest line of popular and standard 
juveniles on the American market.— Color Books in 
flexible, linen and cut-out shape books in 
variety; Board Books; cloth-bound Boys’ and Girls’ 
books.—Novelty bank books, clock books, etc. 
Send for catalogue. Permanent Eastern Sales 
Display, Room 576, Broadway Central Hotel, 
New York City. 


M. A. DONOHUE & CO., 


Manufacturers and Publishers 
701-727 S$. Dearborn St., CHICAGO 


8 5: 


WE MANUFACTURE 


Railroads, Mechanical and Electrical, Sig- 
nals, etc. 

Constructing Sets 

Steam Engines 

Attachmeats 

Ocean Liners and War Boats 

Automobiles 

Stesm Rollers 

Moving Picture Machines 

Post Card Projectors 

Toy Ranges that Really Cook 

Enamel Tea and Kitchen Sets, Unbreakable. 


ALL ARTICLES BEARING THIS 


TRADE 


Are Manufactured by 


Bing Bros. A. G. Nuremberg 


New Yerk Warereems: John Bing, 381 Fourth Ave- 


: a 
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“Toys That Teach” 


The Embossing Gompany, 
Albany, New York. 


New York Showrooms: 
377 Broadway 


TRICKS 5” JOKES 


Cat is Beg, Sheetiag Beeks, S 
Cachee Sneeze Powder. Joke Beate, 
rick Matches, 


T c 
We manefactere EVERYTHING ef a humeroes nature, 
Write for Illustrated Cata'og 


S. S. ADAMS CO. Plainfield, N. J. 


McLoughlin oughlin Brothers 


890 BROADWAY, ° 


American Doll Mfg. Co., 


79 East 130th Street, New York. 


Makers eof 
UNBREAKABLE DOLL HEADS 


AND NOVELTIES. 
“ANYTHING IN COMPOSITION” 


NEW YORK 


mm eee 


McLoughlin ughlin Brothers 
890 BROADWAY NEW YORK 


Tottie’s Whistling Toy 


CATALOGUE FREE 


Northern Mfg. Co. 
R Western Ave., Springfield, 0. 


ADY. NOVELTIES 
MECHANICAL TOYS 


THE CRESCENT 
[Trade Mark] 


ADDING MACHINE 


MADE OF ALUMINUM AND STEEL 
lt will do all that any instrument can ever do. 
Sells from $2.00 up 
THE. AERODART WORKS 


196 Centre Street, New York City, U.S.A. 


eee eee ener eee ee. eek 


Wren Writing to 


Advertise -s, Please Mention ‘Toys and Novelties.”’ 


August, 1913. 


Editorial 


Page. 
J. P. BURKE. (Frontispiece)................ 22 
EDITORIAL COMMENT.................... 23 


WHY NOT SELL TOYS THIS SUMMER?.. 24 . 


Tradition and Prejudice Alone Prevent the 
Dealer Lacking Courage from Reaping 
Profits the Year ’Round—A Lesson from 
Massachusetts. (Illustrated) 


NEW YORK NEWS AND GOSSIP.......... 27 
Illustrated with Portraits of Louis Amberg 
and J. L. Amberg. 


PROFITABLE TOY ADVERTISING DUR- 
ING SU MMR 6 vice cated a casteuned een okes 28 


_ Toy Merchants Everywhere Are Learning 

“-that Ads in Dailies Produce Substantial 

< Business when Seasonable Goods are Ex- 
ploited. (Illustrated) 


WHAT'S GOING ON IN THE TRADE....... 32 
Short Lengths of Business Activity Report- 
ed from among the Trade in Many Cities. 


SELLING PLANS FOR THE MONTH...... 33 


How One Toy Man Sold a Hundred Toy 
Boats at a Lick—A “Take Me With You” 
Toy Window Display—August a Big Month 
for Play Suits. (Illustrated) 

EFFICIENCY IN WHOLESALING.......... 34 
Many Years of Merchandising Experience 
Are Concentrated in Big New Chicago Plant 
of Butler Brothers. (Illustrated) 


TOVS AND NOVELTIES. 


Contents 


UNCLE SAM MAKES TOYS................ 
Army and Navy Miniatures Are Sent 
Throughout the Country for the Benefit of 
the Children. (Illustrated) 

A JOURNEY INTO TOY LAND............. 
American Traveler Tells of Visits to the Toy 
Factories of Many European Countries. 

HISTORY OF THE DOLL.................. 
Interesting Facts Revealed by Sonneberg 
Exhibition in Berlin—Progress in Doll Mak- 
ing. (Illustrated) 

MAKING TOYS IN FRANCE............... 
Intimate Description of the Toy Industry in 
Europe’s Greatest Republic. 

MONTHLY GERMAN LETTER............. 
Nuremberg Toy Manufacturers May Have a 
Joint Exhibition Place for Showing Samples 
—General German Toy Notes. 

POINTERS ON HANDLING FREIGHT...... 
Essentials and Details Which Will Save Dol- 
lars for the Shipper and the Consignee— 
Signatures and the Adjustment of Claims. 

RESORT GOODS IN ENGLAND............ 
Small Articles Have Heavy Call in British 
Market During Summer Months. 

SELLING GOODS A FINE ART............ 
Buying and Selling and the Training of the 
Retail 
Counter is the “House” to the Customer. 

NEWLY ISSUED TOY PATENTS 


ese @e@ see weeeve 


Salesman—The Man Behind the 


42 


44 


48 
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56 
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THE TOY BUYER’S DIRECTORY 


Representative Firms in the Trade, 
What They Make and Where They Are Located. 


GEO. H. BUCK & “CO. 


anufacturers 


Doll Hospital Supplies! ™ 


FOULDS & FREURE, Inc. Pp A R K ER 


beasts Lines of Trimmed 
WIRE 


TOY IMPORTERS 


110 Chambers St., New York, N. Y. GAMES : DOLL BEDS and BASSINETS 


48 North 3d St. BROOKLYN, N. Y. 


THE FAMOUS Flatiron Building 
New York 
RAUSER DOLL OUTFITS] °™ 
Character Outfits, Boy Doll Outfits, Lady Doll 
Outfits, Hats and Coats, Doll Rae Largest Selling 
KK. A. RAUSE RR AND 
2077 Ogden Ave., Chicago, Ill. Most Famous 


WILLIAM FULD 


WIRE NOVELTIES|,, CAME 


IN THE WORLD a 
MADE TO ORDER - 7 all 1306 NORTH CENTRAL AVE. BALTIMORE, MD, 
We Manufacture All Kinds of Wire Nev- eu ere, corciely een tS Manufacturer of “Ouija” 


elties. Prices Reasonable. Pp ARKER BROTHERS, Inc. hie ‘Mociatieas ‘Talkie Besed aad’ Par 
coo LEY a FG. co Re PANY, The Flatiron, New York lor “Return Pool” 


551-557 W. MONROE ST. CHICAGO, UL LIBERAL DISCOUNT TO DEALERS 


New! Something Entirely New 
You Want It Because You Need It 
BIND TOYS AND NOVEL IES IN PERMANENT BOOK FORM 


We have Succeeded at Last in Securing a Really Practical Binder. “It’s as Simple as Filing Papers.” 


ACH issue of TOYS AND NOVELTIES contains 
many articles and a great deal of valuable informa- 
tion and data worth saving for future reference. 

There is only one way of keeping them. 


THE “BIG BEN” BINDER 


preserves them in permanent BOOK FORM. This 
binder is handsome, durable and convenient. It opens flat 
like a regularly bound book, Cloth Covered, with the name 
of the magazine stamped in gold. For persons who desire to 


SAVE THESE VALUABLE ARTICLES 


this binder is just the thing, as it can be used year after year, by simply taking out the oldest numbers and inserting the new 
ones as they come to you, or you can keep each volume in a binder as a permanently bound book which will be a valuable 
addition to your library. By making special arrangement with the manufacturers of this best binder that has ever been put on the 
market, we are able to furnish them to you for 


ONLY $1.00 EACH 


Merely a us your name and address and enclose this amount and we will send the binder promptly, all charges prepaid 


C. C. SPINK & SON - ST. LOUIS 
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EX ein og | 
2 American Toys 
CEN DIRECT FROM THE FACTORY 
Pianos Musical Toys Bell Toys 
Tool Chests Rolling Hoops Rattles 
Wagon Blocks Trunks Toy Reins 
Wood Toys Blackboards | Croquet 
Lith. A. B. C. Blocks Ten Pins Hammocks 
Baby Carriages Wash Sets Play Suits 
Reed Furniture Rolling Chimes Dolls’ Beds 
Rocking Horses Children’s Chairs Dolls, Doll Houses 
Galloping Horses Garden Sets Bells 
Doll Cabs and Carts Iron and Steel Toys Gongs 
Wagons, Carts Mechanical Toys Chimes 
Shoo Flies Mechanical Banks Bicycle Bells 
Step Ladders . Ranges, Stoves Hardware 
Wheelbarrows Pistols Hammers 
Tables . ) Combination Safes Hatchets 
Toy Drums Sad Irons Household Specialties 
GENERAL TRADE CONDITIONS WARRANT EARLY ORDERS 
: i 
GEO. F. RIEMANN, Jr., President E. W. BRUENINGHAUSEN, Vice-Pres. E. W. SEABREY, Sec’y. 
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The experience of scores of toy men scattered throughout 
the country urges the advisability of the early doll opening 
Not so many years ago the first week in December was con- 


sidered sufficiently eariy for the 
Start Now to Plan for big Christmas toy opening. Wis# 
the Fall School Opening 


toy buyers have gradually ad- 

vanced that date, until this year 
a score of big openings are scheduled for the early part ot 
November. Some merchants rest content with this one big 
feature to inaugurate their heavy fall and winter business in 
toys, but this number is diminishing. First comes the oppor- 
tunity for large and profitable sales of school supplies which 
the opening of the fall term brings. The toy department, or 
the toy store, is the children’s shopping center. It is the 
logical place for the purchase of school supplies. The toy man 
who does not handle this line, and who does not feature it 
prominently during the latter part of August and the early 
weeks in September, is passing up his first definite fall oppor- 
tunity to talk sales. He is losing profit. He is losing trade in 
other lines, because he ignores a sure magnet which might 
draw children and parents into his store. 

There are many methods by which school supply business 
can be obtained. The field of possible patrons is large, includ- 
ing practically every home in the community which is not 
childless. Such a field can be reached profitably through news- 
paper advertising, the great medium for reaching the greatest 
number. The names, addresses and ages of children can be 
obtained from the school boarc, because in practically every 
city a school census is taken annually. This would not include 
the newcomers for the present year, but it would be sufficient- 
ly comprehensive to serve as a most valuable mailing list for 
sending out circular letters or booklets exploiting school sup- 
plies. A succession of strong window displays will also render 
important service. They will strengthen every other method 
of boosting, because they recall the claims made in the dailies, 
or by mail, and they reiterate those claims at the most oppor- 
tune time, when the prespective customer is at the verv door 
of the store. A truth is never to often repeated which is 
never sufficiently learned. 

And last, but not least, have the goods in the store to com- 
plete the chain of publicity. The mere fact that the finest 
stock of school supplies in town is to be had in any store 
will spread from mouth to ear like any other news. “That’s a 
corking pencil box; where’d you get it?” That is inexpensive 
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and most potent publicity. Without a complete stock, well 
displayed, and thoroughly understood by the sales force, news- 
paper ads, circularization and even window displays will be of 
little avail. Stock up completely, and then map out the pub- 
licity campaign which will bring every child in town into the 
toy store when the school bells first ring for fall. 

* & * 

Dolls comprise the largest subdivision of the modern toy 
department. They have long been recognized as the most 
staple plaything. They constitute a complete world of their 

own. They require sales treat- 
A September Doll Party ment in the fall independent of 
66 oe that accorded other lines. As 
Spells Dollars the child’s mind is turned toward 
the indoors by the necessity of attending school again, and by 
the evenings which grow gradually shorter, the old dolls call 
forth a new interest. Many months of hard play have left 
“Bessie” without hair, or head or hide. Now Bessie was a 
“dear dollie’ once, but she will never again occupy a place of 
prime importance in the nursery. She only cost a dollar and 
it will require twice that amount to have a good doll doctor 
put her on her feet again. 

The tot who once loved the broken doll all too well is in a 
quandary. What can she do? Where can she find a doll to 
take Bessie’s place? It is exactly here that the early doll 
opening or “doll’s party,” in the toy department serves most 
efficiently. It comes at the psychological moment when latent 
demand is ready to blaze forth. It kindles the fire and then 
fans it. 

A hustling Eastern toy buyer arranged a big doll opening for 
September last year. A live window trim was put in place. A 
little advertising was done in the newspapers. In a week three- 
fourths of the dolls that had been bought for Christmas selling 
had been sold. And the doll sales during the holiday period 
held up well with those of the previous year. In Oakland, 
California, a doll’s party was held on the roof of the store last 
fall, with such success that it will become an anuual affair. 
‘he early doll opening means increased sales. It means early 
fall business in playthings. It paves the way for large holiday 
business, because it creates in children’s and parents “the 
habit” of looking to the store for all playthings. A successful 
doll opening is a sure harbinger of a successfui holiday season 
in the toy department. 

= s * 

No line in the entire toy department offers greater possibil-: 
ities for summer sales than play suits. The “movies” with 
their wild West reels, the natural desire of the youngster to 
imitate the actors in that phase 
of life’s drama which most ap- 
peals to the growing child, and. 
the possibility of several months 
more of real outdoor playing, all place play suits in the pre- 
miere position as sales head-liners during August. This is a 
popular vacation month, Suggest in the daily ad the fact that a 
play suit will not only give the child greater pleasure during 
the weeks spent at the shore or in the mountains, but that it 
will also be the least expensive outing suit that can be bought. 
Fit up a window with an Indian Wigwam and give a couple of 
boys a half a dollar apiece to play in it through the afternoon, 
clad in Indian or cowboy suits. Offer a premium of a clothes- 
line lasso, costing but a few cents, with each of the better 
grade cowboy outfits. Put a boy clad in an elaborate Indian 
suit and war paint on a poney and let him ride up and down 
through the business streets bearing a banner with the inscrip- 
tion, “Go to Blank’s for Play Suits.” Let the community know 
that this is ideal weather for playsuits and that they can never 
be bought more advantageously than now. The business will 
conie, because it is coming at the present time to the toy men, 
who are going after it as though it were worth while. Ant; 
it is well worth while. 


Moving Playsuits Easy 
in Summer Months 
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Why Not Sell Toys This Summer? 
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Tradition and Prejudice Alone Prevent the Dealer Lacking Courage from 
Reaping Profits the Year ’Round---A Lesson from the Old Bay State. 


BJECT lessons in successful 
year ’round toy selling are 
constantly being brought to 
the attention of those in the 
trade who are willing to 
learn. Live merchants in 
the North and South and 
everywhere are learning 
that toys can be sold any 
: time, all the time, if the 

same effort is made to sell them that is 

put forth in the moving of other lines of 
merchandise which have the reputation 
of being more “staple.” It is the awak- 

ening of the merchants of the land to a 

more complete realization of this fact 

which is bringing the toy department 
into its own as an important avenue for 
distributing goods and reaping profits 
throughout the year. The profit on the 
general run of toys, both import and 
domestic, is sufficiently large to make 
their sale as thoroughly worth while as 


furniture, hosiery, or house furnishings. 
Considering the value and the profit 
toys require no more floor space, and 
no more extensive fixtures, than any 
other average line. 

It is, then, upon the question of staple 
demand, of saleability, month in and 
month out, that the merchants who are 
now taking a clean profit out of a year 
‘round toy department fall down. They 
imagine that, because they have never 
sold toys except during the holidays, 
they never will be able to sell them at 
any other time. And as long as they 
labor under that delusion they probably 
never will sell toys at any other time. 
In the méanwhile the merchant who is 
alive to changing conditions will con- 
tinue to take his monthly profit from 
the toy department and the merchant 
who is lacking in courage and progres- 
siveness is the loser. Furthermore, the 
fellow without the year ’round toy de 


partment will be at a disadvantage to 
the other fellow when it comes time 
for everyone to sell toys like hot cakes, 
during the holidays. 

The points in favor of the year ’round 
toy department, not as a mere ornament 
but as a profit producing working or- 
ganization, are so sound and so numer- 
ous that they have been mentioned and 
elucidated at length frequently in pre- 
vious issues of TOYS AND NOVEL- 
TIES. In the first place the profit in 
the sale of toys themselves is entirely 
worth while, and the toys can be sold 
so that this profit is not merely imag- 
inary. The toy department, if it is a 
live and growing thing, will soon make 
any store “the children’s store,”’ and the 
store which is the favorite with the 
children, other things being considered 
equal, is the favorite with the parents 
by long odds. In other words the toy de- 
partment draws children, children draw 


SEPTEMBER DOLL DISPLAY IN JOHNSON’S BOOKSTORE WINDOW WHICHHELPED SELL LARGE QUANTITY OF DOLLS. 
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ANOTHER EXCELLENT TOY DISPLAY IN WINDOW OF JOHNSON’S BOOKSTORE, SPRINGFIELD, MASSACHUSETTS. 


parents, and other departments profit 
by the pulling power of the child’s play- 
thing. The prediction that “a _ little 
child shall lead them” has been found 
to be true in more ways than one. Ev- 
ery merchant will admit that the toy 
business is well worth while during the 
holidays. Any store then is but half a 
store unless it has a bright and happy 
department for children. And _ exper- 
fence is teaching that it is the store 
which maintains its toy department 
throughout the year that reaps the full- 
est harvest in November and December. 
Shoppers “get the habit” of looking for 
toys there the year ‘round and during the 
holidays they are well acquainted with 
the department, salespeople and the 
toys. 

Among the hundreds of stores which 
are finding the profit in toys worth 
while throughout the year is Johnson’s 
Bookstore, in Springfield, Massachu- 
setts. While this store has retained the 
name “Bookstore” through the years it 
long ago outgrew that name. It is, in 
fact, a “quality department $store,” 
where quality goods in many lines are 
handled. In its new quarters, a build- 
ing practically erected to suit its needs 
and now called the “Bookstore build- 
ing,” it is one of the show places of this 


City of Homes which is the pride of 
New England. In the old days John- 
son’s was a favorite place for toy buy- 
ing during the holidays, but, like the 
majority of other stores, made every ef- 
fort to clean out the last vestige of toy 
stock on the night before Christmas, 
and then it knew not the name of toy 
until the following Christmas. But re- 
cently toys have become a permanent 
attraction in the store, and under the 
able management of Kathryn B. Brown- 
lee, the toy buyer, the department has 
become one of steady importance, pop- 
ularity and profit. The accompanying 
illustrations show some of the Johnson 
toys at their best in the show windows, 
as well as a September daily newspaper 
ad which helped sell an entire Christ- 
mas stock of dolls in the month when 
the schools are reopened and the child 
turns to playthings again after months 
of romping outdoors. 

The first illustration and the adver 
tisement go hand in hand. Together 
they helped make a September doll sale 
in the Johnson store last September a 
remarkable success, not only from the 
standpoint of Springfield merchants, but 
from the standpoint of the leading mer- 
chants throughout the country as well. 
Of this sale Miss Brownlee writes: 


“The photograph of the doll window 
trim was taken during our doll opening 
last September. This was such a de 
cided success that we have at once de- 
termined to make it an annual feature. 
We gave over about one-half of our toy 
department to the display of dolls and 
made it so interesting that we had more 
than three thousand persons, men wo- 
men and children, in our store on the 
Saturday during the opening. In fact, 
from a business point of view, this open- 
ing was a pronounced success. We sold 
a large part of our Christmas stock of 
dolls. The ad was not one of the first 
used to announce the doll opening, but 
was used as a second call, and in con- 
nection with the window display and the 
general comment caused by the excel- 
lent showing of dolls in the store, it 
did yeoman service.” 

What would the average grumbling 
merchant say to a toy buyer who had 
the audacity to sell a large part of her 
Christmas supply of dolls three months 
before Christmas, and two months be- 
fore the real holiday buying of toys gen- 
erally begins in earnest? He would be 
apt to offer additional floor space to the 
department head. Or at least, if he had 
given that last show case to the toy de 
partment begrudgingly, possibly he 
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might apologize. Or if he happened to 
have an especially bad case of dyspep- 
sia he might complain that another toy 
stock could not be obtained before the 
holidays, or that the sale could not help 
but interfere with the holiday business. 
This was not the case, however, in the 
Johnson Bookstore, because the sales 
of dolls and toys during the 1912 holi- 
days constituted a record turnover, This 
early start, made in September, actually 
brought new business in dolls which no 
merchant thad thought Springfield, a 
city of less than 100,000 inhabitants, ca- 
pable of giving to a single store in 
September. 

In all toy exploitation the windows 
must be brought into service for im- 
portant publicity work. They greet the 
child and the parent with the sure hand- 
shake. A good window trim of toys 
alone, without any of the other and 
more expensive forms of publicity, has 
often resulted in a most profitable “toy 
sale’ in August, September, or any 
other month. And so some of the prin- 
ciples of good window display may well 
be considered by the merchant who 
would give his toy department a chance 
during the coming month. 

In order to make a successful display 
2 thorough knowledge of the goods to 
be shown is necessary. The trimmer 


should be familiar with the details of. 


the manufacture of the merchandise to 
be displayed, the conditions of ‘pur- 
chase and all the points which make 
the goods desirable. Thus he will be 
enabled to bring out these points in the 
display with the greatest possible em- 
phasis, and thus show the wares to the 
best possible advantage. 

The trimmer should be_ thoroughly 
posted on the various ways of arranging 
the goods. He ought to know all the 
standard unit foldings and formations, 
be familiar with the style of display 
generally effected, and have a fair fund 
of originality. That is, he ought to be 
able to proceed from the ordinary units 
of formation to others which are new, 
and sometimes better than the old. 


The first thing to consider in plan- 
ning a display is the adoption of a 
suitable background or setting which is 
to act as a foil to bring out and em- 
phasize the article displayed in a strik- 
ing and attention-compelling manner. 
The background should be of a design 
and color to harmonize with the mer- 
chandise to be set off. . They may har- 
monize either by blend or contrast. 


Harmony by blend is perhaps the 
most pleasing, but harmony by contrast 
is always the most striking and by far 
the most emphatic and most certain of 
arresting attention. In harmony by 
blena the tones and general effect of 
the background and of the merchandise 
glide into an almost imperceptible 
union, but in such a manner as to en- 
hance the beauty of the whole and 
thus attract the attention of the public 
by the force of the innate love of the 
beautiful that exists with more or less 
strength in all. In harmony by contrast 
there is sufficient dissimilarity to make 
each part stand out with enhanced 
strength and still avoid the least sug- 
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gestion of a clash when properly man- 
aged so that the background does not 
have the effect of overpowering the 
goods, but adds materially to their 
strength and to the force of their appeal 
to public attention. This style of har- 
mony is, probably, the safest and surest 
of satisfactory results. 

Besides attention-compelling relation- 
ship between background and merchan- 
dise, it is also a common practice to 
resort to what may be designated, for 
want of a better title, as special fea- 


Johnson’s Bookstore 
Bookstore Building 391 Main St. 


What the Little Folks Said 
Yesterday About Our Dolls 


“Let's take that one home to papa. 
He likes dolls. | 


“LT just love um all.” 


A little boy paused on the = stairs 
and burst out: “Oh, look at um, 
look at um!” 


“See the funny eyes on that one. 
He's) laughing.” 


“There’s an Indian, mother: is he 
real?” : 
“See the great big ones.”’ 


The dolls’ game of blind man’s buff 
had a constant audience. One little 
tot shouted out: “Run away, she’s 
Buing to catch you!" 

Another said: ‘They've all got on 
their party dresses,"' 

“See that dear little baby, he’s just 
learning to wWwalk.’’ 

‘Louk, there’s some sailors.’’ 

“Tl wonder if that baby doll cries?’ 


A three-Vear-old) piped up: ‘Oh, 
Gee! wouldn't I like one of them.” 

“tT choose that one with the striped 
dress,"’ 

“See the lace on that one.’ 

“Mamma, buy me that one,” was 
heard all over the store. 

“Oh, TI wish I could stay and see 
them all,’”’ 

“Let’s come again this afternoon,” 


“Mamma, do vou ‘spose they'll all 
be here Christmas?” 


“That lady doll has real earrings.”’ 
“See that dear little baby's teeth.” 
“Do you think that one can talk’”’ 


“That one {s as big as our baby; 
isn't he, mother?” 


One mother said: ‘This has given 
my little folks a perfectly delightful 
time—and me, too.’’ 


Qur store was thronged all day 
long. and we gave away thousands of 
SOUVENILS. 


It Is Our Annual Doll Reception, 
and Closes Wednesday at 6:00. 
We Know You'll Enjoy It. 


BOOKS STATIONERY PICTURES 
Prompt Attention to Mail Orders 


tures. These are, as a rule, original 
conceptions, introduced into displays 
usually for the sole purpose of arresting 
attention and exciting curiosity. Some- 
times they may merely add to the 
general decorative effect and = thus 
serve a good purpose. The special fea- 
ture may or may not be related to the 
subject of the display; that is, it may 
be some feature suggested by or sug- 
gestive of the use or production of the 
goods dispraved. or it may be something 
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foreign or extraneous to the subject and 
used solely to excite curiosity and to 
hold the thought of observers while 
they are endeavoring to figure out what 
it has to do with the display anyway. 
The more incomprehensible a feature is 
the better it is under certain circum- 
stances as a special feature. The trick 
is frequently resorted to both in trim- 
ming and in written advertising. 

It is the same way, the trimmer uses 
some trophy or animal or other features 
in window display in merchandise mere- 
ly for the effect of attracting attention 
and inducing the consideration of pros- 
pective customers. | 

“The style of the stock arrangement 
has much to do with the effectiveness 
of the display. A style of arrangement 
that suits one style of goods will be 
found entirely inappropriate for certain 
other classes. 

Last, but by no means the least of 
the decorator’s part in the make-up of 
a display, is workmanship. Nothing does 
more to spoil the effect and discredit 
an otherwise satisfactory display than a 
dowdy and slovenly handling of goods. 

There is as much difference between a 
successful toy window, one which has 
a business producing “punch,” and the 
other kind, as there is between a hunt- 
ing dog that is gun-shy and one that 
stands under fire like a rock. SBHoth of 
these Johnson’s Bookstore toy trims 
stand under fire. Both caught the at- 
tention of the passers, held that atten- 
tion, drew purchasers into the store, and 
actually made sales of the goods dis- 
played. Both trims are so simple that 
they could be duplicated by any other 
merchant—that is, they could be dupli- 
cated by any other merchant who has 
“the goods.” The first illustration shows 
an exceptionally artistic doll window 
one in which there are dolls of high and 
low degree, some to sell at a dollar and 
others at a figure that places them be- 
yond the threshold of only the homes of 
the rich. The white border peopled by 
several dozen infant and character 
dolls, sets off the entire display ad- 
mirably. And it does away with that 
bane of all window trimmers, the junc- 
tion of the trim with the edge of the 
window space. The paneled _ back- 
ground, set with chrysanthemums and 
ferns, and with a bit of nursery border 
between the two supporting pillars, adds 
artistic merit and strength to the trim. 
The dolls in the foreground are merely 
placed on the floor of the wincow space. 
while those in the rear are elevated un 
stands covered with dark cloth. 

The second trim is of a different type, 
in that it is “all goods.” Nothing is 
brought into use except articles which 
are for sale, and, aside from a few dolls 
and doll supplies, these articles are doll 
and children’s furniture. The use of a 
couple of children’s playhouses to com- 
pletely cover the background is both 
unique and attractive, while the prom- 
inence of children's books, given the 
entire border space of the trim, is merit- 
ed by a line of substantial profit. ou‘ 
which is frequently slighted in the 
scheme of the window trimmer. Give 
the toy books a chance. 
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ANUFACTURERS and job- 
bers both report that there 
is still room for considerable 
improvement in the method 


of ordering domestic toys 
which is common among 
American toy retailers. The 


kick comes, as has been the 
ease in the past, on the 

“ ‘S score of tardiness in placing 
stock orders for toys which could be 
placed with the factories in the spring 
or early summer at the latest. The 
statement has been made that the toy 
man places orders for foreign toys in 
the spring because he knows that he 
must do so, but that he will frequently 
let ordinary stock orders for the domes- 
tic product hang fire for verification 
until the last dog is hung in the late 
summer. For several years the manu- 
facturers in the vicinity of New York 
have made a strenuous, although not 
concerted, effort, to improve this weak- 
ness in early tov buying. TOYS AND 
NOVELTIES has also taken up cudgels 
in behalf of the manufacturer, because 
early orders mean economical manufac- 
turing, which in th® long run means bet- 
ter service and iower prices to the 
trade. A slight betterment in this re- 
spect is to be noted. but manufacturers 
state that fully one-half of the orders re- 
ceived in the last month could have 
been placed four months ago as well as 
not. The ordering of domestic toys early 
simply means giving the American man- 
ufacturer a square deal. 

Harry B. Pearce, whose big show 
room. in the American Woolen Building, 

5 Fourth avenue, has become the 
buying headquarters for many well- 
known lines has recently acquired the 
exclusive New York selling agency for 
Toy Craft toys. Toy Craft toys are 
wooden specialties, and about as real- 
istic in appearance and as attractive, as 
modern ingenuity has succeeded in mak- 
ing toys. If it were possible by means 
of a magnifying process to enlarge a 
Toy Craft doll house to habitable size, 
you would not hesitate to walk in, hang 
up your hat, and make yourself quite at 
home, For the realism of these houses 
even in miniature, is perfect—from the 
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stairways and doors down to the panel- 
ing and lace curtains. The only trouble 
with your enlarged Toy Craft dwelling 
would be that at certain times you might 
object to the entire front of the house 
swinging open to reveal the interior. 


Perhaps this is the chief point of differ- 


LOUIS 


AMBERG. 


ence between a Toy Craft house and 
your own. But it gives the little gir! 
opportunity to fuss about inside and fur- 
nish it as she pleases. Toy Craft houses 
are Colonial in architecture and if to 
complete the picture, shadé trees and 
shrubbery are required, they can readily 
be had for 50 cents, 75 cents or one 
dollar in the shape of faithfully repro- 
duced wooden trees and shrubs carved 
and painted by experts. Wheelbarrows. 
animal carts and wooden animals that 
would serve Noah as splendid souvenirs 
in their variety, are made by Toy Craft 
Craftsmen. They show strikingly the 
attention to detail which this company 
has determined to make a signal feature 
of their products. Bowling Pool and 
Las Su are the new Toy Craft games. 
The first a miniature combination of 
pool and bowling, the seecud a Wild 
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C. L. CLEVELAND -- 


RESIDENT REPRESENTATIVE 
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HEAD QUARTERS: so 
91 CHAMBERS ST,NEW YORE). 


West attraction which provides a 
healthy outlet to the Buffalo Bill in- 
stinct. The Toy Crafters have furnished 


Mr. Pearce with a line of their Shooflies, 
seven numbers in all, which are also 


displayed. 

Louis Amberg & Son have placed up- 
on the market a pair of brand new fas- 
cinating twins, which bear the name, 
“Tiny Tots—Kutest of Kiddies.” These 
twins are being introduced to the trade 
bearing the slogan, “they stand alone,” 
which the Amberg Company states is 
true literally and metaphorically. They 
stand erect and without support-—and 
are indeed perhaps the cleverest prod- 
ucts in the Amberg line. They are chub- 
by and roguish, with hands that seem to 
be ever getting into all sorts of mis- 
chevious and unexpected positions. They 


are dressed in real babies’ flowing 
dresses with wee rompers and are 
completely distinctive. Louis Amberg 


& Son report that although these young 
sters have been on the market but a 
few weeks, their reception has been 
such that the question of nroduction is 
a lot more puzzling than the creating of 
the demand. 


bg OS 
J. L. AMBERG. 
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Profitable Toy Advertising During Summer 


Toy Merchants Everywhere Are Learning that Ads in the Dailies Produce 
Substantial Business When Seasonable Goods Are Exploited. 


HAT the summer toy ad in 
the daily newspaper pays, 
and pays handsomely, is be- 
ing demonstrated in these 
days of profitable year 
’round toy selling by hun- 
dreds of merchants. Never 
before have so many dealers 
sold summer playthings in 
opal: large quantities as this year, 
and in these sales newspaper advertis- 
ing has played a most important part. 
During the past few months toys have 
been generously advertised by more 


merchants than ever before, the list in- 


cluding novelty dolls, sand toys, swings, 
children’s slides, children’s vehicles, 
croquet sets and articles for other out- 
door games, juvenile sporting goods, 
play suits and tents for the lawn and 
house, doll carriages, roller skates and 
other specialties suited to the require- 
ments of various local communities. 
Any merchant can do a good business in 
summer toys if he will go after it, and 
the daily ad, used occasionally, offers 
an inexpensive and sure means for 
reaching the desired end. 

Reproduced herewith are three ads 
recently carried in the local dailies by 
merchants who are getting a large share 
of the summer plaything business of 
their various communities. The first is 
a large ad, four columns wide by about 
five and‘one-half inches deep, used by 


Boy 


Indian Suits 

We have over a dozen styles 
in Indian Chief outfits at all 
prices from 9860 up to $4.98. The 
illustration shows an outfl; of 


shirt. trousera and war bonnet 
at $1.59. 


Squaw autqte in various 
stvles at pricer from $1.25 up. 
The illustration shows a hand- 


fine Summer days. 


the Hunter, Tuppen Company, of Syra- 
cuse, N. Y. It will be noticed that this 
ad features play suits and Indian wig- 
wams exclusively, and it can safely be 
said to be one of the best consumer ads 
exploiting these goods that has ever 
been prepared. G. M. Adamison, ad- 
vertising manager of the Hunter, Tup- 
pen Company did himself proud in the 
preparation of this ad. It pleased the 
store management and the toy buyer he- 
cause it brought several hundred dollars 
worth of profitable play suit business 
‘within a few days. 

The second ad is another of the 
“highly specialized” variety, in that it 
features children’s vehicles and wheel 
goods entirely. This ad, which was two 
columns wide by 13 and one-half inches 
deep, brought sufficient business to con- 
vince any man who might have been 
skeptical as to the possibilities of mov- 
ing large quantities of vehicles in July. 
The lead line, “how to keep the boy out 
of mischief these vacation days,” has 
special appeal to the parent, but it also 
appeals to the boy and girl, because the 
youngster has no objection to being 
kept out of mischief by such means as 
new playthings. The invitation to ‘see 
the boy demonstrating one of the ve 
hicles in front of the store” was accept- 
ed by hundreds of boys. This ad would 
have been greatly strengthened if it 
had been enlivened with several cuts 


showing the vehicles advertised. It 
would, then have caught the eye of the 
child who can read but little and who is 
never attracted to printed matter unless 
it be illustrated. 

The third ad reproduced is as nearly 

perfect as a toy ad can be. That it did 
its work is vouched for by L. S. Ayres & 
Company, the Indianapolis department 
store proprietors, who did a big busi- 
ness in the dolls exploited. It is so ad- 
Mirably illustrated that no child or 
parent could escape it, and it is word2d 
so cleverly that the Kewpie is done 
ample justice. 
_ Some toy men have “tried out” adver- 
tising in their daily papers and quit 
after a few days, believing that the 
money spent did not come back to them 
in increased business. Possibly the ad 
was at fault. Possibly the goods fea- 
tured were not seasonable. Possibly 
the advertiser did not have the right 
spirit, or possibly he did not have the 
right goods to back up his statemente. 
The following general advice to the ad- 
vertiser, written by S. C. Dobbs, may be 
of value to such week-kneed purchasers 
of publicity. 

Advertising is as old as history itself. 
The exhumed cities of pre-historic times 
gives evidence of this fact. The aspir- 
ing warrior of those days sought to tell 
the story of his triumphs in emblazoned 
letters on the city’s walls. That was 


or Girl An Onondaga Play Suit 


Indian, Cowboy and Other Novelty Suits 


OU want your children to enjoy all the outdoor life possible these 
Why not give them one of the strongest in- 
centives for outdoor play—an Indian, Cowboy or Scout Suit for your boy 
or a Squaw or Cowgirl Dress for your girl? The primitive instinct is 
strong in all children. Nothing gives greater happiness to a boy, or, for 
that matter, a girl, than ‘‘Playing Indian"’ dressed for the part. 


. Onondaga Play Suits are ‘‘made in Syracuse’’ by the Onondaga In- 
dian Wigwam Company. We are showing an entire line of them in all 
ages from 2 up to 14 years. 


Cowboy and Cowgirl Suits 


Cowboys and Indians are always associated 
in the stirring tales of Western colonization. 
These Cowhoy Outfits are exact reproductions of 
the dress of cow-punchers of the plains. 

The cowboy outfit comprises 


trousere or chaparejos. shirt, 
belt. pistol, lariat, neckerchief 


blouse an 
Khaki, trimmed 


and sombrero. rices from 
some suit nicely trimmed and $1.35 up to $3.98. The illustra- | kerchief and hat. 
braided priced at $3.98. tion shows our special cowboy | $1.85 u The 


All size® from 2 to 14 years 
fn above suits. 


BOY scoUT OUTTITS. 
1.80 to $4.50. Sizes 


. at 81.25. 
rom 2 to 14 years. 


years. 


outht ot 81.60, 


Al) sizes in cowbov outfits 
from 2 up to 14 years. 


BASEBALL UNIFORMS 
Sizer 4 to 14 


fit at $1.50. 


from 2 to 14 years. 


MILITARY OUTFITS. 
31.95. Sizes 2 to 12 vears. 


—fhe Kunter, Tuppen Children’s Dept.—Second Floor. 


The Cowsir outfit comprises 
skirt “ drill or 

w 
fringe: belt, pistol, lariat, neck- 
Prices from 
Pp. illustration 
showr our gpecia] cowgirl out- 


Al) efzes in cowgirl) outfits 


FIRUMEWS OUTFITS 
$1.69. Sizes 2 to 14 years. 
CE ITE I IE TLE TIES 


Wigwams 


Here is a@ real Indian 
_Wwigwam on the same 
plan as those used hy the 
Onondaga Indians. 

They come in various 
sizes from five feet with 


three upright poles at 
$1.50 to six feet with 
five poles at $8.00. 

Give vour boy a wig- 
wam with his Indian 
suit. Let him erect an 
encampment in the hack 
yard. He'll bea very busy 
“Indian” all summer 


leather 


POLICEMEN’S OUVU®?z. 
FITS, 31.69. Sizes 2 to 
14 years. 


THIS AD SOLD HUNDREDS OF DOLLARS WORTH OF PLAY SUITS FOR THE HUNTER _TUPPEN COMPANY. 
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primitive outdoor advertising. The crier 
in the streets announcing the valorous 
deeds of some, mighty conqueror was 
but a primitive form of the political ad- 
vertising that is so freely indulgea in 
this modern day by those who desire 
office and its emolument. 

This marvelous force which we term 
publicity, which even today is not com- 
pletely understood, has practically been 
lying dormant for many centuries. In 
fact, up to within the past decad2 or 
two advertising was looked upon with 
more or less distrust. 

No department of commercial | en- 
deavor has shown more advancement 
during the past ten years than advertis- 
ing. It has joined hands with science 
as one of the benefactors of the human 
race and where science leaves off, there 
publicity takes up the burden and tells 
the world what those cloistered stu- 
dents are accomplishing—making the 


LUCKEY, PLATT & CO. 


332-344 Maia St. 14-20 Academy St. 
Phone 2065 
TUESDAY MORNING, JULY oor ne 1913 


How To Keep the Boy Out of 
Mischief These Vacation Days 


Buy him a safe. and healthful toy. 

To make it posstble that he may have 
one, we reduce the price on_ these 
wheel toys. 

EXPRESS WAGONS— 

He can sit in the rear end of it, run 
it with his feet and steer it with his 
hands. He can do many profitable er- 
rands with one. 

(uuckéy’s Prices were $1.00 to $2.25, 
now they are marked at from 75c to 
$1.50. 

AUTO. CARTS—. 

These carts resemble automobiles. 
They work by pedals connecting with 
rear wheels by chain and have a wheel 
to steer with. A boy can get lots of 
speed and exercise from one. 

Luckey’s Prices were $3.98 to $6.75, 
now they go for from $2.66 to $4.50. 
SULKEYS— 

This cart needs help to operate it. 
The child sits in the two-wheeled cart 
and is pushed along. Makes an excel- 
lent little cart for mother to take a 
child out In. 

Luckey’s, Prices were $1.39 to $1.50. 
now they are marked 93c to $1.00. 


MARATHON RUNNERS— 


One of the best little exercisers on 
the market. Low platform and low 
wooden wheels. The boy places one foot 
on the platform and pushes himself 
along with the other. He can get great 
speed from one and he does not require 
practice. 

Luckey’s Price was $1.00, now marked 
to go for 75c. 

(See the boy demonstrating one In 
front of the store today.) 
VELOCIPEDES— 

A boy always has and always will get 
lots of fun from a Velocipede. Now 
that they have rubber tires on them 
they run very much easier and are more 


enjoyable. 
' Luekey’s Prices were $3.50 to $8.00, 


now they run $2.34 to $5.34 
DOLL CARRIAGES FOR THE GIRLS— 
Dainty little Carriages, well equipped 
and smooth running. 
Luckey’s prices were $1.00 to $2.25, 
now 75c to $1.50. 


During July and August This Store 
Will Close at 1:00 O’Clock, Friday 


LUCKEY, PLATT & CO. 
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A Thousand Kewpie Dolls 


For the Little Boys and Girls of Indianapolis 


Among American illustrators none stands higher 
in the estimation of artists than Rose O'Neill, whose 
clever drawings have delighted magazine readers for 
a decade or longer 
cess has been the monthly page of Kewpies in 
the Woman’s Home Companion. 
queer little folk whose antics delight children 
of all ages, grandmothers included. 

Naturally the Kewpie doll is going 
to be a tremendous success and we've 
provided largely—a thousand of them 
in this one shipment—little Kewpies 


Perhaps her greatest suc- 


Kewpies are 


- 


of hollow ceHuloid with which the babe in arms may safcly play—these 


at 25c. 


Then 50c Kewpies, larger, either bisque of celluloid; still larger 


ones, almost life size.at $1.00 and $1.25. 
If there is a child in the house, by all means gladden her heart with 


one of Rose O’Neill’s Kewpies. 


—Third floor annex. 


A SUMMER DOLL AD FROM INDIANAPOLIS WHICH SOLD KEWPIES. 


luxuries and playthings of yesterday the 
economic necessities of today. 

The profession of advertising—for it 
has undoubtedly reached the plane of a 
profession—is of such importance that 
men in all walks of life endowed with 
brains and energy are knocking at its 
door. 

There must be back of all advertising, 
quality of product and the ability to ad- 
minister to a human want. A sales or- 
ganization and something tangible upon 
which to build, for all the good adver: 
tising in the world, will not be perma- 
nently advantageous unless properly 
backed up by efficient service. 

Did,;advertising alone create the Mar- 
shall Field business in Chicago? Most 
assuredly, no! It was that irresistible 
combination of service plus publicity 
that has created this and other busi- 
nesses of world-wide reputation. 

Publicity solves the problem of dis- 
tribution. Where a manufacturer of a 
few years ago depended upon the slow 
and expensive process of acquainting 
the public with his wares through the 
traveling salesman, and _.o oft-times 
through, the peddler and his wagon, he 
today utilizes the daily press, the week- 
ly periodical, the monthly magazine, the 
lithographed poster and painted bulle- 
tin. 


Advertising is today the greatest econ- : 


omic force in the realm of commercial 
activity, reaching into all such activity. 


The “survival of the fittest” influence 
has been bringing about a radical 
change in the conditions that once sur- 
rounded advertising. It did not take 
long to realize that misleading and un- 
truthful advertising would not bring re- 
turns—that the dishonest advertisers 
could not achieve a permanent success 
any more than the dishonest merchant 
or manufacturer. There is a moral re- 
sponsibility in advertising an untruth. 
It is just as much an untruth as if ex- 
pressed in a personal statement. 

The advertiser who succeeds quickly 
must pay a lot of attention to copy. Just 
throwing somé@thing to gether and put- 
ting it into 14 different kinds of 
type isn’t advertising, by a long shot. 

The white paper of the Chicago Trib- 
une is no more valuable to an advertiser 
than the white paper that goes into the 
Weekly Clarion of the county seat of a 
backwoods community. It is the gray 
matter that is put into the white space 
that brings returns. I had rather put 
a $50 piece of copy into a $5 space and 
expect returns than a 50-cent piece of 
copy into a $500 space. 

But, fortunately, such incidents are 
rare. Great progress has been made in 
the character of advertising copy in the 
past few years. 

Advertising, when properly done, is 
not an expense, but a good investment. 
It is more permanent and enduring than 
any building or factory equipment. 
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er . 
CAMPBELL KIDS IMPROVED—POPULAR THE WORLD OVER 
_ TOODLES 


“PEEK-A-BOO”—THE NEW 
The attention of the trade is! 


line of Art and Character DOLL 


Our New Line c 
For Beauty, Durability and Selli 


year’s productions. Don’t fail ta: 
your Holiday Orders. Send for 


E. I. HORSMAN CO., 


The Horsman Art and Character Dolls Are the P 


Gold Medal Baby Doll ce J 
20 Styles to Retail From 50c to $10.00 Each Biscsen tene 
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AN’S 
pete Line of 


bee a ee 


: AND CUTEST OF DOLLS 


slled to our grand and imposing 
100 Various Styles. 


BABY DOLLS 


Value, are far ahead previous 
our new line nenors placing 
ll Catalog. 


9 Broadway, New York Suck-a-Thumb Baby Doll 


tof the Aetna Doll and Toy Company Factory CAMPBELL BABY Trade Mark 


” ~ 
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C. F. Tompkins has succeeded to the business of Haller & 
Reid, in East Chicago, Indiana. 

A. A. Hirsch has opened a stationery and novelty store at 
281 King street, Charleston, S. C. 

George R. Voss has opened a book, stationery and toy store 
in Nevada, Mo., under his own name. 

George N. Emmett has discontinued his book, stationery, 
novelty and toy store in New Bern, S. C. 

C. C. Pursell has opened a new book, toy and stationery store 
at 807 G. street, NW, Washington, D. C., under his own name. 

Friedman Brothers Company, formerly of Pittsburgh, Pa., 
is now established in Cleveland, Ohio, at 1430 West Third 
street. 

Martin Ladd has opened a store under his own name in 
Jefferson, Kansas, to carry toys, games, juvenile vehicles and 
other lines. 

Charles Orr and Louis Rucker have bought the B. J. Rucker 
store in Lockwood, Mo., and will continue the same under their 
joint names. 

The store of L. A. Barnett, in Danville, IN., with a stock of 
stationery, toys and novelties, was recently seriously dam- 
aged by fire. 

George E. Mousley, of Philadelphia, Pa., wholesale and retail 
dealer in toys, stationery, etc., has added Harry W. Gregg to 
his sales force. 

Edgar Hunt has bought the business formerly conducted in 
Willows, Calif., by C. R. Wicker, and is continuing the same 
under his own name. 

The John Clark Company, of Cleveland, Ohio, dealing in 
books, stationery and novelties, has been incorporated with a 
capital stock of $10,000. 

The Freeholz stationery and novelty store, in Liberty, N. Y.. 
was destroyed by a fire which practically wiped out the busi- 
ness portion of the town. 

The D. B. Snyder store in Clinton, Iowa, has been bought by 
George Dayton and E. E. Smith, who will continue the same 
under their joint name. 

W. A. Perrin, dealing in stationery, books and toys, in 
Berkeley, Calif., is enlarging and improving his store as a re- 
sult of increasing business. 

The City Drug & News Company, of Mt. Clemens, Mich., 
dealing in books, stationery, novelties, etc., has been bought 
by F. Russell and F. McDowell. 

Schedules in bankruptcy of Morris Meyer, dealer in novel- 
ties at 24 Park Place, New York City, shows liabilities of $9,552 
and assets amounting to $9,107. 

A. E. Cameron has bought the business of W. L. Griffiths, 
in Napa, Calif., and is continuing the same along the estab- 
lished lines, but under his own name. 

The Graves book and toy store in Temple, Texas, has been 
removed from its Main street quarters to a large store room at 
the corner of First street and Avenue A. 

C. Lentram has bought the stationery, toy and novelty store 
formerly conducted by T. J. Taylor, in Meriden, Calif., which 
he is now continuing under his own name. 

Bale & Johnson, who opened a toy, stationery and novelty 
store in Easterville, lowa, several months ago have enjoyed a 
most satisfactory business since their opening. 

Breslow's Shop has been removed from 20 East 30th street, 
Mew York City, to 123 East 23rd street, where better facilities 
tor handling the increasing trade will be at hand. 

Otto Doerr has bought the news stand, stationery and nov- 
elty store formerly conducted by J. M. Schmel, in Gilroy, Calif., 
and is now conducting the same under his own name. 

William Steitz has bought the Lakeland Book Store, of Tam- 
pa, Florida, from L. W. Monk, which he will continue under the 
old name. The business has been conducted very successfully 
by Mr. Monk. 

C. A. Griffith has succeeded to the book, Seationeny and toy 
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business formerly conducted by C. M. Sherman in Bellingham, 
Wash., and is continuing the business along the established 
lines under his own name. 

A fire in the toy store of the John W. Grove Company, on 
Vliver avenue, Pittsburgh, Pa., recently caused slight damage 
to the store. The blaze started in a box of waste paper. Little 
of the stock was damaged. 

John Hipple, of Berien, Mich., has bought the stationery, 
toy and novelty business conducted for some time by A. M. 
Caulkins, in Goshen, Ind. Mr. Hipple will continue the busi- 
ness under his own name. 

Gierisch & Connelly, dealing in books, stationery and novel- 
ties in San Francisco, Calif., have dissolved partnership and 
the business will in the future be conducted by William Gier- 
isch, Jr., under his own name. 

On a petition of creditors a receiver was appointed some 
time ago tor the Williams Book Store, Inc., of 349’ Washington 
Street, Boston, Mass. It is reported that the liabilities were 
$14,945 and the assets about $2,800. 

B. H. Overstreet, formerly a newspaper man, has bought the 
stationery and toy store conducted by F. E. Crawford, on Main 
street, Roanoke, Va. He will conduct the business along the 
established lines under his own name. 

Among the buyers in the New York market recently were C. 
Davis, of Halle Brothers, Cleveland, Ohio., F. LePard, of the 
Brown Thompson Company, Hartford, Conn., and E. Lauer, of 
MecCreery & Company, Pittsburgh, Pa. 

The store of H. G. Hall, in Marysville, Calif., was practically 
destroyed by fire a short time ago, The loss of $10,000 was 
partially covered by insurance. Mr. Hall has rented temporary 
quarters and is already open for business again. 

The Globe Book Company, of Morristown, Tenn., has opened 
a new book, stationery, toy and novelty store in that city, with 
a full line of the articles mentioned. The business has now 
been conducted for several months most successfully. 

A fire of unknown origin caused a loss of about $700 to the 
stock and store of William Minick, dealing in toys and novelties 
at 618 Vliet street, Milwaukee, Wis., recently. It is reported 
that the damage will not seriously interfere with the business. 

The California Post Card Company, of San Francisco, Cailif., 
has been incorporated with a capital stock of $25,000, for the 
purpose of manufacturing and distributing souvenir post 
cards. The stockholders include J. A. Lung, L. E. Boto and B. 
M. Uhrlaub. 

The Pastime Novelty Company, of New York City, has been 
incorporated with a capital stock of $50,000, for the purpose 
of manufacturing and selling pastime puzzles and novelties. 
The incorporators include Samuel Glucas, Samuel H. Speck 
and A. S. Leve. 

B. A. Williams, of Lodi, Calif., has sold his variety and toy 
store in that city to E, T. Hart, formerly of Modesto, Calif.- 
Mr. Hart is conducting the business along the established 
Imes at the same location, but is planning to gradually devel- 
op the business into a department store. 

Peter Hopkins, dealing in toys, stationeny and novelties in 
Calistoga, Calif., has removed his business into larger quarters 
in the Rutherford building. The new store which is well sit- 
uated and up-to-date in every particular, provides merchandis- 
ing facilities long required by the Hopkins business. 

The Teetshorn book, stationery and toy store has been 
opened for business in the Beatty building, Main street, Hous- 
1on, Texas. An informal opening was held which provided an 
opportunity for hundreds of prospective patrons to inspect 
the complete stock and up-to-date merchandising facilities. 

The Winslow Book Store, for a long time situated at 23 
North Main street, Hutchinson, Kansas, has been moved to a 
new location across the street. The old number held no hoo- 
doo for the enterprising management of this store, however. 
The removal was necessitated by the growth of the business. 
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kKNY PLAN which succeeds 
/ in moving a_ substantial 
quantity of toys over the 
retail counter in July and 
August must, from the very 
nature of the demand dur- 
ing these months, be a more 
or less artificial device. Now 
is the time when playthings 
hwo SS are least needed to keep 
the children happy. All nature bucks 
the problem of helping the child play. 
The making of mud pies in the back 
yard and racing through the lots and 
woods utilize the exhuberant energy 
which otherwise might go to operating 
toy railroad systems and smashing rock- 
ing horses. Give the child a vacant lot, 
@ wooded spot or a tiny stream, and, 
unless he has lost the auto-amusing 
propensities which have been evident 
during historic times he will amuse 
himself. A stick, a pile of stones, a 
shingle and a couple of old pans are 
toys enough to fill the natural require- 
ments of childhood. And yet, real toys, 
sold by the toy dealer at a good profit, 
will make the summer play more help- 
ful and more enjoyable, if they only be 
placed in the possession of the child. 
Whether the sales boosting of July and 
August be artificial or not, it is entirely 
legitimate, and worthy of the best atten- 
tion of every toy man who would make 
his summer business do something 
more than pay the rent. 


Selling a Hundred Toy Boats 


Despite the drawbacks of warm 
weather to the toy man from the stand- 
point of general toys sales the summer 
sun brings several distinct sales oppor- 
tunities. One of the most important of 
these is the opportunity to sell toy 
boats, probably the most popular of all 
strictly summer outdoor playthings. 
Last summer a merchant decided early 
in July to make a strong effort to clean 
out a stock of about 100 toy boats, both 
farge and small, which had accumulated 
in his stock room during three years. 
He decided to put up his largest and 
finest boat, an eight dollar racing 
schooner, painted white and trimmed in 
gold, as a lever with which to move the 
rest. He decided to conduct a racing 
contest on a wading pond in a nearby 
park. He completed all arrangements 
for the contest, and then made the pre- 
liminary blind announcement through 
the newspaper ad reproduced in the ac- 
companying illustration. This brought 
the children to the store, where an ar- 
tistic broadside of toy boats was pre- 
sented to them in the window, in the 
center of which was a large card ex- 
plaining the conditions of the contest. 
The prize boat was prominently dis- 
played with small silk flags flying. Each 
contestant was required to sail a boat 
bought from the toy man, he was tu be 
marked with a certain number of points 
for efficient handling of the boat, and 
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G PLANS 


FOR THE M°NTH 


“SUMTHIN -DoIn” 


For Every Boy and 
Girl in Burlington 


Saturday morning is the time 
Our window will tell the story 
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THE BIG TOY STORE 


“On the Square” 


speed and ability to make maneuvers 
were a handicap matter, governed by 
the cost and quality of the boat at hand. 
In this way the boy with a three dollar 
boat was on a par with the fellow who 
could only invest a half dollar. These 
conditions were printed on the backs of 
cardboard fans which were distributed 
free to the boys and girls who gathered 
at the store in response to the ad. Hight 
hundred of the fans were distributed, 
112 boats were sold, and the races and 
sale were considered a success in every 
way 


A “Take-Me-With- You” Toy Window 
A merchant who features toys in a 
populous Bastern city has installed a 
toy window display which is doing him 
good service during July. This is a 
“Take Me With You” toy window, and 
it is aimed at the men and women and 
boys and girls and babies who are about 
to start on their annual summer vaca- 
tion trips to the mountains, the country 
or the “sea shore.” In this window is 
grouped a large variety of toys which 
might come in handy during a summer 
outing. Each toy is labeled plainly with 
the price and a phrase suggesting the 
niche it might fill in completing the 
pleasure of the outing for the child. 


The toys include everything from the 
sanitary teething ring for the baby, 
which with a rattle, might go a long 
way toward making a tedious summer 
trip in a train less tiresome, to juvenile 
sporting goods, fishing tackle and bicy- 
cles, to make the weeks spent in the 
open more enjoyable. Across the front 
of the window is a streamer hung close 
to the inside of the glass bearing the 
slogan, “Take Me With You,” and 
across the back is a larger streamer 
with the same slogan reaffirmed, 


August a Big Month for Play Suits 


July ought to be one of the biggest 
months of the entire year for the sale 
of play suits. The long evenings with 
daylight until well after dinner time 
provide an execllent opportunity for 
outdoor play in the guise of a cowboy, 
an Indian, a policeman, or a soldier. 
Play suits and play tents can be sold 
now more easily than at any other time 
because the season for the best use 
of them, the outdoor use, is just open- 
ing. A small illustrated ad in the daily 
paper, together with a live window dis- 
play of the line for a week, has cleaned 
out many a toy man who underesti- 
mated the full spring sales _ possibili- 
ties of play suits and play tents. 
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The Public Is. ‘Hungry | 


Wire For Sample of 


Hit the Mitt Puzzle 


Just Out—Every Base Ball Fan Thinks He 
Can “Put One Over the Plate,” but—Try It! 
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| The anc PICTURE PUZZLE 


TRADE MARK 


Based on entirely new 
mechanical principle of 
rolling ball and tipping 
platform. 
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The squares must 
be moved about, NOT LIFTED, 
until picture is complete 
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EFFICIENCY IN W WHOLESALING 


Immense New Butler Brothers thers Building in Chicago Replete 
With New Ideas for the Live Merchants—Econo- 
mies Suggested by Years of Experience. 

In 1778, Chicago’s first trading post was established. Just 
one hundred and one years later—in June, 1879—the young 
firm of Butler Brothers opened its Chicago house. Today, in 
1913, this firm of Butler Brothers, only 34 years older than 
when it entered the Chicago field—it was two years old, then 
--—occupies the greatest wholesale building in all the world. 
And this magnificent new ‘“hhome” stands cn the identical site © 
of the old trading post! 

About ten years ago Butler Brothers entered another new - 
Chicago building. It, at that time, was the greatest of whole- 
sale buildings. Since then, however, the firm’s New York 
bouse, St. Louis house, Minneapolis house and Dallas house, 
each in turn have moved into buildings far in advance of the 
Chicago plant. So rapid was their growth that Chicago was 
elbowed out. Now Chicago is in the lead again. 

The new Chicago plant adds might to the organization and 
means much to the retailer. It shows the company’s belief— 
no matter what others may do or say, no matter how retail 
mail order houses may multiply, no matter how many blows 
beneath the belt may be landed by class legislation—that the 
small merchant will live and prosper, that the small town will 
have a greater usefulness, that the merchandise of the world 
will continue to be placed at the disposition of the retailer 
so he can sell it at a profit. 

The completion of this new Chicago house gives Butler 
Brothers what may truly be called the last word in wholesale 
structures and equipment—not only in size, but in all the fac- 
tors that help to shorten the journey between maker and re- 
tailer. From the time incoming freight cars unload at private 
tracks until the goods are delivered in packed cases to the 
cars, the merchandise will pass through an operating system 
which is the capstone of experience covering 36 years. 

Everything that Butler Brothers have learned in the way 
of efficient merchandise handling, since the first Butler store 
opened in Boston in 1877, has been woven into the system 
olf the new Chicago house. This system represents perfection. 
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MANY OTHER NEW PUZZLE NUMBERS 


| PICTURE PUZZLE 


THE PARCEL 
POST PUZZLE 
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The very bigness of the new Suilaing makes for economy. 
Adjacent to the older buildings and connected to them by 
bridges and subways, the new structure brings up the total 
floor area to 38 acres—all of it practically under one roof. 
Think of the saving 
over the usual system 
of warehouses for sur- 
plus stock, some of 
them distant from the 
others. 

The concentration 
and centralization of a 
plant so huge really 
places in the compa- 
ny’s hands the means 
to a complete fulfill- 
ment of the functions 
of the wholesaler. The 
area of each huge floor 
instead of being an 
impediment, permits 
the placing of allied 
lines in one _ place, 
where orders for them 
can be filled and han- 
died with the _ least 
possible expense and 
delay. 

In every operation 
where it is possible 
and economical, me- 
chanical devices will 
replace the older and 
slower method of han- 
dling by hand. 

Even gravity itself 
ix called upon to further the efficiency of the new plant, and 
much of the work usually done by hand or elevator will be 
transferred to this economical agency. By means of a system 
of spiral chutes, lowerators, and like devices, packed cases will 


LOWERATORS SAVE MUCH TIME 


almost literally convey themselves to the very doors of the 
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Francisco. 


ARTIFICIAL SNOW. Theclear sparkling 
kind. Put up in 2 oz. boxes to retail at 
5c with good profit to jobber and retailer. 


JINGLING BELL JUMP ROPES. Pol. 

ished wood rings are used in place of the 
old style handles, giving girls a firm grip. 
Two heavy fingling Bells are siached: 
Seven foot colored ropes. Retails at 10c. 


THE PERFECT SPRING CHRISTMAS 
TREE CANDLE HOLDER. Holds fast to 
the tree. Holds the candle erect. Beautiful 
colors. No dripping candles. 


THE LILLIPUTIAN BATH ROOM 


ar aod after the finest Aenea Bath Rosia: 
Finely enameled wood with spun brass trimmings. Packed 


in display boxes and retails for about $3.50. Specially 
adapted for retail Toy Departments. 


Prices and Particulars Furnished Upon Application 
MENTION TOYS AND NOVELTIES 


Schwerdtmann Toy 


811 & 813 Washington Ave. 
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SPECIALTIES FOR JOBBERS AND DEPARTMENT STORES | 


Our Celebrated “DRIPLESS” Christmas Candles 


used by the best department stores from Boston to ‘San 


THE TIP TOP BUBBLE SETS. Show 
your customer a patented bubble set 
and five times out of ten he will ask 
‘Haven't youthe old time clay pipes?” 


| Sails P 10 Pie 


No. 10 | 
Here they are put up in neat little 
boxes to sell at 5 and 1@c per set. 


JINGLING SLEIGH BELL ROPES. A 
twelve ft. colored rope to attach to any 
sled. Ten heavy arctic bells producing 
the merry jingle of the horse sled. Every 
one of your sled customers will buy: ff 
one of these pretty, bell ropes. 


Co. 


St. Louis 


freight cars that carry the merchandise to customers, and all 
with perfect safety and greater dispatch. 

From the moment the buyer enters this new house he finds 
his efficiency as a buyer, and his comfort as a visitor increased 
beyond what either of them had been before. On entering 
he finds a special sales division prepared especially for his 
reception, where are assembled all the people with whom he 
may find it necessary to transact business. He is not compelled 
{to scurry around in search of his man. The man is at his serv- 
ice and at his elbow as well. 


Practically all samples are on a single floor. Think that 
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separate buildings; the closing of connecting passages would 
completely isolate a fire. 

On his one-day trips to market, it is unnecessary for him to 
go elsewhere than to the place where he wishes to buy his 
goods. Straight from his station, he may come to this building 
without even the necessity of checking his baggage in ad- 
vance. 

The location of the structure is most fortunate, since it is 
just across the street from the new Northwestern station, and 
two blocks from the Union station. Since more visiting mer- 
chants come to Chicago through these two terminals than 
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IMMENSE TEAMING CONCOURSE AND SHIPPING PLATFORMS OF NEW BUTLER BROTHERS PLANT. 


over—over 40,000 different items of merchandise displayed on 
a single level and so conveniently, logically arranged. 

The samples will be lighted from north-exposure skylights, 
which will provide a steady, even, non-glaring light. The 
Sample room is cooled by a special system of ventilation aided 
by a double drop-ventilated ceiling which places a layer of air 
between the outer roof and the inner ceiling. 

There is probably no more complete system of fire protection 
in America than the one to be found in the new building. 

Disregarding the fact that the character of construction will 
prevent a destructive fire and that the fire apparatus would 
slop one, there still remains the fact that no matter what the 
danger be, here is always a ready means of escape. The new 
building is divided by a fire wall into what are practically two 


through any others in the city, the advantageous location can 
better be appreciated. 

The greater receiving facilities made possible by the new 
building, means a quicker journey from the maker to retailer, 
because it permits a greater quantity of incoming merchandise 
to be handled at one time, and consequently means less delay 
between the maker and our own stock floors. This factor 
means less delay in transit from maker to us, since cars can 
be shunted in, unloaded and replaced by others much more 
quickly than before. Another example of the economy that 
cominates the whole structure is seen in the construction of 
the lowerators. Economizers as they are and small space .as 
they take up, their construction was-so carefully planned that 
the space ‘hey occupy is not stolen from, an open stock floor. 
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Let’s Get Acquainted 
THE TOY CRAFTERS, Inc. 


FITCHBURG, MASS. 
THE NEW TOY MANUFACTURERS 


____- MAKERS OF——_______—_ 


Toy Craft Toys 


We Manufacture Toys That Sell 


OUR CATALOG WILL SOON BE READY FOR 
DISTRIBUTION. WRITE FOR ONE AT ONCE 


UNCLE SAM MAKES ; TOYS 


Army and Navy Miniatures Sent 8 Sent Throughout the Country for 
Benefit of Children—Single Models Cost Many 
Thousands of Dollars. 

In the midst of the ponderous national duties which con- 
stantly beset him, Uncle Sam finds time to indulge in the oc- 
cupation of toymaker, an occupation which makes him be- 
loved by children and admired by grown-ups who may never 
hope to see the mighty originals of the wonderful toys. 

Three rooms in a tiny brick building, tucked away in a se 
cluded corner of the Washington navy yard, where the thun- 
der of giant machinery making mighty guns is shut out and 
the everlasting crashing of metal is faint and dim, constitute 
the toy shop for things marine. 

Six of Uncle Sam’s most able assistants, all experts in their 
line, are employed here steadily turning out the expensive 
playthings. There is one workman laboriously threading 
wire into a long cage. Here is another slowly carving with 
small instruments many pieces of wood that dovetail perfectly 
once their jigsaw individualities are united in a whole. There 
is another with a tiny brazier melting small pigs of metal 
with anxious care, and far in a shadowy corner another is 
arranging his paints. 

A room in the building of the army signal corps is the home 
of the army toy, the tiny field gun, the mule team with ani- 
mals complete, all less than three feet long; the miniature 
field hospital and a horde of other things. 

Children going through the war and navy departments cry 
out in delight when they first learn what a wonderful Santa 
Claus Uncle Sam can be if he puts his hand to it. One mil- 
lionaire gravely offered a secretary of the navy $15,000 for 
a single toy and was refused Lecause Uncle Sam desires that 
his playthings be enjoyed by all alike. 

Hardy plainsmen, visiting fairs in desert towns, stare open- 
mouthed at Uncle Sam’s toys and chuckle with pride at the 
strength which he has shown them in miniature. 

Uncle Sam’s tayshop at the navy yard is wonderful. Here 
exact models—on a scale of one-quarter of an inch to one 
foot—of the mighty fighting craft of the nation are built. Tools 
no larger than a_ surgeon’s lanc6é are used to cut and shape 


the hull, for every line in the miniature dreadnaught is made 
according to the plans of the original. A mistake of one-one- 
hundredth of an inch would be fatal. 

The finest oak timbers are planed and carved to form the 
hull. The keel of the toy ship is about 12 feet long. Many 
weeks are required for even the most expert model makers 
tu work the wood into the required flowing curves. Piece by 
piece small flat sticks are pinned and glued, one upon an- 
cther, until finally the modern terror of the seas finds its hull 
depicted in miniature in the model. The whole is sandpapered 
and polished, varnished and polished again until it is as 
smooth as a ballroom floor. It requires about 14 weeks to 
complete the hull. 

Then comes the superstructure with its many perplexing 
problems. ‘The intricate cage mast, the tiny searchlights, the 
small brass guns and the portholes, hardly larger than a pin- 
head, each require nearly as much care and involve as many 
technical operations as similar parts which go into the build- 
ing of the giant sister. 

The cage mast, not more than 24 inches in height, has in it 
more than 100 yards of very fine brass wire. One man worked 
for six weeks in making a mast for the model of the new 
battleship Pennsylvania, now building. Every wire is placed 
according to scale. Funnels, guns, anchors, chains and even 
the atomlike oar locks for the carved wooden lifeboats are 
nade in liliputian molds. 

With infinite care and many failures the toy ship is as- 
sembled. The guns are glued in carefully drilled holes in the 
wooden turrets; boats are hung on threadlike davits, and thin 
brass wire is strung for life lines. The whole is then painted 
with the regular war-color paint, which is intended to assist 
Uncle Sam’s fighting dreadnaughts in remaining invisible on 
the sea. 

A monster fighting ship in miniature is now complete. With 
the Stars and Stripes at the stern and the Union Jack at the 
bow, the little craft is placed upon two stands and set up in 
a wavy sea of carved wood and inclosed in a glass case. 

Uncle Sam, like the Christmas time Santa Claus, spares 
neither time nor money in the manufacture of his instruct- 
tive playthings. The model of the dreadnaught Florida re- 
quired nearly eight months to build. It cost something like 
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Retail Price 


$1.00 


Children’s Size 


The largest selling floor Game ever introduced. 
A Game that every member of the family can play. 
A Game that every Toy Man is buying. 


E. I. HORSMAN CO., 


Distributing Agents, 
365-367 Broadway, New York, N. Y. 


Our factory working day and night to keep 
up with our sales. 
SEND FOR PRICE LIST AND CATALOG. 


PARLOR GOLF 


Retail Price 


$2.00 


Adult’s Size 


| A Game that Gimbel Bros., of New York, sold over 1,600 |f 


in three weeks. 
A Game that will be advertised in the magazines in No- 
vember. 


Do not fail to order at once, either direct from our factory, or the following distributors : 


BUTLER BROS. 
New York, Chicago, St. Louis, Minneapolis 
and Dallas, Texas. 


GEO. BORGFELDT & COMPANY, Chicago and San Francisco. 


PARLOR GOLF CO., Hoboken, N. J. 


$7,000. The model of the collier Neptune, the most complicat- 
ed ever turned out, took half again as long to build. The many 
cranes and the thousands of crossed ropes caused Uncle Sam’s 
workmen many sore fingers. This little craft, hardly a dozen 
feet long, stood Uncle Sam just $10,000, or the approximate 
cost of a 350-ton schooner. 
The toys are taken to all parts of the country. They are 
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where they are placed upon exhibition in the corridors to the 
undying envy of children. 

Painstaking experts in the war department, using as their 
headquarters a portion of the signal corps building, turn out 
wonderful miniatures of the implements of land warfare; 
copies that any boy in America would give his soul to own. 
There is for instance, a pack train drawn by little mules 
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A TOY WARSHIP WHICH COULD NOT BE BOUGHT FOR SEVERAL HUNDRED THOUSANDS OF DOLLARS. 


exhibited at fairs where men posessing long whiskers and 
boots and a strong disinclination for federal taxation wax 
enthusiastic. 

“I reckon Japan ain’t goin’ tew bother us while we got a 
lot of them things around, eh, Jim?” is the invariable remark 
of the bewhiskered enthusiast. 

Ultimately tha little ships return to the navy department, 


eight inches high, each posséssing the portion of a hide which 
adorned one of his originals in happier days. Not a detail 
of army equipment is missing from the tiny canvas-covered 
big-wheeled wagon which is being drawn across an imaginary 
desert. 

No less fascinating is a field piece with the horses attached, 
and doll soldiers in the regulation uniform, going into action 
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HOW CAN YOU AFFORD TO SELL ANYTHING BUT 


THE GENUINE IRISH MAIL? 


Your customers want and invariably ask for the 


IRISH MAIL 
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It costs no more than any good hand car 
---sells better---and your customers are bet- | 
ter satisfied. It is the one car proven best : 
by ten years of actual hand car service. 


ee eS 


Twelve different models of hand cars from which to select. Also a complete line of Coaster Wagons, 


Express Wagons, Velocipedes, Sulkies, etc. and every one well built and nicely finished. 


If you hurry your 


order to us there is still time to supply you for the Xmas trade. 


Hill-Standard Mfg. Co., 


Anderson, Ind. 


D. C. HENRY, Eastern Representative, Auburn, N. Y. 


at full tilt. The cannon, caisson, arrangement of the harness 
and other details are in perfect scale and according to the 
latest military regulations. The little doil soldiers are com- 
plete even to their tiny leather puttees. In the hand of the 
man astride the lead horse is a small black-snake whip. More 
than two months were required to put this single bit of realism 
under a glass case. 

At the entrance of the war department there is a brass field 
piece which went out of existence shortly after the civil war. 
This is made exactly as one of the battle guns of the time 
were made. It is capable of firing a bullet three-quarters of 
an inch in diameter, and could be used without danger in spite 
ot its age. More than one youngster has placed his liberty 
in jeopardy by trying to sneak this gun from under the very 
nose of watchful guards who sit beside it. 

Near the surgeon general’s office in the war department 
there is a field hospital, sufficiently gruesome to please the 
most bloodthirsty. A canvas tent, ten inches high, with the 
sides rolled up so that the interior may be seen, is the center 
of the scene. Within the tent are seen three tiny cots equipped 
with sheets and blankets, in two of the cots are dolls, four 
inches long, lying with their heads swathed in bandages. Near 
one doll, and pleasantly suggestive of what he may expect, is 
& neat operating table modeled after the style now in use. 
Another table holds a case of instruments represented by 
small discs of steel. <A singularly saturnine physician, four 
inches tall, is directing the movements of two Red Cross 
nurses, while a pair of orderlies are bringing another wounded 
doll upon a stretcher. 

ROOSEVELT’S RACE SUICIDE THEORY EXPLODED. 

With. all.that has been written and said in the past few 
years about race suicide and its alarming results, and with 
so little substantial evidence to controvert the theory, the 
following facts divulged in a recent interview with Herbert 
A. Githens, vice president and sales manager of the Federal 
Kiubber Manufacturing Company, of Milwaukee, Wisconsin, 
will be of special interest. 

Asked for an expression regarding the future demand for 
automobile tires, Mr. Githens said: ‘When Itell you that thus 


far this year we have sold 8,900,000 feet of rubbers tires to 
the leading manufacturers of baby carriages, and in addition 
to this shall produce 1,000,000 pneumatic tires, you 
will probably ask me what connection one has with the other 
or what that has to do with the automobile business. Now 
I think the connection is very plain,’ continued Mr. Githens, 
“for this reason: Those 8,900,000 feet of rubber tires will 
equip the wheels of something like 875,000 baby carriages and 
go-carts. And it is reasonable to assume that these vehicles 
&re going to be occupied. Also that a majority of their oc- 
cupants are sure to grow up; and as they grow up, they can 
reasonably be expected to develop a large percentage of 
‘motor bugs.’ There you have the connection established. If, 
therefore, 875,000 baby vehicles are equipped with Federal 
tires this year, and the other baby carriage manufacturers 
and tire makers do a little business besides, and all these 
vehicles are purchased, would it not appear that Colonel 
hoosevelt’s pet theory of race suicide has been shattered? 
That brings me straight to the point I wish to make, which is 
this: Nothing in the world but race suicide can limit the 
future of the automobile tire industry in America, and taking 
the foregoing facts and figures into consideration, there seems 
to be little immediate danger of that unfortunate condi- 
tion prevailing.” 


CANADIAN WANTS LOW PRICE MERCHANDISE. 
An American consular officer in Canada reports that he is in 
receipt of an inquiry from a business man in that country 
asking for lists of wholesale merchants carrying articles for 
sale in five, ten and 25-cent stores. It is this merchant’s plan 
to open such a store in a thriving city and he would be glad 
to receive catalogues and price lists of such commodities. 


VARIETY DEALER BUYS OUT TOY STOCK. 
Jacob Ruster, who conducts a variety store in Stroudsburg 
Pa., has purchased the entire stock of souvenirs and toys in 
the Main street store of W. P. Hammond in that city, and 
removed them to his own store where the department will be 
maintained permanently. Mr. Hammond has discontinued | 
the toy shop. 
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Bells for horse-reins 
! Bells for fishing 
| tackle 
Bells for baby 
baskets 
| Bells for bouncing 
iz balls 
Bells for rattles 
Bells for Dolls 
Bells for Celluloid 
novelties 
Bells for poison 
bottles 


! Send for 
| Samples and 
Prices 


| A. S. FERGUSON CO. 
| 381 Broadway 
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American Traveler Finds Interesting Scenes and Processes in 
Great Factories and Home Workshops of Europe— 
Making the Doll—By Louise E. Dew. 

Toyland? You will not find it on the map under that name; 
but, if you will cross the ocean in fancy to Germany, you will 
find yourself on the border of the mystic land. You will see, 
in the huge factories, millions of dollars’ worth of toys waiting 

to be shipped to all the world. 

First, let us visit quaint old Nuremburg—‘‘Nurnburg,” as the 
Germans say. Here there are many strange sights—medieval 
roofs with four or five rows of dormers high above a forest of 
other buildings, covered with small inverted tiles of reddish 
brown; indeed, there are roofs of every degree of ‘“steeple- 
ness.”’ We will not pause here, however, but will journey on 
the north branch of the river, to a little low-eaved house with 
a tiny doorway. We will pound the iron knocker until Saint 
Nicholas himself appears. At least, the little old man with the 
snowy beard looks very much like the patron saint himself, 
execpt that his eyes are not nearly so merry. It is in reality 
Nicholas, the toymaker, who bids us enter. 

All about the walls are ranged toys of every description—— 
whole squadrons of hussars of attic memory, with high boots 
and shining swords, mounted on spotless chargers; there are 
guns, cannons, motors and steamships, trumpets and sabres 
and mechanical toys of ever description. The many things 
in sight make us wonder how many millions of these toys 
have gone out from the Troedel Market since Nicholas first 
began to make them. And, for the first time we realize that 
we are in the great Troedel Market Place, on the little island 
in the heart of quaint old Nuremburg, which forever after we 
sball think of as Toyland. 

Nicholas prides himself on the fact that his toys are edu- 
cational; and he points to a long row of “Edifying Soldiers.” 
The soldiers are surely educational; so each army represents 
some battle or campaign in the world's history—from the time 
of Alexander the Great to the present. 

There are two kinds of tin soldiers, Nicholas explains— 
those that are stamped flat in metal; and the finer, handsomer, 
made in molds. As to those of the mechanical sort, they have 


STAMPED FROM SPECIAL BELL METAL, 


_ SUPERIOR TOY BELLS 
| 


"| Manufactured solely by 


PHELPS & SONS MBG. CO. 


110-112-114 PENNINGTON STREET 
NEWARK, N. J. 


NEW YORK CITY AGENTS 
| CHAS. MORRISON 
621 Broadway 


INSURING A SPLENDID TONE 
Toy sleigh bells 


Toy masquerade | 


bells 


Toy cat and dog 
bells 


Toy locomotive bells 
Toy liberty bells | 
Toy trimming bells | 


Toy bells for special 
and manufacturing 
purposes. ! 


Brass, Silver, 


Finished in | 
Gold, Nickel | 


| | 
FOULDS & FREURE | 
110 Chambers St. | 


brought both fame and fortune to their creator—Old Nicholas 
of the Troedel Market. There is here, surely, every imaginable 
toy that can be pinched up out of metal. 

Over in Bleisoldaten are 20 factories where tiny church 
altars and religious toys are made; and 20 more where dolls’ 
houses—the latter complete from cellar to attic—and even 
stables, grocery houses, etc., etc., are to be seen—there are 
even butcher shops with real butchers standing in the open 
doorways, with their realistic apron on. Then there are 52 
factories where toys of horn and wood are made. 

Ah! But it is in Saxony, where we see toy making at its 
best. In Sonneberg, for instance, it seems as if every house is 
a toy shop; and indeed it is, for—according to the law of the 
forest—the grownups sit whittling away with knives all day 
and away into the night, as they are expected to make 8,000 
dolls a day—not to speak of other toys. 

Old Gottlieb—who is the oracle of the forest—you will find 
at an ancient work-bench, where his father sat before him: 
yea, and his father’s father! For, like the art of violin makings 
in Bavaria, that of fashioning toys is also hereditary. To 
reach the shop of old Gottlieb you must tramp for many miles 
through the Thuringian Wald; but it is worth the pilgrimage. 
Ferhaps some stout little boy in wooden shoes, or a yellow- 
haired little madchen, will offer to escort you to your desti- 
nation; if so, do not miss the opportunity to converse with the 
kinder—either Hans or Gretel will give you no end of quaint 
information about the Forest and the people of the Forest. 
Gretel will inform you in her naive little way, that every doll is 
alive just as soon as it belongs to somebody; but when it is 
just a doll in a shop or factory, it is a poor little “Todt” 
(dead) doll. 

In due time you reach the hut at the far end of the Forest 
—where old Gottlieb whittles away for dear life. To reach 
his shop you must follow the alley, cross the cobblestoned 
court, and climb a long flight of almost perpendicular stairs— 
a rather perilous a®cent, but worth the while. You may and 
may not be greeted with a smile; if yea, you are greatly 
favored, for Gottlieb rarely smiles; if nay, do not lose courage, 
for no one has a kinder heart than he, though he does not wear 
it on his sleeves—‘‘For tourist daws at it to peck!” 

Long association with inanimate wooden toys has fostered a 
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No.56 “Yankee” Dump Cart 


No. 23 “DAISY” EXPRESS WAGON 
qr 


GIBBS TOYS 


FOR LITTLE GIRLS AND BOYS 


The best —s and most attractive toys on the market. Children cannot 
o 


resist them. u have only to put Gibbs Toys on your counters and they 
sell themselves. Retail at 5c to 50c. All Jobbers eal Gibbs Toys. 


SEND TODAY FOR NEW CATALOG-—Shows complete line 


of Gibbs Toys in natural colors, just like seeing samples. It’s 
the finest Toy Catalog ever issued. Mailed free. 


THE GIBBS MFG. CO., Canton, Ohio 


. Borgfeldt & C 
NEW YORK AGENTS: Strobel & Wilken Co. Baker & Bennett Co. 


A 
fascinating 
Mystery 


Whirt-Asout Humine Top pix" rrome-wvmn OP 


wooden expression on the old German’s face; but the moment 
you cross his threshold you will discover that his conscience is 
as transparent as the varnish on the toys. 

And such hands! They are so strong and muscular that you 
marvel how he is ever going to carve a wooly lamb or make a 
soldier, or pins and balls for bowling games. It is an interest- 
ing process, to watch a wooden soldier grow from a block of 
wood—pine and maple—through the various stages to the 
fnished product. From sunrise to sunset, and often far into 
the night, Gottlieb whittles away at the pieces of wood, mak- 
ing his specialty. And over in the next shop sits an entire 
family busy at their task of making Noah’s Arks and animals 
for the Arks! 

All Thuringian workshops look much alike. The lightest 
room in the house is, of course, chosen for the atelier; and its 
furnishings are chiefly tools such as are known in the ver- 
racular of every. cabinet maker. In addition to the ordinary 
ones there are special saws, planes, chisels and gauges, in such 
a bewildering array that you wonder how they ever know one 
from the other. Upon the walls—between chromos of the 
Christ-Child—there are queer bisected patterns of violins that 
remind you of the charts seen in a tailoring establishment. 

Some of the older toy makers, like old Gottlieb, whittle with- 
out a pattern. Why, old Fritz declares that he could whittle 
out wooly sheep and gnomes with peaked caps with his eyes 
shut! 

Over 30,000 grown-ups are employed in the Thuringian Wald 
alone making toys. Two-thirds of these work in their own 
homes. Once a week wagons go around through the Forest 
to collect all the toys made. 

In Sonneberg there are many toy factories where porcelain 
and papier mache dolls and trinkets of glass for Christmas 
trees are made. And, lest the art of toy making should be lost, 
the German Government has establisifed a toy school at 
Grunhainichen, where pupils are taught—not the three R’s, 
but the best way to make toys! So much for Germany and its 
Toyland! 

Even much-abused Russia has established government toy 
schools in many rural districts; and the toys made in these 
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schools are collected and shipped to Paris where they are sold 
at good prices. It is safe to say that the peasants are poorly 
paid for their services. 

Paris, too, sends over to New York thousands of dollars’ 
worth of toys yearly. The French city has lost her supremacy 
in the toy market, however; and can no longer compete with 
Germany in the homely toys that are sold for a song. In play- 
things of the finer sort, Paris still holds her own. 

Shortly before Christmas the boulevards of Paris are given 
up to minor toy merchants. Booths are stretched for miles 
along the curb. Wise old men, appointed by the prefect of 
police, go to and fro to examine the new inventions, or to sit 
in solemn committee, debating the charm of a toy flying ma- 
chine, or of a pig or elephant made of gold beater’s skin! 
The latter, by the way, are as grotesque can be when 
inflated; they are used as sign boards for the toy maker in 
certain sections of Paris. 

The Toyland of Paris? To reach it turn out of the Rue 
Saint Martin into a maze of little streets with queer old-world 
Names. (For example, there is the street of the Breadknife, 
the street of Stone, Rasher-of-Bacon, Broken Loaf, down by 
the old black Church of Saint Merri.) Here you come upon 
the most wonderful crossroad in the world. Signs of Toyland 
abound everywhere, clear up to the little bee-hive windows in 
the slanting roofs. And such signs, inflated pigs, elephants, 
dogs, Teddy Bears, sabres, guns, drums, a gigantic Punch—and 
what not! 

Here, in narrow garrets, old men and women sit by 
charcoal braziers and fashion poor little toys for city boys 
and girls. 

Down in the factories of Paris Toyland a mystery broods. 
Some doors are open, others are closed. And the room 
in which the inventor works is always guarded. There are 
no windows for curious eyes to peer through, only the light 
from above sifts through, making it possible for the deviser of 
new toys to work out his plans. Here he sits, calm and 
laborious, inventing the mere trifies which keep the engines 
and thousands of employes of the big factory busy. 

A visit to one of the big French doll factories is something 
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The PONYCYCLE—It Gallops. Latest and Best Out-of-Door Toy 
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The Ponycycle is the only rig affording a Rocking Ride 
Delights the Children and Makes Them Grow Strong 
7 Horse has continuous galloping motion, affording all the thrills of nding a real pony. 
hair mane and tail, and attractively harnessed. Can be used as a Hobby Horse indoors when weather is unfavorable. 


Made in Singles, Teams and Tandems in various styles and sizes for children 2 to 10 years of age, at prices ranging from 
Write for Literature and Discounts to the Trade. Order NOW for Spring Trade. 
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to long be remembered. Every French doll, no matter how 
aristocratic, has a beginning in a great wooden trough. Into 
this trough are dumped old rags, gloves and gum tragacanth, 
the last to hold the refuse together in a paste. Brawny 
nen in leather aprons, naked to the waist, mix the paste, and 
finally pour it into moulds in the adjoining rooms. When the 
moulds are opened the various parts of the doll are ready for 
finishing—legs, hands, heads, torsos, and arms. It is a relief 
to turn from the first stages of doll manufacture to the rooms 
where the finish is put on and the various parts assembled 
into the complete doll. The head is cast from the finer kaolin. 
One girl cuts out the eye sockets. Another touches up the 
cheeks with rouge, and a third blackens the eyebrows. Down 
- the table journeys the head, getting its finishing touches from 
these specialists, ending at last in a bake oven. It comes 
from the oven both eyeless and hairless, but these additions 
are easily and quickly made. A cork is driven into the hole 
at the top of the head before the wig is attached. 

There is a gloomy air of witchcraft about the room devoted 
to the making of eyes. This room is furnace heated, and it is 
in the cellar. In it girls are “blowing” glass eyes by the hun- 
dred with a blow pipe. The eyes themselves are blown from 
cream colored molten glass, and the pupils of brown or blue 
are added in the same manner. 

At last the doll is sent to the robing room, if she is to be 
sold dressed, and there the complete outfits which many 
French dolls possess are added. 


A TOY OF SOUND PRACTICAL VALUE. 

A toy that teaches plainly and practically a very important 
and valuable art, while at the same time it affords endless 
amusement—a toy in which adults as well as boys and girls 
may become deeply interested, is the ‘‘Telegrapher.”’ 

Telegraphy is a most essential commercial necessity, being 
used daily by telegraph companies, railroad companies, brok- 
ers’ offices, banks, insurance offices, and in many commercial 
and manufacturing plants, thousands of such offices and estab- 
lishments being equipped with special line telegraph instru- 
ments, operated usually by some employe who has mastered 
the art of telegraphy and who is, therefore, qualified to give 
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competent service in this direction in addition to his or her 
other duties, receiving usually extra compensation for the 
telegraph work. 

Any boy or girl can learn this useful art with the greatest 
ease by means of the above mentioned low-price outfit, con- 
sisting of a telegraph instrument, single or double, mounted 
complete and ready for use on finely finished boards, but with- 
out any batteries or wires, as this device operates perfectly 
without them. It is strong and durable, in fact, will last for an 
indefinite period of time, 

The “Telegrapher’” will teach its possessor to “send” and 
to “receive” telegraph messages rapidly and accurately, and 
the boy or girl, or even the older person, who masters this 
interesting and instructive invention will be well prepared to 
take service anywhere as a telegraph operator—that is to say, 
he or she will have a sufficient practical knowledge of oper- 
ating an instrument to require but a further brief course of 
instruction regarding the handling of actual wire work in 
order to become a good operator. 

Telegraphy is a profession that offers many opportunities 
and advantages to those who become proficient in it, and while 
a parent is selecting something in the toy line to amuse and 
please his son or daughter, the question arises to us—why not 
select the “Telegrapher,”’ a toy that teaches that which is 
useful to know, and which some day may be of the greatest 
value in enabling the possessor of such knowledge to obtain 
a good+paying position if necessary. The “Telegrapher” is 
made by the Anderson & Guinan Manufacturing Company, 
Cleveland, Ohio. 


OLD CALIFORNIA BUSINESS CHANGES HANDS. 

After conducting a retail business in Porterville, Calif., for 
more than a quarter of a century, J. H. James has retired from 
the fleld. He is succeeded by A. R. and C. A. McFarland, and 
his son, E. W. James, who was associated with him in the 
business. The firm name has been changed to McFarland 
Brothers & James, but the store will continue to be known 
as the James News Store. Mr. James has retired from business 
and will now devote a portion of his time to the development 
of some orange land which he owns in the San Joaquin valley. 
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Deliveries in Time For the Holiday Trade 
Can Be Absolutely Guaranteed Only 
on Orders Placed Before September 15 


EY the shrewdest buyers of children’s de- 

partments (as well as ourselves), were un- 
prepared for the big Christmas demand last year 
—this year your observance to the above sugges- 
tion will prevent a repetition of last year’s shortage. 
Right here in black and white we do not hesitate 
to state for the hard thinking buyer that indications 
point to a bigger Holiday play suit business than 
ever before. 


The Holiday Line has just received the final 


additions, you will see a real money maker for 
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No. 8255. Fierman Outht—Old 
volunteer department style, scarlet shirt, 
with shield front, two pockets and 
white buttons. Navy blue duck 
trousers, corded with white, and white 
web belt with nickel auto-lock clasp 
and slide. Papier-mache red helmet 
with fire chief insignia. Nickel trump- 
et. Sizes 2 to 14 years. 
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HISTORY OF THE DOLL 


Interesting Facts Revealed by Sonneberg Exhibition at Berlin 
—Toy.Makers Show Wares at Pedagogical 
., Gatherings—Progress in Doll Making. 
HAMBURG, Germany, July 14. 
Special Correspondence. . 

An exposition was recently held in the halls of the zoologi- 
cal garden in Berlin which comprised everything that in any 
way has reference to the child. One would certainly suppose 
that with such an exposition the German toy industry, with 
‘its varied products, would be fully represented, for the toy 
Stands in the center of child life. The toy is a life considera- 
tion to the child; it affords the child first lessons in perception. 
The toy has the greatest influence on the mental and physical 
development of the child. To influence the child in an instruc- 
tive and ennobling manner through toys as true to nature as 
possible, and at the same time artistic in design and finish, 
has therefore always been the aim of the German toy industry. 

While this exposition, called “The Child,” would assuredly 
have been the best and most suitable occasion to acquaint, 
aiso the more extended circles with the earnest endeavors of 
the toy industry, there were few exhibitors. With the ex- 
ception of a few manufacturers, the toy industry as such, was 
not represented at the exposition. The world renowned firm 
F. Ad. Richter & Company, and ‘“Kaete” Kruse, each had 
separate exhibits. The mercantile house of Herman Tietz 
showed a toy collection. Although the Tietz exhibition was 
most excellent and daily besieged by young and old, it must 
not be overlooked that the producers of those articles com- 
pletely lost their identity behind the exhibiting firm. 

The management should be given great credit for attract- 


ing to the exposition the “Industry & Trade Museum of Son- | 


neberg,” which in its collection gives a historical bird’s eye 
View of the development of the Sonneberg toy industry. 

Of the few separate exhibitions of the toy industry the Kruse 
doll exhibition formed a constant point of attraction. These 
dolls, with their child-like features and expressions, always 
call for the appreciation of the experts. The visitors sur- 
rounded this exhibition constantly. 

No less enthusiastic was the crowd around the separate 
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The salesmen start COWBOY CHAPAREJOS 


OUTFITS 


No. 5175. White fur Chaparejos, 
with tan leather back, tan leather 
double belts and holster, with nickel 
mountings, shirt of olive drab army 
cloth, trimmed with London tan 
leather fringe; felt sombrero, leather 
trimmed; lanat, pistol and red ban- 
danna neckerchief. Sizes, 2 to 14 years. 


Per dozen, $60.00 


Richter exhibition. And not only the children, but also the 
adults found in the Anchor blocks pleasure and inspiration. 

Further, this department shows in large pictures the newest 
inventions and conquests of traffic problems in miniature. 
Modern railroads are shown in full operation and the latest 
traffic mediums, including every system of flying machines was 
presented to view. 

What the Sonneberg museum shows us is not intended for 
the great multitude or the hurried visitor; it makes on first 
sight a very modest appearance. Nevertheless it probably was 
the most valuable exhibition in the zoo, showing the historical 
progress of the toy. Many a person that now thoughtlessly 
handles the modern toy, will look at it with different eyes 
when he Knows its primitive beginnings. 

Thus, in numbers of wood toys were shown there, which 
date back to the year 1680. A carved deer, a horse with colt, 
another horse with rider, etc., all crude, simple articles, be 
Gaubed with huckleberry juice. Other articles which the mid- 
dle of the 17th century had brought to a certain bloom, were 
shown. The doll chairs, tables, chests and sewing-boxes were 
very neat, taking into account the tastes of that time. Some 
riding figures with friction movement demonstrated the effort 
tor motion which appears to us now something quite ordinary. 
Of recent times the museum exhibits wood toys after devices 
trom Professor Pfeiffer, of Nuremberg. 

The development series of the dough and papier-mache 
articles from 1780 to 1860 was shown in one window. What a 
comical impression these little bread dough men, in their 
saive awkwardness make on modern people! A mass of paper 
was pressed in a form and hardened, then covered with dough 
and modeled. Justly these figures pass as the first papier- 
mache goods. About 1840 soldiers and animals of gutta percha 
Were produced in Sonneberg. 

The collection of 1830-40 shows early toy animals. A mon- 
key, an elephant, the former already on a blower and with 
movable jaw and a cat with voice are shown. There are sim- 
ple products, without any reference to nature, crude and awk- 
ward. Considerably better are the animals of 1880, which 
led over to the wooden and stuffed animals of the present 
time. 


A historical view is presented in the collection of dolls, to 
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the production of which the little Meiningen town owes its 
world reputation as a toy town. Nearly 200 dolls show the 
history of this favored toy, which developed from the form- 
less wood block. 

About the year 1780 traders coming from Nuremberg, made 
a stop at Sonneberg to take with them on their peddling 
trip the blocks which were carved by hand with a knife. As 
this ‘doll’ met with approval, one set to work to give it form, 
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and specially adept hands produced the movable wood doll. 
Subsequently it was painted. In the ovbeginning of the 
Kighteenth century this doll changed into the leather doll, 
having arms and legs of wood. The head was of papier-mache, 
which was, however, little improvement, as it looked very 
unnatural. Ten years later the papier-mache head with a 
dull varnish covering was most popular and since then many 
changes have followed in quick succession. 
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THE LATEST DEVELOPMENT IN DOLLDOM, 
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Leading Baby Carriage Manufacturers have placed the seal 
of their approval on Federal Tire quality by contracting for 


their 1914 tire needs. 


Our exceptional facilities for scientific research and com- 
plete equipment for up-to-date laboratory tests enable us to 
produce tires of unusual excellence. 
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MAKING TOYS IN FRANCE 


Manufacturing Season Is Extremely Short and Workers Find 
Compensation Most Meager—Customs Changes 
Affect Exports—Annual Toy Fair. 

The manufacture of toys in France has its special season, 
namely, from September to December. Formerly, when the 
trade was brisk, it extended to April. But, seven or five 
months constitute a long dead season. Naturally, the question 
will be asked, how does this class of work-people exist? 
French toy-makers are a peculiar people; their habits and 
manners partake of the patriarchal. They either work for a 
firm, in a few toy factories, for middlemen, or at hun:e; they 
give, in the case of the first direct outputs ot their labor. 
With the intermediaries, payment part in cash and part in 
raw materials—such as stuffs, leather, paints, metal, wooden 
figures, etc.—the rough to be fashioned according to models 
or instinctive taste. If an artisan invents any new design, and 
one that is likely to “catch on’ at holiday time, he may either 
sell it outright to a fabricant or manufacturer or exploit it 
for himself. The greatest secrecy will be observed in both 
cases. Christmas and New Year are the only periods when 
toys sell well, except, perhaps, in the case of dolls; there is 
no sustained demand for anything else. In summer children 
do not expect many toys; if they were kept constantly sup- 
plied with them, they would fail to find pleasure in their pos- 
session. Hence, at the close of the year, when toys are ex- 
pected gifts, parents take away some of the superfluities, 
conceal them for a short time, and, when given out again, the 
recipients welcome them as if fresh novelties. 

The toy that brings in most profit in Paris is that sold for 
One sou, or one-half penny; it constitutes the article most in 
demand for babyhood. A few steps taken during the annual 
toy-fair along the principal boulevards from the Madeline to 
the Bastille, a distance of nearly five miles, will attest the 
truth of this remark; the baraques, or wooden shanties, most 
surrounded and patronized are those whose stalls exhibit 
sixty or elghty different kinds of toys, all so many “marvels” 
for a special class of customers. The little toddlers are handed 

a long stick with a crook, and given relatively free play in 


the matter of selection; every chosen article is placed in a 
basket, and when parents conclude it is time to apply the 
closing rule, the selected toys are packed in a paper bag and 
handed over to the juvenile purchaser, who walks off as proud- 
ly and as watchfully with the lot as if a bank-runner with his 
filled satchel on a bill collecting day. To get home at once 
and examine the purchases, to be amazed at their wonderful 
construction, will be a puzzle and a busy time—at least, for 
some hours. Other stalls represent the whole gamut of toys, 
with “cresendo” prices, and of less ephemeral value. 

The trade in toys—as carried out in the working quarters 
of the capital—is eminently Parisian, and the monopoly is 
confined to the Belleville, Temple and Menilmontant districts. 
French toy makers can never hope to regain the position 
Which they have lost. ‘The competition of neighboring nations 
has become more severe, they have learned many secrets 
of the trade, have acquired more ingenuity, as well as a richer 
taste. The alterations in the customs tariff have also oper- 
ated disadvantageously against the toy branch of French ex- 
ports. Following the example given by France, other states 
have so raised their customs tariffs as to bar out the products 
of one another; hence, countries have been forced to utilize, 
to depend upon home outputs. A further cause may be stated: 
cheap toys are heavy, cumbersome and voluminous; they can 
not meet the expenses of long transport; while on the other 
hand, expensive toys have not a large market to insure profit. 
But there is a more forcible reason still—the customs, while 
being fully able to reach all toys, the latter do not readily 
reach them. There are so many raw materials worked up in 
the production of toys—particularly in the case of stuffs, 
leather, metals, etc.—that their total amounts to a high fig- 
ure, and would bring in no small addition to the revenue if 
taxed. If then, France las lest the foreign market. that has 
not made the liome one any better. 

While being closed out of the foreign market, foreizn toys 
are still able to be imported into France. For example, during 
the festivities that followed the negotiation of the Franco- 
Russian Ailiance, Russia sent a gift of a doll to the Munici- 
pality of Paris. On its arrival, the doll paid no duty; even if 
it had, the amount would not have exceeded 6d. or 1s. at most. 
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can now be procured from our big Massachusetts factory. Or- 
der the Whitney Line to insure prompt delivery of one piece or 
acar load. Try also the Pony Line of Rockers and Swings. 


Send for Catalog of Horses and Doll Cabs 


Resident Agent 
JOHN F. LYNN 
5900 Nina Place 

St. Louis, Mo. 


In return, Paris sent a doll to Russia, but which was not 
allowed to go beyund the frontier until the customs duty of 
20 francs (15s 10d.) had been first paid. At the same time, 
Parisian manufacturers of toys do not desire that any new 
dyties be placed on their products or existing ones increased. 
That would injure the 20,000 persons engaged in the trade. 
To raise the duty on toys entering France might provoke re- 
grcivable reprisals, and that state of things is not desirable. 

The poor artisan, surrounded by his family, as well as de- 
pendent, aged relatives, turns out these cheap knick-knacks 
at home, many of which are made during the long evenings in 
summer. They sit at a common table, and each member has 
his or her share in the division of the work, according to their 
skill, dexterity and taste. The short, brisk regular season 
over, they may labor on slowly, producing and storing up in 
advance, for the holiday time, to dispose of same for their 
own account, in case the manufacturer or middleman declines 
to accept any more stock. Many of the hands in the dead sea- 
son find employment in other callings, such as the making of 
imitation flowers and jewelry, accepting service as domestics 
or waiters, in the preparation of articles for outfitting estab- 
lishments and dry goods stores, and shops devoted to dealing 
in multum in parvo products, better known as articles de 
Paris. Four to five months in the year suffice to prepare 
for the wants of the toy market, whose hands can earn from 
5 to 8 francs (say 4s. to 6s. 6d. a day). The English are 
France’s best customers for toys. The number of cheap novel- 
ties that are brought out in France is really surprising, and 
yet they never find their way across the Channel. Very few 
new toys are ever patented. Scientific outputs are too expen- 
sive to be general. 


A TRANSFORMER OF GUARANTEED EFFiCIENCY. 

There has long been a demand for a small, low priced 
transformer of guaranteed efficiency, to operate small electric 
trains, motors and other toys. To meet this demand, the 
Thordarson Manufacturing Company, of 508 South Jefferson 
street, Chicago, have recently placed upon the market a new 
toy transformer. In this new No. 5A transformer, the sec- 
ondary is equipped with three taps, generating three, six or 
hine volts. As with the other transformers, manufactured by 
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Leominster, Mass. 
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this company, every care has been taken to render this trans- 
former indestructible. It is enclosed in a steel case and im- 
mersed in an insulating compound that makes it impervious 
to moisture. Each transformer is equipped with a plug and a 
supply of flexible cord so that it may be attached to any al- 
ternating current lamp socket. These transformers are ex- 
tremely popular with the boys and are consequently bound to 
be big sellers. They are really a miniature power plant and 
the uses to which they: may be put are limited only by the 
ingenuity of the experimenter. The larger size transformers, 
which have proven so popular in former years, will also be 
carried, They furnish current from three to 26 volts and three 
to 19 volts. 


PARLOR GOLF ACHIEVES POPULARITY. 

One of the most successful games of the season is Parlor 
Golf, manufactured and distributed by the Parlor Golf Com- 
pany, 95 River street, Hoboken, N. J. Frank Hall is president 
ot this company and his hopes for the future of Parlor Golf 
are well justifled, judging from the way orders are coming in. 
Mr. Hall finds a surprise party in the shape of letters from all 
over the United States on his desk every morning either in- 
quiring about or directly ordering the game. The hit that 
Farlor Golf is making is reminding many of the jobbers who 
are handling it, of the days of Ping Pong. Ping Pong brought 
tennis in miniature into the home— and Parlor Golf—well it 
surely looks as though it were bringing in the links. 


LUNDY NOW SOLE OWNER OF BUSINESS. 

B. Lundy, of Lundy & Sidey, dealing in stationery and toys 
in Welland, Ont., has recently acquired the entire ownership 
of the business, which he is conducting along the established 
lines. Mr. Lundy has been interested in the business for many 
years and is well qualified to conduct it single handed. 


BUYERS IN THE NEW YORK MARKET. 

Among the buyers in the New York market recently were 
Miss C. I. Coffey, dealing in books, stationery and toys in 
Charleston, W. Va., and J. E. Keller, handling the same lines 
in Austin, Texas. 
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American Boys’ Parachute 


With Bow and Arrow 


NEW NOVEL 
Full of Action 


Two Styles to Retail 


at 50c and 


$1.00 


LARGE SPRING AND 
SUMMER TRADE 


FEATURES : 


Indestructible All-Steel Bows 
Silk Parachutes (various colors) 
Wire Guy Ropes on Parachute 
Won’t Tangle 
Very Professional Appearance 


OLD AND NEW WOOD TOYS 


Interesting Comparison and Description of Old-Time Produc- 
tlons Comes from Over-Seas—Sonneberg Producers 
Again Face Bad Strike Conditions. 

SONNEBERG, Germany, July 13. 
Special Correspondence. 

Among the old Sonneberg wooden toys are some of the most 
interesting carved playthings extant. At the time of their 
production the specializing or facilitating of work by the em- 
ployment of perfect tools was not yet even thought of. The 
producer split from a block of wood thin boards and formed 
with his simple carving knife the most varied toys, mostly little 
horses. A ‘straight line, right angle figure as body, then the 
curved neck, and to this diagonally downward bent a smaller 
right angle piece as the head, parallel fore and hind legs stand- 
ing by each other, and the whole worked out of one piece of 
wood; these present themselves as the primitive forms of the 
wooden toy industry. In the beginning the maker contented 
himself to fasten them to a little board; later on, the board 
was provided with wooden wheels, then they appeared adorned 
with a little whistle in the place of the tail, and carrying on 
their backs a rider carved from, a piece of wood. At first the 
goods were sold unpainted. They experienced their first im- 
provement by sprinkling them according to an old record, with 
the juice of berries. After that came into use real paints pre- 
pared in glue. 

The old toy makers proceeded by no means carefully in the 
choice and application of the colors; we find among their little 
horses not only brown ones and white ones, ‘but also speci- 
mens painted in bright red or light yellow, so adorned with all 
kinds of lines, flourishes and dots, that they cannot possibly 
be compared with a sample of natural horse hide. With the 
aid of the split boards other articles were made, such as little 
money safes, chests, trunks, fly-traps, rattles, bells, jumping 
jacks, boxes and other things. 

The oldest kind of the children’s rattles consist of a dice 
formed hollow body, which contains some little stones and is 
provided with a handle. The old spring boxes have a sliding lid, 
not a trap, as they now have, To the lid is fastened a string, 
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the other end of it whirls itself a little around a wooden shaft 
£0 adjusted that it can turn from the one side to the other. 
From the wooden shaft passes at right angle a wire to the end 
uf which is fastened a carved mouse or the fore part of a 
snake. On sliding the lid up, the shaft turns and the wire with 
the little animal is slung forward. Through the closing of the 
lid the wire is pressed downward, the wheel is thereby turned 
back by a quarter-turn, and by that much the unrolled string 
adjusts itself again. 

Another use was made of the split boards in the production 
of doll furniture. Tables, chairs, benches, cupboards of all 
kinds, even doll wagons, were made of this material. Slowly 
the makers perfected themselves in all directions. The doll 
room outfits from the time of 1800 show not only graceful, per- 
fectly correct forms, but also well matched colors and very 
tasetful flower, landscape and sometimes figure-painting. 

In the way of tools, turning bench and turning chisels were 
soon added to the carving-knife. The elaborate toys made their 
appearance in early times. The oldest products of this kind 
are coarse animal forms, fastened on little boards with wooden 
wheels, likewise nut crackers and the various kinds of wooden 
dolls. In many articles carved and turned work is found com- 
bined, thus for instance in the cuckoo bird, in the arms and 
legs of the first leather dolls, in the moving snakes, which are 
put together out of separate wooden joints, etc. 

The cuckoo-bird is a very ancient Sonneberg article, which 
is mentioned in a report from the year 1735. The style is such 
that two turned bird-figures stand stiff-legged on a pair of 
sounding bellows, which quite well imitate the cuckoo call 
The bellows in their turn rest on a board with wooden wheels. 
From many parts the demand is made today to make the toy 
as simple as possible, to reproduce the figures in the same 
manner as the child sees them or as they live in the child’s 
imagination. Should this idea stand approved, our ancient toy 
producers, with their simple, childishly artless designs, would 
then already, though unconsciously, have struck the right 
chord. ; 

Dresden and Munich artists have, some ten years ago, suc- 
cessfully influenced the wooden toy industry, and caused the 
movement toward it that our modern wooden toys are occupy- 
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ing a noteworthy place in the toy-market. To them also must 
be accorded the merit to have brought back to honors many 
an old toy-figure. To a high degree is the contrasting of cer- 
tain old and new toy types interesting. Thus, for instance, 
of the little carved wooden horse from more than 200 years 
ago, and the animal figures, likewise formed from little 
boards, in simple but artistically refined form and good paint- 
ing; of 150-year-old, coarsely turned wooden elephant and 
the present time, mostly humorous animal figures, also pro- 
cuced on the turning bench, of the old Sonneberg cuckoo 
bird, and the bird figure after artista’ designs, running on 
wheels; of the old jointsnakes and the joint-fish constructed 
on scientific lines and showing life-like movements; of the 
doll utensils preserved in glaring colors from 1800, and the 
imitations of Bavarian peasant rooms with their original fur- 
nishings, produced by artists. 

By the design one can distinguish in the modern wood toys 
three main classes: First, the fiat-figures, so-called profile 
figures, sawed out of little boards; second, the turned prod- 
ucts; and third, the carved articles. 

Profile figures are only effective when viewed from the side. 
The view from the front or back breaks somewhat the whole 
aspect. This, however, is no disadvantage, for it lies in the 
nature of their design and painting that they shall not pro 
duce an effect as bodies, but solely as plane figures. The 
work with the turn chisel is only appropriate when the re- 
production of models is in question, in which everything ap- 
pears in roundish form. Mostly jolly figures are thus pro- 
duced. 

Among the carved articles those are of a certain originality 
which only in simple rough lines show the characteristic 
forms of the body to be represented, while the more partic- 
ular working out of the details has been omitted on purpose. 
They are excellent accessories to teach the children correct 
sight and to develop their sense for form beauty, because, 
uninfluenced by all the unnecessary details which confuse 
and delay the conception, the child is able to take in and re 
tain the clear and easily understood form. 

The Sonneberg Strike. 

The pathetically touching conciliatory stand is taken by 

the Sonneberg employers who have joined the recently organ- 


ized association. This can be seen from a communication 
published by the executive committee of the said association, 
which reads as follows, and to which the Sonneberg Gazette 
adds a few fair remarks: 

“The strike has conjured up a lockout and the consequences 
cannot be foreseen if reasonable suggestions are not listened 
to. The firms affected by the strike are at all times willing 
to treat with the strikers, be it direct or before the trade 
court, with the one proviso that the union leaders and other 
heads withdraw. This means that they probably would de- 
clare that they would not employ strikers again at all, that 
they would help themselves as best they could, that they 
would endeavor to employ later new workmen, as can be found 
here, and also are offered in large numbers from other sec- 
tions. We still hope that reason will gain the upper hand, and 
the one condition which must be fulfilled, be accepted, in order 
to bring again peace in the business, to secure for the strikers 
their positions, and avoid the danger of idleness. 

“The association, in its communication, proposes a revision 
of all wages for all concerns. Where it is necessary, increases 
will be made; besides this also many other improvements 
will be carried out uniformly. Preparations have already 
been made, all wage lists have been called in; but the new 
arrangement can go into force only after the strike is set- 
tled, be it that the strikers return to their work or that tneir 
places have been filled by other workmen. 

“Thus a great many employes of the firms not concerned 
in the strike are affected by it, and an early termination of 
the strike is therefore also in the interest of all of them. 

“We must so stand together that all similar disturbances 
will be barred from the future. Sonneberg has to struggle 
quite enough with difficulties at home and abroad, so that tn 
our own lines we need peace and thrifty co-operation if the 
business is to prosper again.” 
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NEW TOY !S CALLED “THE PIGGERY.” 


A new toy called “The Piggery,” is on the market. Two in- 
clined boards run up a grade to a house about four inches 
square. In these two wooden pigs are placed. By pulling the 
cord backward, the pig moves forward on the ratchet principal. 
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Nuremberg Toy Manufacturers irers May Have a Joint Exhibition 
Place for Showing Samples—Present Situation 
of the Industry—General Toy Notes. 
HAMBURG, Germany, July 14. 
Special Correspondence. 

The suggestion recently made, regarding a combined sam- 
ple display in Nuremberg, has met with enthusiastic approval 
in the manufacturing circles there. We will reproduce a few 
of the many expressions on this subject: 

“You have introduced a question which I have contemplated 
for a long time. In January of this year a communication 
came to us with the proud title, ‘Industry, Commerce and 
Trade Palace, G. M. C. H.,’ which recognizes as an economic 
necessity, the erection of an exposition building on extensive 
lines for industry, commerce and trade. This corporation has 
nade it its task to create an establishment which is adapted 
in every direction to show the home and foreign consumers 
the solid value of German products and to aid in the efforts to 
place our export trade on a higher plane. Systematically ar- 
ranged, according to groups, it is to be an exposition of indus- 
trial and trade products of every kind, which would be of 
great importance for the furtherance of business. It is neither 
to be a business for any private account, nor shall there be 
levied a provision for sales mediation. The presentation of the 
different articles is made by employes of the association, 
experienced In the respective branches, and prices will be 
made known only to such persons as can prove themselves 
to be legitimate buyers.” This brief excerpt from the com- 
munication of the company will open the eyes of the Nurem- 
berg-Fuerth manufacturers, especially those of the toy indus- 
try, and show them a way to follow which would richly com- 
pensate them. There may still be justification for clinging to 
the fine old adage, “Nuremberg hands cover all lands,” as, 
however, life, in the course of time, has brought about so 
many changes, and forced the recognition that the restlessly 
striving mind has outgrown the old-time ways, we manufac- 
turers also must not clamp ourselves to the old, but must, 
with open eyes, recognize that also outside of Nuremberg and 
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Fuerth, a considerable ae epepetitiog is active and mightily 
unfolds its wings. 

“If we want to be honest, we must admit that in our section 
a quite old and long queue is being pulled, which it. would. be 
a meritorious work to at last cut off. This work the existing 
associations of manufacturers and exporters should jointly 
undertake, and not wait until progressive citizens of other 
towns have furnished them models, and other cities are sup- 
ported and recognized in their efforts. They should promptly 
and with clear understanding gain the conviction that united 
sample exhibitions of the toy industry of Nuremberg-Fuerth 
have become a necessity of modern times. 

“These sample exhibitions need by no means cause the sell- 
ing through commission houses and exporters to be discontin- 
ved, but only give the buyers who come to Nuremberg a closer 
picture of the toy industry. The latter would, then, not need, 
as heretofore, to run upstairs and down stairs in the different 
business houses of Nuremberg-Fuerth and, tired and ex- 
hausted, lose the inclination to further visiting.’ 

‘Many other communications of a similar character are 
recorded in detail 
The Status of the Toy Business. 

The trade movement thus far this year in no way responds 
to the expectations previously entertained. Particularly has 
the development of business with the United States failed to 
fulfill the hopes which had been placed on it. An improved 
conjuncture in the industry is looked for only in the course of 
the next year. The other trans-Atlantic business leaves much 
to be desired. Trade with South America is still most satis- 
izfactory, on the other hand, the business with Central Ameri- 
ca does not move well. Epecially is trade is Mexico suffering 
under the continued disturbances. 

How the business to the Balkan States will turn out, it is 
still impossible to say. It is, however, not improbable that 
towards the fall season, important orders will be received 
from there. 

Business with the rest of the foreign countries only devel- 
ops, according to past experience, in the months of June and 
July. 


The uncertain political conditions and the high stand of 
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the money market, probably have been the reason why Ger- 
inany has shown herself rather reserved in her purchases. In 
the leading circles of the industry, however, no doubt is enter- 
tained that German trade will still prove good this year, so 
that the nowcommencing main selling period will probably 
hiake up for what the spring season has neglected. 

Tine First Tin Show in Nuremberg. — 

The “Association of German Tin Foundries and Kindred 
Trades,’ has organized at Nuremberg, a “tin show.” The exhi- 
bition, installed in the Auditorium of the Bavarian National 
Trade Institute, is rich and manifold, and makes a surprising 
impression in favor of tha whole arrangement. The object of 
the show is to give again more and more attention to the taste 
of the better class public for good tinware and to place before 
the eyes of the great masses the finest and most artistical 
products of the tin foundry trade, as algo those destined for 
daily use in a clear and comprehensive manner. Special men- 
ition is deserved by the approximately hundred-year-old tin 
soldiers exhibited by Victor Weygang in Goettingen, which 
only leave a regret that this important branch is not repre 
sented by any Nuremberg firm. Only the Ludwig Railway of 
the year 1835, exhibited by Baeselroeder, as well as a doll 
room fitted up with tin articles, and the electrically illuminated 
model of a sales stand richly fitted with tin articles, as in old- 
en times, the Nuremberg tin smiths used at the fairs, a lovely 
side piece to which is a Northman doll buffet filled with tin 
things, reminds one of Nuremberg as the city or toys and tin 
figures. 

The great interest taken in this tin show in the widest 
circles was evidenced by the fact that the time of its close was 
extended, and important orders were received by many of the 
exhibitors leading to the belief that participation in distinct 
trade exhibitions of this kind is often more profitable to the 
exhibitor than attendance at the large general exhibitions. 
Regarding Celluloid Balls. 

Although rubber balls and balloons play a great role in the 
toy trade, nevertheless the celluloid balls have won a place 
for themselves. Besides the celluloid rattles, an effort has 


been made to introduce celluloid and other round toy articles 
in many different patterns. True, in the manufacture of these 
celluloid balls, genuine celluloid is used, but for the sake of 
cheapness, many celluloid substitutes have come into use. 
Almost all the substitute articles, particularly Bakelite, make 
good material for all kinds of balls and other round forms in 
toys. While in general in the celluloid toy industry, the fact 
has already been noticed that some factories make special 
efforts to secure orders on which, finally, no profit is made. 
This feature can also, and very specially, be seen in the cellu- 
loid ball industry, Proportionately, however, the purchase 
price of the celluloid does not keep the same pace with this 
condition, for it is still high in view of the underbidding. But 
if the underbidding by the raw celluloid factories is abandoned 
the articles in question will create better selling conditions 
again. 


EDITORIAL REPRODUCED ON POST CARD. 

J. C. Maurer, of 541 Bryant avenue, Chicago, Ill., who is 
distributing three toy leaders for department stores, is repro- 
ducing the following editorial from TOYS AND NOVELTIES 
cn a post card which he is sending out to toy buyers through- 
cut the country: “Carrying Hygiene into the Doll Corner: 
A suggestion from J. C. Maurer, of Chicago, for keeping kid 
body dolls hygienically clean is worthy of the notice of toy 
dealers everywhere. Nothing in the toy store gets filthy so 
easily as a kid body doll. After having been exposed to dust 
and the hands of customers for a short time it is apt to 
he both unsightly and unclean. Cleansing with stale bread or 
« damp rag renders conditions worse. To keep it clean and 
fresh, make bags of oiled or transparent paper, of a size to 
suit the various dolls. The bag can then be closed by folding 
over the top. The body can be seen sufficiently through the 
covering so that it need not be removed in the selling process, 
and the printed line, ‘For sanitary reasons do not remove 
body from bag,’ will make friends for the enterprising dealer 
who carries hygiene into his doll corner with him.” 

The editorial appeared in this magazine in August, 1911. 
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PARCEL POST RATES TO BE REDUCED. 

Important changes in the parcel post system including a 
reduction in rates within the first and second zones and an 
increase in the maximum weight of packages from 11 to 20 
pounds have been announced by Postmaster-General Burleson. 
The parcel post map will be abandoned and a simple rate chart 
individualized to every post office in the United States will be 
substituted. The changes will become effective August 15. The 
plans for the improvement of the system as outlined also 
contemplate the purchase of a large number of automobiles 
for the exclusive delivery of parcel post matter. Concerning 
the proposed changes the Postmaster-General is quoted as 
follows: : 

“It is my expectation and belief that eventually—and it may 
be 15 or 20 years—the postal service will handle practically 
all of the small package transportation business in tha United 
States. The maximum weight limit, extended now from 11 to 
20 pounds, I expect to see increased to 100 pounds, and expe- 6 i i = ae ger Loar meas snipes 
rience may demonstrate the practicability of handling the ine al caandard eee shia No. A a 
parcel business at even lower rates than we now propose. 

“In the making of extensions and reductions of rates it is 
necessary for us to proceed with caution, so as to afford Tuorp ARSON Toy TRANSFORMER 
ample opportunity to prepare for the increased business. For 
that reason we have made the changes proposed apply only . : . ; : 

; : This transformer is equi with three secondary ta enerating three, 
to the first and second zones. I appreciate fully the sentiment aoe ealig. ae Rl aioe ccd goecial ceicee 
for an increase in the weight limit and a reduction in rates to Samples will be submitted on request. 
all zones, but it is necessary for us, in a sense, to feel our 
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“The first zone shall include the territory within the local 
delivery of any office and the first zone rate of postage will 

508 S. Jefferson St. 
CHICAGO 


emanating from that post office. 

“The second zone shall include the remainder of what is 
now the first zone, together with the present second zone, and 
shall include all the units of area located in whole or in part 
within a radius of approximately 150 miles from any given 
post office. 

“The rate of postage on parcels weighing in excess of four 
ounces in the proposed first zone will be reduced from five 
cents for the first pound and one cent for each additional 
pound or fraction thereof, to five cents for the first pound and 
one cent for each additional two pounds or fraction thereof, 
and the rate for the second zone will be reduced from five 
cents for the first pound and three cents for each additional | 


e © 
pound or six cents for the first pound and four cents for each : R f P f | 
additional pound or fraction thereof, to five cents for the first | ep ea in S 0 | 


apply to all parcel post mail deposited at any office for local Wy. ST 
delivery or for delivery by city carrier or on rural routes W a a 


round and one cent for each additional pound or fraction , 


thereof.” | seadeth , 
—____-.- | ene a : 
NAME OF GEORGIA BUSINESS CHANGED. |! we 3 HAA 
The firm name of J. E. Robison & Company, of Thomas- ‘ = e ee = as 
ville, Ga., has been changed to the Robison Stationery Com- eg ‘any ‘ Pesan? /; 7, : 
pany. The business has not been incorporated and it is owned . Amo % U a 
and controlled by the same men who have owned it in the y wl. ata ae | 
past, namely, J. E. Robison and S. R. Robison. The new com- | , fy Si t)) A! f 
pany take over all the assets and liabilities of the old firm. 4 \\ tes S's) | 
Peer lee Ome = | L\ Perey 
CUSHMAN BROTHERS BUY COLLIER BUSINESS. Patent Applied For \ Was 8 
R. E. and A. H. Cushman have purchased the stationery, to | ‘6 ” x) 
and novelty business formerly conducted by the Collier ae | SCOUT Le 
tionery Company, at 623 Main street, Keokuk, lowa., which 25c -- , 
they are now continuing under the name of the Cushman | 
Stationery Company, incorporated for $10,000. J. N. Collier | @ Automatic Model, Stamped Steel, Blued Finish. | 
was the former owner of the business. | 
ae ~ @Any Roll Paper Cap _— munition Can be Used With 
NEW PAPER NOVELTY COMPANY INCORPORATED. this Pistol. 
The Sherman Manufacturing Company, of Newburyport. | 
Mass., has been incorporated with a capital stock of $5000 | @Purchase of Ammunition Not Required. 
for the purpose of manufacturing and selling paper novelties. 
Rurt Provandle is president of the company, Clifford Brown is —————-FOR PRICES WRITE TO | 
vice president and Roger Sherman is treasurer and general 
manager. elle | 
Sooper Phillips & Buttorff Mfg. Co. | 
FIRE DAMAGES STORE IN SAVANNAH. | ps U 0 g. 0. | 
The store of the Nathan-Coleman Company, in Savannah, NASHVILLE, TENNESSEE. 
Georgia, at Bryan and Whitaker streets, was damaged to the ' | 
extent of several hundred dollars by a recent fire. Sy a 
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HANDY NEW CORD CUTTER SAVES TIME. 

The new cord cutter which has been placed on the market 
by Victor M. Grab & Company, of Chicago, IIl., is filling an 
important role with hundreds of merchants. This cutter is so 
simple and strong that it cannot break or get out of order. 


And yet it does its work perfectly. The cutter sayes money 
hy saving the time of employes. Every up-to-date store should 
have these handy little articles at every wrapping counter and 
desk. Just one quick pull across the razor edged blade and the 
toughest twine or cord is cut cleanly and easily. No time is 
wasted searching for a knife, thera is no straining of the fin- 
gers in breaking the twine. This little cutter is screwed to 
the table, counter, bench, or window ledge—it can’t be bor- 
rowed—it can’t be lost. Always ready—just loop the twine over 
the blade, give a slight pull and the twine is cut. It is indis- 
pensable in the shipping room. With this cutter shipping 
clerks can increase their efftclency speed 25 per cent, and it 
saves a fifth of the twine bill; for they can cut the twine as 
short as desired, no long ends wasted, as in breaking. 

The cutter is 3% inches high, handsomely finished, heavily 
nickeled with razor edged blade of finest tempered steel. Two 
screws attach it firmly and securely to counter, table or wall. 


CHRISTMAS TOYS ARRIVING AT GALVESTON. 

The importance of Galveston, Texas, as a receiving point 
for shipments of foreign merchandise, including toys, is in- 
creasing yearly. German toys are now beginning to find their 
way from the workshops of Germany into the United States. 
While Galveston has for a number of years been the port of 
entry for a large amount of toys, this year the movement is on 
and advices are that it wil) be unusually heavy. The first big 
shipment arrived Monday on the steamship Cassel of the 
North German Lloyd line. Listed on the manifest of the steam- 
er was 1,000 cases, and toy cases, as a rule, are about the 
largest and bulkiest packing boxes that are shipped. A glance 
at the markings showed that these cases are destined not only 
to nearly all of the large cities of Texas and adjoining states, 
but some go as far as Utah, Colorado, Minnesota and even into 
Oregon. The total manifest of the Cassel shows approximately 
1,800 tons dead weight, which is equal to about 3,500 tons 
cargo space, one of the largest cargoes of toys that have 
come from Germany for some time. 


TOY FIRE ENGINE WORKS AUTOMATICALLY. 

Every spall boy wants to be a flreminan at some time in his 
life, and no toy is more popular with him than the fire engine. 
When he can get a fire engine that dashes, clanging out of 
the engine house as a fireman opens the gate, he need not go 
around the corner to watch the real firemen and their horses 
drill. A Connecticut man has designed just such a toy. The 
engine rests on an inclined base in the house and is restrained 
by a gate that opens automatically. A manikin of a fireman 
sliding down the pole from the upper floor, opens the gate as 
he passes and rings the bell. The engine then dashes out and 
goes flying across the room, the horses plunging up and down 
on their pivotal center with lifelike activity. In the meantime 
the’ bell just outside the firehouse is clanging its alarm, rung 
by a cord. 


MASS OF IMPORTS WAITING ON TARIFF. 

A dispatch from New York states that more than $100,000,- 
000 worth of merchandise is stored in the bonaed warehouses 
of Greater New York. Never on the face of the globe has 
there ever before been such an aggregation of everything that 
the soil yields and human industry produces. The 56 great 
bonded warehouses are gorged almost to bursting with silks, 
teas, coffces, spices, oils, rugs, carpets, toys, textile fabrics, 
knit goods, glassware and pottery, jute, hemp, wool, chemi- 
oe everything in which the merchants of the world 

ade, 


TOVS AND NOVELTIES. 


51 


HARBUTT'’S 
PLASTICINE 


MODELING is easier than drawing 
or writing, and there is heaps more fun 
in it for children. 


The HARBUTT’S PLASTICINE HOME USE 
OUTFITS provide an excellent oppor- 
tunity for children who have graduated 
from the mud pie period to carry out 
their natural inclination to make some- 
thing. 


Complete Information Upon Request 


THE EMBOSSING COMPANY 
General American Agents 


Albany, N. Y. 


MAKERS OF 


Toys that eoo™ 


Complete Samples Exhibited at Our New 
York Office, 377 Broadway 


InVAR Sri Ss 
IPIEZASTTICINIE 


THE COMPLETE. MODELLER. 


52 TOVS AND NOVELTIES. 


Made by 


The Sigwalt 
Mfg. Co. 


CHICAGO 


SS. 


POINTERS ON HANDLING FREIGHT 


Essentials and Details Which Will Save the Shipper 
and Dealer Dollars—Signatures and the Adjust- 
ment of Claims—By R. S. Betterton. 

The interstate commerce commission has established this 
principle: that a common carrier acquires from the people 
the right to maintain and conduct a public highway for the 
service of the people. In return for this right, the service to 
the public must be adequate, just and reasonable. Adequate 
to care for the traffic offered, just in that the cost to all be 
on the same basis, and reasonable in the charges for its serv- 
ices. These facts are an explanation of the necessity of regu- 
lating commissions and laws. It is their function to see that 
the returns to the public are adequate, just and reasonable. 
It is often found that consignees are timid about insisting on 
the adjustment of small matters, feeling that because of an- 
noyance, carrier’s employes will retaliate to their disadvan- 
tage, or that they will establish a reputation with carriers 
which will prejudice their business relations. There is no 
foundation for this idea, as carriers are under a very serious 
obligation to render service at the legal rate and this obliga- 


tion extends to the proper adjustments of differences, either 


above or below the legal charge. 

In considering the freight bill it is well to begin with the 
shippers who influence to a considerable degree the nature 
and efficiency of the freight bill. These points are covered 
by the care exercised in preparation of the bill of lading and 
its twin, the shipping order, usually a carbon copy. Too much 
emphasis cannot be placed on the fact that you may have for 
your office file or transmission to your customer, a bill of 
lading perfect in all of its details while its carbon copy, from 
Which the freight employe must check, load the goods and 
make a way-bill, may be a very imperfect document. The 
causes are, first and foremost, worn out carbon paper. A 
skipping clerk is more economical in the use of carbon paper 
than of any other commodity, erasures, corrections, additions 
made and ommissions supplied on the original after removing 
carbon, corresponding changes not being made on the shipping 
order. When forms are used on which are printed lists of 
the articles shipped, imperfect alignment is a frequent cause 
of trouble; you may have a bill of lading for one barrel of 
dumb bells and the shipping order will read one box of hard- 
ware, the next printed item on your form. This causes delay 
and sometimes overcharge. The freight checker may figure 
‘t out and check the goods, but the bill clerk will get it the 
other way, consequently the destination agent will be short 
one box hardware and over one barrel dumb bells and demand 
proof of ownership from the consignee before he will deliver. 

In short, with the shipping clerk the bill of lading is para- 
mount, while for best results equal stress should be placed on 
the shipping order. 

Have your goods plainly marked, have your tags securely 
attached, erase old marks; freight misloaded will, if properly 
marked, reach its correct destination in fair time and will 
yrevent losses, claims and dissatisfied customers. Describe 
shipments correctly, avoid the use of trade names; few of 
them are in the classification and the classification is the 
freight clerk’s Bible; he believes nothing not contained within 
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its covers. If you are shipping calcimine or dry wall finish, 
don’t call it “alabastine;” if white lead, don’t call it paint; 
if iron castings, don’t omit the iron, because you are making 
the other fellow settle for it when you do. 

Insert the weights of each item on your shipping order; a 
large percentage of weights are estimated by station em- 
pioyes, especially during rush hours, and the later you ship 
the heavier your goods will weigh. A box is a great deal 
heavier to a tired freight handler at 5 p. m. than at 10 a. m. 
You may not pay the freight but the other fellow does and 
adds it to the cost of your goods. See to it that the con- 
signee name is legible, if his P. O. address differs from the 
destination, if on a R. F. D. route or if he has a street address, 
show it on your shipping order that he may be promptly 
and properly notified of arrival. There is a space on all ship- 
ping blanks for this purpose, and the omision of this informa- 
tion, especially the street address in the larger places is a 
frequent cause of storage expenses and its attendant troubles 
between shipper and consignee. Storage charges accruing 


The Horsemobile (27%: iss! lity ¢ reat 


live pony 
15 styles of children’s figured 
Send 35 cents for 
Stick Horsemobile and sample 


vehicles. 


o: our unbreakable 
wood, Postpaid. 


Catalog Free 
180 Horsemobiles 


sold in one small 
city. 


Dubuque Toy Manufacturing Company 
Dubuqve, lowa 


RAG DOLLS OF HIGH DEGREE 


To retail with long profit at 25 and 50 cents 


No longer is a Rag Doll “A Rag and a Stuffing 
and a Hank of Hair.” The modem Rag Doll is a 
“Class Proposition,” particularly those turned 
out by our factory. They have Printed, Litho- 


graphed and Celluloid Faces. Beautifully 
colored. Also shoes and stockings. 
Price list and samples sent on request. Samples 


billed at quantity prices. 


F. KAEMPFF 


11 and 13 Orient Avenue, Jersey City, N. J. 


New York Selling Agents 
THE STROBEL & WILKEN CO. A. 8S. FERGUSON CO. 


Ask for “Alice,” the Famous Quaker Doll 


August, 1913. 


E. V. SCOVILLE 
Factory at Man ius, N. Y. 


from this cause cannot be recovered if the carrier has issued 


notice in accordance with shipping directions. They can be 
recovered if the carrier fails to notify according to the pro- 
visions. 

When a consignee is located at a point not reached by a 
carrier, the station at which he desires delivery should be 
shown in the destination space and the residence point in 
the space for P. O. address. Routings should be clear, par- 
ticularly specific deliveries at points served by more than one 
carrier. If misrouted, consignee can demand the delivery 
specified, but if he accepts the delivery first offered he has 
no redress except through the commission. The county ref- 
erence must appear for all stations duplicated in the same 
state. All the points enumerated have bearing on the dis- 
patch, the delivery and the cost to your customers, they may 
all be familiar to you, but the important point is, they should 
be in force in your shipping departments. 

The freight bill is usually made in _ several dupli- 
cate parts, two of which are of vital interest to the receiver 
of freight. These are the freight bill proper, carrying a re- 
ceipt for the charges paid, and the delivery receipt, upon 
which the consignee acknowledges receipt of the goods. 

The delivery receipt plays an important part in the adjust- 
ment of claims for loss and damage and the receiver’s em- 
ployes should be carefully instructed as to its use. 

Signatures of draymen should be legible. It should not be 
signed on its face unless delivery in full is made in one lot, 
barring shortages indorsed on the freight bill and delivery 
receipt. If necessary to draw a consignment in more than 
cne load, partial receipt may be given on the form provided 
on the back of the receipt. Packages should be checked, and 
iidorsement made by station employes on face of the receipt 
to cover conditions, damage, shortage or overage, before 
the same is signed by drayman. He must also insist that the 
Same indorsement be made on the freight bill. Delivery re- 
ceipts should be signed when the goods are delivered; not 
before or several days after. Loose methods on the part of 
either party are detrimental to the proper adjustment of loss 
and damage claims. 

The freight bill proper, retained by the consignee, is intena- 
ed to exhibit all of the details of the transaction accomplished. 
It is the collecting agent of that form of taxation, the trans- 
portation tax, from which no man escapes, not even the rich. 
ft gets you coming and going, and between times. This docu- 
ment should show the point of shipment, not the junction 
point only as is a frequent practice, the date of shipment, the 
commodities, the weights of the various items, either individ- 
ually or in groups of the same class, and if a collect bill, the 
ccrrect rate and extensior for each class. These details are 
all practical, essential, and should be insisted upon that the 
consignee may understand and audit his bill. 


TYPEWRITER FOR THE TOY DEPARTMENT. 


Twenty years of experience are behind the new American 
Visible Typewriter. This machine, while certainly giving all the 
amusement afforded by the operation of a real typewriter, is 
yet a toy in price—for it retails at $5. It is precisely this 20 
years of experience in the building of high grade typewriters 
that has made possible the production of this successful ma- 
chine at so low a price—an inexperienced concern simply 
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could not have done it. The American Visible is a practical 
machine—built on absolutely new and unique principles. It 
teaches business and commercial forms and will prove ex- 
cellent for a limited business correspondence. This is what 
the manufacturers say on an attractive advertising post card: 
“The arrangement of letters is like the standard machines, 
Goes the best of work at a speed greater tuan the pen. It is 
riade of the best material and workmanship, handsomely fin- 
ished in black enamel, gold letters with mahogary finished 
baseboard. It is the simplest practical typewriter ever built. 
Ideal for young people; teaches them business and commer- 
cial forms and makes their school work interesting and at- 
tractive. Sells right through the year. To insure prompt 
delivery we should have your order by return mail for at 
least a sample dozen for the fall trade. The American Type- 
writer Company, 268 Broadway, New York.” 


ROSENTHAL COMPANY !S IN LARGER QUARTERS. 

The Rosenthal Company, manufacturers of rubber balls, has 
removed from 346 Broadway into larger quarters in the 
Everett Building, 45 East 17th street, corner of Fourth avenue. 
The company occupies rooms 702 to 705. 
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RESORT GOODS IN ENGLAND 


Small Articles Have Heavy Call in British Market During 
Summer Mouths—Dolls Must Be Clothed 
in Native Attire. 
; London, England, July 12. 
Special Correspondence. 

Not alone for the houses which deal especially in small 
souvenir novelties, but also for a large number of manufac- 
turers of dolls and toys, the production of special bazaar arti- 
cles for the English summer resorts would probably be very 
remunerative. Dolls in national costumes would have good de- 
mand and in the much-visited localities of the Scotch High- 
lands could be sold. Highland lasses attired in bright plaid 
dresses in large quantities. For the summer resorts in Wales 
the peculiar costumes of the country lasses there would have to 
be represented. For the many watering places, on the other 
hand, are appropriate types of fisherwomen, as also bathing 
angels with or without clothing. Particularly attractive would 
be the production of a low price article for the masses. 

Doll] trunks for dresses and hats with appropriate inscrip- 
tions, such as “Greetings from Blackpool,” ‘Greetings from 
Harmouth,” “Greetings from Margate,” etc., would be leaders. 
These little things are also salable when well filled. For lit- 
tle girls, balls with suitable inscriptions are always popular arti- 
cles, not to speak of cheap adornments and knick knacks. And 
the boys ever again break out in enthusiastic shouts over the 
coming in of new “Piff Paff Pouff Railways,” especially when 
they are freighted with sweet contents. And street railway 
cars with the inscription “Scarborough,” ‘“Eastburne,” “Isle 
of Wright,” etc., are always well received. The railway cars, 
of course, must bear the inscriptions of local significance. 

Further, building boxes and construction games are partic- 
ularly suitable for this purpose. With them can be put to- 
gether noteworthy objects of the locality from where they are 
sent as remembrances or taken along on the homeward trip. 

Another pretty surprise for boys is found in “films” which 
reproduce the natural beauties and other things worthy of 
remembrance of the visited locality, on the supposition of 
course that the recipient is already in possession of a kinemat- 
agraph. Should this, unexpectedly however, not be the case, 
the little fellow will always gladly be consoled through the 
subsequent acquisition of such an apparatus. And in the end 
the dear uncle is also compelled to make good for the disturb- 
ance which ke has caused. 

For adults many novelty articles can be sold. Bath slip- 
pers can be devised as pin cushions, on which “Greetings from 
Brighton,” etc., appear in the colored heads of the pins that 
are stuck in them. Sewing baskets in the form of boats and 
strand baskets, made of braided rattan, would receive favor- 
able acceptation. Bath bonnets as sponge holders would form 
another acceptable article. 

In the way of ornaments pleasing imitations of sea crabs, 
crawfish and lobsters can be produced, and they serve for the 
many different purposes. 

Sea salt packages with sweet contents by which most of 
the recipients would experience an agreeable surprise Will 
undoubtedly meet with willing reception. For inland summer 
resorts perfume cushions are salable for all possible purposes, 


particularly for the keeping of gloves and handkerchiefs. 
As a remembrance of the country summer resort these should 
be well permeated with the odor of hay, by which means they 
would hardly fail to exercise a power of attraction of a pe 
culiar kind on the novelty seeking public. Further, small gift 
articles made of the so called tree leather would be partic- 
ularly appropriate for this purpose. 

Finally, tin and wood articles, such as drinking cups, plates, 
etc., kept in “country life” taste, would prove very market- 
able. A leading article for seaside as well as for inland re- 
sorts, is the pleasingly framed landscape picture and also the 
picture postcards of the scenes in the vicinity of the resort, 
and other noteworthy things that come under consideration. 

The latest figures issued by the London Board of Trade, rel- 
ative to British toy imports and exports indicate that condi- 
tions are most encouraging, for both the retailer and the Eng- 
lish manufacturer. During the month of May the imports of 
toys were valued at 80,556 pounds sterling, an increase over 
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the imports for the same month in 19122 of 5,451 pounds. For 
the same month the exports of toys were valued at 66,913 
pounds, an increase of 463. Although the imports showed a 
decided increase over the previous year, they were not up to 
the figure set in 1911, when they were valued at 90,138 
pounds sterling. While the increase in toy exports was not 
large, it is encouraging because of the fact that the increase 
for May 1912 over May 1911 amounted to more than 10,000 
pounds. The increasing imports indicate that the British 
toy buyers are looking forward to a large demand during the 
coming fall and wirter months. ' 

One of the most interesting of the new toys on the 
British market is the constructional toy named ‘“Kliptiko,” 
which is being distributed by Beddington, Liddiatt & Com- 
pany, of London. “Kliptiko” is put: up in boxes to retail at 
from 25 cents to $2.75. The construction parts and principles 
are entirely new, the parts being in the form of tubes which 
join to each other by means of clups. The wide variety of mod- 
els which can be made can be judged by the fact that with one 
of the smallest sets more than 30 different models can be 
constructed. 

Among the new “Joiboy” toys, manufactured by Wallis 
Brothers & Wickstead, is a new wooden novelty in the shape 
of a tricycle horse, made without the pedals. The vehicle is 


propelled by an up-and-down movement of the rider on the 


saddle. The rocking boats of this line have been on sale for 
several years, but this year there is an additional feature 
which causes the boats to travel along when rocked. These 
boats will hold three persons, but one child can operate them 
easily, even to the manipulation of the steering device, which 
enables the rider to travel around corners in any direction. 

“Rollikins” is the name of a new British toy which is 
“taking” generally with the home trade as well as with ex- 
porters. This is a motion toy which practically demonstrates 
itself. It consists of a human figure in wood, with jointed 
arms. The center of gravity is changed by changing the posi- 
tion of the arms. By means of a balancing rod, on the ends of 
which are two balls, Rollikins balances itself on a pedestal, 
standing either on hands or head. The toy balances itself in 
almost inconceivable positions. 


SELFRIDGE MAKES GREAT RECORD IN LONDON. 

The entire merchandising world is interested in the phe 
nomenal success of Selfridge & Company, the big department 
store in London, Eng., established by an American merchant 
on American ideas. H. Gordon Selfridge stated at the annual 
meeting held recently that for the last 12 months they had 
made a net profit, after all expenses had been charged, of 
£104,029, being more than double the profit of the year before. 
Their returns had increased practically every trading day of 
the year over any corresponding day in the history of the 
business, and substantially every one of the 130 departments 
had established new records. This £104,000 was equal to 
more than five times the amount of the annual debenture in- 
terest, which interest had been very much more than met by 
the amount saved during the past year in their cash dis- 
counts alone. They will, of course, pay the debenture inter- 
est and preference dividend, leaving a balance to be dealt with 
of £60,000, an amount which equals 12 per cent on their ordi- 
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Mary shares. The item of underwriting commission, etc., 
amounting to £20,000, disappeared entirely, while the item of 
preliminary outlays and expenses, which about a year ago was 
£103,000, was now reduced to £63,000, and would be com- 
pletely removed in the near future. It would be noticed that 
they had begun this year redeeming their debentures— £7,000 
having been paid off and cancelled during the past 12 months. 
A similar amount or more, will be retired each year hereafter. 


GOTHAM POST CARD COMPANY INCORPORATED. 

The Metropolitan Post Card Company, of New York City, 
has been incorporated with a capital stock of $15,000, for the 
manufacture and sale of post cards. The incorporators are 
Carl Muscall, Siegfried Horwitz and Theodore Bartha. 


ACKERMAN OPENS NEW NOVELTY STORE. 
A. Ackerman has opened a new novelty and toy store in 
Rockville Center, N. Y., under his own name. The store has 
been fitted up in a most modern and attractive manner. 
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SELLING GOODS A FINE ART 


Buying and Selling and the Training of the Retail Salesman— 
The Man Behind the Counter Is the “House” to 
the Customer—By Otto Buehrmann. 

The volume of business of a house is developed and deter- 
piined by three factors: The merchandise, the policy of the 
house, the salesmen. And the selling art demands that each 
be right, to insure success. It is indispensible that the goods 
be bought, as experience only will be able to dictate, to suit 
the trade in every detail. 

Buy to sell; not to keep. The fact that a firm has money 
to pay for all it buys is no valid or good reason why it should 
buy a single article more than it can sell, and the selling is so 
often defeated through mistakes of over-buying that the trade 
accepts it as a natural evil. 

Over-buying indicates the most profpund ignorance of the 
capacity of the house to distribute the purchases, for we will 
wot suppose that a buyer knowingly buys in quantity, style or 
material that which he cannot sell. Enthusiasm often leads 
him astray, but when he has the well prepared memorandum 
~ to govern him he is safe from persuasion; and he is in a po- 
sition to make his purchases to advantage and thereby 
promote the selling. 

Every one of us knows the difficulty in moving the merchan- 
dise from last season. It may be “as good as it ever was,” 
but as a buyer, no merchant would consider it for an instant. 
True, it may be “worked off,” a piece at a time, at a price, 
but the time lost in making the effort would bring a handsome 
profit if employed in selling new goods. 

Small and frequent buying is the secret of handling the 
stock profitably, and thereby selling frequently. The stock is 
turned as often as the order is taken, and in this ‘‘turn over” 
is the profit in my business. Profits are all in the future as 
long as the goods are on the shelves; they are imaginary, and 
selling only causes them to become a reality. 

Next, the policy of the house generally determines before- 
hand the kind of objections usually voiced by the customers. 
In some stores the statement of the salesman is accepted at its 
face value, for the reputation of the house for correct service 
is unquestioned, as against exaggerations used by other con- 
cerns, and the one idea to make the present sale at the ex- 
pense of any future patronage of the buyer. 

The policy of the house is told in this terse sentence: “The 
customer is always right,” as practiced by Marshall Field & 
Company, of Chicago. The “Hub” has an equally sound policy. 

Some dealers will say: “These are all big houses, and are 
uo criterion for a smaller store.” It was the policy of these 
concerns which caused them to grow to their present size and 
importance. When the “customer is right,” as against the 
yersonal opinion of the dealer anywhere, big or little, then 
the dealer will sell his goods, instead of having them on the 
shelves to look at. 

The customer will always pay a profit when he knows he is 
getting value received, but when, through poor buying, mis- 
takes are made, ask the customer “why” they are mistakes, 
and he will tell you in a hurry. Merchandise does not have 
the same value in the eyes of the buyer that it does in the esti- 
mation of the seller, but allowing for this difference, the cus- 
tomer, as a rule, is always right, therefore take his judgment. 


Why did Jones, who came to town with a little stock, in a 
little store, go right up? It was his policy of doing business. 
He did not try to fool himself or the people by telling them 
he was the “only pebble on the beach,” but gave them new, 
tright merchandise, at the time they wanted to buy, and 
cheerfully took back goods when the customer wanted to re- 
turn them. 

We now come to the salesman; and here we have the 
“reason why” the volume of business, in eight out of every ten 
stores, is not over half of what it would be if the salesmen 
were as efficient and capable as they might be. 

All merchants recognize that in the selling of the goods de- 
pends the entire success of their business, and yet so few 
—hardly any—give it the attention they do the bookkeeping 
or the stock-keeping. 

The salesmen are active representatives of the firm to 
every customer whom they serve; they are the “house” to 
the buyer, not the person or persons whose name in gold 
ietters is blazoned over the door. 

In almost all stores the education of the salesmen is an acci- 
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dental catch-as-catch-can sort of process. He is expected to 
pick up the art of selling by making mistakes first, for which 
he is brought upon the carpet to be reprimanded. Why not use 
the means and take the trouble to provide him with a course 
of instruction, practical and thorough, which will prevent the 
expected and common mistakes always occuring, and which 
are the cause of the loss of many customers and so much pres- 
ent and future profit? 

If the same time were spent in telling the salesman the 
“Do’s” instead of the ‘“Don’ts” with good, common sense 
“reasons why” he should do thus and so, there would be an 
entirely different tone in the store. The reason given why 
this is not done more frequently is that “It is not the habit.” 
Who ever heard of a proprietor starting a kindergarten? I! 
hire my men to do my selling and I expect them to do it; I 
have other things to do. When they make mistakes, I call 
them down, and if they show no inclination to improve, I fire 
them.” 

Yes, that is the old and established manner of handling help, 
hut some few merchants are beginning to find out that it is 
cheaper to educate their salesmen than to fire them; for the 
make-up of the newly-engaged help is exactly like that of the 
one who has been fired, and the problem is, therefore, a little 
more complicated with every new man engaged. 

In order to begin this development of the salesman, have 
him first study the principles of a sale, for any man who has 
the brains to sell has the brains to understand why he can sell. 

To build a sale is a material undertaking as easily compre- 
hended as the building of a house. Few dealers could build a 
house according to the well-known and established laws of 
architecture; many could build a shack of upright boards. 
So can many salesmen make some sort of a sale, but to builda 
five-story house, to meet the requirements of the building or- 
dinances, and be safe to life and property, the builder must be 
a master workman, and to build a series of sales, like the 
stories of the house, the one resting on the other, he must 
be a master salesman. And this knowledge only comes from 
training and study, and the school which can give him this 
knowledge in the least time is best for him, for experience 
is a long and hard teacher, not always thorough when the 
principles are not thoroughly understood, and much can be 
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AT COUNTY FAIRS, EXPOSITIONS, ETC., OUR 


“Improved Rooter” 


Is the Best Seller and the Best Noise Maker on the Grounds 


Good Seller All Year "Round. 
Can Be Had From Jobbers Everywhere 


Retails for 10 Cents 


THE SEISS MANUFACTURING COMPANY 


ee 


Dept. T, TOLEDO, OHIO 
avoided by learning the theory of selling, as applied to the 
practice, from someone who has specialized in this direction. 
For this is a day of specializing, to secure efficiency, save 
time, and to insure profitable returns on the investment of 
capital and brains. 

In all efforts to improve the efficiency of a salesman, the 
“house” gets next to the salesman on the broad ground of 
human interest, and as humanity is recognized as a prime 
factor in increasing the efficiency of any organization, it will 
be found to be an impelling cause in promoting the selling 
ability of the salesman. 


MARSTON STORE HAS NEW CHILDREN’S FEATURE. 

The management of the Marston store, in San Diego, Cal., 
has been made especially attractive for the children by the ad- 
dition of several novel toy features. In the future this depart- 
ment will be used as a nursery where the children can play 
while their mothers shop, as well as for the direct sale of 
toys. A fountain and aquarium has been installed in the cen- 
ter, surrounded by a bower of fiowers and vines. <A large 
cage of song birds has also been installed. The cage is large 
enought to permit the birds to exercise freely, despite the 
fact that there are about 30 birds in it. Playthings have been 
given over to the use of the children. The new feature has 
made a pronounced hit with both the children and parents of 
San Diego. 


AGED SOUTHERN TOY WOMAN PASSES AWAY. 
Hundreds of adults in Richmond, Va., bought their first 
toys at the little toy shop conducted by Mrs. Elizabeth Does, 
who recently died in that city at the age of 85 years. Several 
generations of children were wont to gather in her toy 
store at Main and Seventh streets, and she ever did her best 
to keep the small stock so complete that it would satisfy her 
needs. Mrs. Does was born in Germany in 1828, and came to 
America in 1850, settling in Richmond two years later. Her 
husband, a carriage maker, made practically all of the Con- 
federate cartridge boxes used in the Civil War, while his wife 
conducted the little toy store to help out the family income. 

She conducted the store thereafter for more than 40 yeans. 


FURNITURE 


Leaf Tables. 
abinets. 
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RECENTLY ISSUED PATENTS. 


Of |nterest to Toy Dealers and Manufacturers. 


Copies of the specifications and drawings of the following patents 
may be procured by addressing the Commissioner of Patents, 
Washington, D. C., and enclosing five cents for each copy. The 
number of patent, date of issue, name of patentee and title of in- 
vention should be given. 


Granted July 1. 
Sled. Ottis L. Beardsley, Chicago, Til. 
‘Serial No. 613,921. 
Granted July 8. 
Trade-Marks. 

70,301. (Class 22. Games, Toys and Sporting Goods.) The Pas- 
time Novelty Company, Inc., New York, N. Y. Filed May 8, 1913. 

70,818. (Class 22. Games, Toys and Sporting Goods.) The Par- 
sons-Jackson Company, Cleveland, Ohio. Filed May 26, 1913. 

Granted July 15. 

1,067,789. Sliding Seat. William J. Sleffel, Cleveland, Ohio, as- 
signor to The Kirk-Latty Manufacturing Company, Cleveland, 
Ohio, a corporation of Ohio. eee Dec. 27, 1911. Serial No. 668,128. 

esigns. 


1,066,445. 
1909. 


Filed Aug. 21. 


44,345. Rocking Toy. William R. Newton, Ingleside, IH. Filed 
aug. 9, 1912. Serial No. 714,314. Term of patent 7 years. 
Granted July 22. 
1,067,984. Air-Gun. William A. Hellprin, Philadelphia, Pa. Filed 
ec. 7, 1909. Serial No. 531,840. 
1,068,147. Mechanical Toy. Mabry Lovejoy, Carlsbad, N. M. 


agssignor of one-half to Joshua Kuykendall, 
Filed May 28, 1912. Serial No. 700,179. 


Carlsbad, N. M. 


1,068,158. Velocipede Handle-Bar. Bernhard Noack, Fursten- 
walde-on-the-Spree, Germany. Filed July 6, 1912. Serial No. 
1,068,377. Apparatus for Graphically Portraying Games or Other 


Events. Charles H. Wilson, New York, N. Y., assignor by mesne 
assignments, to Mabel Crane Baker, Stamford, Conn. Filed Feb. 
26,1908. Serial No. 417,804. ae 

signs. 


44,393. Doll. Rose ‘O’Neill Wilson, Day, Mo. 
Serial No. 769,091. Term of patent 14 years. 
Granted July 29. 
1,068,449. Game Apparatus. Samuel B. 
D, C. Filed Oct. 18, 1912. Serial No. 726,516. 


Reeder, Washington, 


1,068,667. Toy Cannon. Joseph D. Kilgore, Homestead, Pa. 
Filed Nov. 13, 1912. Serial No. 731,230. 
1,069,012. Toy School-Room. Warren P. Higgins, Minneapolis, 


Minn., assignor of one-third to Geo. L. 
Minn. Filed July 11, 1910. 


ltl) _Collapsible— Compact—Large When Set Up 


Building 
_ Blocks 


Wertman, Minneapolis, 
Serial No. 671,280. 


THACE MARA 


THE NEWEST PRODUCT 
of Artistic Wood Units to Build Castles, Forts, 
Towers, Bridges, Etc., of Medieval Times 


GOMET! HING ENTIRELY DIFFERENT from the ordinary 

Interesting, Entertaining and Educa- 

tional. A profitable asset to Tdi toy department. Makers 
also of the “ARTOY’”’ Doll Furniture. 

WRITE FOR OLLUSTRATED CIRCULAR AND PRICES 


NEW CHICAGO SPECIALTY CO., Mfrs., New Chicago, Ind. (a 


SROemeanBtBOoneRESEAaEe Bea & 
SaHeBBSBeSBeHBEEHESBBESBESESSE BSB Ss 


National Decorated Metal Sheets 


FOR TOY MANUFACTURERS 

WILL STAND DEEP STAMPING 

Their use saves expensive and tedious dipping or hand painting. 

Show us what you make and we will send samples to suit the 
purpose. 


NATIONAL METAL COATING & LITHO. CO. 


ELIZABETH, N. J., U. S. A. 


Filed May 21, 1913. 
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SH-DAY TOYS 


No wash-day in the 


playhouse is com- 
plete without these 


ARCADE TOYS 
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There are morethan 


two hundred 


Arcade Toys 


that have been fac- (== 
tors in the success Neel 
of thousands of toy 


\\ merchants. 
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We want every toy dealer 


in this country to have 


Cees 
Sipe 


~~ Our Catalog and Prices 
“SS WRITE FOR IT TODAY 


Arcade Manufacturing Co. 


Freeport, Illinois 


Digitized by Goog e 


The Game That’s Making Sales 
RVMM ) RUMME 


| Trade Mark Registered} 
Two editions sold, the third nearly exhausted, is the record of RUMME 
in the few weeks it has been before the trade. 


RUMME is a game for which your customers are waiting. It has all 
the qualities that make for popularity-- novelty, style, intense playing interest, 
and is to all appearances a 30c game. 


RUMME retails for 25c. It is big value for this price, but here, as in all othe BRADLEY GAMES, the 
dealer’s interests have been considered, and you can buy RUMME at a price that will allow you a big, substantial profit. 


Made of finest stock, with fifty-two round cornered, enameled cards, put up in handsome imitation leather box, 


RUMME is bound to be the biggest selling card game of the year. 
Write For Sample Cards and Our Generous Proposition to Dealers 


OTHER POPULAR 25c CARD GAMES 


TWELVE GREAT GAMES IN ONE | 
CROWN 
CARDS 


(7HADE ~aAcK 


BF | ron uns PRINCE AND PAUPER \ 


 Roval Gameof Chance and Skill 


af 


Mass 


No. 4562. CROWN CARDS No. 4632. “ALL ABOARD” 

This set of cards provides for twelve good games, simple games A railroad game played with cards! It sounds interesting, and 
for little children and scientific games for grown-ups. Some of the is. There are four “suits” represencing the Train, Flag, Lantern and 
titles are PRINCE AND PAUPER, CROWN BASE BALL, BAFFLE, Conductor, and the object is to play the cards skillfully and avoid 
GRAFTO, SECRET SEVEN, RUSTLE and six others. Put up in capturing a “Wreck” with which the game is also provided. 


partitioned box with 24 page booklet of Directions. 


or Divided Answers 


MLIOW BRAT CO SPRAECTIE LO MASS 


rp pet 


s 
LaF 


No. 4673. WHAT NEXT? No. 4631. GAME OF TWENTY-FIVE 


A game with forty-eight simple examples in arithmetic, but with A splendid game for children. Simple and interesting, and 
a method of play that makes doing the sums a real entertainment develops rapid mental calculation. The cards are played face up- 
rather than a task. An exceptionally good educational game for wards and the players watch for cards with numbers making a total 
small children in home or school. of twenty-five, each combination of that total scoring for the player 


who calls it. 


All cards in these games are of finest stock, round cornered and enameled. Boxes 
are made with imitation leather paper in rich colors, with handsome label designs. 


Milton Bradley Company, Springfield, Mass. 
“‘Makers of the World’s Best Games ”’ 


New York Office, 221 Fourth Avenue. On the Subway, One Block from Broadway 
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MADE ONLY BY 


MILTON BRADLEY CO. 


“‘Makers of the World’s Best Games’’ 
SPRINGFIELD, MASS. 
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Sensational Prices for September 


The Best “Buy” in America 


WE QUOTE YOU HEREWITH PRICES ON “MARATHON” STEEL WAGONS THAT SIMILAR 
GOODS ELSEWHERE CANNOT MATCH, EVEN IN LARGER QUANTITIES 


““MARATHON’’ STEEL EXPRESS WAGONS 
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§ > jt 


xle All have fates nt a ania 


he 
be scre te 
~ he ol axles, extra vy ename ed WwW leels, a 
These prices (see sty aid i Tae “saat “sa | Read the descrip- 
F! Tae a 4 
box on this page roy tee ot "fall to ground. tion of the goods, 
are very low for ee study the cut and 
ae Jerre nC 
goods ofthis char- AS _ “Ze | see for yourself 
acter and can’t be : that the merchan- 


| duplicated on the Fidi0—Body $84xi64, Wheels 6 and 8. % doz. dise is every bit as 
c x0 be eee: .+-Do: 


American market | Baty vinecle oie Soe attractive as the 


m= = 
! 
~ 
i=) 
| om | 
~ 
“Ss 
a“ 
os 
= 
_ 


Pe] - ‘ . 
M62—liix22 8 mh i ~~ ee ende bi 6 78 
today. wee ne oe 8D price, 
1 Dee Or - 7 ° ae “oe man 


. 1 aX ob Io 13 ; | 
7 £1465—) 4x2 Is ek! 3 ST ea onnin Re 11. 26 
"(466—15x300 13 = ‘* IS BOs cee ss 12.40 
, 457—1l6x32 16 aS 16 40 Sis ate se: 14. 26 
“1468—I8x365 14 a IS 46 he Pe -f 21.26 
= —— = — 


rr et rt et 
x Soe ee Be Be 
— —— . - 


SESSEESEE 

= 
LC | 
z 
1 
ss 
x 

t 


The line is made exclusively for Butler Brothers and pos- 
sesses many features seldom seen in other lines. 

This is the best “buy” today in the entire wheel toy market 
of America. 

Compare as much as you please, and see for yourself how 
good this value is. 


BUTLER BROTHERS 


Exclusive Wholesalers of General Merchandise 


NEW YORK CHICAGO ST. LOUIS MINNEAPOLIS DALLAS 
~ SAMPLE HOUSES— : —— 


Cleveland Cincinnati Kansas City Milwaukee 
Omaha Portland Seattle Philadelphia 


0 aS aS ee ee ee 0 
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OUR 1913-14 
CATALOG READY 


WRITE FOR IT 
TODAY 


PARCHEESI 


Holiday Goods in Stock 


COMPLETE LINES OF 
TOOL CHESTS STEAM AND MECHANICAL ENGINES MECHANICAL BOATS 
POOL TABLES ROCKING HORSES ON PLATFORMS = SWING FURNITURE 
TOY STOVES TOY PRINTING PRESSES SAVINGS BANKS 
IMPORTED CABRIOLETS, with TOY FURNITURE 
“+ PLUSH OR SKIN HORSES NESTED BLOCKS 


CLOTH PARTIES ROLLER SKATES 
CORTELLA GAMES 
JOLLY TUMBLERS 


JOINTED, KID BODY AND 
CHARACTER DOLLS 


This is merely to suggest a few of 
the thousands of good selling 
Toys, Games and Novelties. 


Cloth Doll Sheets For Stuffin, 


SPELLING BOARD LASSO 
| THE THE 
LIFE SIZE DOLL MEDIUM SIZE DOLL 
27 inches high, is matte: Se: \ 20 inches high, is 
printed on heavy drill ) = . \\ printed on heavy drill 
clothandlithographed / > cl #p\\ clothand lithographed 
in eight colors. Yaga F in six colors. 
Retails For | Ne. tu FE SIZE DOLL Wee AN | Retails For 
50c Each | HERR: Published by | ' 25c Each 


| SELCHOW & Je 
RIGHTER CO. | ame: 
} . 7 


SPECIAL PRICE IN QUANTITIES 


We are also the manufacturers of three sizes of Dressed Doll Sheets in Oil Colors to be cut out and 
stuffed. 5c size, Boy and Girl; 10c size, Boy and Girl; 25c size, Boy and Girl. 


THESE ARE THE MOST ATTRACTIVE CLOTH DOLLS EVER PUT ON THE MARKET 


Selchow & Righter 620 Broadway 
Company New York City 
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| CHECKERS | 


r “= EMAMELED INTERLOCKING 1% = 


LACH SET INCLUDES PAIR OF & 


Dominoes Checkers 


A BC Blocks 


When ordering Dominoes, Checkers or Toy Blocks, be 
sure to specify the Embossing Company’s make. They 
cost no more than others, and will enlarge your profits 
by increasing your sales. 


Sold by Leading Jobbers in To Obtain the Best Assortment 
All Principal Cities — Place Your Orders Early 


THE EMBOSSING COMPANY, ALBANY, N. Y. 


MAKERS OF 


bys that Bach 
Complete Samples Exhibited at Our New York Office, 377 Bdwy. 
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| The Pioneer line of construction outfits. Sold by 
MECCAN wide-awake toy dealers everywhere. As_ usual 
MECCANO has been revised and improved for the 


fall and winter trade. New ideas have been introduced which will attract old 
as well as new purchasers. The advertising of MECCANO, which has made it 
probably the most talked of toy line of recent years, has been planned for the 
coming holiday season on a very broad scope. Remember, every boy who uses 
MECCANO, or who learns of it, becomes an enthusiast at once, and when once 
started, his interest never lags. 


CAUTION: Do not be misled by other lines claimed to be the same or 
similar to MECCANO. There is only one MECCANO—the original pioneer line 


of this character. 


COMPLETE INFORMATION UPON ‘REQUEST 


THE EMBOSSING COMPANY, ALBANY, N.Y. 
GENERAL AMERICAN AGENTS 
Byss that’ each ‘ 


Complete Samples, Display Models, etc., Exhibited at Our New York Salesroom, 
377 Broadway 
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THE TINY TOTS 


KUTEST OF KIDDIES 


THEY STAND ALONE 


ADVANCE STYLE FOR 1914 


HEY’RE out; and well on their way to the home of every. child in the U. S. 
The _ popularity and enthusiasm with which the Tiny Tots are being 
received is far exceeding our expectations. Orders are being filled 

positively in the rotation received, thus giving every merchant ordering 

promptly the opportunity for quickest attention and earliest deliveries. 


PRICES: 
No. 94. 5 Styles, - - $8.00 Doz. 


ORDER NOW 


OUR LINE OF INFANT DOLLS GAINS IN POPULARITY ON THE SOLID BASIS OF MERIT. 
OUR REMARKABLE BISC FINI SH—WASHABLE—NON-PEELABLE—ARE THREE 
FEATURES THAT EVERY BUYER SHOULD CONSIDER. IF YOU HAVE NOT YET RE- 
CEIVED OUR ILLUSTRATED CIRCULAR WITH PRICES, WE WILL BE PLEASED TO 
SEND IT UPON REQUEST. ‘‘WRITE FOR SAMPLES. RETURN THEM IF IN YOUR 
JUDGMENT THEY ARE NOT THE BEST VALUES ON THE MARKET.” 


MADE TO RETAIL FROM 25 CENTS TO $15.00 
LOU! R 
& SON 

550 BROADWAY, NEW YORK 


THE LARGEST MAKERS OF DOLL BABIES IN AMERICA 


P. F. HARE & CO. 
Chicago 


GEO. P. PAINE 


San Francisco 
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Everything in 
Domestic Toys 
for the Fall Trade 


Our complete lines of American Toys, 
especially selected for fall selling, are 
now ready on display. They comprise 
many new and taking items, fast sellers 
and exclusive specialties such as 


TheEconomy 5 Coin Register Bank 


The Universal 3 Coin Bank 


Tireless Spinner Scrambolo 
————— 


THE STROBEL & WILKEN CO. 
591 Broadway 
NEW YORK 


_ (325 West Adams Street 
Branch Office: Chicago, Ill. 
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When a Radioptican Is 
Called for, Have It-- 


There Is Nothing to 
Sell in Its Place 


People who ask for a Radioptican are not just “buying something for a present.” 
They have decided that the Radioptican, because of what it will do, is something they want 
to own. 

Telling a customer you haven't the Radioptican means losing a sale, because anyone 
asking for a Radioptican has decided he wants to own a picture projector. 

There are no two ways about it. 

Offering something in place of the Radioptican is like offering a ticket to Springfield, 
Ohio, when the buyer wants to go to Springfield, Mass.--it’s just the same. You can't sell 
a phonograph in place of a base ball glove--it’s the same with a Radioptican. No other 
kind of toy takes its place. 

The Radioptican is a projecting lantern that requires no slides--that puts it out of the 
magic lantern field. 

It’s away out at that, because good slides are very expensive and the pictures the 
Radioptican takes are practically free. 

The Radioptican is so far superior to other opaque projectors that the biggest city 
toy stores and toy departments have long since realized that it is futile to compare the | 
results obtainable from the Radioptican with anything else. ; 

Contrary to what you would expect in such a case, the retail profits on the Radiop- | 
tican are comparatively large. 7 

Every sale is a money maker. The machine is advertised well and well known. | 

The demand exists big. Be ready for the holiday trade. Our big advertisements | 
are soon to appear. | 

A demonstration tells the story and sells the Radioptican. If you will write us we | 
will tell you how at a low cost and with economy of space you can fix up a practical = 
demonstrating booth. I = 
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The complete line of RADIOPTICANS may 
be seen at our New York Office, 45 West 
34th St., opposite the new McAlpin Hotel. Our 
new catalog may be had for the asking. 


H. C. WHITE CO., 615 River Street, North Bennington, Vt. 


Lens Grinders and Makers of Optical Instruments for Over Forty Years 
BRANCHES 


45 West 34th Street, New York San Francisco London 
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“KENTON LINE” 


BOY SCOUT OUTFITS 
CAP PISTOLS 
BLANK CARTRIDGE 
PISTOLS, CANNON BELTS AND HOLSTERS 


‘> = —«OURLINE OF 4th JULY GOODS LARGER AND BETTER THAN EVER 
THE KENTON HARDWARE COMPANY 


KENTON, OHIO, U.S.A. 


New York Office, Riemann Seabrey Co., 693 Broadway 
s BANKS, RANGES, TRAINS, SAD IRONS, 
omplete Lines FIRE DEPARTMENTS, AUTOMOBILE TOYS, 
GENERAL LINE OF WHEEL TOYS 
Send For Catalog and Price List 


PAP-ER-KRAK-TOYS 


PATENTED Jun 18, (91! 
NO FIRE Sept. 19, (91! 


Nx. NO SMOKE Other patents pending : 
‘<< NO DANGER THE ise — ] 
ALL NOISE = SANE NOISE Calas GF  Meageaaat 


Shoots 50 Shots Explode 


per Minute MAKERS Oe, 


sx IRON TOYS 
> 1913 Line Now Ready 


( Banks, Trains, Auto- 


| mobile Toys, Fire 
COMPLETE : 
LINE + Departments, Gen 


eral Line Wheel 
Toys & Novelties. 
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m2 Write our New York Office for 
== Catalog and Prices. 


\ We Illustrate 3 of the 300 PRICES 
| We Make. FINISH + RIGHT 


SIZE 


THE 


Jones & Bixler Mfg. Co. 


KENTON, OHIO. 


. New York Office and Salesroom: Riemann 
Seabrey Co., 693 Broadway. 
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KantKracK dolls are made on automatic 
machines that assure perfection in shape and 
size of parts. 

The Art Work is all hand work done by 

_ skilled operators. 
They are made of Biskoline, a sarong, 
tough, light and solid flesh color matenal 
throughout, hence, no surface color to wear 
(off. 

KantKracK dolls will never crack, break, 
surface chip or peel. 


Put ‘dissatisfaction up to us. 


WRITE TODAY FOR CATALOG AND PRICE LIST 


The Parsons-Jackson Co. 


Manufacturers of Biskoline Products 
2176 E. 76th Street 


RANT 


DOLLS 


(AMERICAN MADCOB) 


56 STYLES AND SIZES 


CUTE--CUNNING--LIFE-LIKE 


The Kind that Baby Enjoys-- 
The Kind that Mother Appreciates 


WHY? 
BECAUSE 


Every KantKracK Doll Is Sold on Our 
®uarantee ——— 


We Guarantee this doll to be absolutely sanitary, free 
of faulty construction and against breakage from the or- 
dinary usage of the child during the period of one year 
from date of purchase shown on this and companion 
record card on file at above address. 


a 


This Protects PARENTS AND DEALERS Alike 


FULL VALUE GUARANTEED PARENTS 
FULL PROFITS GUARANTEED DEALERS 


Each Doll Is Packed in Separate ON® QF OUR TRADE 
Box with GUARANTEE eae 


CLEVELAND, OHIO ~~ 


Feet. Ball Joints. | 
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The Sensation of the Season 


Have You Awakened to the Tremendous Selling Possibilities 
for You of the 


LITTLE MIND BUILDER 


TRADE MARK 


AS AN INSTRUCTIVE TOY IT IS UNIQUE 

AS AN ENTERTAINING TOY IT IS UNEQUALLED 
AS A SAND TOY IT IS INCOMPARABLE 
AS A SIGN MAKER IT IS UNRIVALLED 
A COMPLETE ALPHABET AND SET OF NUMBERS IN EACH BOX 

Can be used to learn the alphabet, spell simple words and introduce into the child’s play an educationa 
feature which holds the little mind of the child for hours in instructive play. The results all parents try to 
lice: Pg ale og ei ey laa 


2 Dozen to Case. Retails for $1.00 
Send for Price Lists and Descriptive Circulars 


BAKER & BENNETT CO. 


643 Broadway New York 
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GEO. F. RIEMANR, Jr., President E. W. BRUENINGHAUSER, Vice Pres. E. W. SEABREY, Sec’y. 


RIEMANN, SEABREY Co. 
AMERICAN TOYS 


HARDWARE AND HOUSEHOLD SPECIALTIES 
BELLS, GONGS AND CHIMES 


693 to 697 BROADWAY, NEW YORK 


S 


PRING LINES 
UMMER 


1914: 


NOW 
EASON READY 


Garden Tools Lawn Croquet 

Cap Pistols Cartridge Pistols 

Jack Stones Penny Toys 

Sane Exploders | Paper-Krak Toys - 

Cap Bombs Cap Canes 

Cannon -Hatchets and Hammers 
Rolling Hoops Easter Toys 

Wood Rakes Quoits 


Automatic Fireless Torpedo Cane 
Boy Scout Outfits 
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| Co came. is a new STANDARD BOARD | | 


GAME. It possesses inexhaustible variety of play. 

It fascinates the grown-ups and is not too deep for 
children. It combines the elements of chance, free sociable 
rivalry, noisy laughable excitement and no little discretion of 
play. It is the only American produced Standard board 
game that has come out within the past TWENTY-FIVE 
YEARS. 

CORTELLA retails at $1.00. We, the publishers, 
are making quantity prices, together with LIBERAL TERMS 
and REBATE CONCESSIONS. We supply each ship- 
ment with advertising matter of the most recent and up-to- 
date kind, such as felt pennants, embossed lithographed metal 
signs, circulars, window streamers,etc. These arouse interest 
and insure sales. 

A large number of accounts have been opened with 
many of the best Toy Trade to the extent that we are 
justified in making the statement that CORTELLA IS 

~ THE LARGEST SELLING NEW BOARD GAME. 
We wish to acknowledge with thanks its early acceptance. 
If you have not already placed your order with us, WRITE 
US TODAY FOR PRICE LIST AND REBATE 
SYSTEM. 

We are pleased to announce a new 50c retailer en- 
titled THE GRANDE AUTO RACE. The NEW 
IDEA which this game possesses is the introduction 
of a SAND GLASS which our Patent Attorneys 
assure us has not been used in other games. The players race around the Track, using celluloid 
buttons to represent their Autos and moving according to the numbers indicated by the throw 
of dice. A\ll the time the SAND IS RUNNING and the player who is in the lead when THE 
SAND RUNS OUT WINS THE GAME. 


As there ts but one 
dice-cup each player has 
to wait his turn to use it. 


mE”, 

ro 

Via The fear that the sand 
will run out while he is 


Se Se. still behind creates great 


| Cer pS bee | excitement and hurry in 

F ‘tes j passing and using the 
cup. It is the noisiest, 
liveliest race game out. 
Just take this game and 
watch the children play. 
dpe | You will place a reorder 
eT Spee eat hr fe | with us immediately lest 
Raaas Oe you might not be able to 
ceeeee fi. get some at the last mo- 
ea aarti 22 ment. 


WE SOLD OVER TWO 
:_ oe THOUSAND BEFORE WE 
_ SAMPLE MADE UP. MAY WE HAVE YOUR ORDER FOR SOME OF THE GRANDE AUTO RACE ALSO? 


'1HAD A COMPLETED 
ATKINS & COMPANY, Inc., Publishers, 7 So. Mole St. Philadelphia, Pa. 


SELCHOW & RIGHTER CO., New York, Selling Agents 
| WM 


. E. PECK & CO., New York, Selling Agents for Great Britain, Continental Europe, Australia and South Africa 
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Glascock’s New Ones for Xmas 


HERE THEY ARE 


AUTOMOBILES —Two new numbers, known as “Speedway Roadsters.” They were the sensation of 
the Toy Show in New York. Modeled closely after one of the most popular models of large motor cars 
shown at the recent automobile shows in New York and Chicago. They set a new mark for juvenile autos in 
style, finish and speed. Send for catalog giving illustrations in actual colors. 


BLACKBOARDS-— Three new numbers in combined educational chart blackboard desks, entirely new 
in design and style of decorations. Tnm, neat and strong. Handsome and substantial pieces of furniture. And 
remarkably low priced for the high quality. Can be retailed at from $1.00 up. 


MAIL CARTS—A new contnbution to the children’s vehicle trade. Pull-carts with four rubber-tired 
wheels. Handsome bodies, finished with as much care and good taste as an English baby cab, but low-priced. 
Can be retailed from $5.00 up. Ask for illustrated circular. 


SCOOTERS OR PUSHMOBILES — The sensational little coasting machines on ball bearing skate 
wheels that the boys have already gone wild over in hundreds of towns. 


COLLAPSIBLE SULKIES _ Two new numbers. Additions to the handsome line of Glascock 
Sulkies which were so popular last year that by Apmil Ist we were sold up for the entire season. White for 


complete sulky catalog. 
Get Next 
Write for our New Holiday Catalog 


Please Mention Toys and Novelties 


Glascock Bros. Mfg. Co. 


Muncie, Ind., U. S. A. 


{ Hand Cars, Jinrickshas, Pony Go-Carts, or Cabriolets, 
ALSO MANUFACTURERS OF ( Baby Walkers, Baby Jumpers, Play Yards, Etc. 
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Grab’s Novelty Banks—- 


Your store needs them. Systematic saving is the talk of the day. That’s why there is such 
a big demand now for really meritorious savings banks. There is big money for you han- 
dling Grab Novelty Banks. They are widely advertised; they are handy, practical and are 
fully guaranteed. They are the ones your customers want; they are the ones you should 
display. 


GRAB’S HANDY 
CORD CUTTER 


GRAB’S CELEBRATED 
BOOK BANK 


GRAB’S KEYLESS 
BASKET BANK 


Here's a brand new addition 
to the Grab Hine. It’s an in- 
Kenious device to be attached 
to counter or wrapping table, 
and by its use the toughest 
twine or cord can be cut ac- 
curately and instantaneously. 
There is a need for Grab’s 
Handy Cord Cutter wherever 
parcels are wrapped. Big firms 
buy them in large quantities. 
You shouta order today for the 
wants of your own store and 
put in a lfberal supply for your 
customers. Liberal discount for 
quantity lots. 


Retails for 25c. 


Retail Price, $1.00 


Here's the bank that’s earned the name ‘‘The 


Stepping Stone to Wealth.’’ It has taught sys- 
tematic saving to thousands of families. It is 
made entirely of cold, rolled steel, beautifully 
oxidized copper finish, automatically locks when 
first dime is deposited, holds $80 in dimes, and 
automatically opens when $5, $!0, $16, $20, $25 or $30 
is deposited. Can't be opened any other way. Has 
a registering dial, which shows amount on deposit. 
Retails the world over for $1.00 Liberal discount 
to dealers. 


Retail Price 50c 


Now. Mr. Dealer, if you are looking f 
; or 

phan here it is. big departure fron pee 
a ng ever before put out in a savings bank line. 
rab’'s Book Bank will hold large coins and bills 
a special opening being provided for each. Money 
pee fall or be shaken out after once deposited 
ade of best cold, rolled steel, handsomely oxidized. 
cooper finish. Locks securely with key, has nickeled 
mame plate. Size of bank, 3 3-4x 1. 5-8 inches. A 


tee seller at §&) cents. Literal discount to 


Two Grab Profit Producers Here 


GRAB’S AUTOMATIC FOOT SCRAPER GRAB’S COMBINATION CIGAR 


Better stock up now fo the ble winter and spring demand for Grahb’s 
er p ( Or Automatic Foot LIGHTER AND ASH TRAY 

Scraper. The only 
scraper that cleans 
bottom and sides of Instantly appeals to every smoker, 
woe a ne Shaeit because of its convenience and to 
automatically to fit every housewife, because it prevents 
‘ size shoe, c t 
pe ee ene’. “Anest. ™mussing up the home with matches Retail 
leather. Every door and ashes. Does away entirely — 
step in your. town . at 
should beve a Grab with matches. Just press the lever $3.25 
Autom © ' gs and the patented iHghter does the : 
scrapel r¢ r 
liberal numer and rest. Gives a large, steady flame. 
ae hierar danas Lighter detachable from ash tray, 
profi and  sales- always ready. Will last a lifetime. 
naker W ire ad- P 
vertising it more Large size, solid brass, 
widel tha ever sells for $3.25. Junior 
Price fully estab- 
‘iahed. retails far Model, nickel plated, re- 
$1.00 Liberal dis- tails $1.25. - 


count to dealers. 


eee Sa Retail for Junior Model 
In Use $1.00 Retails for $1.25 


Every one of the articles mentioned above should be represented in your store. Many other items, widely advertised, all big 
sellers, are found in the Grab line. Send for our literature and dealer's proposition. 


WRITE TODAY FOR OUR SPECIAL DISCOUNTS 


VICTOR M. GRAB & CO., 


PATENTEES AND SOLE 
MANUFACTURERS 


1796 ASHLAND BLOCK, CHICAGO, ILL. 
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REAL RACERS 


that are 


(DAS TRADE WINNERS 
y DANDY se MONEY M AKERS 


MADE BY THE 


DAN PATCH NOVELTY co. 


CONNERSVILLE, IND. 


“JOY PONIES 


H> ZA WO 
PI MCE O xt 


THE HOOSIER F LYER 


Made like a real automobile. Ee GS 
Has two speeds and real _ steer- t 
ing knuckles. 


Send for 
CATALOG AND PRICES 


For the little ones 


Rockaway Ponies 
With automatic galloping 


SAFETY COASTER horses Vs 
AUTO STEERING KNUCKLES PONY CART 
THE BEST AND ; 
STRONGEST COASTER With Detachable 
WAGON ON THE e . 
esc Moving Ponies 


SEND FOR CATALOG 


SEND FOR PRICES 


ES 
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SCHOENHUT TOYS 


Toys With Exceptional 


Educational Possibilities 

TOY PIANOS, METALLOPHONES, AND XYLOPHONES, 
TOY GUNS, SWORDS AND CANNONS, 

BOYS’ SOLDIER, FIREMAN AND, POLICE EQUIPMENTS, 


ROLLY DOLLY TOYS AND TOY WOODEN SAIL BOATS, SHOOTING GALLERIES, 
TARGET SETS, Etce., Ete. 


HE HUMPTY DUMPTY CIRCUS TOYS ;., ts... 


Also the Schoenhut All-Wood Perfection Art DOLLS 


THE MOST TALKED ABOUT AND BEST ADVERTISED DOLL IN THE COUNTRY 


New!! “Schoenhut Infant Doll” 


THE FINEST MODELED INFANT FACE EVER USED 
All-Wood Jointed with Patent Steel Spring Hinges. No Rubber Cord Used. Made two 
ways, with Natural Arms and Legs and Fully Jointed. 


The A. Schoenhut Co. 


: =. FORTY-ONE YEARS OF SUC. 
‘ei CESSFUL TOY MAKING 


afi Be 
* Manufacturers of 


| P | High Grade Toys 


SEPVIVA AND ADAMS STS. Gi wi ists P > 
PHILADELPHIA, PA. tan e eee 


RR SS REG RC 


sill 


42 Sizes and Styles of Toy Pianos 


rm lL 


}————4 
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Great Britain 


Is America’s Best 
Export Toy Market 


Enlarge Your Sales Horizon 


Get Your Share of this British Business---There is a Strong and 
Growing Demand in England and the Colonies for Amer- 
ican Toys---If you want to Increase your 
xport Trade Advertise in 


TheToy # Fancy Goods Trader 


THE PAPER THAT GETS RESULTS—————— 


No American store should be without a copy. 
Brim full with trade information, items of in- 
terest and articles of considerable help to you 
in your business. 


SUBSCRIBE TODAY 


PER a | POST FREE 


SEND FOR SPECIMEN COPY 


The Toy «Fancy Goods Trader 


40-43 FLEET STREET, LONDON, E. C. 


| : 
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O relieve the mother of 
much care and worry; to 


ive her more time for 
household duties; to conserve her 
sid ecdtibid to provide tranquility for her 


leisure hours —is_ the 
purpose of the ‘‘Little 
Mother’’ Baby Tender. 


.  Itis the very best mechanical 
tender ever devised because it not 
only permits of the greatest 
variety of exercises for the 
entertainment and development 
of the infant but includes also 
provision for rest in a reclining 
position. This is very important 
and an exclusive feature of the 
- invention. 
The “Little Mother’ Baby 
. Tender is flexibly put together 
and responds automatically to 
every movement of the little one’s 
~~ 2 body. Babykins will soon learn 
to brace his little feet against the 
rubber- pee foot-rest, throw his head back on the padded 
head-rest, assume the reclining position and sway in his nest 
likea bird in the bough of a tree. 

He can’t fall out, or get out, | 
or hurt himself in any way. ur: 

The Tender may be suspended 
from the ceiling of a room or 
from a bracket fixed to a win- 
dow or door frame. In summer . 
it can be used on the porch or 
hung from the limb of a tree ~ 
on the lawn. “rt. 

A strong and flexible coil («}~ 
spring, overhead, provides de- | 
lightful perpendicular vibration .' ** 
andinsures comfort to thechild. | 

Being COLLAPSIBLE and 
light it can be made into a 
small package and easily carried 
—to the park—to the neighbors 
—any place where the baby is 
to be taken. 


Its functions are seven-fold: 
1 Baby Jumper 3. Exerciser 5. Diner 
2. Swing 4. Reclining Chair 6. Walker 
7. Entertainer 
THE “Little Mother’ 
Baby Tender is thor- 
oughly well made and 
attractivein appearance. 
The metal parts are of 
oxidized steel. The 
woodwork is oak, fin- 
ished golden. 
; Regular equipment 
includes a Screw-eye 
- and 34 feet of Chain, 
by means of which the 
1’ Tender may be sus- 
ty~ pended at properheight. 
ae Price Per Dozen $24 


F. O. B. Chicago. 1%, 10 days; 
Net 30 days. 


, ealers Advertising— Newspaper Cuts; Consumer 
Circular; Litho. Window Cards; etc. Write to 


THE SENG COMPANY 


MANUFACTURERS 
1442 Dayton Street CHICAGO 
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Screw-eye and 34 feet of Overheac 


RUNDLE’S her” 
€« 
a tt be MOLLE. BABYTENDER 


SP POCO 


ae a 
y = 


| 


Packed folded, each in substantial Carton; size 
21x12x5; weight 8 pounds. 
Half- dozen lots in reinforced Cartons; size 22x13x30; * 
total weight 52 pounds. 
BRACKETS 


Brackets are not furnished with regular equipment 
except on special order; but they will be found 
desirable in many instances, 

Price Per Dozen with Sockets , ‘ ; $4 
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THE TOY BUYER’S DIRECTORY 


Representative Firms in the Trade, 


What They Make and Where They Are Located. 


TOY & NOVELTY CHILDREN’S BOOKS 
| Complete lines of over 600 numbers to retail from 


ae a... 

SF > bas 5e to 50c.—Strongest line of popular and standard 
juveniles on the American market.— Color Books in 
flexible, linen and cut-out shape books in great 
variety; Board Books; cloth-bound Boys’ and Girls 
books, clock books, etc. 
Permanent Eastem Sales 
Display, Room "376, Broadway Central Hotel, 
New York City. 


M. A. DONOHUE & CO., 


Manufacturers and Publishers 
CHICAGO 


books.—Novelty bank 
Send for eles 


Geo. Borgfeldt & Co., 


NEW YORK, CHICAGO, SAN FRANCISCO 
AND TORONTO. 


S. & G. IMPORTING CO. 
126-130 W. 22d St. - NEW YORK. 


Manafacturers of 


WE MANUFACTURE 


Railroads, Mechanical and Electrical, Sig- 


Pet’s Toy Grocery Stores, Wagons, oe. 
Automobiles, Laundry Sets, Kitchen Constracting Sets 
Cabinets, Paint Sets, etc. Steam Engines 

a Attachments 
_ Ocean Liners and War Boats 

PA T E N TS Automobiles 

Protect your Toys, Novelties and kindred Steam Rollers 


Moving Picture Machines 

Post Card Projectors 

Toy Ranges that Really Cook 

Enamel Tea and Kitchen Sets, Unbreakable. 


articles by patents and trademarks. Patents 
obtained and trademarks registered in all coun- 


tries. 
MAURICE BLOCK 


Registered Patent Attorney, 95 William Street, _ 
New York = 


ALL ARTICLES BEARING THIS 


| 
| 
| 
701-727 S. Dearbern $St., 
| 
| 


| 


| Are Manufactured by 


Bing Bros. A. G. Nuremberg 


New York Warereems: John Bing, 381 Feurth Ave. 


7! Moving—Picture Books 
The Moet Entertainin Books 
Ever Invented For Children 

Five Kinds. Price, 25 cts each 


tag agi wee PAINTING BOOKS 
, 35e Serica Se & $l 
sa gee fas For the Money 
IDEAL med BUILDERS 
Adams & Clark Sts. 


McLoughlin Brothers 


| 
| 890 BROADWAY, NEW YORK 
i 


uaricas Doll Mfg. Co., 
79 East (30th Street, New Yerk. 
Makers of 


UNBREAKABLE DOLL HEADS 


AND NOVELTIES. 
“ANYTHING IN COMPOSITION” 


x) 
1 


HOUSE OF DOLL SPECIALTIES 
Dolls Dresses, Hats, Caps, Two Sets 
Hose Supporters, Corsets, Blankets, 


Bed Sets, Quilts. Many other Az 
calties. WRITE FOR SAMPL 


THE AETNA NOVELTY CO., , Inc. 


108 East 16th Street 


P.F. HARE & CO. 


Domestic Toys 


112-114 South Fifth Avenue 
CHICAGO, ILLINOIS | 


“Toys That Teach” 


The Embossing Company, 
Albany, New York. 


New York Showrooms: 
377 Broadway 


TRICKS sF" JOKES 


Cat in Bag, Shooting Books, Shoo 
Cacheo Sneeze Powder, Jeke Bombs, Trick C 
Trick Matches, Trick Pencils, Ete., Ete. 
We manufacture EVERYTHING of a humerous nature. 
Write for [lustrated Catalog 


S. S. ADAMS CO. ‘Plainfield, N. J, 


Cigarette Box 
: jeans: 


BOOK S 
McLoughlin Brothers 


NEW YORK 


890 BROADWAY 
Tottie’s Whistling Toy 


CATALOGUE FREE 


Northern Mfg. Co. 
R Western Ave., Springfield, 0. 


ADV. NOVELTIES 
MECHANICAL TOYS 


THE CRESCENT 


{Trade Mark) 
ADDING MACHINE 


MADE OF ALUMINUM AND STEEL 
t any instrument can ever do. 


lls from $2.00 ap 
THE AERODART WORKS 
196 Centre Street, New York City, U.S.A. 


It will do all tha 
Sells 


When Writing to Advertise-s6, Piease Mention “Toys and Novelties.” 
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oe AND NOVELTIES is read by progressive toy dealers and department store 
buyers throughout the United States, Canada, Great Bntain and other foreign countnes. 


TOYS AND NOVELTIES is the authonitative toy trade journal. It gives all the 


world’s toy news all of the time, and it gives it first. It stands pre-eminent as a live jour- 


nal for the live toy man. 


Subscription price is 50 cents a year, postage paid, and includes a free copy of “The 


Toy Buyer's Guide.” 
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THE TOY BUYER’S DIRECTORY 


Representative Firms in the Trade, 
What They Make and Where They Are Located. 


GEO. H. BUCK & CO. 


Manufacturers 
Complete Lines of Trimmed 
WIRE 


Doll Hospital Supplies! 


FOULDS & FREURE, Inc. 
TOY IMPORTERS 
110 Chambers St., New York, N. Y. 


PARKER 
GAMES 


12thFloor =, 
Flatiron Building 
New York 


DOLL BEDS and BASSINETS 
48 North 3d St. BROOKLYN, N. Y. 


THE FAMOUS 


RAUSER DOLL OUTFITS 


Character Outfits, Boy Doll Outfits, Lady Doll 
Outfits, Hats and Coats, Doll Rompers. 


2077 Ogden Ave., Chisago, Ill. 


WIRE NOVELTIES 


MADE TO ORDER 


We Manufacture All Kinds of Wire Nov- 
elties. Prices Reasonable. 


COOLEY MFG. COMPANY, 


851-557 W. MONROE ST. CHICAGO, ILL 


Most Famous 
GAMES 
INTHE WORLD [SIPRaee 
PARKER BROTHERS. Inc. 


The Flatiron, New York 


WILLIAM FULD 


1306 NORTH CENTRAL AVE. BALTIMORE, MD. 
Manufacturer of “Ouija” 


The Mysterious Talking Board, and Par- 
lor “Return Pool” 


LIBERAL DISCOUNT TO DEALERS 


= i ‘oan. : == 


| Advertising that Pays Grows Advertising that Grows Pays 


TOYS AND NOVLTIES 


| 
“The Authoritative Toy Trade Journal’ 


In line with the general recognition accorded TOYS AND NOVELTIES by 
| manufacturers and jobbers through their increased advertising, renewed efforts are 
| being made by the publishers to increase the general efficiency and value of TOYS 
AND NOVELTIES. For the past few issues, we have carried articles on the repre- 
sentative toy departments of the United States. These articles will continue in the 
future. They are the kind that make TOYS AND NOVELTIES widely read. Each 
merchant wants to know what the other one is doing. It works to the general good 
of the trade. | 
Each month is witnessing an improvement in TOYS AND NOVELTIES. It is 
a marked improvement and one that has brought TOYS AND NOVELTIES to the 
front as the leading toy trade journal, and that will keep it in this front rank. 


Have you received a copy of THE TOY BUYER’S GUIDE? If not, why not? 


Write us about it. 


Sot rr oe ee ore eS 


September, 1913. 
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Why a Year ’Round Toy Department Failed 
—School Supplies and the Modern Toy 
Store. 

BUILDING A BUSINESS IN DOMESTIC 
TOY S$. 2h <cceetc be eee ete he et ee ee eG sedan 
Baker & Bennett Company, of New York 
City, Have Achieved Signal Success With 
the Slogan, ‘‘American Toys for American 
Children.” (illustrated.) 


NEW YORK LETTER ..............--.2 008. 
Gossip of the Trade in the Metropolis— 
Outings of the Wholesale Houses—Written 
by Resident New York Representative. 
(Illustrated. ) 

PLAY SUITS—THE NEW TOY STAPLE.... 
Summer and Winter, Fall and Spring, They 
Bring Profits to the Merchant—A Suggest- 
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trated.) 
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Mr. Hegeman. (illustrated.) 
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A good deal of space in the yellow journals, as well as in a | 


few others of a more sombre hue, has been given of late to 
editorial discussion of so-called “play suit fatalities.” Given a 


. fatal or serious accident by burn- 
Play Suits and Recent ing to a child clad in a play suit. 
Fire Fatalities 


Problem, what was the underly- 

ing cause of the accident? An- 
swer, a la daily press editorial writer who is paid a cool thous- 
and a week to mold public opinion, the play suit caused the ac- 
cident. The fact that play suits have fringe running down the 
pants legs, and the fact that this frayed decoration will possi- 
hly catch fire more easily than the youngster’s bare legs, is 


the supposition upon which a score of newspaper editors scath-- 


ingly condemn the play clothes which have brought joy to the 
hearts of hundreds of thousands of America’s children. 

The fact of the matter is this: Beginning last spring, when 
boys and girls began their annual summer outdoor playing, the 
yearly crop of “bon-fire’” accidents made their appearance and 
were recorded in the daily press. An imaginative reporter, 
working on a stipend of $20 per week, noted the fact that the 
burned child was “playing Indian” around a fire, and that he 
was clad in an Indian play suit, with fringe on the legs. 
Fresto! He had a new subject to harp on. He imagined the 
Loy’s feet coming in too close proximity with the fire, when all 
of a sudden a spark hit the fringe and like a flash the boy 
was enveloped in flames. The writer was patted on the back 
at the office. He was told that he had a remarkable “nose for 
news.” The mere fact that a boy was burned while at play 
with fire would hardly get mention in a large daily paper, 
but here a new element was brought in, the “play suit did it.” 
That made the item worthy of front page position. And it 
rot it. 

The idea spread like wild fire. It takes but little in these 
days when dead “war news” is consigned to the waste basket 
hy the armful, to start an editor on a new crusade. The “play 
suit and fire fatalities proposition” contained human interest 
and all the other elements of popular news and it has been 
played up. 

But here is the truth of the matter. No newspaper has as 
yet even claimed that more children have been seriously 
burned while clad in play suits than in the years before the 
play suit was popular. A dozen of these accidents would com- 
prise the total for the entire summer in a large community, a 
number which was equaled and trebled some years, according 
to hospital records, before the play suits were known. The 
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modern sensible suit for children at play, whether it be In- 
dian suit or cowboy outfit, has had no effect on the number of 
these accidents in any way. Similar accidents have been re- 
corded in numbers equal to those of the present year since 
man became a historic creature. Never, until the play suit 
came upon the scene, did the press find anything to blame but 
the much “cussed” carelessness of Young America. 

That the tirade against the play suit has had little effect on 
the retail demand for these popular garments in the toy store 
is vouched for by the dealers in the cities where the campaign 
has been hottest. Sensible fathers and mothers know boys 
and girls better than the editor whose think tank sometimes 
runs dry of subjects for discussion in his highbrow column. 
Parents attribute the accidents to the children and not to 
their clothing and the play suit business goes on apace, boosted 
instead of dwarfed by the free publicity. The fact that so 
Many boys whose names have gotten into the paper through 
accidents have been clad in Indian or cowboy togs, is in fact, 
a tribute to the real popularity of these outfits with the boys 
orf the land. The toy man who is not sharing in the profits 
arising from this popularity is losing the fruit from a verdant 
field in the realm of the up-to-date toy man. 

* * * 

When the toy buyer for a well known department store in a 
large Eastern city was asked recently why he did not maintain 
his department the year ’round, he replied: “What! Give up 


a corner of our floor space to a 
When a Year ‘Round. 


line that only gathers dust? How 
Toy Department Failed can I afford to display toys in 

summer when they will not even 
pay their share of the rent? I tried it once. I put one of my 
best girls in charge of the counter in June and in a week she 
asked to be transferred. She said she couldn’t stand the mo- 
notony, with absolutely no sales to make things interesting. 
In another week fully one-half of the toys I had on display 
were practically ruined from handling. No, sir, I couldn’t 
give toys space under the sink until the holidays come around 
with their annual demand.” 

Why did this attempt fail? The answer is simple. 
not an attempt to establish a permanent department. The 
effort was a merchandising farce. In the first place, the pub- 
lic was not informed of the fact that the department had been 
opened. In the second place, the toys shown were but dusty 
holdovers from the previous holiday season. They would 
not tempt even a child, and yet sufficient interest was shown 
in them to wear half of them out. In the third place, a sales 
firl who would stand by and see her stock handled and 
ruined, without effecting sales, was no sales girl at all. She 
must have been one of those merchandising barnacles that 
need talking goods which will sell themselves. 

That the demand in that community warranted the estab- 
lishment of a good permanent toy department was proven by 


the existence of three similar departments within three blocks 
of the store. : 


It was 


September will find more toy men featuring school supplies 
than ever before took up this varied and profitable line for 
fall selling. The business is well worth while for its immediate 
profit, but it is doubly desirable 
because it gives the merchant a 
Modern Store chance to round up the children 

after they have been scattered 
for the summer. It offers an excellent opportunity to renew 
old acquaintances among the younger element in the com- 
munity who are really the basis of business Prosperity to the 
man who sells playthings. Every child who attends school re- 
quires new articles for the desk when September rolls around, 
end the toy man can get these children into his store if he 
has the “goods of the hour.” It is only by this catering to the 
demands of each quickly succeeding season, that successful 
toy stores are becoming emporiums_of year ‘round activity. 


School Supplies and the 
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Building a Business in Domestic Toys 


Baker & Bennett Company of New York City Have Achieved Signal Success 
with Slogan “American Toys for American Children.” 


HE HISTORY of the business 
Py of the Baker & Bennett 
Company, specialists in the 
production and distribution 
of domestic toys and novel- 
ties, is full of inspiration and 
encouragement for the toy 
man who believes in Ameri- 
can toys. The American re- 
f tailer needs import toys to 
complete his department, but this need 
is less imperative than was the case a 
quarter of a century, or even a decade 
ago. There were toy men then who 
asserted that in a few years the domes- 
tic toy would earn a place equal in im- 
portance to that held for long by the im- 
ported toy in the hearts of American 
children and more especially in the 
minds of American toy buyers. That 
time has come. The import toy has not 
gone back, as witness the phenomenal 
growth of the toy importing houses. 
Government figures also show that the 
quantity of toys imported increased 
steadily until last year, when the im- 
ports almost held their own. But the 
consumption of the domestic product 
has gone ahead at a much more rapid 
pace. The American toy industry is 
today one of the nation’s producing bod- 
ies to be reckoned with. Its six hun- 
dred and more. factories comprise a 
body industrial which is one of the 
most honorable in all American indus- 
trial history. The Baker & Bennett 
Company’s business is founded on the 
corner-stone suggested in the following 
quotation, “American Toys for Ameri- 
can Children,” and so in fact the story 
of the success of this company, and of 
its head, DeWitt C. Baker, is to all 
practical purposes a history of the suc- 
cess of the American toy industry. 

The business which is at present 
known as the Baker & Bennett Com- 
pany was founded in the year 1902, by 
DeWitt C. Baker, its present head. Mr. 
Baker is, in fact, one of the best known 
toy experts in America, having been 
identified with the toy business in New 
York since the year 1886, when he went 
to Gotham from Austin, Texas. His 
first metropolitan connection was made 
that year with the firm of E. I. Horsman 
Company, who were then conducting 
their business at the corner of Maiden 
Lane and William street. Mr. Baker 
traveled the Southern territory for the 
E. I. Horsman Company for the next 
five years, establishing an exceptionally 
large business for this house throughout 
the South and the Southwest. Mr. 
Baker's experience in Austin, Texas, 
fitted him to understand the problems 
and requirements of the trade in this 
territory, and to say that he made the 
most of that preparation in building 
business is putting the matter mildly. 

But, any man who knows Mr. Baker, 
knows that he will never settle into a 
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A CROWDED CORNER IN ONE OF THE BAKER & BENNETT DISPLAY ROOMS. 


rut in business. He is always looking 
around for a chance to improve his 
business. In the early years he kept 
his eyes open as steadily, and noting 
that a change was taking place in the 
trade throughout the country, with a 
marked increase in the number of toy 
buyers who preferred to place import 
orders, he became connected with the 
house of George Borgfeldt & Company. 
This house was then conducting its 
business at the corner of Broome and 
Crosby streets. After becoming connect- 
ed with this house in 1892, Mr. Baker 
remained with the company until the 
end of 1897, when he purchased an in- 
terest in the firm of F. F. Hansell & 
Brother, of New Orleans, La. The busi- 
ness was reorganized and the corpora- 
tion of F. F. Hansell & Brother, Ltd., 
was formed. The business was ehn- 
larged by the addition of direct impor- 
tation of dolls and toys, a feature de- 
partment with bright prospécts. It was 
the purposes of the company to land 
the merchandise in New Orleans as a 
port of entry, so that the goods might 
be distributed throughout the South and 
Southwest thoroughly and economically 
without the necessity of bringing them 
through New York City. 

Unfortunately, the two years of yellow 
fever, which raged in 1898 and 1899, 
made this venture unsuccessful and Mr. 
Baker disposed of his interest in the 
firm of F. F. Hansell & Brother, Ltd., 
and returned to New York. 

This was the most important move in 
the entire business career of Mr. Baker, 
because it was during the next few 


months that he formed the house which 
was to be the fore-runner of the present 
business of the Baker & Bennett Com- 
pany. Indeed, the business which was 
then established by Mr. Baker, known 
as the Baker & Bigler Company, was the 
beginning of the present business. This 
company was set up, with limited capi- 
tal, as manufacturers’ agents in two 
lofts at 77 and 79 Bleecker street. 
About that time the juvenile automo 
bile made its first appearance and Mr. 
Baker grasped the opportunity to make 
a leader of the item. With the assist- 
ance of the American Metal Wheel « 
Auto Company, of Toledo, Ohio, he de- 
veloped a tremendous demand for the 
juvenile automobile, and his sales of 
the item were correspondingly large. 
He practically controlled the sale of this 
vehicle during the several years follow- 
ing. The company added many other 
lines and in 1904 the sample stock was 
so large that it was found necessary to 
add more display space. Accordingly 
the first loft at 643 Broadway was taken 
over in order that additional show space 
might be at hand for the proper display 
of the steadily arriving new novelties. 
It was then necessary to embody the 
carrying of accounts as well as the sell- 
ing of goods on commission, due to the 
fact that a large number of manufactur- 
ers preferred doing business in this 
manner. The fact that many of the 
items carried were made by extremely 
small manufacturers also made this 
method of doing business necessary. 
The name of the business was 
changed in 1904, the year it was moved 
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to Broadway, to the Baker & Bennett 
Company, Mr. Bigler disposing of his 
interest to C. H. Bennett, the principal 
of the Daisy Manufacturing Company, of 
Plymouth, Mich., who manufacture the 
famous Daisy air rifle. The firm then 
added new lines, making arrangements 
with such factories as the Ives Manufac- 
turing Corporation, of Bridgeport, Conn.. 
and also brought out a number of new 
exclusive items, which were well ac- 
cepted by the trade, throughout the 
country. These enabled the company to 
increase its volume of business very 
materially. 

This concern has recently added the 
second loft at 643 Broadway, where it 
shows additional lines of samples, and 
in the four spacious lofts now display 
samples made by more than 600 manu- 
facturers, large and small. Among the 
important manufacturers they repre 
sent, are the following: Mason Manu- 
facturing Company, Portland, Me.; To- 
ledo Metal Wheel Company, Toledo, O.; 
Ives Manufacturing Corporation, Bridge 
port, Conn.; Brown Brothers Company, 
Gardner, Mass.; Gibbs Manufacturing 
Company, Canton, O.; Appleton Toy & 
Furniture Company, Appleton, Wis.; 
A. Meinecke & Son, Milwaukee, Wis.; 
Pratt Manufacturing Company, Cold- 
water, Mich., and Bennett Manufactur- 
ing Company, Plymouth, Mich. These 
large factories have their entire lines 
displayed in the sample rooms of this 
concern. 

The Baker & Bennett Company has 
also brought out exclusive trademark 
items, under its own trade mark, which 
shows the bee hive with the busy bees 
at work. This is certainly an appro- 
priate emblem for a live and active insti- 
tution and under this trade-mark a large 
number of special items have proven 
“bull’s-eye hits’? with the trade, such as 
their toy telephone, which is a real little 
telephone. The leaders also include 
several numbers of excellent hand cars. 
their “Jack Built Junction,” and “Little 
Miss Merry Maid Washer.” 

There: are also several rolling coasters 
and lanips and horns for juvenile auto- 
mobiles. which this firm originated, as 
well as the “Boy Scout Gun on Card,” 
“Jim Dandy Pop Gun,” “Monoplane Air 
Top,” and “Little Dandy Pop Gun,” 
which have been wonderful sellers. 

The company's Victor sled is an in- 
Novation in a steering sled, in that it 
steers by merely bending the runners 
and can be guided more easily than 
sleds which are steered by bending the 
wooden frame. It is also built on a 


sled bench of solid stamped wrought . 


steel. 

The latest item this concern’ has 
brought out is the “Little Mind Builder 
Block” sets, which consist of four inch 
block letters made of white wood with- 
out paint, so that they are harmless for 
little ones to play with. In each box of 
blocks is given a little book entitled 
“Little Mind Builder Primer,” and in the 
prim2r are words of one syllable, and 
two syllables, also sentences together 
with little arithmatic problems, all of 
which can be done by the blocks. 

The Baker & Bennett Company have 
representative lines of samples in the 
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A FEW OF THE LARGER ITEMS WHICH PROVE STAPLE SELLERS. 


following cities: 


Wagner, Mermod-Jaccard Building; 


Kansas City, Mo., R. C. Parlett, 807 


Wynundotte street; Dallas, Texas, Rodg- 
ers, Thomas Sales Company, 1108 Com- 
merce street; Chicago, Ill., McClurg & 
Keen, 215 South Market street. George 
E. Dalton, who is well known on the 
Pacific Coast also represents the special 
tradi-mark lines for them. 

Mr. Baker has an unusually energetic 
and enthusiastic sales force connected 
directly with the company in C. W. 
Ely, who has been with the business 
since: its start; Rudolph Stoltz, formerly 
with L. H. Mace & Company; Max Dorn, 
C. F. Crosby, and others. 

A. H. Delfausse has charge of the 
office with a large clerical staff, to keep 
up with the details of entering orders 
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WHERE BUYERS ARE INTRODUCED TO 


St. Louis, Mo., L. P.and charging the varied merchandise. 


Mr. Baker is 47 years old and just in 
the prime of an active business life. 
Bach year the business of this concern 
has grown over any previous year, until 
they now occupy a position as repre- 
sentatives of American manufactured 
toys, second to none. 

The business man who would have a 
first hand object lesson in modern busi- 
ness system and hustle could go to no 
better place than the bee-hive of ac- 
tivity presided over by Mr. Bennett. 
Views of the three sample rooms which 
are shown herewith give a slight idea 
of the magnitude of the business. Any 
merchandise man can imagine the intri- 
cate details in its operation. System has 


‘rendered the handling of these details 


perfect. 
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hour in New York is the 
remarkable series of win- 
dow displays now being 
shown by R. H. Macy & 
Company. For the entire 
week previous to Labor Day 
the curtains of this com- 
pany’s windows were down 
erat | and no merchandise was 
showin; but now they are open in a 
blaze of artistic glory such as has never 
before been served -to an American 
community. In addition to showing 
merchandise they portray scenery which 
is an exact replica of real life. The dis- 
play is under the personal supervision 
of M. Robin, the world’s greatest build- 
or of wax figures, who sailed from 
France for a stay of but a few weeks 
on the express commission of the Macy 
Company. The exhibits of M. Robin in 
the art galleries of Paris have made a 
profound impression throughout France 
and the rest of the continent. So dense 
were the crowds around one of these 
displays that it was necessary to call 
the police to make traffic possible. Sim- 
ilar precautions have ben taken by the 
New York store to keep Broadway at 
Herald Square open. 

A large sign on the building 61-65 
West Twenty-third street states that the 
Strobel & Wilken Company have leased 
the premises. This building was form- 
erly occupied by R. J. Horner & Com- 
pany, furniture dealers. It is seven 
stories high, 75 by 100 feet in dimen- 
sions and is admirably adapted for the 
display of the numerous lines of china, 
glass, dolls and toys carried by the firm. 
They will remodel and decorate the 
store and move up in December. The 
Strobel & Wilken Company came to 
New York from Cincinnati about 27 
years ago, and have become one of the 
largest handlers of foreign and domestic 
toys in the city. 

That Ch. Weiss, manufacturer of 
musical instruments in  Trossingen, 
Germany, and having an American 
branch at 393 Broadway, New York, has 
made a hit with his “Fluta” among the 
American toy trade has been proven 
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during the past few months. The “Fluta” 
has become a staple article in hundreds 
of toy departments. While it is a musi- 
cal instrument rather than a toy, the 
fact that it can be retailed for a dollar 
at a good profit makes it an admirable 
quality instrument for toy department 
exploitation. It presents a new idea in 
musical instrument construction, in that 
it will always remain air-tight and sani- 
tary. It can never crack. A new and 
simple system of instruction makes it 
possible to play a great variety of music 
on the “Fluta” with comparatively little 
practice. 

Riemann, Seabrey Company, of 693 to 
697 Broadway, New York, direct factory 
agents for American toys, announce that 
their spring and summer lines for 1914 
are now ready. These lines include gar- 
den tools, cap pistols, jack stones, sane 
exploders, cap bombs, cannon, rolling 
hoops, wood rakes, lawn croquet, car- 
tridge pistols, penny toys, paper-krak 
toys, cap canes, hatchets and hammers, 
Easter toys, quoits, Boy Scout outfits, 
automatic fireless torpedo canes, and 
other special seasonable specialties. 

“Alice,” the famous Quaker doll, man- 
ufactured by F. Kaempff, of Jersey City, 
N. J., is making a host of friends among 
the children of the country, and among 
toy buyers. In fact, the rag dolls manu- 
factured by Mr. Kaempff are well earn- 
ing title to the name which has been 
given them, ‘“‘Rag Dolls of High Degree.” 
These dolls, with their printed, litho- 
graphed and celluloid faces, all beauti- 
fully colored, have raised the rag doll 
from the old order of things when “A 
rag and a stuffing and a hank of hair” 
fully described the line. 

The Employes’ Mutual Aid Association 
of Samstag & Hilder Brothers held its 
annual outing at Cypress Hills, Brook- 
lyn, N. Y., August 2. The usual base 
ball game, athletic contests, novelty 
races, dinner and dance made the day 
pass by all too quickly. 

The employes of the Strobel & Wilken 
Company enjoyed their annual picnic 
and outing July 26, at Baychester, on 
Long Island Sound. Besides a base ball 
game between the bachelors and bene- 
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dicts, there was no end of play and re- 
creation open to the outers. W. R. 
Strobel and T. L. Strobel acted as um- 
pires for the ball game, and they en- 
joyed the day despite that fact. 

B. Shackman & Company, of New 
York, announce that their new fall price 
list is ready for distribution. Their new 
stock of novelties and favors, in the as- 
sortment which has made them the 
greatest favor house in America, has ar- 
rived and early orders are requested 
from old customers in order that orders 
may be filled entirely. 

One of the livest toy concerns in New 
York is the Popular Games Company, 
112-114 Bast 19th street, New Yort. 
This company is constantly on the alert 
for new games, and as most of the toy 
trade know, are reasonably accurate in 
their judgment. 

The “Own-a-Town Real Estate” game 
is one of the latest and livest. 

‘Indoor Hockey” has also made a hit 
—and small wonder! In this game you 
have a rink—about the size of a small 
table surface—a couple of hollow 
sticks affixed at one end to a rubber 
pulb—and a puck—a small celluloid 
ball. By squeezing the bulb you force 
air through the hollow sticks with an 
impetus that drives the ball anywhere 
you wish—and what with an eager op- 
ponent at the other end of the rink 
you have a lively time in shooting your 
goal. 

Harry B. Pearce, 225 Fourth avenue, 
has just acquired the exclusive selling 
rights to “Marble Range,” a new 10 
cent game. This game is shaped trian- 
gularly with a cross piece in one corner 
upon which is a wooden target. Marbles 
are shot at this target, and by means of 
a simple carbon paper, scores are regis- 
tered. In this game the small boy has 
the medium for developing his marble 
shooting skill. 

One of the busiest places in New York 
is the advertising department of George 
Borgfeldt & Company. A man who does 
not believe in advertising should be in 
this office when some of the returns are 
reported—when Kewpies hit: the mar 
ket, for instance. 
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Play Suits--the New Toy Store Staple 


Summer and Winter, Fall and Spring, They Bring Profits to the Merchant--A 
Suggestion for a Sale Just as School; Opens. 


= T WAS NOT so many years 
ago that the doll claimed the 
honor of being the only real 
staple article in the toy de- 
partment. An article to lay 
claim to this position must 
show a demand, resulting in 
sales which are more or less 
natural, month fn and month 
out, and In the eyes of some 
more skeptical merchants, 
the doll was never seated in this 
throne of steady demand any too 
securely. Special sales will move 
dolls in any season, as_ enterpris- 
ing toy merchants have proven time and 
again, and hundreds of departments are 
reaping a steady profit from the sale of 
dolls without any special year ‘round 
effort. For the most part, other lines 
come and go. Wagons and vehicles come 
in with the spring and sleds come with 
the winter. Some other toys come with 
the holidays and go immediately there- 
after, so far as any appreciable, profita- 
ble demand is concerned. Dolls are al- 
ways “in,” but they are not alone 
in their glory. Play suits have also 
come to the front as a great year ’round 
staple for the toy dealer within the past 
decade. 

Play suits have gradually become the 
popular attire for children for all play, 
no matter what the season. They are 
the great utility line of the toy world. 
A dollar or two, or possibly three or 
four, will not buy much in the way of 


knickerbockers and blouses for the 
youngster to roll around the floor or 


grass in. Nor will a few dollars go far’ 


in outfitting the girl who is at the age 
when she is as “hard on clothes” as her 
young brother. But a small sum will 
provide either with a play suit which 
will not only serve as most sensible 
clothing for the play time, but which 
will also carry the same joy to the child 
as a plaything which was made for no 
other purpose than to amuse. Hundreds 
of thousands of parents have been con- 
verted into the ranks of pay suit buyers 
who purchase for less than everyday 
clothing costs the garments which serve 
the double purpose. 

So great, indeed, has been the demand 
for clothing fashioned after the togs of 
the Redman, the cowboy, the soldier 
and the policeman, that others than toy 
men have taken up the sale of this line. 

There was a time when the play suit 
was primarily a garment for summer 
selling, for play in the open. But that 
day is long past. The youngster imitates 
the Indian quite as much in his winter 
play indoors as in his summer play in 


the woods, and when the natural env!- 
‘ronment is more remote from that of 
‘the savage, the p'ay suit makes the 


imitation much easier. In fact, the fall de- 
mand for this line is so strong in many 
cities where it has been ‘catered to by 
merchants who have iIept full stocks 
and sizes that withvut any special sales 
effort, the opening of school is a signal 


for a renewed activity in the play suit 
corner. 

Where the community has not been 
educated up to the fact that a brignt, 
new stock of the popular play garments 
is to be found in the toy store in Sep- 
tember, a feature sale and display is all 
that is necessary to start the ball roll- 
ing. This fact has been proven by the 
experiences of many merchants who 
have refused in the past to sit back in 
an easy chair and wait for the business 
that the season ought to bring them. 
For instance, an elaborate display such 
as that shown in the accompanying il- 
lustration from a photo taken in the 
Macy toy department in New York, can 
be arranged either in the store or in the 
window at little or, in fact, practically 
no expense. 

A little study of the photograph will 
show how simple such a display can be 
constructed. The background here is 
painted on canvas, but this could be 
omitted or replaced by a screen of ever- 
green boughs. A tepee is placed at 
either end of the display, with flap 
thrown back to reveal the assortment of 
Indian implements inside. A fence con- 
structed of young saplings separates 
this wild bit of open scenery from civili- 
zation, and on the gate is a birch-bark 
sign, which can be made to convey any 
message the toy man may wish taken 
to the palefaces regarding his ability to 
fit up young prospective savages with 
the garments of the wild man. 
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Pointers from the Macy Toy Section 


Big New York Department Bristles with the Live Ideas of Its Able Buyer--Some 
Essentials in Toy Display and Arrangement Worked Out By Mr. Hegeman. 


eK IT IS a good thing, pass it 
| along. That is the spirit 

which is making for progress 
| in the efficient year ‘round 
distribution of toys through- 
’ out the country. It is the 
spirit which is making Amer 
ica the greatest year ‘round 
toy market in the world, 
just as it has been the great- 


est Christmas toy market for many 


years. As a class, the men who are 
selling toys in this country are ever 
willing and glad to share their ideas on 
toy merchandising with others in the 
trade. They do not hand out ideas 
which they have gained through years 
of experience with any idea that they 
will themselves profit by the process. 
They are glad to be of service to the 
other men with problems like their own 
In the long run, this spirit of helpfulness 
rebounds to the advantage of the giver, 
because some other department man- 
ager comes forward with some other 
ideas which the giver can generally 
adapt to his own department with entire- 
ly satisfactory results. And so it is that 
some of the most successful toy men, the 
buyers who are best known among the 
industry and the trade, ever ready to 
show others in the trade what they are 
doing and how they are doing it. W. G. 
Hegeman, of the big Macy toy depart- 
ment in New York City, is one of these 
successful men. The accompanying il- 
lustrations, from photographs taken in 
Mr. Hegeman’s department during the 
1912 holiday season, show some of the 
sound ideas of this leader among lead- 
ing toy buyers in a most comprehensive 
manner. 

In considering the Macy department 
and the ideas of Mr. Hegeman as ex- 
pressed in these photographs it may pos- 
sibly be best to consider first some of 
the ever present problems of the toy 
man, problems of arrangement and dis- 
play which confront every buyer, and 
which are admirably solved in this peer 
of any of the great metropolitan depart- 
ments. 

In the first place the toy buyer must 
keep steadily in mind the fact that he 
must arrange his displays from two en- 
tirely distinct points of view. The de 
partment must first and foremost be ar- 
ranged and planned so that it will ap 
peal to the child. But it must also be 
so laid out that it will be a convenient 
place for the shopping of the adult, be 
cause while it is the demand of the 
child which is to be satisfied, it is the 
purse string of the adult which must b» 
unloosened. The toy department must 
have a definte appeal to the child which 
is almost entirely apart from the ordinary 
more or less sordid merchandising ap- 
peal, and at the same time it must pro- 
vide definite shopping advantages for 
the fond parent, or uncle or aunt, who 


ELABORATE FEATURE DISPLAY FOR THE HOLIDAY TIME IN MACY STORE. 


may want to “just drop in and buy that 
doll for little Mary,” in a hurry. 

The toy display should have incorpo- 
rated in it just enough of that bizarre 
atmosphere to make it the one place in 
all the world where the child likes “to 
shop with mother,” and yet it must be 
entirely shipshape and business-like and 
well arranged from the standpoint of 
the person who pays the bills. The 
display of dolls, or stuffed animals, or 
tiny’ furniture must be so arranged that 
the tot can see it without persistent 
craning of the neck, or otherwise the 
toys will be seen by the child only ata 
great disadvantage, and except that the 
goods shown are undeniably for children, 
the department will be little more than 
a stiff ordinary store room. At the same 
time it must be remembered that a good 
doll display is one where the father who 
prides himself on his “six feet one” can 
take in a broadside of the little mani- 
kins at a glance without sitting on his 


haunches and getting a lame back from 
searching after playthings shown on 
the lower levels. 

Again, the toy department must be so 
arranged that it will not give that 
choked and constrained feeling to the 
shopper which comes from narrow aisles 
and stock closely crowded in on every 
hand. Nothing is so stifling to the hap- 
py, carefree nature of the child as 
cramped quarters, and the toy depart- 
ment which is not a roomy place is at 
an intangible disadvantage in the eyes 
of the rising generation of shoppers. 
Floorspace is an extremely valuable com- 
modity, however, inalarge store in the 
shopping district, and every foot must 
be so utilized that it is definitely en- 
abled to prove its right to existence in 
the toy department. Just as soon as 
the department does not prove its right 
to the space allotted to it, and prove it 
in the one sure test of merchandising— 
the test of profits on business trans- 
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acted+-the department is bound to be 
cut down. Many a department which 
has been unsuccessful in withstanding 
this test has found that in the course of 
a few months, furniture, or house fur- 
nishings, or possibly, boots and shoes 
encroach upon it and take some of the 
space that was not utilized to the fullest 
extent in the actual sale of toys. 
aisles must be wide and the displays 
roomy, and yet not an inch of space may 
be wasted, or sooner or later it will be 
lost to the department. A good deal of 
sympathy and argument has gone astray 
in the discussion of the modern “mini- 
mum wage” problem, because the fact 
has been lost sight of that compensation 
must in the final analysis be based on 
the employe’s ability to earn money for 
the employer. Many a toy man be- 
grudges the fact that the management 
will not allot more space to his depart- 
ment, when he is failing through mis 
management to bring proper’ return 
from the floor space already at his dis- 
posal. The question of department size 
must, as in the case of the employe, be 
settled finally by the ability of the de- 
partment to produce results for the 
management. 

Considering these problems of ar- 
rangement and display, it will be a most 
enlightening task to study the accom- 
panying illustrations and learn how they 
have been solved by such a successful 
toy buyer as Mr. Hegeman in the fa- 
mous Macy store in New York. 

The first photograph shows an ice 
grotto, a Christmas feature more or 
less apart from the everyday problems 
of the toy man. As an example of ex- 
cellent special interior display for the 
holiday season, however, it is one of 
the best that has yet been devised. In 
the upper central portion of the pic- 
ture Santa Claus can be seen just 
emerging from the icy fastnesses of the 
North, driving his team of proverbial 
reindeer. It can easily be inferred that 
the patron saint of the big season for 
the children is thus making his first 
stop in the Macy store. 


The second illustration shows another 
novel feature which was one of the big 
advertising stunts of the Macy store, a 
real menagerie to draw the children. 
The practical use of this feature will be 
noted, however, when it is seen that 
animal toys are displayed in vast quan- 
tities in close proximity to the live ani- 
mals. Many a shopper had the realism 
of the modern animal toy impressed 
upon the mind in a most convincing 
manner by this appearance of the real 
and the stuffed animals side by side. 
The use of double deck show cases for 
the display of animal toys should also 
be noted in this illustration. These toys 
can be seen easily by both parent and 
child, and yet they can not be handled 
except when an employe of the store 
removes them from the show Cases. 


The third illustration shows one of 
time providing easy inspection by pros- 
the best displays of children’s and doll 
furniture that has ever been devised. 
The chairs in the rear are shown in 
tiers, permitting a most economical use 
of valuable floor space and at the same 
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CHILDREN’S AND DOLL FURNITURE SAFELY AND SATISFACTORILY SHOWN. 


pective purchasers. In the foreground 


sets of furniture are displayed in fenced 


off rooms. The fence around this dis- 


‘play prohibits the free entrance inside, 


and yet if a shopper is sufficiently inter- 
ested she can enter through one of the 


and counter use. In the foreground the 
top of a children’s vehicle display is in 
evidence and at the extreme right is a 
children’s playhouse, a wonderland for 
the little folks. 

The fifth view shows a section of the 


LARGE ISLAND GLASS CASES MAKE MOST ADMIRABLE DISPLAYS. 


gates and examine any individual article 
more closely. 

The fourth illustration shows the 
broad and roomy arrangement of the 
Macy toy department. At the left can 
be seen the combination of show-case 


doll corner, worthy of the closest 
study from the merchandising stand- 
point. In fact, every view shows some- 
thing which every dealer or depart- 
ment store manager might do well to 
study closely. 


THE VASTNESS OF THE MACY DEPARTMENT WELL SHOWN HERE. 
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That Picturesque Summer Toy Trim 


Elaborate Display in Window of Kalamazoo Dealer Renders Efficient Publicity 
| Service---General Window Trim Reflections and Suggestions. 


OME WINDOW DISPLAYS sell their goods direct- 
ly. Others sell them indirectly, and still others do 
not sell goods at all. The goods trim, which 
shows timely supplies in neat arrangement, with 
brief descriptions and price tickets attached, will 
never fail to sell goods to the prospective pur- 
chaser. The display which is not timely, which 
continues to exploit sand toys when ice toys might 
be more in demand, can not, of course, sell goods 
in any appreciable quantity. And the picturesque 

display, which shows few goods, but which shows then: in 
such surroundings that the call of suggestion rings loudly 
and powerfully in the ears of the parent, has over and over 
again proved its efficacy in moving toys over the counter, 
converting them from stock to cash for the dealer. 

Such a window display is that shown in the accompanying 
illustration, a trim which did good service in the store of Wil- 
liam Locher, doing business at 221 East Main street, Kalama- 
zoo, Mich. This artistic display is undoubtedly on of the best 
that has come to the attention of TOYS AND NOVELTIES 
in a long time. 

Mr. Locher writes that the trim was arranged to represent a 
typical trout fishing scene, all on a miniature scale, and as 


into the trim were obtained in the woods after search which 
caused an expenditure of more or less of that honest “sweat 
of the toiler’” which window trimmers sometimes prefer to do 
without. 

On the road is a party of fishermen returning home in their 
automobile. The engine went dead just at the curve of the 
road and it will be noticed that one of the sportsmen is out 
cranking thesame. On the road a little along, can be seen two 
men on horseback, presumably hunters, and on the bridge 
are a pair of hounds chained together. The electrical effect 
along the high tension line by the road offered the only means 
of lighting the display at night. A small electric lamp was 
hung on every alternate pole, and the farm house on the hill 
was also lighted by this most up-to-date method of home il- 
lumination. This is not at all out of the ordinary in the case 
of some of Michigan’s prosperous farmers. 

The suggestion of fishing tackle is carried to the farm 
house, because leaning against it are some toy fishing rods. On 
the large stone at the extreme left of the window is a neatly 
painted sign directing passers-by to the Locher store as a 
most excellent place for the angler to purchase his supplies. 
The water running among the rocks, actually made bubbling 
and gurgling, sounds worthy of a real brook in the woods, 


PICTURESQUE SUMMER SCENE IN KALAMAZOO STORE IN WHICH TOYS PLA Y AN IMPORTANT PART. 


perfect as possible in each detail. 
situated on a hill. Nearby is a stone bridge over a stream of 
running water. This stream winds its way back and forth 
down the hillside, through and around the rocks. It is kept 
just to the rear of the road along through a long stretch of 
meadow land. 

Close beside the brook, at the foot of the stone steps, an old 
stone milk house can be seen, a detail well known to the 
sportsman who is acquainted with Michigan’s rural communi- 
ties. Along the stream the forms of many anglers can be made 
out, some of them fighting game speckled beauties in the 
brook, a fact which is proven by their attitude and the fact 
that their tiny poles are bent almost to the breaking point. 
Good sport is surely at hand if the experience of these small 
anglers in the Locher window can be relied upon. And that 
is exactly why the manikens were shown in the act of land- 
ing trout. 

Along through the background of the trim, on the further 
side of the brook, is a bank of evergreen trees and shrubbery, 
a detail which could be easily changed for the community 
which is not so familiar with these trees as Michigan. Close 
beside the stream throughout its entire length cowslips and 
yiolets are shown growibg and in blossom. The grass effect 
was made with the aid of green moss and ferns, in fact the 
ferns liked their Indoor habitat so well that they grew to the 
extent of several inches while the display was in place. 

The construction of the window:was much more simple than 
might be expected, although, like any really good picturesque 
Window trim, it required no small amount of artistic talent, 
imagination and persistent hard work. The road was built 
of finely crushed stone and all the other articles which went 


The house at the right is 


and accordingly it was not at all out of place that the trim- 
mer named the brook “Roaring Brook.” The letters of this 
name appeared plainly in the window, but they were too much 


. Bhaded by the bank to appear in the photograph. Here again 


it must be remembered that fully one-half of the beauty of 
any picturesque window like this one in the Locher store, is 
lost in the process of photographic reproduction. 

Here is a trim which well upholds the claim of the pictur- 
esque display to attention at the hands of toy 
dealers who would make their windows’ do their 
share of paying the rent. There has been an undeniable 
switching over, of recent years, to the plain and unadulter- 
ated “goods” trim in toy windows. The dealer 
has often argued that no method of selling goods is so effi- 
cient as the direct method. The salesman shows the goods 
and “‘talks” them, and the goods are sold. The dealer argues 
that the window display which goes about its task in the 
same direct manner cannot but serve the store more efficiently 
than the trim which beats around Robin Hood’s barn and tries 
to win the attention and friendship of the customer by cod- 
dling and picturesque representation. | 

But the advocates of the “picture” window are continually 
coming to the front with windows like this Locher trim. Such 
trims are the talk of the town. They center the attention of 
not only children, but everyone else on the store featuring 
the trim. If such centralization of interest is not a most 
valuable thing for the store, publicity of the most vital and busi- 
ness building nature, then all the essentials of modern adver- 
tising are wrong. Such windows do their work well if they 
are actually constructed well. They fail of their purpose 
utterly if they are not well constructed. 
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The Future of the Old Toy Store 


What the Passing of Some of the Old Local Landmarks Means to the Trade-- 
What the Child May Miss in the New Regime. 


HE FACT that one after an- 
other, some of the old and 
historic toy stores of the 
country are passing out of 
existence is interesting and 
enlightening for those mem- 
bers of the trade who will 
look further than at the mere 
fact that the stores are clos- 
ing. When the view goes 
deeply enough to ferret out the causes 
of the passing, both immediate and un- 
derlying, a lesson with a business build- 
ing value comes to light. For the most 
part few of these old stores are known 
beyond the confines of the community in 
which they have existed for decades. 
Some of them are still further confined 
within their own fields to such an extent 
that they have only been known well by 
residents of the section of the town in 
their immediate neighborhood. But 
some of these stores which are no more, 
but which for many years have held an 
important place at least in the hearts 
of the children who knew them, have be- 
come nationally known. South, West, 
North and East, everywhere there are 
these small stores which never did trans- 
act much business, but which are stead- 
ily transacting less, until finally, at the 
death of the last proprietor or at the 
demolition of the building in which they 
are housed, they drop into the same 
state of nonexistence. 

Probably the most famous of all these 
stores was that in Washington, D. C., 
in which Lincoln and his son, Tad, were 
wont to spend some of their spare time. 
This old store recently died because 
the building in which it has held forth 
was recently razed to make room for a 
modern office building. It is the store in 
which the American people have thought 
of the great martyred president seeking 


rest from the distractions of the turmoil . 


of life and bloodshed which surrounded 
him on every side. It was depicted and 
described in a recent issue of TOYS 
AND NOVELTIES in an aarticle illus- 
trated with the last photographs taken 
of the old structure before it was de- 
molished. It was typical of a long line 
of stores of less renown which had pre 
ceded it into oblivion, although it was 
larger and more specialized as a toy 
store than many of them. On this page 
is a picture of the old Bell toy store 
which recently ceased business in Har- 
risburg, Pa. This photo was supplied by 
the last proprietor of the store, Clara 
M. Bell. who writes that this store had 
been maintained in Harrisburg by mem- 
bers of her family as a toy store for 
44 years. The entire corner and build- 
ing is reproduced because it is typical 
of the type of store under discussion. A 
Similar store in Savannah, Ga., was re 
cently closed out becatise the woman 
who had owned it for about a half-cen- 


THE OLD BELL TOY STORE WHICH RHCENTLY DIED IN HARRISBURG. 


tury died. The closing of others has 
been recorded from time to time. 

The causes for the closing of these 
three stores may be taken as the typical 
causes. As a rule they become the hob- 
bies of the aged proprietors, turning in 
sufficient profit to enable him to get a 
passable living, but when he dies, they 
do not offer opportunity sufficient to 
tempt a new owner to continue them. 
Or, if the property on which they are 
located becomes steadily more valuable, 
the old buildings are demolished and 
rentals in the new are too high for the 
old-fashioned store keeper to finance. 

The underlying causes, however, are 
different. Had these stores progressed 
with the times, had they grown with 
their communities, they would have 
lived as surely as any great store lives 
after the death of its founder or the 
demolition of its building. The store 
which does not progress and alter its 
clothing with the constantly changing 
fashion, is bound to stagnate. When its 
moving spirit is taken away, it is not 
alluring to other possible owners, and 
it dies with its proprietor. 

But in the death of the oldtime toy 
store, the modern merchant can find 
one thing which he should take to heart 
and study well. What kept the old store 
going for decades? What made it possi- 
ble for the old proprietor to hold trade 


despite the changing temper and de - 


mands of purchasers? It was the fact 
that the old toy man knew the children 
of his community. He knew them inti- 
mately, knew them by name, and talked 
with them. They grew to reverence him. 
He was to them one of the great men 
of their slowly vanishing childhood. 
And then, when they were grown they 
returned to him and bought toys of him 
for their own children, and sometimes 
for their grandchildren. It was the per- 
sonal touch which permeated each of his 
business dealings which won out for the 
old-time toy man. This same touch will 
win out for the modern toy department 
or toy store. The future of the old toy 
store, wherever it may be located, it not 
bright. It must become a new style 
store if it is to live. But its old time 
spirit must remain. And the new store 
which has not the personal spirit of the 
old, may be destined to a quicker end 
than the old. 

There is altogether too little of that 
spirit of intimacy between merchant 
and child in many of the elaborate toy 
departments in city stores today. It 
made for better business in the old days. 
It preserved the life of many a store 
long beyond the limit that would natu- 
rally be set by the service rendered by 
the store. The toy department must 
have individuality, it must have a soul. 
The child is quick to recognize that 
quality, and the parent is quick to ap 
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I am contemplating 
moving my toy cGepartment to the north side of my building 
and want to improve it as much Is possible while [ am doing it. 
I use daylight for illumination as much as possible and as my 


Editor of TOYS AND NOVELTIES: 


windows are close together, they present a problem in _ store 
fixtures which I have difficulty in solving. I have used this 
corner of my store for rugs, and have had no fixtures whatever 
backing up against the windows. But in practically every toy 
department I have seen illustrated in your paper the walls 
have been literally lined with high wall cases. These would 
shut out my light and at the same time they would be unsightly 
from the street, as this is the second floor of my store. Can 
you suggest any way by which I can install wall cases without 
shutting out the light from the windows? Are wall cases 
really essential fixtures in the toy department, anyway? How 
can I display fine toys, such as dolls and stuffed animals, with- 
out the use of wall cases or wall shelving? B. E. H. 


The problem confronting “B. E. H.” is one that is entirely 
natural with the trend which modern store usage has taken. 
Many a merchant has turned his store inside out at greatly 
increased expense to himself, without really increasing its 
efficiency in the least. It has been turned inside out in that 
practically all the light is artificial illumination, coming from 
within. The daylight is turned aside as if it were a worthless 
factor in modern life. But how often can shoppers be seen 
in such a store running to the door with goods to see their 
exact color. This merchant’s desire to cling to daylight is 
commendable. Daylight is the best illumination, and it is 
cheapest. So far as the arrangement of toys is concerned 
there are many departments in which full use of daylight is 
made. A space about ten feet wide can be left adjacent to the 
outside wall of the building, in which only a few comfortable 
chairs for parents, a couple of low island counters or show 
cases, and a few playthings for the use of the children, are 
placed. The first row of regular store fixtures can be show 
cases placed back to back in long lanes parallel to the win- 
dows. Then can come another wide ais:e with island counters 
or feature display tables. -And then, so far from the windows 
that little light will be shut out, a row of wail cases can be 
Llaced back to back, extending as high as may be desirable 
for displaying the goods. 


Employing Extra Help for the Holidays. 


Editor of TOYS AND NOVELTIES: I am already planning out 
my toy campaign for the coming holidays and am giad to avail 
myself of your offer of advice. My greatest problem has always 
been the problem of help—who to hire during the rush month and 
where to get them. It seems to me that the toy department re- 
quires the services of refined, intelligent sales people more than any 
cther section of the store. I have two girls the year ’round who 
are corkers but during the holidays I need ten more in the toy 
department and I have never been able to get more than three who 
were worth their salt. How do other merchants in small cities 
solve this problem? How long do they hire the extra help before 
the holidays? Any light you may be able to throw on this prob- 
lem for me will be appreciated, I can assure you. D. H. 

This problem of “D. H.” is one that is common to many toy 


Inen. In fact the problem of the employe is the most import- 
ant confronting both merchants and manufacturers today. It 
is true that the toy department requires the services of re- 
fined sales people. There are frequently two sources in the 
smaller cities from which these extra employes can be obtained 
First from the ranks of women and older girls who are through 
school and living at home unemployed. An ad or personal 
solicitation among these will generally result in landing sev- 
eral valuable assistants. The other source is the high school. 
Closing at one o’clock, the young men and young women at- 
tending high school will be able to get to work at two, and 
many of them will then be able to work through the evening 
where the store is kept open until late. Then, during the last 
week before Christmas, which is generally vacation week in 
the schools, these extras can be brought into service in the 
morning also. This plan of using high school students in the 
afternoon, when the heaviest shopping is always done, has 
been found to be so satisfactory by many merchants that they 
continue the practice throughout the year. A few weeks’ pre- 
paration before the active holiday rush ought to be sufficient 
to render the new employes entirely at home in their work. 
Many stores find that high school boys, with a mechanical 


turn of mind, make the most efficient salesmen for mechanical 
trains, electrical and steam toys, and constructional toys. 


The Need of Demonstration. 


Editor of TOYS AND NOVELTIES: I have heard a good deal 
recently about the value of demonstration In selling toys and would 
like to know the experience of .the trade on this point. Why is it 
any more important that a demonstrator be employed in selling 
toys than in any other line? I have never found it necessary to 
demonstrate hosiery, shoes, furniture or anything else, and yet 
when a traveling salesman for a toy factory comes along he de- 
clares that the reason his line did not sell better with me last 
year was that I did not demonstrate it. I would like an answer 
to the question, ‘“‘What is a demonstrator, and why?” G. D. B 


Mr. “G. D. B.” is mistaken when he says that demonstration 
{s not necessary or essential in other lines than toys. A jour- 
ney through a modern department store in a large city at any 
time will reveal the fallacy of this statement. In the basement 
is a woman showing housewives the value of a patent apple 
cutter. The apples go to the third floor where a factory dem- 
onstrator is exploiting a new gas oven, and the pies are being 
baken in new patent pie pans, another demonstration. In one 
of the windows a maid is demonstrating the “fold-ability” of a 
new four-foot davenport, while a vacuum cleaner salesman is 
pushing his machine over the floor picking up flour which he 
continually sprinkles over the rug again. In a far corner of the 
store the talking machine man is playing over some of the 
new records, demonstrating them, the piano man is pumping 
his player-piano, and the music corner is steadily elivened by 
a pianiste who hammers out the latest rag-time. In truth, 


_ throughout the store, everything is demonstration. Anything 


that is to be used and not left laying around, can be demon- 
strated profitably. It ought to be demonstrated. And toys 
are to be used most mightily. The child fails to see the beauty 
of many a toy until he sees it ‘“‘work.’”’ He has plenty of imag- 
ination, but he needs a jog to set it moving. And the demon- 
stration of a toy supplies the necessary impetus. The writer 
has seen a hundred gross of a single simple toy sold in a weex 
when the toy was being demonstrated. Before the demonstra 
tion, and after it, the toy was in stock and on display, but the 
gales did not amount to more than a dozen a day. 


That Man in the Department. 


Editor of TOYS AND NOVELTIES: I have always believed that 
every toy department should have at least one man on the per- 
manent selling force, but I have never been able to keep one there. 
A young fellow will start in the suit department, in furs, millinery, 
or furniture and stick year after year. He seems to feel that such 
departments offer a man ‘‘man’s’’ work. But every doy that I 
have started in the toy department has demanded that he be trans- 
ferred to some other. When this has been found to be impossible 
several of them have quit. I believe that fully one-third of my 
toy sales could be better made ‘by a man than by a woman, and yet 
I have no salesman, for the simple reason that I cannot find one 
Who will stick. What has been the experience of other toy men in 
this matter? A. D. S 


It is true that a man is a necessity in the toy department. 
No, man, woman or child ever bought a steering sled, a steam 
engine or an electrical train or track outfit from a woman 
without serious misgivings as to the ability of the machine or 
article to perform in actual service. A woman might sell an 
electrical train and demonstrate it more successfully than a 
man, but that would make no difference. The purchaser would 
“believe in” the man. Men are associated with machinery and 
mechanics in the minds of every one, because in the world of 
affairs it is men who are doing things. A woman will not even 
take a woman’s word about fine silks, and that is the reason 
for the presence of men behind the silk counter always. So 
far as keeping a man in the toy department goes, there is but 
cne thing that can be said. Dignify the job by paying a good 
man, or a likely boy, a salary that is at least encouraging. 
Probably it seems to the beginner that furniture, or sporting 
goods or even driving a team offers greater opportunity than 
selling toys. A straight-from-the-shoulder talk and a salary 
adjustment based on a sliding scale graduated according to 
the number of years of employment ought to be sufficient to 
set the man to rights about the relative importance of various 
jobs. 
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Pp NE BIG SALES opportunity 
lies open to the toy man in 
September, and that is found 
in the realm of school sup- 
plies. Pencil boxes, lunch 
boxes, book straps, paper 
pads, pen holders, and the 
like are not toys in any 
sense of the word, but they 
> are children’s supplies which 
are so closely related to playthings that 
they are legitimate articles for exploita- 
tion in the children’s store, or in the 
toy department of the department 
store. That the toy man can sell school 
supplies in large quantities if he will 
but go after the business, has been prov- 
en by men in the trade over and over 
again. In fact, there are merchants 
specializing on toys and notions who 
look forward to the profits of the fall 
school supply season with anticipation 
only second to that with which they 
plan for the heavy holiday selling. The 
profit in the rank and file of school sup- 
plies is most substantial and worth 
while. It compares favorably with the 
profit on any other line handled. And at 
the same time this business in the 
utility goods which the children are 
most interested in must be looked at in 
@ broader sense than that which has to 
do with the direct profit in sales. The 
immedite sale made at the opening of 
the school year are but an opening 
wedge for continued profits which will 
‘be taken throughout the school year in 
school supplies. Pencil boxes become 
broken, pads and writing implements 
become used up, and in every case the 
article which has given out must be re- 
placed. If the stock of school supplies 
at the toy store was complete and the 
prices right at the beginning of the 
year, the purchasers will return month 
after month, and they will bring with 
them a few nickels and dimes to be 
spent on balls and tops and dolls. And 
then when the busy holiday season ar- 
rives, the most natural place in the 
world for the children to turn for play- 
things is the store which they have vis- 
ited off and on through the year for 
other supplies. If this business is_to be 
obtained for the present fall and winter, 
however, it should be sought now with 
a vim that will start it strong. A good 
start is half the battle, and especially if 
no special effort has been made in this 
line in the past the toy man must shout 
out his wares loudly during the present 
month. Following are a few simple sales 
Plans which have moved schools sup- 
plies for merchants in the past and 
which will render the same service 
again for the dealer who is eager to go 
after the business. 


Appealing to School Patriotism. 

The proprietor of a Connecticut gen- 
eral store found last year that the pupils 
in the public schools of his city had 
much more school patriotism than he 
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had previously imagined. He gave a 
coupon with every ten cent purchase of 
school supplies, good for one vote for 
any school which the purchaser pre- 
ferred. When a school had received a 
thousand votes, it was presented with a 
good quality American flag. Between 
the opening of school in September and 
the Thanksgiving recess, each of the 
six schools in the city had received 
these flags. Then the merchant decided 
to keep up the good work and he offered 
to duplicate the offer except that a 
thousand votes would entitle the school 
to a regulation basket ball. In view of 
the fact that all of the schools were pro- 
vided with playgrounds and simple gym- 
nasiums, both outdoors and indoors, this 
offer continued to draw the children to 
his store. He kept the business in 
school supplies good until well along 
into the next spring, when the school 
year was drawing to a close, by offer- 
ing first one article and then another as 
rewards for popular purchasing done at 
his store. 


How a Window Trim Palled Business. 
A well-known merchant in a small Ne- 
braska city cinched the bulk of the 
school supply business of his community 
last year by a special sale which had for 
its most important feature a novel win- 
dow display with which was incorpo- 
rated a guessing contest. This dealer 
had carried this line out of necessity for 
several years. He had never featured 
it, and, like every other line which is 
never given the attention it deserves, he 
had never sold enough goods to make 
the stocking worth while. In searching 
a neglected corner of the store room, 
he happened upon a couple of cases of 
school slates which he had lost track of 
the year previous. After filling the cen- 
ter of his window space with empty 
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boxes, he piled these slates losely over 
them as though they had been dumped 
there out of a tip cart. Then on the 
rear of the window space, he made a big 
slate sign offering five dollars’ worth of 
school supplies to the child under four- 
teen years who would guess nearest to 
the correct number of slates in the win- 
dow. Any child could register as many 
guesses as he might wish, but a guess- 
ing coupon was given only with every 
25-cent purchase of school supplies. The 
slates were originally sold at 20 cents, 
but it was announced that after the 
contest each guesser would be given an 
opportunity to purchase one of the 
slates for a dime. The interest waxed 
warm. The guessers ran into the thous- 
ands. The sales of school’ supplies 
mounted higher than ever before and 
after the contest was over it was found 


that there were not enough of the old 


slates on hand to supply the demand for 
them at ten cents apiece. The imme 


diate profit from this simple selling ef- 


fort was large, but the indirect profit 
was endless. The sale impressed the 
entire community with the fact that this 
merchant was alive to the requirements 
of the school children. He sold twice 
as many toys the following Christmas 
as he had ever before sold. 


Giving Away Pencils. 

A merchant in New York State who is 
given more or less to the study of hu- 
man nature discovered that of all the 
things in his store the article which 
appealed most strongly to his ten year 
old daughter was an exceptionally novel 
pencil. Inquiry revealed the fact that 
nine out of every ten school children 
had the same weakness. In purchasing 
a pencil they would always pick for 
one which was different from the ordi- 
nary article. It mattered little what the 
difference was, whether it be color. 
shape, size or the style of eraser. After 
picking out the most novel writing im- 
plement he could find, the youngster 
would show it to his fellows with all the 
pride of a father in his first child. The 
merchant made use of this craving for 
novelties in boosting the sale of his 
general stock of school supplies. He 
advertised that he would give free to 
every tenth purchaser at his store on a 
certain Saturday morning a new ten- 
cent pencil in an assortment in which 
there were no two alike. He displayed 
some of these odd pencils in his window 
with a card stating that they were some 
of those which would be given away. 
The youngsters who were to receive the 
free gifts were easily recorded, because 
all sales slips went to the cashier, and 
every tenth slip was stamped with a 
big red ‘“‘Pencll”’ stamp and returned to 
the sales-person who sent it to the desk. 
Thereupon the purchaser took the sales- 
slip to the display window where he ex- 
changed it for his choice of the novel 
pencils. 
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YEAR ’ROUND TOY DISPLAY 


Simple but Effective Fixtures in Big Fourteenth Street Store’s 
Children’s Department—An Excellent Corner Ar- 
rangement for Miscelianeous Toys. 

When a merchant decides against the permanent toy depart 
ment in his store because he has no surplus of elaborate fix 
tures or floor space, he makes a mistake. Neither are abso- 
lutely essential to the operation of a successful department. 
Both will help, to be sure, in impressing upon the community 
the fact that a store is especially well prepared to cater to 
the play requirements of the children. Nothing is more im- 
pressive in merchandising than a beautiful array of show cases 
and aisle cases, wall cases and elaborate shelving. Any 
merchandise can be seen to better advantage when much 
money is invested in the display facilities. And a generous 
use of floor space goes a long way toward creating the im- 
pression that the stock is complete and that individual items 
can be easily selected. But neither the spirit of the toy de- 
partment nor its success in landing toy business depends upon 
these physical attributes of the department. The goods them- 
selves and the spirit of the sales force are the prime factors in 
making for success in selling toys, and they often get in their 
best work in a store which is restricted in the facilities which 
it can turn over to the toy buyer in the shape of show rooms 

and fixtures. 

TOYS AND NOVELTIES does not urge the installation of 
elaborate fixtures and the assignment of extensive floor space 
to a permanent toy department, irrespective of the requirements 
of other departments. The problem of allotting the proper 
sales provisions to the toy department must be settled after 
every other department has been duly considered. And then 
it must be remembered that in any new undertaking it is better 
to start small and grow to larger things than to start too large 
and back-water. The extent of the department must be de- 
termined finally upon the ability of the department to produce 
sales and profits. But the merchant who is niggardly in its 
treatment at the outset, and impatient for it to prove its right 
to existence, too often kills the infant that might grow into a 
sure success. The death which is sometimes attributed to 
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natural weakness on the part of the youngster, might more 
truly be assigned to lack of proper care, to starvation. 

New York City, the metropolis of the new world, and proba- 
bly the greatest market place in the entire world, is blessed 
with some of the most successful toy departments in existence. 
Some are elaborate, so elaborate, in fact, that it would hardly 
seem possible that they could turn in profits sufficient to 
enable them to pay dividends on the money invested in floor 
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space, fixtures and stock. That they do pay is proved by the 
fact that they not only continue to exist, but that they also 
grow from year to year. But one of the most remarkable suc- 
cesses is found in ‘plainer and more workaday garb. It is 
found in a store which is not supplied with an over-abundance 
of floor space, where every nook and corner must be made to 
work to the fullest possible extent, where business has stead- 
ily grown more rapidly than the merchandising facilities could 
possibly expand. This toy department is found in the hustling 
Fourteenth Street Store, where Mr. Wolf, the buyer, is doing 


September, 1913. 


BRO TERS 


N ew York NEW YORK 


DANIEL A. HEGEMAN, New York Manager 


TOYS AND NOVELTIES. 39 


Many Striking Novelties 


for 1913 


—Eees 


“Quick selling, known by name games, are the 
Famous games 


most profitable to the Dealer. 
sell best, and so pay best.” 


things worthy of the attention of the trade throughout the 
country. 

Mr. Wolf has developed a toy department which is much 
more than holding its own in a community which is better sup- 
plied with fine similar departments than any other city in the 
world. When Christmas comes around the floor where play- 
things and children rule in the Fourteenth Street Store, is al- 
ways a most elaborate wonderland, but throughout the remain- 
der of the year is is condensed, but not crowded, into a spa- 
cious and businesslike section which is an economical business 
builder for the store. The accompanying illustrations, repro- 
duced from photographs taken especially for TOYS AND 
NOVELTIES, show some of Mr. Wolf’s ideas as expressed in 
concrete merchandising methods and display, and these ideas 
are so practical, simple of execution and so successful that 
they should prove valuable to the trade everywhere. They can 
be adapted to the requirements of the small city merchant as 
well as to those of the toy department in the metropolis. And 
with efficient sales-people and wise buying, they will go a loug 
way toward establishing the success of a toy department any- 
where. Too often the details in the elaborate department are 
entirely impractical for any but a large city store. Here the 
smalier merchant can find food for thought and the improve 
ment of his department as surely as his larger brother. 

That Mr. Wolf believes thoroughly in special sales and spe- 
cial varied displays of dolls is well indicated by the first illus 
tration. Here is a single counter display, or rather table 
display, which is so broad in its appeal that few children 
or parents could pass by it without seeing some article which 
would go a long way toward making life more worth living in 
the nursery. It will be noted that.these groups of dolls include 
almost every conceivable size and design. They are made so 
comprehensive purposely, because they are placed in prominent 
aisle positions where they will catch the eye of all who pass. 
A counter or table filled with beautiful dolls of one type might 
halt a passer, but then again it might not. At a glance, the 
shopper is able to see that the single type display is limited 
in variety, and if that variety has no especially timely appeal, 
the display is passed without hesitation. But one of these 
miscellaneous groups demands attention from its very variety. 
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One child may be halted by a small pop-eyed character dollie 
in a broad-brimmed straw hat. Another may fall in love with a 
stately dollfaced creation, attired in the Iatest fashion. Still 
another may find the realization of its dreams in a small, 
crooked-legged infant doll, nude except for its smile, while an- 
other may crave the ownership of a similar baby with a sad 
and mournful countenance. Still another passer may not have 
lier mind surely made up as to the nature or exact form of 


INTERESTING CORNER TREATMENT IN TOY DPPARTMENT 


the much desired plaything, and she will stop to look through 
the assortment more thoroughly in the hope of finding a doll 
out of the irdinary type. Such a doll can generally be found 
in one of these Fourteenth Street Store displays, and the as- 
sortment is always kept complete. 

In one of the illustrations of doll display, the counter con- 
struction is both novel and entirely satisfactory. Instead of 
leaving the space below the table top to piles of covered car- 
tons or empty flooring, Mr. Wolf has taken advantage of this 
space for the display of finely dressed dolis, dolls which ought 
to never be shown unprotected by glass cases. It will be no 
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lutely essential to the operation of a successful department. 
Both will help, to be sure, in impressing upon the community 
the fact that a store is especially well prepared to cater to 
the play requirements of the children. Nothing is more im- 
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and aisle cases, wall cases and elaborate shelving. Any 
merchandise can be seen to better advantage when much 
money is invested in the display facilities. And a generous 
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truly be assigned to lack of proper care, to starvation. 

New York City, the metropolis of the new world, and proba- 
bly the greatest market place in the entire world, is blessed 
with some of the most successful toy departments in existence. 
Some are elaborate, so elaborate, in fact, that it would hardly 
seem possible that they could turn in profits sufficient to 
enable them to pay dividends on the money invested in floor 


DISPLAY OF DOLLS IN FOURTEENTH STREET STORE. 


space, fixtures and stock. That they do pay is proved by the 
fact that they not only continue to exist, but that they also 
srow from year to year. But one of the most remarkable suc- 
cesses is found in ‘plainer and more workaday garb. It is 
found in a store which is not supplied with an over-abundance 
of floor space, where every nook and corner must be made to 
work to the fullest possible extent, where business has stead- 
ily grown more rapidly than the merchandising facilities could 
possibly expand. This toy department is found in the hustling 
Fourteenth Street Store, where Mr. Wolf, the buyer, is doing 
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things worthy of the attention of the trade throughout the 
country. 

Mr. Wolf has developed a toy department which is much 
more than holding its own in a community which is better sup- 
plied with fine similar departments than any other city in the 
world. When Christmas comes around the floor where play- 
things and children rule in the Fourteenth Street Store, is al- 
ways a most elaborate wonderland, but throughout the remain- 
der of the year is is condensed, but not crowded, into a spa- 
cious and businesslike section which is an economical business 
builder for the store. The accompanying illustrations, repro- 
duced from photographs taken especially for TOYS AND 
NOVELTIES, show some of Mr. Wolf’s ideas as expressed in 
concrete merchandising methods and display, and these ideas 
are so practical, simple of execution and so successful that 
they should prove valuable to the trade everywhere. They can 
be adapted to the requirements of the small city merchant as 
well as to those of the toy department in the metropolis. And 
with efficient sales-people and wise buying, they will go a loug 
way toward establishing the success of a toy department any- 
where. Too often the details in the elaborate department are 
entirely impractical for any but a large city store. Here the 
smaller merchant can find food for thought and the improve- 
ment of his department as surely as his larger brother. 

That Mr. Wolf believes thoroughly in special sales and spe- 
cial varied displays of dolls is well indicated by the first illus 
tration. Here is a single counter display, or rather table 
display, which is so broad in its appeal that few children 
or parents could pass by it without seeing some article which 
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the nursery. It will be noted that.these groups of dolls include 
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and mournful countenance. Still another passer may not have 
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the much desired plaything, and she will stop to look through 
the assortment more thoroughly in the hope of finding a doll 
out of the irdinary type. Such a doll can generally be found 
in one of these Fourteenth Street Store displays, and the as- 
sortment is always kept complete. 

In one of the illustrations of doll display, the counter con- 
struction is both novel and entirely satisfactory. Instead of 
leaving the space below the table top to piles of covered car- 
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ticed in this illustration that the lower section of these fixtures 
is converted into a finely finished show case, with sliding glass 
doors, behind which dolls are shown in their cartons, but with 
the lids removed. These cartons are tilted just enough to 
make inspection of the contents easy to fhe shopper who ap- 
proaches from a distance. In a store where stock storage 
space is at a premium, a considerable quantity of reserve stock 
can be kept in the central portion of these cases. 

The second photograph reveals a toy corner arrangement 
which will be as interesting to the toy man as it proves daily 
to hundreds of children and parents in the Fourteenth Street 
Store. For full utilization of space, this corner is a wonder. 
The display is primarily one to feature tin, mechanical and 
constructional toys. The show cases, which join at the corner, 
hurl broadsides of gift suggestions at the adult who is con- 
fronted by the ever-recurring, ‘““What shall I give the young- 
ster?” problem. The two upper shelves in the case at the left 
hold toy boats, while below are all manner of mechanical toys. 
On the top still other toys are displayed. The case at the right 
shows a mass of mechanical toys and juvenile railway appur- 
tenances, including stations, signal outfits, platforms, and 
bridges. On the top is a group of the popular butterfly chimes, 
supplied with wings which flap when the chime is drawn along 
the floor or walk. In the rear at the left is a wall case filled 
with motors, toy steam engines, stereopticons and picture pro- 
jectors, while at the right are further supplies for the young- 
ster who would begin his experience at railroading in the 
nursery. The wall space at the top of these wall cases is 
most effectively broken by pyramids of drums. Here is a toy 
corner which is at once highly specialized and broad in the 
variety of the goods shown. Despite the fact that a large 
quantity of toys are shown in an extremely limited space, 
there is no clutter. Order lines and system in the arrange- 
ment of the stock permeates the entire display. 

One section of the store is older than the other, and the 
flooring of one is about three feet lower than that of the other. 
The flooring of the higher section is continued out over the 
lower level in a semi-balcony effect, and here, raised above the 
level of the floor, an admirable array of hobby horses is dis- 
played. They can be seen by every person entering this toy 


fioor, but if they were on the lower level, they would be hid- 
den by counters displaying other goods. 

Here then, are some of the display features which Mr. Wolf 
has evolved in the Fourteenth Street Store, features which can 
be adapted to the use of merchants desirous of getting the 
most out of their toy departments anywhere. 


GOOD RULES AND ADVICE FOR EMPLOYES. 

Some retailing organizations are bound so hard and fas, by 
red tape that the individual employes are unable to boost 
business through their own initiative in any way. Other stores 
are run s0 luosely that there is neither head nor tail to system. 
There is no way to prevent the making of mistakes and no 
way to trace them and rectify them after they have been 
made. Marshall Field & Company, of Chicago, believe thor- 
oughly in rules and regulations for employes. Following are 
some of them: 

When you know in advance that it will be necessary for 
you to be absent, you will arrange for same with the section 
Manager or assistant. If unavoidably detained, you will 
telephone, or in some other way notify the house without 
delay. 

The shipping ticket only is to be used in sending packages. 

If part payment is to be refunded, a refund ticket will be 
issued by floorman or section manager, which ticket may be. 
cashed at the adjusting bureau, first floor. 

Whenever a customer wishes to return an article and take 
another from same section upon which there is to be a 
difference paid, the salesperson may issue a check for the 
amount of the difference. Such check must always have the 
signatures of both section manager and floorman. These 
difference checks will be made on all cash transactions when 
goods are to be either taken or sent. If sent the check will ac- 
company purchase, as usual. 


LOUIS LEVY LEAVES FOR EUROPE FOR FIVE MONTHS. 
Louis Levy, of B. Illfelder & Company, New York, N. Y., 
sailed last month on the S. S. Imperator, to be gone about five 


months, for the prpose of selecting the company’s import lines 
for 1914. 
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"PUSHING STANDARD GAM ES 


Tendency of Modern Manufacturers to Ever Seek Novelties— 
Few Really Great Games—Their Important 
Place—By H. D. Atkins. 

The tendency among the American manufacturers of games 
during the past decade or two has been to produce novel and 
highly colored pictureboard games. Anything which springs 
a new idea or a different sensation of play and could be so 
dramatized in colors on the outside of a box as to catch the 
fancy of the parent, has been eagerly sought and used. The 
well equipped toy department at the present time offers a 
formidable array of this line and the prospective purchaser 
is put to his wits’ end to decide which will suite the children 
the most. A brief inspection compels conviction that many 
clever minds must have been required to produce the whole 
outlay and that the color artists have gone the limit in com- 
bination and variety. The child’s fancy and restless desire 
for something new should certainly be satisfled by a proper 
selection. 

This line of games makes a happy product for the buyer to 
dispose of because they can be readily sold by help who need 
know little about them. So successful has it been and s0 
generally accepted by the trade that the large manufacturers 
have seldom varied from it. The competitive scramble has 
been to find new ideas all of which could fall within the same 
class. 

Novel as these games are, it must be admitted that they do 
not aspire to interest the parent, but only the children. They 
do not differ widely from toys. Some of them have been a 
sort of a combination of both. The common conception of 
games and toys as being of the same grade is shown by the 
classification of them by the department stores. Games are 
usually considered as a sub-division of the toy department. 
This in large part is due to the fact that the greater total in 
dollars and cents in many stores is done in toys and naturally 
the name of the department should go to the class of goods 
which has the largest sale. But it is also true that the attitude 
taken by the public and even by some of the buyers that games 
like toys are for children only and also that the games which 


can ieeseane the adult mind are the outdoor sports—is due to 
the fact that manufacturers have not given evidence in their 
new numbers of games of real playing merit and standard 
grade. 

A good game casts the same kind of a spell over its players 
that a deep, rich novel or a song of true harmony and melody 
does. It is a work of art that captivates the mind and thrills 
it with its ever new and varied situations. It creates its en- 
thusiasts and has its followers who are loyal in their praise 
and untiring in their interest. It occupies many of the bright- 
est and happiest hours in the home when the family and 
friends are gathered together in congenial, sociable rivalry. 
At those times it welds together affections and makes the 
home a truly enjoyable place. It lessens the desire for outside 
amusement of a more costly kind. In fact, it holds a place 
of true recognition and dignity and is worth the time and 
money of the heads of the family as well as the children. 

But games of this sort are not originated every day and 
their number may be counted on one’s fingers. Each one is 
a unit in its conception and a jewel to the game world. Some 
of them have lasted for hundreds and perhaps a thousand 
years. Their influence upon the nations has been widespread 
and reference to them throughout literature has been fre- 
quent. Their value lies in the creation of their rules (not so 
much in their merchandise) and in their power to interest and 
hold the adult mind as well as the juvenile. 

Such games differ widely from toys and receive a distine- 
tion from the novel and picture-board child’s game under the 
title of “Standard.” 

With the exception of “Cortella,” a new standard board 
game of inexhaustible varied play, there have been few new 
board games for several years back. Good card games have 
appeared during the last 15 years but the last board game of 
the good ol dtype of Checkers, Parcheesi, Halma and the 
like, dates back of 1880. A surprising feature is that but 
comparatively few of them have originated in America. 

Considering the dearth in the production of games of high mer- 
it, it is little wonder that buyers have come to look upon games 
as toys which do not require trained selling ability. But to 
stop with the picture-board class of games alone is to curtail 
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business and to eliminate a large number of ‘purchasers, 
namely the grown-ups who seek amusements that will give 
pleasure to themselves as well as their chikdren, who do a 
considerable volume of business. These patrons expect to 
look over a class of games of rather serious purport and hav- 
jng some foundation for thought. They are pleased to have 
them presented in a manner which shows a thorough knowl- 
edge of the distinctive pleasure giving features and the twang 
of individuality which makes up each game. In fact the old 
formula for successful merchandising again appears, ‘‘Know 
your goods.” 

The pride of the ambitious toy buyer prompts him to pay 
a@ great deal of attention to the standard games on his coun- 
ters. Most all of us like to take a whack now and then ata 
good game, and in spite of the old favorites we are more or 
less hungry to be brought in contact with original and clever 
ideas. The discovery of a new plane for mental and social 
rivalry, possessing new liberties and different powers of play 
*rom the old, the opening up of brilliant fields of thought; the 
getting-on-to-it first with the result of upsetting the fond hopes 
of the opponents; the delight in finding inexhaustible variety 
of situation; the thrill of sudden surprises and reverses which 
show that there is still a whole lot to be learned about the 
seems impossible to avaoid; the excitement and laughter or the 
game; the new wrinkle which springs up continually and 
keen discrimination of play—are the enchantment which make 
true lovers of games, and offer an opportunity for pleasure 
which is a real deprivation upon those so constituted as not 
to be able to enjoy them. 

To spread the spirit of such games and to arouse interest 
on the part of thoe of the buying public who do not know 
what pleasures they hold is a task which challenges the 
serious attention of the toy buyer. Some succumb to it and as 
a result only do a sample order business in this most dignified 
class of games. But the best toy buyers know that a large 
profit is obtained not only at the Christmas season but 
aiso throughout the year from the sale of standard games. 
They promote the atmosphere of true parlor sport. They 
devolop a clientele who make the acquaintance of the de 
partment or store and are pleased to call around now and 
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then and ask, “What have you got that is new that we can 
all play?” 

The lessons of dollars and cents may be carried from one 
business over into another. Knowledge is built up by com- 
parison and experience. A clear example of underestimating 
the possibilities of business is given by the struggle which 
the gas companies the country over are making at the pres- 
ent time for winter consumption. They at first talked gas a 
@ summer necesity and relief from the heat of the coal range. 
The public accepted their version and installed gas as a sum- 
mer convenience. Later on the gas companies awoke to the 
fact that gas is also a winter necessity because it is cheaper 
and avoids much of the labor and dirt of coal. In establishing 
this fact, however, they have to overcome the summer idea 
for which they are largely responsible in as much as they were 
not strong enough at the start to sell gas the year round. 
Their dwarfed conceptions together with the fact that they 
sold gas in the easiest way at the easiest time, is hampering 
present growth. 

The buyers who are not pushing their standard games do 
not see the full possibilities for business which their de- 
partment possesses. The larger totals and perhaps some of 
the popularity of other retailers may be due to the fact that 
they are offering a complete line in the right way. The 
present-day methods require improvement and increase every 
year. If the full advantage of the class of standard games 
has not been taken in the past, why not push it to the limit 
this year? There is new material at hand. 


DUBUQUE TOY COMPANY RUSHED WITH BUSINESS. 

Business is booming at the plant of the Dubuque Toy Manv- 
facturing Company, in Dubuque, Ia, an industry new to that 
city but well established and well known to the toy trade. 
A reporter for a local daily in Dubuque visited the plant re- 
cently and has the following to say regarding what he saw: 
“On the lower floor the wood for the hobby horses, wagons 
and other specialty toys is fashioned with the aid of special 
machinery. There also the iron work is done and the toys are 
assembled. On the upper floor is the coloring room, where 
the toy horses are given their dapple gray tint through an 
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air brush. There is also the assembling and packing rooms. 
Every room in the building is packed full of toys. 

“*We are very much crowded for room,’ Mr. Arney stated. 
‘{ can see a roseate future for the company.’ ” 


THE “TOY WIRELESS” A SURE SUCCESS. 

Not content with past achievements and remembering that 
progress has no limitations, the Anderson & Guinan Manufac- 
turing Company, of Cleveland, O., are now offering a ‘Toy 
Wireless” as well as a learner's outfit at a price which places 
it within reach of every boy and girl. This machine em- 
bodies the latest, most scientific and uptodate design in its 
mechanical construction and covers all the rudiments of the 
more powerful high voltage wireless plants which hurls its 
dots and dashes through space. The ‘Wireless’ consists of a 
key, battery and a mechanical buzzer made to send forth the 
actual sounds of the more expensive wireless outfit, mounted 
on a handsomely finished board, a set of instructions showing 
the learner how to distinguish between the dot and dashes as 
well as the international code printed on the board. | 

The “Wireless” teaches plainly and practically the art of 
wireless telegraphy and at the same time offers endless 
amusement. Parents in selecting presents in the toy line, to 
please the little ones, invariably pick something that is use- 
ful, educational and staple. This line of practical wireless 
and telegraph machines which has now been placed on the 
market is meeting with pronounced success. 


IMPORTANT OPENING FOR SCHOOL SLATES. 

A report from an American consular officer states that a 
European business man writes that he is in the market for 
the following quantities of school slates: Two thousand cases 
each containing five dozen sample types, gray finish, hardwood 
frames with square shaped corners, etc., exactly as usually 
supplied to the East Indian markets. Original samples will 
be placed before makers of such slates upon hearing that they 
are interested in this business. The assortment should be 
seven by five, eight by six, nine by seven, ten by seven and 
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eleven by seven inches, five dozen per case. Shipments should 
be made in eight lots of 250 cases at a shipment, the first lot 
to go forward in October and the balance at intervals of four 
weeks. Full particulars of this opening can be obtained by 
addressing the Bureau of Foreign and Domestic Commerce, 
Washington, D. C., referring to File Number 11574. 


BURMA A LARGE MARKET FOR PLAYTHINGS. 

Burma is a large and growing market for all kinds of toys, 
practically the entire demand being supplied by importers, 
but American manufacturers have as yet made little effort to 
enter this market. Great Britain makes about 70 per cent of 
all the toys imported through Rangoon, according to British 
statistics, and America less than two per cent. In 1912 $216,- | 
533 worth of toys were imported through the city of Rangoon, 
as compared with $165,460 worth the previous year. Of this 
amount British toy makers made $144,199 worth of toys and 
American firms $3,461, as compared with $4,855 worth of toys 
coming from America in 1911. 


JAPANESE MANUFACTURE OF TOYS INCREASES. 

“Japanese toys are rapidly supplanting those ‘made in Ger- 
many’ in many of our departments,” states a large importer 
of toys in London. “Thousands of gross of toy Union Jacks 
are made in Japan, and also the majority of the small nodding 
animals, jumping: rabbits, and other novelties that are now 
so common. Japanese baskets and hand bags are now a prom- 
inent ‘line’ in this country. They are capturing the trade 
through the combined cheapness and novelty of their goods.” 
The counsular returns show that since 1909 Japan has more 
than doubled her export of toys. 


CHILDREN MOURN LOSS OF MISS KATE. 
Hundreds of children attended the funeral of “Miss Kate” 
France, in Washington, D. C., August 27. Miss France was 
proprietor for many years of the Washington toy store known 
as the “Lincoln Toy Store.” It was at this store that Presi- 
cent Lincoln and his son spent many hours together, 
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PLEA FROM MANUFACTURERS 
German Factories inconvenienced by Inconsistencies of the 
Present Season—News of the Tin Toy Industry 
in Nuremberg—General Notes. 

NUREMBERG, Germany, August 15. 
Special Correspondence. 

Viewing the present business season in critical contempla- 
tion a comparison with that of last year, which certainly was 
not of the best, forces itself upon the German manufacturer's 
mind. Today conditions are not much different from last 
year. Political disturbances have again contributed their part 
to this. Though it must be supposed that at this moment all 
stocks at home and abroad have been cleaned out or will 
shortly be disposed of, the toy manufacturer nevertheless 
looks into the future with a certain pessimism and believes 
that he has ground for having to reckon with another unfavor- 
able business year. It is worth while to inquire into these 
grounds and to seek appropriate measures in order to remove 
them. 

What, then, are the grounds and what measures must be 
taken to remove them? From the circles of the manufac- 
turers, year in and year out, come the complaints that on the 
part of the wholesalers and dealers the buying is not attended 
to in opportune time. The buying is always deferred for 
varied reasons, of which the question of convenience is not the 
least. When finally the time has come that the buying can 
be deferred no longer it is usually too late. And then woe to 
the poor manufacturer; from all sides the orders come in. And 
each customer insists on receiving the goods immediately, 
and if possible, sooner. 

Undoubtedly are the manufacturing arrangements of the 
German toy factories the very best and nearest perfection. 
On their own interest the producers do all that is possible in 
order to in every way do justice to all the demands made on 
them. Whether this can always be accomplished, and whether 
in the effort all the wishes of the buyers can be attended to 
with the necessary understanding, is in consideration of the 
short time given them for delivery, very questionable. 

Without taking into consideration that short delivery terms, 
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owing to the overwork neccessarily connected with them im- 
pose upon the manufacturers sacrifices in time and money, 
and thus considerably increase the manufacturing expenses, 
it is plain beyond contradiction that the belated placing of his 
orders can not: serve the exporter and wholesaler either. The 
delaying of the order to the last moment, and thereupon the 
necessary hurried manufacture has also for them many dis- 
advantages. The delivery terms cannot always be punctually 
kept despite the most earnest efforts. On their part again 
the retailers must be put off, and finally, the buying public 
does not find at the toy dealer’s what it would like to have 
and what it has a right to expect to find there. 

The manufacturer with plenty of capital behind him to keep 
large stocks on hand without previous orders, is of course in 
a position to protct himself in a measure against the inconven- 
iences mentioned; but in this also he will not always succeed. 
He can not know exactly beforehand which of his patterns will 
be most in demand, and he runs the risk of piling up large 
stocks which will find no buyers. 

But in a much worse position is his colleague of smaller 
means. He can not be denied the right of commercial exist- 
ence any more than the large and wealthy manufacturer. As- 
suredly, the small manufacturer is not resting upon a bed of 
roses, and the business prospects here are often sad. Many 
a small manufacturer looks with sadness into the future and 
asks Fate the timid question, “What will this vear bring me in 
the way of commercial success or failure?” 

Not the least of the causes for this uncertain condition of 
the small manufacturer is undoubtedly the general ruling 
money scarcity, and in connection with this the fact that on 
the part of the banks almost all money is withheld from the 
small industry. Against this, of course, the small manufac- 
turer could only have protected himself if he had been more 
careful in the choice of his parents. In this way it is the 
old story, he who cannot show the necessary capital to put 
up large reserve stocks, must later on with precipitated manu- 
facture, work with greater expenses, consequently with small- 
er profit, if he will only approximately keep pace with his bet- 
ter situated colleagues. 

As objectionable as this unhealthy condition in the interest 
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of the toy industry is on the one hand, as easy it would be on 
the other hand to create a radical change in this. With just 
a little good will on the part of the dealers, exporters and 
wholesalers, it would be an easy matter to place the toy fac- 
tcries in a position to remain in full operation all the year 
‘round. Let everybody, if he does not want delivery sooner, 
at least place his orders early. Thus, the manufacturer will 
be given an opportunity to give more careful attention to the 
production of the goods, and by the blameless finish of the 
ordered articles to conquer for the German toys the place in 
the world which they deserve, namely, the first place. 

News Regarding Tin Toys. 

The toy market, which particularly at the last spring messe 
in Leipzig, was presented with innumerable novelties, re- 
ceived in addition through the annually appearing new tin 
toys, a very attractive increase in samples This, to some ex- 
tent, influences favorably other branches of the toy in- 
dustry. It is not necessary to bring special proofs for this 
assertion, for every one who is only half way acquainted with 
the commercial development of the toy business, positively 
knows that in the world market one would never want to do 
without the tin toys. In contrast to former years the sampling 
in this line has brought a richer assortment than ever. 

Quite in harmony with modern style, besides the doll 
kitchen, fitted with bright tin articles, is presented today also 
the doll room and the doll house. Dwelling rooms and sleep- 
ing apartments of the latter are complete with modern de- 
signs in furniture, pictures and mirrors, and also with all 
imaginable decorative articles of tin in life-like painting or in 
gilding. Richly-decked tables with bright tin plates, dishes, 
platters and settings, stands and bowls, vases with flowers, 
pretty candle-sticks and lamps which really burn, coffee serv- 
ice and also glass service framed in tin, serve as decorations 
of the dining room, and fill with joy many a girlish heart by 
their attractive appearance. 

Electricity has also made its entry into the doll house and 
brings great joy to the present-day child. In this newest and 
absolutely safe mode of illumination for the doll room and 
dofl house the old firm of J. A. Baeselsoeder in Nuremberg 
deserves credit above all others. A rich collection of chande 
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liers, candle-sticks, night lamps, wallarms, hanging lamps and 
ceiling illuminations in various sizes and most modern pat- 
terns, with pearl hangings and fringes, were put on the mar- 
ket, and owing to their pretty attractive and natural finish, 
and also through the cheap use of a single electric pocket 


‘ lamp battery, they have met with the general approval of the 


buying public and were in great demand. 

A general effort towards perfection in design is noticed in 
all the new tin toys, for even the smallest object betrays 
harmonious symmetry of form. And this is a pleasing proof 
of the high educational value which the toys of today may 
have for the children. 

The “Guco” Metalware Factory, of Berlin, has put on the 
market, under the name “‘Guco,” a noteworthy alarm shot pis- 
tol. Of handy form, this is arranged to hold seven corks, 
which are loaded in the following manner. The bayonet- 
lock, located at the mouth of the barrel, is loosened, the maga- 
zine capsule together with the carrying spring and spring 
cupsule is taken out, and the load is inserted. Thereupon fol- 
lows the replacing of the magazine capsule, etc., and the 
weapon is ready for shooting. The corks which are in the 
magazine can be fired off with desired rapidity. The effect is 
an intensive detonation, which does not fail in its purpose. 


R. BLISS MANUFACTURING COMPANY INCORPORATED. 
The R. Bliss Manufacturing Company, of Pawtucket, R. I., 
manufacturers of an extensive line of toys, has taken out ar- 
ticles of incorporation for $250,000. J. S. Allen and A. A. 
Fisher are named as incorporators. 
HERE’S AN OPENING FOR TOYS IN CANADA. 

A Canadian business firm has requested an American con- 
sulate to supply it with the names of manufacturers of toys, 
glassware, etc. Name and address may be obtained by ad- 
dressing No. 11,433, Bureau of Manufactures, Washington, D. C. 


BANKRUPTCY SCHEDULE OF L. GOODMAN & SON. 

Schedules in bankruptcy of L. Goodman & Son, dealers in 
toys and stationery at 109 Ludlow street, New York, N. Y., 
shows liabilities at $52,333 and assets at $48,749, 
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THE HARMLESS PISTOL AND RIFLE 


THEY ALL SHOOT THE RUBBER-TIPPED ARROW 
Rifle, Arrow and Target, Bronze, $1.00 per Set. Nickel, $1.50 per Set 


Patented Feb. 19th, 89. June 10th, 90. Jan. 5th, °92 
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i 


Bronze Game 
| Complete 
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Nickel Game 
Complete 


75 Cents each. Small Target Holder 


THE ELASTIC TIP COMPANY, 
WHAT IS A SALESMAN? 


Men Who Have Been Successful! In Selling Goods Give Varied 
Answers to the Question That Will Interest 
Dealers in Playthings. 


What is a salesman? What are the qualities that are pos- 
sessed by the leaders in the profession? What is responsible 
for the failure of one man dnd the success on another? These 
ure questions that have been asked ever since salesmanship 
began to be recognized as a field in which there is unlimited 
scope for the man of brains and ability, and while the study 
of methods of salesmen who are successful is productive of 
valuable information, this takes time. 

The individual definitions which they themselves may give 
do not always fit the cases of others. Indeed, the successful 
methods of one may be in direct contrast of another salesman 
who is just as succesful in seliing merchandise. However, 
there is no doubt that there is much to be learned in studying 
all salesmanship closely. 

Garnering these gems of selling knowledge and the produc- 
ing of greater efficiency in the sales force as a whole is the ob- 
ject of the many sales conventions that are held every year 
by manufacturers, and some of the expressions of salesman- 
ship that were evolved at a recent gathering of workers for 
the National Cash Register Company are incorporated in that 
company’s weekly organization newspaper. As to what con- 
stitutes a salesman, A. C. MacMahon said that he didn’t think 
that Noah Webster, who wrote the dictionary, was a good one. 

“What is a salesman? Noah Webster defines a salesman 
as a man who sells things. I do not believe that Noah Web- 
ster was a good salesman,” he said. “I believe a salesman is 
a man who has the power of thought and can put that thought 
iiito immediate aggressive action. 

“Salesmanship is a science, because science is simply clas- 
sified knowledge. What have we got to do when we go to 
see any man? We must get his attention. We must do some- 
thing else. We must get his interest. Then we must get his 
desire, and, fourth, we must get his resolve. After you have 
secured his attention, you create an interest in his mind. 
That interest must be put into desire and that desire must be 
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crystalized into resolve before he will possess your article. 

“Know your goods. That is the most important. 

“It is not what you say, it is how you say it. 

“I believe enthusiasm properly defined is not the noise you 
make. It is something in salesmanship that is within you. 
You feel it and you want to impart it to the other fellow, be- 
cause to sell him he must feel the same as you, because that 
is selling. He says no, and you say yes. He must think the 
same way you do, however, before you can sell him. 

“One of the most essential things is to get your heart in 
your business, and when you have gone over all these things, 
you have what? Success. Success is secured through work, 
work is secured through knowledge and knowledge through en- 
thusiasm, and that in all spells success. 

“A man has two roads to go in any business, I don’t care 
what it is, but they read differently. One reads success. The 
other reads failure. If you went to a hospital tonight, they'd 
take your temperature when you go in and they would take 
your pulse. They would put a chart over your bed, which 
reads ‘success’ and ‘failure,’ and remember this, that no man 
on earth ever took this road straight across. You have got 
to go one way or the other. 

“We are a part of all we have met—we get ideas from each 
cther. My idea is to get all the good we can out of every 
individual, and then collectively, and then sort these ideas 
over and then you have science, which is classified knowl- 
edge.” 

“There are some things in selling that are really important 
and that I think some of us overlook occasionally,” said W. 
A. Outten. ‘We have always been taught that health, industry, 
knowledge, ability and honesty go to make up the successful 
sales agent. I believe that the important thing that we over- 
look and that many men do not seem to grasp—and before 
you go in to see a man just think of it—is the word ‘Confi- 
dence.’ When selling goods we should sell ourselves first. 

“‘When you speak to the prospect you must speak with confi- 
dence, because you know you have the very best proposition 
in the world and you can prove it to him.” 

“In selling, I believe that to a great extent the success of 
the sale depends on the approach,” was W. J. Macauley’s opin- 
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ion. “Now, in the aapsneitl I S heltave that a man to be a suc- 
cess must be a student of human nature.” 


KNOW WELL THE COST OF DOING BUSINESS. 

The cost of doing business has been increasing from year 
to year. It is far more now than it was 15, 10, or even five 
years ago. The wages you must pay your help are at least 
50 per cent more now than 15 years ago. Fourteen years ago 
we hired a good man to help in our business for $35 per month. 
Today such a man would cost at least double that. Other 
expenses have also increased in about the same proportion, 
so you can see the absolute necessity of knowing your own 
cost of doing business each year before you fix the selling 
prices for the coming year. : 

Why are we all interested in having every dealer under- 
stand this matter? Because if our competitors do not under- 
stand that they are selling goods at a price that is really below 
cost, they will keep on selling at the old price, and therefore, 
compel us to do business at a loss. Then you readily see the 
absolute necessity of every dealer going to his brother dealer 
in his own town and locality and helping that dealer to under- 
stand this matter and understand it thoroughly. 

Go to him in a way so that he will know that you are honest 
and sincere, and you will have no great trouble in showing 
him the necessity of understanding the subject. Remember 
that his success means your success, and that the failure of 
one dealer in business lessens the credit of every other dealer. 

The dealer with whom you will have the most trouble is the 
new dealer. A few dollars profit looks to him like a good profit 
because he has never heard of this matter of cost of doing 
business, and naturally he will think that the profit is all 
profit until some day he will wake up and find himself a 
bankrupt, or in financial straits, and then he will wonder how 
it was done. 

But in the meantime the competitor has been drawn into 
the current and has been drifting along with him; although 
the competitor meant to do business at a profit, the selling 
at a low price, or at a loss, forced him to cut prices. 

The great trouble with the average dealer is that he allows 
his compctitor who may be headed toward bankruptcy to fix 
his selling price. We very often do not get the price fur our 
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gcods that we send to eek because we haven't the backbone 
to ask for our good what they are worth. 

One day you learned from absolutely reiiable authority that 
a dealer in a neighboring town was selling the same article 
you were selling for $10 less than you were offering it for. 
You had heard during the spring and early summer that this 
dealer was underselling you on the same line that you were 
selling, and when this final deal came up it was the last straw 
that broke the camel’s back. You made up your mind at once 
that you wouldn’t be undersold by this man, or any one else, 
and you tell your customer that you can sell goods just as 
cheap as any one can. You make the cut of $10 on the article 
and forget for a time that it costs anything to do business. 

Your customer says he will take the gun if you will let him 
take it out and try it, and adds: “The other dealer offered to 
do that,” so in order to make the sale and not to be outdone, 
you let the gun go out on trial without a settlement, although 
it is a standard make and one of the best made, and you know 
full well that any gun works better when it is settled for be- 
fore it goes out. 

Save some of the cost of doing business by getting settle 
ments for your goods before they go out. Collect your notes 
when you take them by making them collectable, and remem- 
ber that when an article is sold that it is not the end of the 
expense of that transaction. Among the things that we should 
charge to our expense account or cost of doing business is the 
depreciation of goods; because depreciation is certainly a 
part of our expense or loss. But we should reduce to the min- 
imum this depreciation. 

It is no credit to any one to make a failure, whether it be 
in business or otherwise. To make the most of ourselves is a 
duty that each one owes to himself. No one is doing his best 
when he is running his business by guess, and you are running 
your business by guess if you do not know what it costs you 
tc do business. 

It is criminal negligence to mark the selling price of an ar- 
ticle when you don’t know what it costs to sell that article. 
You may be marking it too high instead of too low, and it is 
just as fatal to your business to do one as it is to do the other. 
This is one of the most important phases of any business and 
it must be given the proper attention. 
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FEDERAL 
Baby Carriage Tires 


Leading Baby Carriage Manufacturers have placed the seal 
of their approval on Federal Tire quality by contracting for 


their 1914 tire needs. 
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Our exceptional facilities for scientific research and com- 
plete equipment for up-to-date laboratory tests enable us to 
produce tires of unusual excellence. 


WE HAVE A SPECIAL PROPOSITION TO MANUFACTURERS THAT WE 
WILL BE GLAD TO SUBMIT IN DETAIL PROMPTLY ON REQUEST 


Federal Rubber Manufacturing Company 


MILWAUKEE 


NOTES FROM AMONG THE TRADE 


New Retail Stores Opened in Many Cities—Changes of Own- 
ership Recorded in Others—General News 
Gathered from Many Cities. 

C. C. Pursell has opened a book, toy and stationery store at 


§07 G. street, N. W., Washington, D. C. 

Mrs. John Cleve has opened a new stationery, toy and no 
tion store in the Karsch building, Flat River, Mo. 

Mrs. A. M. Bancroft’s novelty and toy store in Winnebago, 
Neb., was almost totally destroyed by fire recently. 

H. E. Iblings has bought the store of J. H. Wiley in Los 
Angeles, Calif., which he will continue under his own name. 

Frank O. Evans has been appointed sales manager of Ra- 
phael Tuck & Sons Company, with offices in New York City. 

The C. A. Griffith Company, of Bellingham, Wash., will 
shortly add a wholesale department to their retail business. 

S. T. Smith has bought the stationery, toy and novelty 
business formerly conducted in Los Angeles, Calif., by W. E. 
Mingram. : 

Clarence Wolcott, wholesaler, in Syracuse, N. Y., is spending 
several months in touring Europe. The trip is entirely fur 
pleasure. 

Sims & Baughn have opened a new stationery, toy and nov- 
elty store at the corner of Pacific and Soquel avenues, Santa 
Cruz, Calif. 

A. E. Cameron has bought the book, stationery and toy store 
formerly conducted by W. L. Griffiths in Napa, Calif. Mr. 
Cameron will conduct the business under his own name. 

A fire in store of Myers & Shinkle, retailers in Pittsburgh, 
Pa., recently caused damage to the extent of several hundred 
dollars. The business is being continued. 

F. E. Jeffries has succeeded O. W. Mielke as president of 
the Tacoma Paper & Stationery Company, in Tacoma, Wash. 
The business will be continued as heretofore. 

The Toni Novelty Company’s store, at 1327 Market street, 
Oakland, Calif., was damaged by fire recently. The blaze 
occurred on Sunday when business was suspended. 

Fire and water did damage to the store of the Nathan-Cole- 
man Company, in Savannah, Ga., to the extent of several 


hundred dollars recently. The business is being resumed 
without cessation. Defective wiring is believed to have caused 
the fire. 

Hughes & Lee, dealing in books, stationery and toys in 
Woodland, Calif., have dissolved partnership. The business 
will be continued, each former partner taking charge of a 
section. 

The control of the American Stationery Store, doing a busi- 
ness in stationery, books and novelties in Whitneysville, Mass., 
has passed into the hands of L. S. Aldrick and Edward T. 
McShane. i" 

W. T. Machen, dealing in novelties, books and stationery in 
Oakland, Calif., is preparing to retire from active connection 
with the business. Mr. Machen has been in this business for 
many years. 

J. Fletcher has bought the book, stationery and toy store for- 
merly conducted by C. B. Lacklin in Marysville, Calif. Mr. 
Fletcher is continuing the store under his own name, but along 
the established lines. ; 

Judge Hand has appointed Ernest C. Miller receiver for L. 
Goodman & Sons, dealers in toys and other merchandise at 
109 Ludlow street, New York City. The receivers bond was 
fixed at $2,000. 

Probably the oldest business house in Paterson, N. J., is 
that of the Inglis Company, dealing in stationery, toys and 
novelties. This business was founded in 1857 by Judge 
James Inglis, Jr. 

A. C. McClurg & Company have established an Eastern office 
in New York, with A. Wessels in charge. The office, which is 
at 354 Fourth avenue, will hereafter supply the Eastern trade 
of this big Chicago house. 

The opening of the new store of Kahn Brothers in Oakland, 
Calif., will give that rapidly growing city another new toy 
department which will be one of the best on the Coast, accord- 
ing to announcements. 

M. O. Rogers has sold his store in Miami, Ariz., to Kirk 
Gundby and Robert Young. The new owners have planned a 
number of improvements and innovations. Mr. Rogers sold 
the business because of ill health. 

The Knolle Book & Stationery Store, of Brenham, Texas, 
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handling toys and novelties, as well as other lines, has been 
‘sold to L. Landgray, who will continue the business along the 
established lines but under his own name. 

The Jacquin Company, of Peoria, I1]., has been incorporated 
with a capital stock of $20,000 for the transaction of a retail 
business in books, stationery and toys. The incorporators are 
Messrs. Jacquin, Brisendine, Spalding, Shevin and Mrs. C. E. 
Jacquin. The business has been in operation for some little 
time. 

J. M. Byck, of the M. S. & D. A. Byck Company, Savannah, 
Ga., was noted among the visiting buyers in the New York 
market recently. Another buyer was J. E. Keller, doing busi- 
ness at wholesale and retail in Austin, Texas. 

Oscar Mills, who recently purchased the business of Joseph 
Helmsen, at Anaheim, Calif., is remodeling the store building. 
He plans to add to the stock carried and to conduct the busi- 
ness on thoroughly modern lines in every way. 

James B. Mathis will open a new stationery, toy and novel- 
ty store in Quitnan, Calif., who is a well known business man 
in that city. The store will be located at 216 Scriven street, 
which is near the business center of the town. 

J. Collaber, of San Francisco, Calif., has purchased the store 
formerly conducted by G. W. Hall in the Ellis building, Marys- 
ville, Calif. Mr. Collaber is conducting the business under his 
own name, but along the lines established by Mr. Hall. 

An interest in the M. R. Martin Company, of Tacoma, 
Wash., has been purchased by Walter Berg, and the firm 
name has been changed to the Martin & Berg Company. The 
business will be conducted along the established lines. 

H. M. Rubin, who recently purchased the book and toy store 
cf W. G. Riecke in Charleston, S. C., has removed to larger 
quarters almost across the street from his old store. The new 
store provides a much better store room than the old. 

Sanborn, Vail & Company, of San Francisco, Calif., whole- 
salers, have their holiday goods arranged in a new display 
which is far in advance of that used in former years. Business 
through the Coast trade of this house is reported good. 

Horace H. Jackson, proprietor of the Jackson Book Shop, in 
Bridgeport, Conn., dealing in toys and novelties extensively, 
has sold his business to F. L. Chamberlain and H. L. Shrop- 
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shire. Mr. Jackson is one of the pioneer business men of his 
community. 

The Hunter Mercantile Company has succeeded to the de- 
partment store business formerly conducted in Corydon, Iowa, 
under the name of the Carter & Hunter Department Store. 
The old partnership was terminated with the death of the late 
F. D. Carter. 

The S. H. Kress Company has leased property at the corner 
of 16th and Stout streets, Denver, Colo., for the purpose of 
opening a new branch of their chain of stores. The property 
fronts about 100 feet on one street and 75 on the other. The 
rental is on a basis of about $1,000 per month. 

The F. W. Woolworth Company and the S. S. Kresge Com- 
pany were both more or less affected by a strike of some 5,000 
clerks in their Buffalo stores recently. The employes wanted ° 
more pay, shorter hours and they also wanted their duties ad- 
justed. An eight-dollar minimum wage per week with an eight- 
hour day were demanded. 

Among the Western dealers who were noted in the San 
Francisco market recently were Mr. Eversole, of Ukiah, Calif., 
F. W. Ruppert, of Watsonville, Calif.; Mr. oe of 
Stockton, Calif.; Mr. Congdon, of Palo Alto, Calif.; L. L. Gil- 
more, of Watsonville, Calif., and Mr. Ortell of the sen Borden 
Company, of Seattle, Washington. 

Perkins & Butler, wholesalers and retailers, of Worcester, 
Mass., will occupy the entire building at 2 Allen Court, that ~ 
city, planning to remove from their present location about the 
first of next year. The firm has taken a ten year lease on the 
new property and the building will be. extensively remodeled 
to make it fit the needs of the new occupants. This firm has 
occupied its present store at 546 Main street, Worcester, for 
more than a quarter of a century. 

Rudolph Brothers, Philadelphia, Pa., are manufacturers 
of pennants that have met with a tremendous sale everywhere. 
They have heretofore made mostly local pennants significant 
ot colleges, high schools and sports; of late, they have been 
making pennants that are in demand throughout all the states 
and from present indications the firm will soon introduce Eu- 
ropean pennants, of which they have already experienced a 
demand. 
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To Toy Jobbers 


Weiss’ Fluta The Great One Dollar Article 


Though not a toy, but a Musical Instrument, is sold by allleading Toy Stores. 
ANYBODY CAN PLAY IT WITHOUT TUITION 
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10 Keys, 2 basses, 13 inches long 


An entirely novel idea in building a musical instrument. 


and sanitary. Will never crack. 


With a new and surprisingly simple method of instruction how to play it. _ 
It sounds fine, it looks very good, it is so very easy to play all kinds of music on the Fluta; 


therefore it sells on sight. 


GOOD PROFIT TO DEALERS. WRITE US FOR PARTICULARS. 
CH. WEISS, Manufacturer, Trossingen, Germany 


New York: 393 Broadway 


WAY TO FREE ADVERTISING 


How Any Progressive Toy Dealer May Secure Publicity for 
His Playthings in the Newspapers 
Without Cost. 

Some people have a faculty for securing advertising without 
cost, that they use with great benefit, while others, try as they 
may, can not secure the right kind of publicity at any cost. 
The wise merchant in any line can secure a great deal of 
valuable advertising, if he knows how to go about securing it. 

The newspapers in any city are willing to publish informa- 
tion on toys, if not something about the latest craze, an article 
on how they are made. . 

The following is a short article which any dealer could 
furnish to his local daily, and if he handled it wisely, could 
secure some free advertising for himself at the same time. 

The majority of the toys with which you are now playing or 
have played, have traveled a great many more miles 
than you have. The men who made them for you talked a lan- 
guage you can’t understand just now, and their children do 
not wear clothes made like those which you had just been told 
not to muss up, because they must be kept fresh and clean 
that you may look fairly presentable at the dinner table. They 
come from one of the quaintest cities in the world, Nuremberg, 
which is next to the largest city in Bavaria. And that is a 
long, long way off, and the cream you are going to have for 
dessert, if you keep those clothes clean, was named for it. 
A great, high wall runs around the City of Toys. and in the 
walls are ten gates. And through the city runs the Pegnitz 
which is not an epidemic, but a river. You know all about 
Peter Pan, don’t you? Well, Nuremberg is a good deal like 
Peter; it has never grown up. It is just like it used to be 
when a gentleman named Barbarossa was on earth. He had 
ideas of his own about land values and politics, but that is a 
story for grown-ups. If he went to Nuremberg today, he would 
find it just about the same, thank you, as when he left it in 


the middie part of the Twelfth Century. And that is almost. 


half-way back to the first Christmas. 


The City of Toys is as brown as a well-baked gingerbread 


town. And it looks as if it had been cooked in a pan which 
was too narrow for it. All the streets are too thin for the 


Will always be absolutely air-tight 


IMMEDIATE DELIVERIES FROM NEW YORK 


Maker of the Celebrated Brass Band Harmonicas 


brown houses which pile up on each side of them, and the 
roofs go up into a point, just like the roofs in Hamelin Town 
in Haarlem, where the Pied Piper you know about did such 
unpleasant things. Some day you may find a bundle of pink 
tickets in the toe of your stocking, and then you can go over 
to Nuremberg and see if all this isn’t so. But. if you don’t 
want to wait, get father to look it up in the encyclopedia. 
But, just between ourselves, he won’t find much there. If he 
could, you might know a little more right here. Father knows 
all about the toy shops over in Nuremberg, however. They’re 
wonderful places. Every year tons and tons of beautiful toys 
are made in them and sent over to this country to be sold at 
Christmas and birthday time. Ask father to tell you about 
them. He’ll say he is busy. But he isn’t. He only wants to 
read the paper. He’ll tell you something if you only tease 
hard enough. 

Many of the Nuremberg toys are fussy things that are apt 
to come unglued at the most interesting moment. Any Ameri- 
can toy dealer can tell you all about them. But it may be 
better to wait until you are older before you ask him to. That’s 
where all the folding nest blocks come from, for one thing. 
But an American toy maker invented them. It was way back 
in 1857. They were not popular until after his patent ran out, 
and they were made in Germany. It was this same man who 
invented the spring hobby horse and the convertible nursery 
chair. But the toymakers or Nuremberg are the ones who 
are filling their banks with the pfennigs. What’s a pfennig? 
It's just enough spare change to be an aggravation. 

Most of the fancy mechanical toys, such as sit up on the 
raantel out of your reach and just cry to be played with, come 
from France. You may go there some day, too. It’s near 
Germany. Once it was too near. It is a very interesting 
country. You will enjoy it much. It is famous for many things 
and Napoleon. Grandpa will tell you all about Napoleon. If 
he wants to finish his nap, though, you can pull down his big 
Napoleon books and look at the colored pictures. They would 
cut up into lovely paper dolls: If you try that, you may hear 
much about the Waterloo you hear people say they have met. 
France is fussy, just like her toys. You can really tell a coun- 
try from her toys.” 


They show that the country’s going ut as fast as the tin 
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Order In For Flexible Flyers. 


There is a bigger than ever demand for “the sled that steers” 
Good reasons why. No youngster wants an i7mitation of a | 
good thing when he can get the real thing. Every boy and girl | 
has been taught, through our national advertising, to link the words | 
“genuine” and “Flexible Flyer” together. They are going to 
insist on having the genuine. 


There’s unquestionable prestige in carrying “Flexible Flyers” — 
they're so well known. 


there's a splendid margin of profit in them, and they are easy 
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| Get your order in, so that you'll have a quantity on hand 
s\\\" for a humming good window display the very moment the 
ground begins to get white. 
profits are bound to follow. 
200 dozen annually. 


SEND TODAY for prices, discounts, etc. | 
illustrated booklet, model sled and complete information | 
regarding our helps to dealers. , 


| (Patentees and Sole Manufacturers) 


Quick sales and handsome : 
Some department stores sell | 


Also 


Philadelphia, Pa. 


engine you had running on that miniature railroad system this 
morning. They are not really toys at all, but models of the 
things mother and father have. That’s why you like your doll 
so much. You have clothes for it just like the clothes mother 
wears. Only you aren’t worrying, as she is just now, over 
how you are going to get father good natured enough to slip 
the bill for the newest series into his pocket. The real way 
to have fun with dolls is to make the clothes for them your- 
self. You don’t have so many to pick up then, and there is time 
to watch brother smash his toy aeroplane. That is one Ameri- 
can toy that is ahead of its time, and about the only one. 
Young America has kept ahead of the millionaires with that. 
What’s a millionaire? An orphan. You can make an aeroplane 
yourself if Santa Claus forgot to bring you one. It’s not very 
hard to do. You take a couple of heavy rubber bands and—oh! 


well, father isn’t busy now. He’ll show you how. 
THE JESTER. 


ARMY OF BUYERS INVADING NEW YORK CITY. 

It is estimated that there are at present between 3,500 and 
4,000 buyers and business men, representing every state in 
the Union and the Canadian provinces, in the New York 
market to purchase all sorts of goods needed for their home 
trade. The past week brought a greater number of buyers 
than any similar period in several seasons. Every hotel in 
town that caters to the out-of-town buyer has been crowded, 
and many of the so-called family hotels did a. thriving business. 
Members of firms and the staffs of the large importing, manu- 
facturing and jobbing houses throughout the wholesale district 
are preparing themselves for next week, when they expect the 
influx of buyers will be still larger than that of last week. 

A great many of these visitors, of course, come rather to 
observe than to buy, for it is generally conceded that goods 
that hold and win trade either originate or are here first 
placed on sale. Novelties are introduced with each new season, 
and the out-of-town buyers pick up hints on store methods, 
window dressing, and attractive display by their trips to the 
wholesale and retail districts here. The salesmen are glad to 
entertain even the observers, for one trip here usually leads to 


another, the next one may be to buy. The habit grows rapidly. 

S. C. Mead, secretary of the Merchants’ Association, is spe 
cially pleased by the large number of buyers coming to New 
York this season. After a long, hard fight his association, 
in behalf of the New York merchants, was able to obtain 
special rates for buyers from the section west of Chicago. 
Heretofore the merchants from that territory bought largely in 
Chicago and St. Louis, because they could get reduced rates 
only to those cities. The reduced railroad rates were the 
means of opening up a vast territory for the New York market, 
which until that time had been cut off. Notwithstanding the 
fact that the railroad companies have not been very liberal in 
their concessions this year, owing to adverse legislation, the 
buyers from the Western territory are as numerous this year 
as in the past. 


EMBOSSING COMPANY’S BUSINESS SHOWS INCREASE. 

The general business of the Embossing Company, Albany, 
N. Y., manufacturers of dominoes, checkers and toy blocks, so 
far this year shows an increase of 50 per cent over a year ago. 
The orders for Meccano have practically more than doubled 
those of a year ago to date. 

In line with their policy to give their goods the greatest 
possible publicity, to assist the dealer in their sale, the Em- 
bossing Company have arranged, as usual, for some very effec- 
tive magazine advertising of Harbutt’s Plasticine and Meccano 
for the coming fall season. The Meccano schedule provides 
for full page advertisements in the Saturday Evening Post and 
a number of other well Known magazines and smaller space 
in some others. 

The Embossing Company states that the fact that a great 
many of their dealers are calling for additional supplies indi- 
cates that the coming fall trade will be unusually good, to say 
uothing of the holiday trade. 


TWO OF AMBERG’S SALESMEN ON THE ROAD. 
J. C. Ruben and Nathan Redlich, Jr., are on the road show- 
ing the trade the latest productions in Louis Amberg & Son’s 
novel and up-to-date line of dolls. 
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To Toy Jobbers————— 
Weiss’ Fluta The Great One Dollar Article 
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WAY TO FREE ADVERTISING 


How Any Progressive Toy Dealer May Secure Publicity for 
His Playthings in the Newspapers 
Without Cost. 

Some people have a faculty for securing advertising without 
cost, that they use with great benefit, while others, try as they 
may, can not secure the right kind of publicity at any cost. 
The wise merchant in any line can secure a great deal of 
valuable advertising, if he knows how to go about securing it. 

The newspapers in any city are willing to publish informa- 
tion on toys, if not something about the latest craze, an article 
on how they are made. 

The following is a short article which any dealer could 
furnish to his local daily, and if he handled it wisely, could 
secure some free advertising for himself at the same time. 

The majority of the toys with which you are now playing or 
have played, have traveled a great many more miles 
than you have. The men who made them for you talked a lan- 
guage you can’t understand just now, and their children do 
not wear clothes made like those which you had just been told 
not to muss up, because they must be kept fresh and clean 
that you may look fairly presentable at the dinner table. They 
come from one of the quaintest cities in the world, Nuremberg, 
which is next to the largest city in Bavaria. And that is a 
long, long way off, and the cream you are going to have for 
Cessert, if you keep those clothes clean, was named for it. 
A great, high wall runs around the City of Toys. and in the 
walls are ten gates. And through the city runs the Pegnitz 
which is not an epidemic, but a river. You know all about 
Peter Pan, don’t you? Well, Nuremberg is a good deal like 
Peter; it has never grown up. It is just like it used to be 
when a gentleman named Barbarossa was on earth. He had 
ideas of his own about land values and politics, but that is a 
story for grown-ups. If he went to Nuremberg today, he would 
find it just about the same, thank you, as when he left it in 
the middle part of the Twelfth Century. And that is almost 
half-way back to the first Christmas. . 

The City of Toys is as brown as a well-baked gingerbread 
town. And it looks as if it had been cooked in a pan which 
was too narrow for it. All the streets are too thin for the 
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brown houses which pile up on each side of them, and the 
roofs go up into a point, just like the roofs in Hamelin Town 
in Haarlem, where the Pied Piper you know about did such 
unpleasant things. Some day you may find a bundle of pink 
tickets in the toe of your stocking, and then you can go over 
to Nuremberg and see if all this isn’t so. But. if you don’t 
want to wait, get father to look it up in the encyclopedia. 
But, just between ourselves, he won’t find much there. If he 
could, you might Know a little more right here. Father knows 
all about the toy shops over in Nuremberg, however. They’re 
wonderful places. Every year tons and tons of beautiful toys 
are made in them and sent over to this country to be sold at 
Christmas and birthday time. Ask father to tell you about 
them. He’ll say he is busy. But he isn’t. He only wants to 
read the paper. He’ll tell you something if you only tease 
hard enough. 

Many of the Nuremberg toys are fussy things that are apt 
to come unglued at the most interesting moment. Any Ameri- 
can toy dealer can tell you all about them. But it may be 
better to wait until you are older before you ask him to. That’s 
where all the folding nest blocks come from, for one thing. 
But an American toy maker invented them. It was way back 
in 1857. They were not popular until after his patent ran out, 
and they were made in Germany. It was this same man who 
invented the spring hobby horse and the convertible nursery 
chair. But the toymakers or Nuremberg are the ones who 
are filling their banks with the pfennigs. What’s a pfennig? 
it's just enough spare change to be an aggravation. 

Most of the fancy mechanical toys, such as sit up on the 
mantel out of your reach and just cry to be played with, come 
from France. You may go there some day, too. It’s near 
Germany. Once it was too near. It is a very interesting 
country. You will enjoy it much. It is famous for many things 
and Napoleon. Grandpa will tell you all about Napoleon. If 
he wants to finish his nap, though, you can pull down his big 
Napoleon books and look at the colored pictures. They would 
cut up into lovely paper dolls: If you try that, you may hear 
much about the Waterloo you hear people say they have met. 
France is fussy, just like her toys. You can really tell a coun- 
try from her toys.” 


They show that the country’s going _.ut as fast as the tin 
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engine you had running on that miniature railroad system this 
morning. They are not really toys at all, but models of the 
things mother and father have. That’s why you like your doll 
so much. You have clothes for it just like the clothes mother 
wears. Only you aren’t worrying, as she is just now, over 
how you are going to get father good natured enough to slip 
the bill for the newest series into his pocket. The real way 
to have fun with dolls is to make the clothes for them your- 
self. You don’t have so many to pick up then, and there is time 
to watch brother smash his toy aeroplane. That is one Ameri- 
can toy that is ahead of its time, and about the only one. 
Young America has kept ahead of the millionaires with that. 
What’s a millionaire? An orphan. You can make an aeroplane 
yourself if Santa Claus forgot to bring you one. It’s not very 
hard to do. You take a couple of heavy rubber bands and—oh! 


well, father isn’t busy now. He’ll show you how. 
THE JESTER. 


ARMY OF BUYERS INVADING NEW YORK CITY. 

It is estimated that there are at present between 3,500 and 
4,000 buyers and business men, representing every state in 
the Union and the Canadian provinces, in the New York 
inarket to purchase all sorts of goods needed for their home 
trade. The past week brought a greater number of buyers 
than any similar period in several seasons. Every hotel in 
town that caters to the out-of-town buyer has been crowded, 
and many of the so-called family hotels did a.thriving business. 
Members of firms and the staffs of the large importing, manu- 
facturing and jobbing houses throughout the wholesale district 
ere preparing themselves for next week, when they expect the 

imflux of buyers will be still larger than that of last week. 
A great many of these visitors, of course, come rather to 
o bserve than to buy, for it is generally conceded that goods 
tBnat hold and win trade either originate or are here first 
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another, the next one may be to buy. The habit grows rapidly. 

S. C. Mead, secretary of the Merchants’ Association, is spe- 
cially pleased by the large number of buyers coming to New 
York this season. After a long, hard fight his association, 
in behalf of the New York merchants, was able to obtain 
special rates for buyers from the section west of Chicago. 
Heretofore the merchants from that territory bought largely in 
Chicago and St. Louis, because they could get reduced rates 
only to those cities. The reduced railroad rates were the 
means of opening up a vast territory for the New York market, 
which until that time had been cut off. Notwithstanding the 
fact that the railroad companies have not been very liberal in 
their concessions this year, owing to adverse legislation, the 
buyers from the Western territory are as numerous this year 
as in the past. 


EMBOSSING COMPANY’S BUSINESS SHOWS INCREASE. 

The general business of the Embossing Company, Albany, 
N. Y., manufacturers of dominoes, checkers and toy blocks, so 
far this year shows an increase of 50 per cent over a year ago. 
The orders for Meccano have practically more than doubled 
those of a year ago to date. 

In line with their policy to give their goods the greatest 
possible publicity, to assist the dealer in their sale, the Em- 
bossing Company have arranged, as usual, for some very effec- 
tive magazine advertising of Harbutt’s Plasticine and Meccano 
for the coming fall season. The Meccano schedule provides 
for full page advertisements in the Saturday Evening Post and 
a number of other well known magazines and smaller space 
in some others. 

The Embossing Company states that the fact that a great 
many of their dealers are calling for additional supplies indi- 
cates that the coming fall trade will be unusually good, to say 
uothing of the holiday trade. 


_ p TMaced on sale. Novelties are introduced with each new season, 

a2mmd the out-ofttown buyers pick up hints on store methods, 
w~ -Mindow dressing, and attractive display by their trips to the 
W —@M@holesale and retail districts here. The salesmen are glad to 
e\_am/ertain even the observers, for one trip here usually leads to 


TWO OF AMBERG’S SALESMEN ON THE ROAD. 
J. C. Ruben and Nathan Redlich, Jr., are on the road show- 
ing the trade the latest productions in Louis Amberg & Son’s 
hovel and up-to-date line of dolls. 
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THE ELEMENTS OF FAILURE 


Hope and Courage Spring from “from History of Defeat—The Man 
Who Attempts too Much—The Great Defeat in 
Victory that Is Too Small. 

A discussion of the elements of failure in men and business 
may not offer the most cheerful prospects in the world to the 
man who seeks success, and yet hope springs eternal from the 
story of defeat. The old saw, “Don’t carry all of your eggs in 
one basket,’’ would never have been coined with its wealth of 
wisdom for tha masses, had not some one dropped his basket. 
Nor would the newer maxim, “Put all of your eggs in one bas- 
ket, and then watch that basket,” have been voiced had some 
man not divided his energies and missed the high success that 
he might have attained had he centered his efforts more com- 
pletely. The story of failure can be quite as useful to the 
seeker of success as can the story of achievement. 

The cry of the modern reformer is, “Do this—Do that,” to 
be sure, for he believes that keen activity in the right pre 
cludes great chance for serious danger in activity in wrong. 
And yet in modern business the roads that do not lead to suc- 
cess most surely must be marked. The business “Don’ts’” must 
be expressed. The mournful groaning of the whistling buoy 
on the ledge is as essential to the mariner as is the pair of 
range lights that direct him up the channel. In fact the one 
may save him from destruction, while the others merely facili- 
tate progress. The service of the word that preserves life, 
that continues existence, may be of greater value than is that 
which simply directs the movements of the traveler to the 
final goal. That is the service of the story of failure, which 
can be heard as the whistling buoy on the business ledge. To 
the one whose ear is in tune with the tale, there is no more 
hopeful cry. 

A study of men who have failed, who are failing, leaves 
two great causes for their failure standing clearly out against 
tue horizon. There are many minor causes, mere gusts or 
slight stumbling stones that have aided to defeat, or that may 
have actually consummated that defeat of weak men. But 
there are two great outstanding elements, one of which or the 
other, has been the Waterloo of nearly the whole army of 
down and outs—the man either attempted too much, or he 
attempted too little. He either shouldered a load that broke 
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his back, or else contented himself with a pack that was no 
fair test for his strength, that was not worthy of him. 

And yet, in considering all failure and all success, the meas- 
ure of Carlyle, in his essay on Burns, must be used. The man 


or the business must be likened to a wheel. If its diameter is 
ten inches it must not be compared directly in its progress 
with the wheel 20 inches in diameter. One wheel, in its great- 
ness, may only revolve once in traveling the distance the 
smaller brother must revolve three times to reach. The de 
gree of success which the small wheel has attained is three 
times that of the larger wheel. It has reached the same point 
vith one-third the means for reaching. Nor is the success of 
the larger wheel any greater than that of the smaller if it 
travel three times as far as the smaller. Real success can only 
be rated by considering the diameter as well as the distance 
traveled. 

And so with men, the real achievement of the Greek, who 
ten years after he arrives in this country owns a $10,060 
store free and clear, owns his home, and is a fearless, honest 
citizen, is greater than that of the man who may inherit 
$750,000, and who in ten years may be in truth a millionaire. 
Indeed, some of the greatest failures in business today are the 
men who are loosely considered moderately successful. The 
man who keeps out of debt, merely, when his energy should 
have turned capital into wealth for himself and mankind, is a 
rank failure. His is the most ignoble failure because he poses 
and is considered successful. 

The myn, then, who attempts too liltle offers the greatest 
lesson in failure. A pair of so-called Ginney fishermen five 
miles out from Goston Harbor may be used to illustrate. They 
have both filled their bright-hued dories and are bound for 
tiie wharf. The-crew that reaches the market by seven o’clock 
in the morning will sell its catch at four cents a pound. The 
other crew, in case it is an hour behind, will sell its catch at 
{wo cents a pound, if it sells it at all. The boats are identical 
in lines and power and speed. And so the pair start for the 
market, with conditions the same. The one cuts in to the 
eastward of Deer Island, through Shirley Gut and across the 
Winthrop flats, in a line almost direct for T wharf. He reaches 
his goal at six-thirty. He sells his catch at the top price. 

The other crew hesitated. They did not know the exact 
state of the tide, They knew_they could cut across the flats 
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if the tide was more than an hour in, but they were not sure. 
The result was that they followed the channel and arrived an 
hour too late for the best market. They failed, although they 
still had their fish which they sold for enough to pay them for 
the trip. The first crew met real success—not through fool- 
hardiness, but through knowing their business. They knew 
exactly where the tide stood and they knew exactly where 
they could go with the tide where it was. Then they went 
there, steadily, and they won. . The winning was no great 
cause for applause, because success is the natura! outcome of 
endeavor. Failure is the unnatural end. A man must know 
his course and his boat. That is expected of him. If in that 
he lacks, even moderate failure is great. 

Again, take a pair of launches, to illustrate the failure or 
the lesser degree, the failure of the man who attempts too 
niuch. <A year ago last fall two men were riding the wind- 
swept upper harbor of Lynn, Massachusetts, desirous of round- 
ing Nahant, passing up the North Shore and around Cape Ann 
to Ipswitch before night. The beginning of the fall gales had 
set in and the wind was most treacherous outside for the smal! 
boat. One man absolutely refused to set out. He knew that 
iis gasoline tank had become loosened and that it could not 
be repaired in time to start on the trip. He also knew that 
his engine was skipping badly because of worn sparking appa- 
ratus, which he could not replace that day. He had also lost 
his anchor and he would not start on such a trip without an 
extra road line and an extra heavy anchor. The stiff off-shore 
breeze might heave him high on to the rocky shore in case his 
engine went bad for a few minutes. The Reef of Norman’s 
Woe might become more to him than a poem. It might be his 
tombstone. He covered his boat for the night and went ashore 
while his companion set sail. 

The slight craft made half the trip in good shape. The gas- 
cline then ran out and the skipper found himself tossed up 
and down, first on the crest and then in the trough of the 
white-capped waves, gradually blown nearer and nearer the 
treacherous cliffs. He threw out his anchor and watched the 
rope uncoil through the forward hatch as the heavy iron set- 
tled rapidly. With a sputter the end of the rope flew through 
his hands and the anchor and rope that might hold him to 
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safety were both gone. A passing steam yacht saved him 
from death by taking him on board, but in the storm that 
quickly arose, the launch had to be cut loose. Some of its 
wreckage can now be seen on the beach at Manchester-by- 
the-Sea. 

This man symbolizes the failure that follows attempting too 
much. A man must realize his limitation and the limitation of 
his resources. He must not attempt a trans-Atlantic vovage in 
a canoe. He must not set out on a ten-mile cruise without he 
has measured his gasoline and without he knows that ten-mile 
course. The wreck of the vessel which puts out to sea in 
defiance of the signals of the approaching storm is a calamity. 
The wreck of the business or the man who has overestimated 
his own strength or who has failed to consider the length or 
the rigor of the course, is a calamity. And still, such a failure 
is Often in truth the result of too great courage, of too much 
hope. The man who suffers such a defeat may be most worthy 
of applause. He saw the goal so clearly that he did not reckon 
with the roughness of the road to reach it. He has fallen in 
the struggle,.but the same hope and the same courage that led 
to his defeat may easily sustain him for the new fight that 
will end in victory. 

But, the man or the business that fails of real success. con- 
tent with mere safety, is hopeless. He has no faith in the 
sturdiness of his crew or his craft. He does not know his 
vessel’s draught, nor does he know his course. The rise and 
the fall of the tides of business are indefinite movements to 
him and he can not map his course by them. He flies no flag. 
He speaks no vessel. He exists. The ant hill contents him 
when the mountain alone should bring him joy. 

Such failure is the ignoble failure. And yet, the man who 
meets such defeat seldom knows that he is defeated And 
often his friends applaud his apparent success. 


KILGORE COMPANY BRING OUT RAPID-FIRE GUN. 

The Kilgore Company, Ltd., Homestead, Pa., are introduc- 
ing a new rapid-fire machine gun or cannon that bids fair 
to meet with a great reception among the trade. It is known 
as the Boy Scout Machine Gun, and if appearances count for 
anything, it should make a ready appeal to every youngster. 
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Business Has Not Come Up to p to Expectations of Many Dealers 
—Removals to Be Made In the Future. 
—General Gossip. 

PHILADELPHIA, Pa., August 23. 
Special Correspondence: 

The toy business for the summer of this year tks not come 
up to expectations. It is openly expressed by the retailers 
and jobbers here that a large volume of business was ex- 
pected for the school vacation season of 1913 and the disap- 
pointment is attributed by many to be due to the fact that 
more people have taken advantage of the shore and other 
resorts this year than ever. Despite any discouraging condi- 
tion which may exist, the local wholesalers are making con- 
siderable, if not elaborate, preparations for what it is thought 
will be a profitable fall business. 

The advent of domestic dolls, as novelties, has created an 
industry in this country that is remarkable for its achieve- 
ment in a comparatively short time. Dolls of all descriptions 
have met with an entirely good season. One dealer said au- 
thoritatively, “The production of American dolls has shown 
a phenomenal increase over the imported variety and seems 
destined to rival and exceed the production of foreign dolls. 
but, in order that we may carry on satisfactorily an inde 
pendent industry in this line, it will be necessary to have a 
duty on imports that will protect that tndustry.” 

Large consignments of toys were received at this port and 
were claimed by Gimbel Brothers’ department store, G. A. 
Schwarz 1006 Chestnut street, and Winters & Reinelee. 

S. Thanhauser, of 19 North Fourth street, is now in Europe 
getting ‘ready for the holiday trade. Mr. Thanhauser, Jr., 
who manages the place in his absence, is very busy preparing 
for the road. 

The Philadelphia Dressed Doll Company, 4908 North Sixth 
street, are seeking new quarters somewhere in Wayne Junc- 
tion, where they can move upon the expiration of their 
lease which occurs shortly. This year is the first year that the 
company has been working exclusively for the wholesale 
trade, and report it to be the best they have ever had. Ernst 
Keinhardt, the proprietor, earnestly predicts that when he be- 
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comes settled in his new place, the new facilities which will 
be installed, will enable him to turn out from seventy to one 
hundred dozen dolls per week. Mr. Reinhardt, in addition to 
manufacturing his own dolls, makes his own casts and has 
succeeded in producing some enviable specimens. 

Edward Wolf, manufacturer of paper novelties, was recent- 
ly appointed one of the two receivers to take temporary 
charge of the business of Blum Brothers, a large department 
store in this city, who encountered financial difficulty as a 
result of a failure to float commercial paper. It is expected 
that the firm of Blum Brothers, who are large retailers of 
novelties, will undergo a complete re-organization as soon as 
the accountants have returned their report. 

Francis C. Steffenberg, who conducts a wholesale toy and 
hovelty business in Reading, Pa., is an active candidate for a 
political position in that city. For the last 25 years Mr. 
Steffenberg has interested himself in the public affairs of 
Reading and has considerable suport in his aspiration. 

Miss R. Rosenblatt, buyer of the toy department of Snel- 
Jenburg’s department store, is spending her vacation at 
Atlantic City, where she will remain during September. 

With a view to extending their business into other profit- 
able channels, the Philadelphia Jobbing House, at 35 North 
Second street, will this fall introduce a complete line of toys. 

Work is being rushed on the erection of the new building 
of the F. W. Woolworth Company, at York, Pa., for which 
the concrete foundation has already been laid. The usual 
line of toys and novelties will be carried {jn the new store 
when completed. 

A. Mecky Company, 1795 Allegheny avenue, will erect a 
large manufacturing plant at Trenton, N. J., for the manufac- 
ture ol baby carriages. Richard G. Ledig is president. 

John A. Bradley, wholesale and retail dealer in toys and sta- 
tionery, is very busy in the stationery department preparing 
for the coming school term. This activity is severely taxing 
the capacity of the entire establishment and also the newly ac- 
quired warehouse. Mr. Bradley expects a good fall and Christ- 
mas season. 

The well-known store of Hagen & Wagner in Scranton, Pa., 
are laying plans to estabHsh a permanent home for their busi- 
ness at 205-207 Washington avenue, that city. It is the inten- 
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tion of the company to re-establish every line they carry on a 
larger and more complete scale than ever and the toy and 
novelty end of the business will without doubt receive its 
full share of attention. 


BUTLER BROTHERS’ NEW HOME OPENED. 

Several hundred business men took advantage of the invita- 
tion extended by Butler Brothers to make a visit of inspec- 
tion through their new building in Chicago when it was opened 
recently. 

Upon entering the building the guests were met by a recep- 
tion committee composed of E. B. Butler, president; H. A. 
Stillwell, vice president and general sales manager; F. S. 
Cunningham, sales director; J. R. Scofield, treasurer, and M. 
B. Pool, assistant sales manager. 

With a view to providing knowledge of the workings of the 
big plant, the guests were then divided into small groups, 
and under the guidance of salesmen were conducted through 
the various departments where department heads explained 
interesting phases of the work. 

Great interest was manifested in the modern equipment 
which has been installed for the camfort and convenience 
of the 2,000 employes. On the fifteenth floor, which is en- 
tirely given over to them, are a restaurant, a cafeteria for 
the men and another for the women. The great majority of 
the employes lunch here. A small hospital, with modern 
eyuipment, has both nurse and a doctor in constant attendance. 

From the cafaterias, doors open to the roof playgrounds, 
the women’s on the south and the men’s on the north. Here 
the rest periods are spent in games or other amusements. 
A public Hbrary, branch of the Chicago public library, is lo- 
cated on this floor and liberally patronized. A lounging room 
with cool willow chairs and couches and many soft cushions 
is a most attractive spot. Through the whole building is 
evidenced the care which has been taken to provide for the 
comfort of the employes. Indirect lighting system and a 
ventilating system in which the air is washed and maintained 
at a temperature of about 70 degrees are features. 

On one of the floors a complete printing shop where all 
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the catalogues are made up is to be found. It is stated that 
this is one of the largest private plants in the country. The 
visitors examined with interest the type cases designed for 
the work and the, making of the wax plates from the type, 
while the two linotype machines drew a constant crowd. 

The methods used from the time orders are received until 
the packed shipment reaches the shipping platform were care- 
fully explained. Orders are copied by stenographers, whose 
desks are arranged in rows beside which an endless canvas 
belt operating a trough carries the copy, with the original 
order attached, to the head of the department. An order 
elevator picks up the order slips and deposits them mechan- 
ically on the floors for which they are intended. Lowerators 
carry partially loaded trucks from one floor to another, while 
the packed cases are automatically weighed and slide down 
spiral chutes to the shipping floor. Every possible mechanical 
device which will save time and facilitate order filling is used 
and throughout the building the most modern ideas are used 
wherever possible. 

The new building has a frontage of 384 feet on Canal street, 
152 feet on Randolph street, and 152 feet on Lake street. It is 
15 stories in height, with a tower rising above these to a total 
height of 250 feet above the sidewalk. Fifteen months were 
required for the construction of the building, on which 1,500 
men were employed. The total cost was $1,200,000. 


J. J. DELANEY NOW BUYER FOR COHEN BROTHERS. 

J. J. Delaney, a thoroughly live-wire toy and sporting goods 
buyer and one who is well Known among the trade, is now 
buyer for toys and sporting goods for Cohen Brothers, Jack- 
sonville, Fla. Under the new management, Cohen Brothers 
hope to make their department one of the most progressive 
in the South. 


IDEAL NOVELTY & TOY COMPANY REMOVE. 
Owing to the great increase in their business the Ideal 


Novelty & Toy Company, of Brooklyn, N. Y., have found it 


necessary to remove to larger quarters at 273 Van Sinderen 
avenue, the same city. 
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iNMustrations of the “Weather-Vane” Variety and of the 
“Maintained Conviction’ Sort—Each Found 
Desirable in Its Place. 

The adaptable salesman, the one who simply and naturally 
agrees with every whim of the customer, who whirls around 
like a weather vane with his string of succeeding patrons, is 
well known. He is agreeable and cheerful, he never exerts 
his own individuality, except as it is shown in his ability to 
travel the path of least resistence with his customer. The 
type is well depicted in the following narrative in an 
exchange: 

It was an overcast, indeterminate sort of a day, but the drug 
clerk was cheerful as he whistled behind the prescription 
desk and chatted with a friend in the front shop. Presently a 
customer came in and made a small purchase. 

“Fine day,’ he remarked. 

“Great!” replied the clerk, enthusiastically. 

The customer went out and was followed by another. He, 
too, made a small purchase and commented on the weather. 

“Mean weather,” he remarked. 

“Beastly!” said the clerk, dolefully. 

“Getting warmer,” remarked a third customer. 

“Hot!” said the clerk. 

Ten minutes passed. Another individual drifted in from the 
cutside world and made a purchase. 

“Chilly, isn’t it,” he said to the clerk. 

“Cold as the pole!’ agreed the clerk, with a shiver. 

His friend had listened to these exchanges with interest. 

“See here,” he demanded, “what kind of weather do you 
think this is, anyway?” 

“Same kind as the customer,” replied the drug clerk. 

Just where this ability in a salesman is serviceable and 
where it is a disadvantage is a question. Where the dividing 
line between the desirable and the undesirable can be drawn 
is uncertain. It varies with salesmen and with the customers. 
General principles of salesmanship can be laid down without 
hesitation, but the finer details must be worked out in most 
istances on the individual method. A temperance sermon 


may reform one drunkard. 
hasty beer, by the mere power of suggestion. 
ability to agree with a customer may go, which may be called 
the assimilating power of the salesman, the general rule is 
easily laid down. Never disagree where an unpleasant feeling 


It may lead his brother to seek a 
So far as the 


or a wrangle will follow. It would have been foolish for the 
drug clerk to have replied to the first customer, who had re 
marked on the fine sort of a day that he beiieved to exist, 
in the negative. In the matter of the weathers, agree with 
anybody. The untruth that is expressed is no more heinious 
in form than is the “not at home” of milady. 

If the question that is up is of slightly more importance 
than the appeal that the sun or the snow may have for a cer- 
fain patron, agree with the man or woman in front of the 
counter if you can handily. If you can not, no friendship is 
lost if you simply and graciously allow the other to express 
his opinion, while you respectfully hold your peace. In a mat- 
ter of goods, or when an important issue is at stake, no law of 
g00d salesmanship can be laid down which would require 
that the salesman sink his entire individuality and bend be 
fore every customer like the willow before the wind. If hard 
feelings are to be caused, or if the salesman can not main- 
tain his side of the discussion without too emphatic and yo- 
ciferous an exposition of his views, let him again be the 
sphinx, or let him turn the subject. No rule should develop 
the vapid clerk, who has no strong convictions in the larger 
and the smaller questions of the day. . 

The salesman must be a man with stamina, with ideas, with 
convictions, and with ability to express those convictions 
when the time may demand it. And he should be able to so 
express his views that a friend will not be lost by the ex- 
pression, but that one may be gained. Only a fool never 
changes his mind, and the world is not made up entirely of 
fools. Where there has been a variance in views and the tact 
and wisdom of the one party has won the other over to his 
way of thinking, the one who has won and the one who has 
been won, each respect the other more than while the va- 
riance existed. The salesman need not lose himself in order 
that he may find himself, or find his success. Freedom from 


_ an appearance of conceit or bigotry, however, must be a part 
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of the makeup of every salesman who would win and it must 
be ever evident in the conversation that his work in sales- 
making may require. 


A salesman in the toy department of a sporting goods store, 


which carried a limited line of playthings for the younger 
sportsmen, relates an experience which well illustrates the 
point at hand. A mother, during the past summer, sought an 
equipment for her five-year-old son at the sea shore. She 
had her mind fairly well made up as to what she wanted. 
“Sneaks,” a tin sand pail, a shovel, and a few cheap lines and 
hooks made up the bulk of her requirements. In the course 
of the conversation during the few minutes that the purchas- 
ing occupied, the salesman maintained stoutly that he believed 
every child, especially, those in the inland cities, should be 
taught to swim as early is possible. He did not believe that 
five years was too young to start a boy on the road to becom- 
ing able to take care of himself in the water. The mother was 
horror-stricken. She was planning to let Willie wade on the 
beach, but that was absolutely the limit. 

The salesman, in a tactful and sympathetic manner, main- 
tained his early position, in spite of the wanderings of the 
woman's argument through various and devious courses, and 
her ‘‘because” argument was always met by a sound reason 
for the opposite opinion, held by the salesman because he had 
Jearned from experience whereof he spoke. The woman added 
a tiny bathing suit to her list of purchases, trusting to the 
truth of the assertion of the salesman that the life guard or 
some good swimmer would take delight in carefully watching 
out for the youngster in the water, and that if the mother was 
not frightened, the child probably would not be, and that the 
two months of the outing ought to see the boy actually able 
to swim a few strokes in quiet water. 

The truth of the salesman’s position was proven by the 
summer’s experience. Willie actually learned to swim under 
the tutoring of the lifeguard, with whom he became a great 
favorite, and the little fellow was the pet of the bathers of 
the entire resort. The mother not only profited from the 
bathing suit she had bought for the son, in that he actually 
learned the rudiments of the swimmer’s art, but also in the 
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fact that she felt much more at ease over the safety of the 
boy when he was not in sight. Her first action when.she re- 
turned at the close of the summer was to call up the sales- 
man and tell him of Willie’s progress and to thank him that 
he had made it possible. 


“TOURING” CERTAIN TO BE A BIG HIT. 

Start an electric fan a-buzzing about a yard from your 
face, put a-box of sand immediately in front, also-a cloth 
saturated:‘in gasoline—and begin a game of ‘“‘Touring!"’ You 
could not have a more realistic auto spin than if you were 
aboard one of the “illusives’ at Coney Island. You would 
speed up at a terrific rate through the country; you would 
slow down in the city, you would probably have a blow-out, 
have a collision, be bailed out; and in short, with the rush 
of wind from your fan, the dust from the sand box—and—the 
gasoline, what more could be desired? Eliminate these last 
more objective—sometimes objectionable—features from your 
stationary “tour,” and you will find yourself playing about one 
of the most intensely exciting card games fanciable. 

You will deal five cards to yourself and to your opponent 
respectively. Some of the cards will represent one mile, some 
three miles and five miles; others will represent collisions, 
arrests, gasoline, punctures, etc. You must keep five cards 
always in your hand and discard according to your needs. 
For instance, if an “out of gasoline” card turns up, you can- 
not continue drawing “miles” until you have drawn a “gas 
oline’ card—quite naturally. Of course the object of “Tour- 
ing” is to beat your opponent—that is, to cover 50 “miles” 
first,—and in accomplishing this feat you can rest assured 
that, figuratively speaking, you will get all the jolts, jars and 
thrills of the real thing—and that minus your electric fan, 
sand box and gasoline. 

“Touring” is a brand new game brought out by the Wallie 
Dorr Company, the well known makers of pool and billiard 
tables, located at 35 Murray street, New York City. “Touring” 
consists of 100 lithographed cards, packed in an attractive 
box to retail at 50 cents. It should prove a live wire toward 
electrifying sales this year. 
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BABY TENDER FOR THE TOY DEPARTMENT. 

The toy department is becoming more and more popular 
place for the sale of many articles of utility in the rearing 
of children. It is the logical place for the transaction of this 
business, because it is the popular place for children and for 
parents when they are thinking of purchases for the children. 
One new article which is finding its way into many of the 
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best toy departments has merit which wiil commend it to 
buyers the country over. It is Rundle’s “Little Mother” baby 
tender, manufactured by The Seng Company, Chicago, III. 
This tender, which is shown in the accompanying illustra- 
tion, isa time saver to the mother anda joy giverto the young 
child. The “Little Mother” tender combines seven functions, 
namely that of a baby jumper, a swing, an exerciser, a reclin- 
ing chair, an entertainer, a diner and a walker. The metal parts 
are of oxidized steel, well finished and strong. and the wood 
work is of oak, finished golden. The regular equipment in- 
cludes a screw-eye and three and one-half feet of chain, for 
the suspension of the tender at the proper height. This 
tender can be sold at a price which places it within the reach 
of all, and at a profit which makes it well worth while to the 
dealer. Cuts for newspaper advertising, consumer circulars, 
large window display cards and other advertising matter for 
the use of the retailer can be obtained by addressing the manu- 
facturers, The Seng Company, 1442 Dayton street, Chicago, Il. 


AMERICAN TOYS IMPORTED INTO ENGLAND. 
The American toy industry is regaining slowly some of the 
British toy business which declined steadily during recent 
years. The value of the American toys and games imported 
into the single city of Southampton, England, in 1912 is given 
in statistics as $379,855. 
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communications which do not give the foregoing 


information. Address PAMOS, 90 Pmince Street, 
New: York City. 


Trade Mark Registered 
May 24, 1904 


September, 1918. 


NEW LINE OF TOYS ATTRACTING MUCH ATTENTION. 
The Child’s Welfare Company, of Chicago, Ill, are offer- 
ing a line that has created much favorable comment among 
toy dealers, and one which it would naturally pay all progres- 
sive merchants to inves- , 
tigate. Not only are the 
goods most attractive, 
put the educational fea- 
tures they combine com- 
mend them to all live 
and progressive toy deal- 
ers a8 a most desirable 
line to carry in stock. | 
There is a noticeable. 
growing demand for edu-  ( 
cational toys, not only 
through the fact that 
they keep the child occu- 
pied, but they keep it , 
happy and train him in habits of constructive play. The 
Child’s Welfare Company’s Table No. 1 was the first 
. | invention put 
forth by this 
company in 
1911. It is a 
com bination 
sand table, tea 
table and black- 
board, with 
/ com partments 
for clay, cray- 
ons, paste, scis- 
sors, paper, and 
all materials for 
home kindergar- 
ten or primary 
occ u pations. 
Since that time, 
through constant 
im provement 
and by modify- 
ing their goods, the company have produced a unique line of 
educational playthings varying in price from 15 cents to $15 
apiece. The numbers 
known as Tables No. 2 
and No. 3, are modifica- 
tions of the original in- 
vention. No. 2 contains 
sand box, blackboard 
and play table without 
compartments, while 
No. 3 serves as a sang 
table only, with sand 
toys. 

These sand tables are 
not only indestructible, 
but they are also sani- 
tary. They are made of = 
steel and beautifully enameled. One of the latest productions 
of the Child’s Welfare Company is the Occupation Box which 
is shown in one of the accompanying illustrations. Details of 
the box may be obtained from this illustration. It contains 
scissors, paste, crayons, paper, brushes and instructions for 
Pastime Occupations. Not only does the dealer realize a 
profit on the original sale of this box, but the fact that the 
box must be replenished from time to time gives it additional 
trade possibilities that must not be overlooked. 

The Child’s Welfare Company will send to any merchant 
full details regarding their line upon request. 


SUM RUN MAKES INSTANT HIT IN NEW YORK. 

A brand new game which will hold as in a vise the keenest 
of interest in even the most blase of players is Sum Run— 
called the great International Racing Game—sold by the 
Rroadway Song Shop, 1343 Broadway, New York. This is a 
jockey game and affords lively opportunities for betting, as 
from two to 20 players can participate. Sum Run is surely 
Sum Game, and is adapted for church fairs, charity bazaars, 
home games and club houses. 
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TALKS ON BUSINESS BUILDING 


The Art of Securing Permanent and Profitable Patronage— 
Ail Success Hinges on Art of Salesmanship— 
Why One Wins and Others Fail. 

By the term “business-building,” I mean the art of securing 
permanent and profitable patronage. 

Right there success in life, commercially, hinges. Think 
that over well. 

For the sake of emphasis, let me state the same truth again 
this way: Success in life, commercially, hinges on business- 
building, the art of securing permanent and profitable patron- 
age. 

It is true of the employer. It is true of the employe. It is 
true of the professional man. It is true of everyone engaged 
in useful effort. It is certainly true of those engaged in the 
manufacture and sale of toys. 

Everybody engaged in useful effort is engaged in business— 
in busy-ness, and his money-making power depends upon his 
power to secure permanent and profitable patronage. 

Make this, then, your mental sunglass, with which to focus 
things; make this the target at which you aim; make this, 
then, your daily slogan: “I will develop my art of securing 
permanent and profitable patronage.” 

To do this start out by bearing in mind that you are a sales- 
man; realize that you actually have something to sell. 

If a bookkeeper or stenographer, you are selling your serv- 
ices; if selling toys, you are doubly a salesman. 

First, you are selling the product of the house you repre- 
sent, to the buying public. 

' Second, you are selling your own services to the house you 
represent. 

It will be a blessed old day in the world of trade when every- 
body wakes up to the fact that he is a salesman; and that the 
price he gets for his goods, even though the goods be service, 
is potently influenced by one of the same laws that so largely 
regulate the sale of merchandise, namely, that the price is 
very largely regulated by the quantity and quality of the goods 
delivered. 

“T’m not paid for doing that,” never made good goods in the 
way of service. 

“I’m earning my salary now, and I’ll be blessed if I will do 
any more,” never brought a raise. 

The man who is always looking to see how little service he 
can render, never becomes a master salesman; and that’s what 
every man in the commercial world today should strive to be— 
a master salesman; for a master salesman is a master busi- 
ness-builder, and the master business-builder is the architect 
of a nation’s commercial greatness. 

Thus you see that those who dwell on the mental plane of 
doing as little as they can for their wages forget that the man 
who never does more than he is paid for, is never paid for 
more than he does. 

Let this thought sink deep into your mind, if you strive for 
success in the commercial world, the doers are the money- 
makers—become the captains of industry, the master mer- 
chant; but the “shirkers’” and the “work-dodgers” are the 
“down-and-outs,” the ‘“‘might-have-beens” that never were. 

We have seen that in final analysis everybody engaged in 
useful effort is a business builder. He has a business of his 


own to build. To do that, he is selling something—service or 
something else. 

This series of articles must be eminently practical from a 
business point of view. However, in a broader sense, this 
series of articles should appeal to all workers in the vast field 
of commerce, or—to change the figure—to those who have set 
sail upon the sea of commerce, since each one is sailing for or 
wants to sail for the same port—success. 

Let us be plain about it: We all want to achieve financial 
success. Of course, real success includes more than that, but 
it does include financial success. 

As the prime object of human existence is the attainment 
of content—happiness—in the broad sense of that term, I have 
but little sympathy with those idealists who say that money 
has nothing to do with happiness. 

To you, then, who are engaged in that particular branch of 
the world’s commercial work known as the toy trade, I ask 
these questions: 

First, in what direction lies the harbor of financial success? 

Second, what power propels your craft? 
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DISTRIBUTED BY 
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Third, what are your chart and compass? 

Before you answer these somewhat obtruse questions, I 
want to ask you again, Mr. Employer, this question: What are 
you in business for? 

Of you, Mr. Employe, I would inquire this: What are you 
working for? 

‘Did I catch your answer correctly, and, written out, does it 
read, “To make money?” 

Let me ask each of you the same question in a little differ- 
ent way: What is the object of the existence of that commer- 
cial institution of which you are a part? 

Is your answer the same as before? 
“To make money?” 

If I have caught your answer correctly, then I want to say 
this: 

You are not headed in the right direction for the harbor of 
financial success. Your motive power is not good. Your 
chart and compass are out of order. Your craft will not ar- 
rive at the desired destination, except the chance wind of 
favorable fortune should drift it there. You will not reach it 
by that kind of navigation. 

Now, don’t jump off your chair, nor tear your hair, nor 
swear; neither believe this “hot air.” Be fair. Wait till I fin- 
ish this thought. 

And the necessary ingredients for making money may all 
be summed up in one word—‘“service.” : 

Money doesn’t “make” itself It has to be “made.” 

Service is cause. Money is effect. 

Service—the open sesame, of the gates of success. 

There is always a reason why this man wins, and that man 
fails. 

It is the most potent word to my mind that man has ever 
coined—service. Study what it means, and you will think 
so, too. 

Service—the bugle call of high endeavor. 

Mix enough of the right kind of deeds, (the things you do), 
and the right kind of words, (the things you say), and you 
then render great service, and the natural result is—more 
profit to you. 

The profit you make, is the pay you get for the service you 
render. 

Are you aware of the fact that 95 per cent of those who set 
sail on the sea of commerce fail to reach the port of financial 
success? 

Startling—but true. Why? 

There’s a reason. 

Ask the next 100 persons you meet the question, “What are 
you in business for?” You will get the answer, “To make 
money” from at least 95 per cent of them. 

That’s the reason for their failure. 

When 95 out of every 100 can knowingly and understanding- 
ly say, “I am in business, or I am working to render service;”’ 
when they can say that honestly, meaning every word of it, 
then the statistics will be gloriously reversed—95 per cent 
will win. For 95 per cent can win, if they will render the 
world the service that the world needs. 

We must get back to the law of cause and effect in the world 
of business. 

Fire is cause; heat is effect. If I want heat I build a fire. 

Service is cause; money is effect. 


Did I hear you say, 


If I want the heat of money, the warmth of profit, the’ en- 
joyment of more pay, I must build a bigger fire of service to 
obtain it. 

So must you—you, who read this. So must every mar who 
would be a business builder, and a money maker. 

No one can escape the law of cause and effect. 

There are thousands of employes ruining their eyesight 
looking for more pay. They get so close to the log of “more 
money” that they can’t lift it. If they would look for more 
ways to render greater and better service they would soon 
make a lever that would lift the log. 


There are thousands of corporations (composite salesmen) 
also looking longingly for dividends to increase. They are so 
close to their business that they can’t see it, and never will 
be able to see it. 


Quit worrying about dividends, and become more active in 
the use of your constructive imagination, figuring out ways 
and means to solve the problem of rendering more prompt 
and more efficient service in every way, then the “more divi- 
dends” question will take care of itself. A. F. SHELDON. 


O MEET the demand fora low priced transformer to operate 
T small electrical trains, motors, toys, etc., we have added to our 
line of standard transformers a new No. 5-A 


THORDARSON TOY TRANSFORMER 


This transformer is equipped with three secondary taps, generating three 
six and nine volts. Write today for full information cad special prices 
Samples will be submitted on request. 


THORDARSON 
ELECTRIC MFG. CO. 


508 S. Jefferson St. 
’ CHICAGO 
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HOW TO FIGURE COST SURELY 


H. Young, President of Southern Hardware & Supply Com- 
pany, Points Out Methods Which Enable Right 
Pricing and Profitable Business. 


Almost without exception, the object in establishing and 
organizing any business is for one purpose only. namely, 
to make a profit on the capital invested. Thure may be 
other reasons sometimes, but very seldom. 

When a person, firm or corporation engages in any business, 
the first question to be considered is, “What will it pay on the 
amount of capital invested?” Of course, the more uncertain 
the investment the larger percentage of profit is demanded. 

To properly answer this question, there are many things 
to be considered, among others, four very prominent ones: 

1. What are the gross profits to be made from the invest- 

ment? 

2. What will be the cost of operating such a business? 

3. What will be the loss from bad accounts? 

4. What will be the depreciation and losses on the assets 

after the capital has been invested? 

These are questions that must be successfully answered to 
arrive at, even approximately, the net profits to those who in- 
vest their capital. 

I feel sure that very few businesses are organized until 
these figures are so adjusted, at least on paper, as to show a 
liberal return on the amount invested. Inasmuch, however, 
as about 90 per cent of mercantile businesses are a failure, 
and a large portion of the other 10 per cent make very little 
money, it is readily seen that most of these figures are 
incorrect. 

In my opinion there - more errors made and more failures 
due to the lack of correct knowledge of what the actual cost 
of doing business is than from any other source. 


The cost of doing business is the obstruction between the 
capital invested and the net returns on same. It is the enemy 
of the real purpose for which all businesses are organized. It 
prevents the proper return on the amount of capital invested. 
The proper treatment of it does not lie in an effort to minimize 
it in discussions or on paper, but the good to be accomplished 
‘gs in the proper application of the items of expense to the 
different departments of your business to arrive at a correct 
cost upon which to base your actual profit. 

As you all know, the percentage of expense to the volume 
of business has materially increased during the past few 
years. This is due to several reasons, and is partly explained 
by reason of the decrease in values during the past decade. 
It is now necessary to sell a much larger quantity of merchan- 
dise to equal the sales of 20 to 25 years ago. 


Among other causes of increased expense is the number 
of distributors, increased sometimes to a greater extent than 
seems necessary to supply the demands of the trade. As a re- 
sult, the average value or amount of the individual order de 
creases with the consequent increase of the cost of handling, 
making necessary a more expensive organization to conduct 
the business. 

The publication of expensive catalogues, which a great 
many of the jobbers in our line of business are now doing, 
has added considerably to the expense account, as have also 


ita Good Seller All Year ’Round. 
Can Be Had From Jobbers Everywhere 


September, 1913. 


For Weddings or at Any Time When a Noise is Desired, the Best, 
Loudest and Most Noise Can be Made With 


IMPROVED ROOTER 


Retails for 10 Cents 


THE SEISS MANUFACTURING COMPANY 


Dept. T, TOLEDO, OHIO 


modern advertising methods, which are now more necessary 
than formerly. 

Again, the much-talked-of higher cost of living, through the 
general advance of prices in foodstuffs and other commodities 
of life, has resulted in a necessary advance in the scale of sal- 
aries, and wages to be paid all classes of help. It has also 
largely increased expense accounts of traveling salesmen, due 
to advanced hotel rates. 

And another item is the increased rent, caused by the in- 
creased value of realty in the central and business district of 
our cities. This, of course, means additional selling expense, 
hence the increased proportion of expense to gross sales. 

Therefore, with these conditions before us, it is the more 
necessary that we adopt a system of cost that will take care 
of these items, which seem absolutely impossible to avoid. If 
we are confronted with a condition unavoidable, we must de- 
vise a proper method to take care of the condition. The only 
method is to properly apply the cost of doing business to the 
invoice cost of goods, plus freight, and upon the total of these 
figures, base your profit. If freight rates increase, we take | 
care of it by adding to the invoice cost of goods. Why not do 
the same when other items of cost advance? 

To do so, in my judgment, it is necessary to provide a prop- 
er accounting system to determine exactly what is the actual 
cost of doing business based upon the goods, according to 
class and other conditions. 

I think the first item of expense to be considered is the 


Se Collapsible Compact—Large When Set Up * “ 


THE NEWEST PRODUCT 


of Artistic Wood Units to Build Castles, Forts, 
Towers, Bridges, Etc., of Medieval Times 


SOMET HING ENTIRELY DIFFERENT from the ordinary 
uilding blocks. Interesting, Entertaining and Educa- 
A profitable asset to every toy department. Makers 
the “ARTOY” Doll Furniture. 

WRITE FOR ILLUSTRATED CIRCULAR AND PRICES | 
- NEW CHICAGO SPECIALTY CO., Mfrs., New Chicage, Ind. 
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necessity for charging interest on the capital invested. Cer- 
tainly if the real object is to earn interest on the capital in- 
vested, this item should be provided for first. 

Then, properly provide for the salaries of those who man- 
age and operate the business, whether they be partners, offi- 
cers or employes. Certainly if a person devotes his time to an 
enterprise in which his capital is invested, he is also entitled 
to a proper remuneration for his services. 

Some firms or corporations, where there are three or four 
principals only, have been in the habit of charging little or 
nothing to the expense account for the salaries of these prin- 
cipals. I do not think this correct. The business should afford 
proper remuneration for those who conduct it. You should 
then charge rent for the building, whether it is owned by the 
company or not. Certainly a building in any Southen city 
could be rented for its rent value, and if it is occupied by the 
owner, a proper amount should be charged to expense to take 
care of the rent. 

A proper amount should be charged to the expense account 
for interest on borrowed money and exchange. 

A charge of the average percentage of losses should be 
made to the expense account to take care of bad debts, as it is 
necessary to include this in the cost to make the result satis- 
factory at the end of the year. 

Also add a reasonable amount for depreciation on stocks of 
goods after they have been placed in your building. 

The cost of doing business can be largely decreased hy the 
proper care and handling of goods from the time they are 
Gelivered to you by the transportation companies until you 
have sold and made shipment of them to your customers. 

There are numerous other expense items which we might 
discuss, but I consider time is too limited to undertake to 
enumerate the numerous items of different expense which are 
all well known to each of us. I consider that methods and the 
application of same far more important than the mere enum- 
eration of the various and sundry expense items. I shall, there- 
fore, devote my arguments to what I consider a practical 
remedy. 

I consider it more important to devise a practical method 
to be applied than the suggestion of the numerous details in 
connection with the same. The details must be handled by 
each individual after all. Then after you have figured out 
your actual expense at the end of the year, you can easily 
tell the actual percentage of doing business based upon the 
gross volume of sales. . 

I do not think it a proper method, however, to apply the 
same percentage of the cost of the expense account to the 
gross sales to every item of your business. It should be borne 
in mind that the expense sustained by a business house dur- 
ing the year gives the average percentage of expense of selling 
of goods, but does not give the percentage of expense of selling 
any particular one of the many lines of goods handled. 

It is unquestionable that certain staples in continual de- 
mand are less expensive to handle than are small goods on 
which the demand is lighter and the cost of handling greater. 
The cost of handling bulky goods, seasonable goods and items 
where the volume of sales is small is much more than the 
cost of handling other classes of goods which are easily 
handled without any packing or without waste. 

Then, too, should be taken into consideration the number 
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NOVELTY WOOD WORKS CO. 
UNION CITY, PA. 


MANUFACTURERS OF 


Improved Chautauqua Kindergarten 
Drawing Board and Writing Desk 


Also Line of Juvenile Furniture, Consisting of 
DESKS, TABLES, CHAIRS, Etc. 


SEND FOR CATALOG AND PRICES 


CRAUTAUOEA KINDERGARTEN 
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of times a line of goods can be turned over in a given period. 
For instance, the cost of selling goods that can be turned over 
at least 12 times per annum is much less than selling a line of 
goods which cannot be turned over more than one and a half 
times per annum. 

. It therefore, is best to departmentize your business as much 
as possible and charge specifically to each department or line 
of goods the true proportion of expense to the volume of busi- 
ness, with due consideration for the actual cost of handling 
each department as a whole. 

Interest on the amount invested, insurance and taxes, rent 
for floor space, according to the amount of space occupied; 
proper amount for the bad debts; salaries and other expenses 
incurred exclusively, including any travelers. engaged espe- 
cially for the department; advertising, according to the 
amount spent for advertising such department; proper pro- 
portion of all the general traveling expenses calculated on the 
basis of the cost of sales made; proper proportion of all other 
general salaries and expenses of the house based on the cost 
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RETAILS 


for 
§0 cents 


Safe to Carry 
without danger 
or Leakage 


RETAILS RETAILS 


Operate with Bulb Only, 
Good Margin for Dealers 


PARKER-STEARNS & CO. 
294 Sheffield Ave. - : Brooklyn, N. Y. 
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THE VARIETY LINE 


JUVENILE FURNITURE 


Roll Top, Secretary, School, Combination and Flat Top Desk 
and Chair Sets. Library, Study and Tea Table Sets. 
Folding, Red Painted and Drop Leaf Tables. 

China Closets, Kitchen 
Blackboard and Writing Desk Combination. 


WOOD TURNINGS A SPECIALTY 


VARIETY TURNING & FURNITURE MFG. CO. 


UNION CITY, PA., U.S.A. 
GEO. BORGFELDT & CO., OWENS-KREISER and STROBEL & WILKEN CO. 


Let Us Have Your Inquiries 
Selling Agents: 


September, 1913. 


abinets. 


of total sales of the house and calculated on the cost of sales 
in each department. 

The sum total of these general expenses must be divided 
among the various departments in proportion to the cost of 
the goods sold, for the reason that it is considered a more 
equitable basis than the amount of sales, because it would be 
unfair to charge a department which bears a good rate of 
profit and fair rate of expense in consequence as compared 
with a department showing a lower rate of profit and just as 
much expense. 

In dividing traveling salesmen’s salaries and expenses a 
less proportion is segregated against a department compris- 
ing heavy staples, for the reason that less time is necessary 
for selling these articles than the general line of goods. 

By means of this close calculation the actual cost of hand- 
ling merchandise in each department can be arrived at, and a 
percentage representing the total of this expense must be 
added to the flat cost of the goods in each department in or- 
der to obtain the actual cost of the goods to you. 

It will not require a high priced statistician to figure the 
cost down to the one hundredth part of 1 per cent, but the cost 
of handling the different classes of goods may be readily as- 
certained by a careful calculation and consideration of the 
many conditions under which they are not only handled, but 
sold. 

If this plan is carried out, which can be done unquestionably 
by the co-operation of all dealers, in my opinion, we will arrive 
at the actual cost of doing business and a proper solution of 
this most important subject. 

Undoubtedly merchants do sell goods down to almost cost, 
but it is seldom that a merchant will sell goods at actual cost. 
Therefore, if your catalogue cost or working cost covered all 
items of expense, including a reasonable return upon the in- 
vestment, then it would be an easy matter to obtain a reason- 
able profit upon the volume of business done and for the 
amount of risk taken. 

This may seem impractical at first glance, but it is only a 
mathematical proposition to be handled by the heads of de- 
partments, who are certainly in a better position to know and 
figure the actual cost than are your salesmen and others to 
whom you are leaving the responsibility of fixing the future 
destiny of your business. 

It is my opinion that all manufacturers adopt this plan, and 
if it works well for them, why should not it work well for us? 
Can any of you give a good reason why each individual item 
should not take care of the actual cost of doing business 
and show for itself? 

You all know that every one of us is selling many articles 
below the actual cost of doing business. Why should we not 
add the actual cost, the same as we edd the actual freight? 
Certainly you would not leave it tc your salesmen to add the 
freight without a knowledge of what the freight is. Why, then 
leave it to them to add a much more important item, the 
actual cost of doing business? They have no idea of what it 
is and they are therefore not in a position to handle this im- 
portant subject. 

You will not stop demoralization, it is my belief, until you 
fix the cost as above outlined. Then your salesmen will not 
go very far below that cost. This is the first great, strong, 
powerful step for us to take—put on a cost that includes all 


fixed charges of doing business. 
have solved the problem. 


When you do this, you will 


HORN COMPANY AGENTS FOR ALLIANCE BALLOONS. 

W. C. Horn, Brother & Company, 641-647 Pearl street, New 
York City, have recently taken the agency for the Alliance 
tested balloons manufactured by the Alliance Rubber Com- 
pany, of Alliance, Ohio. 


FORMER TOY DEALER MAKES AN ASSIGNMENT. 

Nathan Bendheim, formerly a dealer in toys at 1305 Wil- 
kens avenue, New York City, now a clerk at 500 Broadway, 
has filed a petition in bankruptcy with liabilities of $821 and 
assets $215, proceeds of sale of stock and fixtures by the 
assignee. 


FRISCO BUSINESS CHANGES HANDS. 
H. C. Rogers has bought the business of Rideau & Lydiksen 
in San Francisco, Calif., which he will continue along the 
established lines but under his own name. 


The Horsemobile (2774; 4s lity ¢ reat 


15 styles of children's figured 
vehicles. Send 35 cents for 
Stick Horsemobile and sample 
ofour unbreakable 

» wood, Postpaid. 

Catalog Free 


180 Horsemobiles 
I : sold in one small 


Dubuque Toy Tana, Company 


Dubuque, lowa 


RAG DOLLS OF HIGH DEGREE 


To retail with long profit at 25 and 50 cents 


No loaner’ is a Rag Doll “A Rag and a Stuffing 
and a Hank of Hair.” The modern Rag Doll is a 
“Class Proposition,” particularly those turned 
out by our factory. They have Printed, Litho- 


graphed and Celluloid Faces. Beautifully 
colored. Also shoes and stockings. 
Price list and samples sent on request. Samples 


billed at quantity prices. 


F. KAEMPFF 


11 and 13 Orient Avenue, Jersey City, N. J. 


New York Selling Agents 
THE STROBEL & WILKEN CO. A. 8. FERGUSON CO. 


Ask for “Alice,” the Famous Quaker Doll 
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E. V. SCOVILLE 
Factory at Manlius, N. Y. 


GENERAL REDUCTION OF EXPRESS RATES ORDERED. 
WASHINGTON, D. C., August 23. 
Special Correspondence. 

A general reduction in express rates all over the country 
is to go into effect on October 15, 1913, according to an 
order issued by the Interstate Commerce Commission. The 
new express rates, which will cost the companies fully 
$26,000,000 a year, will be almost exclusively similar to those 
tentatively proposed by the decision of the Commission on 
June 8, 1912, written by Commissioner Franklin K. Lane. 
The decision just issued was written by Commissioner 
Marble, a student of Mr. Lane’s. 

Practically in every particular the decision of Mr. Lane 
was approved by the new order, including the reduction in 
rates, block system of stating rates, uniform classifications, 
joint rules and regulations, and new express receipts. In 
addition, the decision announced that a permanent committee 
had been appointed to revise the routes of express compa- 
nies so as to eliminate the circuitious routes which are now 
a cause of considerable complaint on the part of shippers. 

The report and order of the Interstate Commerce Com- 
mission lays the following requirements upon the express 
companies: 

The adoption and observance for two years of a schedule 
of rates applying between all points in the United States. 
(This is the schedule which was submitted to the carriers 
by the Commission in the report of Commissioner Lane on 
June 8, 1912.) 

The adoption of the block system of stating rates. which 
was set forth in the report of June 8, 1912. 

The establishment of a uniform classification, which is 
contained in an appendix to the order. 

The publication of a joint directory of express stations, 
fixing the location of each such station by block number. 

The publication jointly of the pick-up and delivery limits 
at each station. 

The adoption of revised rules and regulations. 

The adoption of a new form of express receipt. 

The requirement of the order of June 8, 1912, that a label 
shall be attached to each parcel, is modified to the extent 
that, in case of shipments of perishable property, consisting 
of two or more packages, the label need be attached to only 
one package. 

The order includes five appendices consisting of classifi- 
eation, directory, and rate tables, and covering more than 
1,000 pages of matter. 

Under the present method of compiling tariffs some 900,000 
separate rates are published by the express companies. 
Under the block system of statement prescribed by the Com- 
mission this number is reduced to less than 650,000 rates. 
At the argument it was stated by representatives of the 
carriers that the block system is practicable and satisfactory. 
It is considered by the Commission that its simplicity and 
intelligibility will afford the means for satisfactory publica- 
tion of express rates. 

The order provides that as between any two points rates 
shall be the same in both directions, and shall be the same 
whether one or more carriers participate In the haul. That 
is to say, the rates prescribed are joint rates in all cases 
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YANKEE FLYER HAND CARS 


The Scientific Speed Cars With “CONTINUOUS DRIVE”’ 
The YANKEE FLYERS are speedy sellers 


WHY 


Call at any of Butler Bros.’ Stores for Demonstrations. 


Sales Manager, J. LEVENSON, 


Because the child can operate same without 
detrimental straining found in other cars. 

Because a child can use same as a coaster 
(handle stationary while car is in motion.) 


Because it has NO DEAD CENTRE. 


155 Chambers St., New York City 


where the route between any two points is over the lines 
of more express carriers than one. 

The most important changes in rates made by the Com- 
mission’s order is by way of modification of the present 


graduated scale of parcel rates. The 100-pound rates for 
short distances have either been but slightly reduced or 
have been left unchanged. For long distances, the 100-pound 
rates have been somewhat reduced. By the changes in 
the graduated scale, however, the rates for packages weigh- 
ing 50 pounds or less have been practically all reduced. A 
comparison of the rates prescribed with the parcel post 
rates in effect discloses that the prescribed express rates 
for packages over four pounds when carried for distances 
of more than 200 miles and less than 3,000 miles are gen- 
erally lower than the parcel post rates. For distances of 
more than 3,000 miles the parcel post rates and the pre- 
scribed express rates are practically the same. SENATOR. 
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BUSINESS PROMOTION THROUGH 
TRADE PRESS EFEICIENCY 


is to be the keynote of the most notable gathering of techni- 
cal, class and trade journal editors and publishers ever held 
in America. No live manufacturer, sales manager, advertis- 
ing man, trade paper editor or publisher can afford to over- 
look the 


Eighth Annual Convention of the Federation of Trade Press Associations in 
States at the Hotel Aster, New York, Sept. 18, 19, 20, 1913 


Two sessions will be held daily. There will be editorial, cir- 
culation, advertising and publishing symposiums under com- 
petent leaders. Many of the leading editors, business man- 
agers, buyers and sellers of advertising, and authorities on 
modern merchandising methods will take part. On Friday 
afternoon, September 19, there will be a mass meeting with 
addresses by representative business and professional men, 
on subjects of timely interest to editors, publishers and ad- 
vertisers. Distinguished guests and worth-while speakers 
will be at the annual banquet, which will be made a memor- 
able social occasion. No matter what may be your connec- 
tion with the trade journal field, if you are interested in the 
idea of business promotion through trade press efficiency, if 
you believe in business papers for business men, you will be 
welcome at all sessions. 


Fall information may be obtained from 
THE COMMITTEE OF ARRANGEMENTS 
WM. H. UKERS, Chairman, 79 Wall Street, New York 


the United 


THE FEDERATION OF TRADE PRESS ASSOCIATIONS IN THE UNITED STATES 


President H. M. Swetland, New York Sec’y.-Treas.— Edwin C. Johasten, New York 
Vice-President— E. C. Hele, Chi 
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RECENTLY ISSUED PATENTS. 


Of interest to Toy Dealers and Manufacturers. 


Copies of the specifications and drawings of the following patents 
may be procured by addressing the Commissioner of Patents, 
Washington, D. C., and enclosing five cents for each copy. The 
number of patent, date of issue, name of patentee and title of in- 
vention should be given. 


Granted August 5. 


1,069,258. Propelling Means for Children’s Vehicles. John Horan- 
szky, Chicago, Ill. Filed Dec. 11, 1912. Serial No. 736,059. 

1,069,522. Amusement Device. Robert A. Best, Grand Rapids, 
Mich. Filed Sept. 4, 1912. Serial No. 718,461. 


Granted Auguat 12. 


1,069,920. Base Ball Score Board. George S. Coleman, Washing- 
ton, D. C. Filed Nov. 25, 1912. Serial No. 733,401. 

1,070,105. Merry-Go-Round. Lewis Blount, Denmark, S. C., as- 
signor of one-third to A. Iu. Blount and one- -third to T. B. Wilkin- 
son, Denmark, S. C. Filed Aug. 20, 1912. Serial No. 716,053. 

1,070,168. Sled. Charles B. Mercer, West Pittston, Pa. Filed 
Aug. 28, 1912. Serial No. 717,581. 

1,070,330. Puzzle or Game Apparatus. Alfred E. Derbyshire, 
Lansing, Kans. Filed Nov. 30, 1912. Serial No. 734,349. 


Granted August 19. 


1,070,422. Toy Balloon. Frank J. Creque, Cuyahoga Falls, Ohio. 
Filed June 10, 1912. Serial No. 702,849. 

1,070,553. Doll. Annie L. Stevens, Fresno, Calif. Filed April 
11; 1911. Serlal No. 620,492. 

1,070,592. Game Table. Edgar E. Fay, Newton, Mass. _ Filed 
June 29, 1912. Serial No. 706,730. 

1,070,871. Paper Exploder. Lewis S. Bixler, Kenton, Ohio. Filed 
Nov. 20. 1912. Serial No. 732,519. 


Granted August 26. 


1,070,080. Game Board. Paul C. Oscanyan, Newark, N. J. Filed 
March 14, 1912. Serial No. 683,794. 

1,071,401. Puzzle. John A. Dippold, New Haven, Conn. Filed 
Feb. 15, 1913. Serial No. 748,656. 


Trade Marks. 


72,012. (Class 22. Games, Toys and Sporting Goods.) Allen L. 
Feckham, Chicago, lll. Filed July 28, 1913. 


NEW CHINESE DEPARTMENT STORES GROW. 


The success of the three department stores for dealing with 
the Chinese in Chinese and foreign goods which have been 
started in Hongkong, China, during the past three years has 
led to the establishment of a fourth concern of this sort on 
the chief foreign retail street of the city. The chief interest 
in the enterprise is held by a Chinese capitalist who formerly 
resided in and made his competence in Honolulu, though he 
has spent considerable time in recent years in Japan. 

The new concern is taking up the usual fines of trade under- 
taken by the Chinese department stores in Hongkong, includ- 
ing toys. 

The success of these department stores is having a marked 
effect upon the general retail business of Hongkong, and this 
effect is felt as well in Canton. There is much less inde- 
pendence on the part of the old established foreign firms, much 
more of a disposition to meet competition, and a much more 
evident desire to serve popular trade than there was formerly. 
The aggregate amount of trade taken from old firms by the 
hew concerns is large, but the most gatisfactory feature of 
the situation is in the fact that these new concerns are de 
veloping trade in foreign goods with the Chinese consumer 
which has never existed before. About 80 per cent of the 
trade of these department stores is with the Chinese, and it 
is probable that fully half of this trade is with Chinese not 
accustomed to buy any foreign goods at all, except perhaps 
foreign cotton cloth through native merchants. The new con- 
cerns are especially valuable in introducing all sorts of cheap 
hardware, furnishing goods, toilet articles, foreign foods, and 
foreign novelties generally. 


National Decorated Metal Sheets 


FOR TOY MANUFACTURERS 
WILL STAND DEEP STAMPING 
Their use saves expensive and tedious dipping or hand painting. 
Show us what you make and we will send samples to suit the 
purpose. 


NATIONAL METAL COATING & LITHO. CO. 


ELIZABETH, N. J., U. S. A. 
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All this talk about the Panama Canal has created a 
great demand for our Panama Dump Wagon. 

There are more “Panama Canals” being dug in the sand 
piles of Young America than ever before. 

Have you had your share of this business? 

The Panama Dump Wagon is only one of some two 
hundred appealing toys that we manufacture. 

If you do not have one of our 250 page catalogs it is 
your fault for they are free for the asking. 

There is still time to buy Arcade Toys for the holiday 
trade, IF YOU HURRY. 


Arcade M 


lanufacturing Co., 


FREEPORT, ILLINOIS 
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Tie Game That’ s Making Sales 


RUMME 


{Trade Mark Registered} 


Two editions sold, the third nearly exhausted, is the record of RUMME 
in the few weeks it has been before the trade. 


RUMME is a game for which your customers are waiting. It has al 


——__—_—— the qualities that make for popularity~~ novelty, style, intense playing interest, 
rh Ser eared and is to all appearances a 50c game. 
RUMME retails for 25c. It is big value for this price, but here, as in all other BRADLEY GAMES, the 
dealer's interests have been considered, and you can buy RUMME at a price that will allow you a big, substantial rotlt. 
Made of finest stock, with fifty-two round cornered, enameled cards, put up in handsome imitation leather box, 
RUMME is bound to be the biggest selling card game of the year. 


Write For Sample Cards and Our Generous Proposition to Dealers 


OTe iubeee, 25c CARD GAMES" 


No. 4632. “ALL ABOARD” 
A railroad game played with cards! It sounds interesting, and 
is.*, There are four “suits” represencng the Train, Flag, Lantern and 
Canieor: and the object is to play the cards skill ally a ky avoid 
capturing a “Wreck” with which the game is also provid 


No. 4562. CROWN CARDS 
This set of cards provides for twelve good games, simple games 
for little children and scientific games for grown-ups. Some of the 
tiles are PRINCE AND PAUPER, CROWN BASE BALL, BAFFLE, 
GRAFTO, SECRET SEVEN, RUSTLE and six others. Put up in 
partitioned box with 24 page booklet of Directions. 


No. 4673. WHAT NEXT? 
A game with forty-eight simple examples in arithmetic, but with 
a ieerbed of play that makes doing the sums a real entertainment 
rather than a task. An exceptionally good educational game for 
small children in home or school. 


No. 4631. GAME OF TWENTY-FIVE 
A splendid game for children. Simple and interesting, and 
develops rapid mental calculation. The cards are played face up- 
wards and the players watch for cards with numbers making a total 
ere -five, each combination of that total scoring for the player 
it. 


All cards in these games are of finest stock, round cornered and enameled. Boxes 
are made with imitation leather paper in rich colors, with handsome label designs. 


Milton Bradley Company, 


Springfield, Mass. 


“Makers of the World’s Best Games ” 


a 


On the Subway, One Block from Broadway 


VOL. 9. ST. LOUIS, OCTOBER, 1913. NO. 5 


AGIC DOTS. ~~ | 
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MADE ONLY BY 


MILTON BRADLEY COMPANY 


Springfield, Massachusetts 
*“MAKERS OF THE WORLD’S BEST GAMES”’ 


October, 1913. 


GiThe best buy for your holiday trade. 

@Heavy steel sides, corrugated band, extra heavy stee 
braces and bolsters, attached to body by bolts (not screws) 
improved fifth wheel, heavy iron axles, extra heavy enam- 
eled wheels, body painted bright red, gilt name and stripe, 
inside green, varnished inside and out. Nos. F1463 to F1468 
have extra braces attached to body and rear axle. All have 
patent handles that will not fall to ground. 

@Bring this advertisement with you to one of our houses, 
or consult our catalog for prices. 


ES: Wholesalers of es Meschandice 
NEW YORK CHICAGO ST. LOUIS aomibis sinc DALLAS 
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oo* 2g 
Che Society Game 


- ALSO ENOWN AS 


HEART DICE 


41) ee 


FASCINATION 


“Always Something Now” 


WE AIM TO CARRY A COMPLETE LINE 
THE YEAR ’ROUND DONKEY PARTY 


You Order Today We Ship Tomorrow 


Orders Large or Small Given Prompt Attention 


You can see the advantage of ordering just 
the quantity you want and receiving just 
what you order. 


IF YOU HAVE NOT ALREADY RECEIVED OUR 
1913-14 CATALOG SEND FOR IT TODAY 
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SELCHOW & RIGHTER CO. 620 Broadway NEW YORK 
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Dominoes Checkers 


A BC Blocks 


When ordering Dominoes, Checkers or Toy Blocks, be 
sure to specify the Embossing Company’s make. They 

cost no more than others, and will enlarge your profits 
by increasing your sales. 


Sold by Leading Jobbers in To Obtain the Best Assortment 
All Principal Cities Place Your Orders Early 


THE EMBOSSING COMPANY, _ ALBANY, N. Y. 


By that ack 


Complete Samples Exhibited at Our New York Office, 377 Bawy. 
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Let the Boys (Young and Old) | 
know that YOU carry MECCANO., | 
Their trade is worth while. 


Advertised extensively in SATURDAY EVENING POST and a large list of other magazines. 
SELLS THROUGHOUT THE YEAR. COMPLETE INFORMATION UPON REQUEST. 


| THE EMBOSSING COMPANY, ALBANY,N.Y. 


| GENERAL AMERICAN AGENTS 


MAKERS oF 


| | By;s that’Teach 


COMPLETE SAMPLES, DISPLAY MODELS, ETC., EXHIBITED AT OUR NEW YORK SALESROOM.,. 377 BROADWAY. 
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TINY TOTS 


THE GIANT SELLERS 


“They Stand Alone’’ 


and need no further 
introduction 


Order Now 


"and get in early on the 


ADVANCE NUMBERS OF 1914 Fe 
No. 94--5 STYLES, - - $8.00 DOZ. 


THE WONDER BABIES 


are fairly charged 
with Beauty and 
Quality. Send for 
samples and note 
the Bisc Finish, 
Washable andNon- 
Peelable Heads 
and the exquisite 
detail of the dress- 
es and if you are 
not convinced that 
the Amberg 
Dolls are not the 
best values on the 
market, you may 
return the samples. 


MADE TO RETAIL FROM 25 CENTS TO $15.00 


Owing to tremendous demands, while we will give our best efforts to ship orders promptly, we 
prefer not to promise deliveries in less than a month from receipt of order. 


cele AMBER 


Chicago & SON 
550 BROADWAY, NEW YORK 


THE LARGEST MAKERS OF DOLL BABIES IN AMERICA 


GEO. P. PAINE 


San Francisco 
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(Patented in United States and Foreign Countries) 


The Fixture With “The Sunken Steel Socket” 


ONKEN YOUNITS 


THE 


INTERCHANGEABLE 


woop 


WINDOW DISPLAY FIXTURES 


There Are NO Screws Screwing Into Wood 


Trial (See Note 


Sent on 


30 Days’ Below) . - 


Paus 


Some Sample Groupings Made With Set No. 20 


Above shows in a very small way a few of the different 
groups and fixtures that can be made with the assortment of 
YOUNITS. In each case the fixtures are ABSOLUTELY 
RIGID and will hold all the merchandise placed on them. 
The fixtures are put together as you want them, either high 
or low or wide or narrow, in other words, you put together a 
fixture just as you require dt, and this is done very quickly, 
and remember, you do so WITHOUT THE AID OF A TOOL; 
NOT EVEN A SCREW DRIVER. 


Set No. 20 wi%cdess.u. a vouns °272 


Set No. 20; scifsdesseue. sorours 165 


Send for Catalog F. O. B. Cincinnati Factory 


There are 89 parts or YOUNITS that constkKkute the set No. 20 
ONKEN Interchangeable Wood Window Display Fixture YOU- 
NITS. All YOUNITS are made of thoroughly Kdln dried oak, 
and all metal parts are of cold rolled steel; all YOUNITS are 
accurately machined so they will fit right, and are interchange- 
able. When a number of YOUNITS are get together, they 
form a fixture that is positively RIGID and STRONG. Whith 
the 89 YOUNITS you can make HUNDREDS of standard and 
odd window display fixtures and easily more than 500 window 
trims, never making any two trime alike. The 89 YOUNITS 
are put up in a HARDWOOD HINGED-LID STORAGE 
CHEST. (Oiled Finish.) 


Finish Made of select oak in three stock finishes. Weathered, 

Golden or re Oak, in a soft, amie — finish. 

ch set is put upin a hardwood, hinged- 

Storage Chest lid storage chest (oiled finish.) A lace to 
keep the unused YOUNITS. 

Book of Designs A beautiful book of photographs 


showing large sized trims made with 
ONKEN YOUNITS sent FREE with each set. 
Shipments Made at Once. Every Set Gvaranteed Absolutely. 


Order Through Your Jobber or Direct. Satisfaction Guaranteed or you can return the set within 30 days, and we will pay the retara freight. 


THE QSCAR QNKEN CO.., 808 4th Ave., CINCINNATI, OHIO. 


% 


Eee —Eeea 
ef. 
7 
PY 


ad a a. 
: 
wah ih : \ ln Mh 1 [I 
1 : tee meas 5; | | 
IULOUTONS13000G LEDORIN SUELO SUTTONS a 
RD @ ¢ S GNERSUOUSRTEDS 0 6c GAAESERSNOESSR 6 9 ¢ GEES © ¢ > COCOONS + + 0 GEDEESENEESSEEESUIND 0 © mmm = © + mm - ¢ ¢ GEES o « ¢ GUE 0 tc GEE 


ae RES ee Lele Bie. 7 ee oe 

' ’ : ; i RURAL A yy ms ng 00 10 tA Its : 

; the Vy : re Ih Pele a Wha 1 SET Fifi ael ee Af) a iy Ppt i cae pi Wo ail 

. be = esis | ep i PSEHUTI LETH TOen TG STUDI ! dips fey epee hop rey Be ads ee ph pb pa 
ee ss se’ om MRED ©: + CARSACASSSORENGEED 0 < QOESNNGSENGUD «Ss SORSSNRDSES =} © GSS oc cE 9) |S <-> em» ¢ 0 gemma + 0: mm + ¢ > © + + ee + 6 ¢ ts one rs ae 


7, 


TOYS AND NOVELTIES. October, 1913. 


Did You Take Our Advice 
Last Year? 


Did you order your Christmas stock of Radiopticans early 
and get them on display early 


If you did you realized this fact: 


The Radioptican is something better than a good Christmas 
proposition—it’s a good Fall and Winter proposition. 


Just as soon as the twilight begins to come early and the 
nights begin to grow longer the dealer with home entertainment 
goods to sell begins to cash in. 


The Radioptican is the king of all home entertainers. It af- 
fords fun in an endless variety of ways for the whole family. It 
requires no Slides. First cost is last cost to the consumer. 


Get the Radioptican in your windows early in the season 
and before the Christmas trade on them begins. Our advertise- 
ments in the national magazines are soon commencing. The 
campaign this year will be bigger than ever. The demand exists, 
the sales are easy, the profits good, the satisfaction certain. 


IF YOU HAVEN’T ORDERED, ORDER NOW 


H. C. WHITE CO., 615 River Street, North Bennington, Vt. 


Lens Grinders and Makers of Optical Instruments for Over Forty Years - 


BRANCHES 
45 West 34th Street, New York City San Francisco London 
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IRON TOYS 


1913 Line Now Ready 


Banks, Trains, Auto- 

mobile Toys, Fire 
COMPLETE | Departments, Gen- a 
| LINE eral Line Wheel ~——S — 

Toys & Novelties. “AUTO COAL WAGON 


We Illustrate 3 of the 300 7 | 
FINISH > RIGHT 
We Make. _- SIZE 
Write our New York Office for 
Catalog and Prices. 


THE 


Jones & Bixler Mfg. Co. 


KENTON, OHIO. 


New York Office and Salesroom: Riemann 
Seabrey Co., 693 Broadway. 


“KENTON LINE” 


BOY SCOUT OUTFITS 
CAP PISTOLS 
BLANK CARTRIDGE 
PISTOLS, CANNON BELTS AND HOLSTERS 


«DUR LINE OF 4th JULY GOODS LARGER AND BETTER THAN EVER 
THE KENTON HARDWARE COMPANY 


KENTON, OHIO, U.S.A. 


New York Office, Riemann Seabrey Co., 693 Broadway 
BANKS, RANGES, TRAINS, SAD IRO 


Com plete Li nes 1 FIRE DEPARTMENTS, AUTOMOBILE TOYS: 


GENERAL LINE OF WHEEL T 
Send For Catalog and Price List ern 


PAP-ER-KRAK-TOYS 


NO FIRE CATERTED aah is, be 
Wx, NO SMOKE Othor seeaen ecadiee s 
NO DANGER THE 


ALL NOISE = SsSANE NOISE fet + 
Shoots 50 Shots 


per Minute MAKE RS 


Closed Ready to’ | 
Explode 
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45 MILLI 


WILL READ THE AL 
THE AMERICAN 


Our National Advertising Campaign during the months of October, No 
vember and December will be the largest ever attempted by any Toy Mane. 


facturer. 


| The copies shown herewith will appear n THE SATURDAY EVENINC 
POST, THE ASSOCIATED SUNDAYS, WOMANS HOME COMPANION 
~ AMERICAN SUNDAY MAGAZINE, POPULAR MECHANICS, MOTHER: 
MAGAZINE, THE AMERICAN BOY, GOOD HOUSEKEEPING MAGAZINE 


and COSMOPOLITAN. 


These Boys Learn While They Play 


GET YOUR BOY THIS WONDERFUL NEW GAME 


Besides delighting him, it will teach him mechanics—make him familiar with the great 
steel building ope rations of the di ay. The game is made of steel and brass, nickeled, and 
consists of beams, girders, angle irons, wheels, bolts, etc., in miniature, exactly as ‘used 
by the big steel builders ; also the necessary tools with w hich to build. Y our boy and his chums can build by the 
hour—hundreds of things shown in our book of models and instructions: aeroplanes, draw bridges, printing 
presses, power derricks, signal towers, etc., etc., wit 


) The American Model Builder 


Endorsed by leading educatorseverywhere. Used by schoolsand 
Y. M. C. A’s on account of its great educational value. It’sa J 


quiet game—no noise in the house. Playmates won’t quarrel. ron 
*), Outfits in seven sizes—$1.00 up. Can be added to any time. For Look for this 
sale by leading department, sporting goods and toy stores. Write Trade-Mark 


*{j\ today for free illustrated catalog No. 1nd name of nearest dealer. 
The American Mechanical Toy Co. 
East 1st Street, Dayton, Ohio. 

NERLICH & CO., Toronto, Canada 
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Eastern Representatr 
The Strobel & Wilkeal 
New York and Chicage. 


Western Represeatat® 


Geo. P. Paine, 
San Francisce, Califersas. 


Southern Represestakt 


The 
Rodgers- Thomas Sales | 
Dallas, Texas. 


Pal 
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TOVS AND NOVELTIES. 


N PEOPLE 


VERTISEMENTS OF 


IMODEL BUILDER 


“All inquiries received will be referred to our dealers, and the store hand- 


|ing The American Model Builder will be made the Mecca for Boys and Inter- 


xsted Parents. 


We will turn over more money for you and yield you a greater net profit 


" ens any other line. 


‘If this line is not in your Holiday Assortment, write us for prices and 


liscounts. 


‘ican 


Toy Co. 
10 


ustern Representative: 


2 Strobel & Wilken Co. 
New York and Chicago. 


ystern Repreaentative: 
- Geo. P. Paine, 


an Francisco, California. 


ithern Representative: 
The 
ada 9 tro Sales Co. 


» rexas. 


That’s Right, Son---Now She’s Built. Fine? 


You get as Bains as a our boy in this wonderful new mechanical 
game—building all sorts of models in steel—just like the gigantic 
masterpieces of real steel builders. You and he will get closer than ever. He’)ll learn 
while being amused. Finest game ever invented. Endorsed by leading educators— 
M. ©. A’s—schools, etc. It’s 


The American Model Builder 


made of steel and brass, nickeled, and consis sts of beams, girders, angle 
irons, wheels, bolts, etc. Same material, in miniature as used by the 
great steel builders. Seven sizes—$1.00 up. 

. Can be added to any time. 

| FREE CA sors Takis for illustrated catalog 


0. and name of nearest dealer. | 


American Mechanical | __ 
Toy Co. es 
East Ist St., Dayton, 0. eee dee? 


—s NE RLICH & Cc oO. 
Toronto, 


You can build these 
and hundreds of 
other models 
Wind Mills 
Printing Press 
erric 
Inclined Chain Ry. 
Ferris Wheel 


Aeroplane 
Suspension Bridge 

R. Semaphore 

Steam Shovel 
Merry-Go-Round 
Drill Press 

Auto Tracks 

Etc. 


on every 
box 


last bolt on ‘. 
the Inclined Chain Railroad 


11 
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> MILLIC 


WILL READ THE Al 


THE AMERICAN 


Our National Advertising Campaign during the months of October, Ne 
vember and December will be the largest ever attempted by any Toy Manu 


facturer. 


. The copies shown herewith will appear in THE SATURDAY EVENIN( 
POST, THE ASSOCIATED SUNDAYS, WOMANS HOME COMPANION 
AMERICAN SUNDAY MAGAZINE, POPULAR MECHANICS, MOTHER: 
MAGAZINE, THE AMERICAN BOY, GOOD HOUSEKEEPING MAGAZINI 


and COSMOPOLITAN. 


These Boys Learn While They Play 


GET YOUR BOY THIS WONDERFUL NEW GAME 


Besides delighting him, it will teach him mechanics—make him familiar with the great 
steel building operations of the day. The game is made of steel and brass, nickeled, and 
consists of beams, girders, angle irons, wheels, bolts, etc., in miniature, exactly as used 
by the big steel builders; also the necessary tools with which to build. Your boy and his chums can build by the 
hour—hundreds of things shown in our book of models and instructions: aeroplanes, draw bridges, printing 

presses, power derricks, signal towers, etc., etc., with 


‘a The American Model Builder 


Endorsed by leading educatorseverywhere. Used by schools and 
Y. M. C. A’s on account of its great educational value. It’s a 
/ quiet game—no noise in the house. Playmates won’t quarrel. 
-\, Outfits in seven sizes—$1.00 up. Can be added to any time. For 
sale by leading department, sporting goods and toy stores. Write 
*{;\ today for free illustrated catalog No. nd name of nearest dealer. 


The American Mechanical Toy Co, 
East 1st Street, Dayton, Ohio. 
NERLICH & CO., Toronto, Canada 
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Eastern Representative 


The Strobel & WilkeaC 
New York and Chicage. 


Western Representatt: 


~ Geo. P. Paine, 
San Francisco, California. , 


Southern Representatiy. 


The 
Rodgers- Thomas Sales C. 
Dallas, Texas. | 
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N PEOPLE 


VERTISEMENTS OF 


IMODEL BUILDER 


3 All inquiries received will be referred to our dealers, and the store hand- 
“ing The American Model Builder will be made the Mecca for Boys and Inter- 
ested Parents. 


We will turn over more money for you and yield you a greater net profit 


|than any other line. 


If this line is not in your Holiday Assortment, write us for prices and 
discounts. | 


That’s Right, Son---Now She’s Built. Fine! 


You get as interested as your boy in *his wonderful new mechanical 
game—building all sorts of models in steel—just like the gigantic 
masterpieces of real steel builders. You and he will get closer than ever. He’ll learn 
while being amused. Finest game ever invented. Endorsed by leading educators— 
Y. M. C, A’s—schools, etc. It’s 


The American Model Builder 


made of steel and brass, nickeled, and consists of beams, girders, angle 
irons, wheels, bolts, etc. Same material, in miniature as used by the 
great steel builders. Seven sizes—$1.00 up. 
Can be added to any time. 

FREE CA a ict arr dahl pipes et 


You can build these 
and hundreds of 
other models 


Wind Mills 
Printing Press 
Derrick 
Inclined Chain Ry. 
Ferris Wheel 
Aeroplane 
Suspension Bridge 
R. R. Semaphore 
Steam Shovel 


Vo. and name of nearest dealer. ; Merry-Go-Round 
; rill Press 
American Mechanical = Auto Tracks 
) ‘ Sy Toy Co. - F E . 
XS == East Ist St., Dayton, 0. rs 
NERLICH & CO. te 


Toronto 


estern Repreaentative: 


Geo. P. Paine, 
i ;| San Francisco, California. 


‘a Representative: 
The 
rt Thomas ‘ Sales Co. 


on every 
Ox 


ai i i 
Putting the ==. #7 “4 
last bolt on Sk F 


the Inclined Chain Railroad 
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KANTKRACK DOLLS 
The Stability of the 


DOLLandtheDOLLAR 


BOTH ARE GUARANTEED 


AGE DOES NOT 
CHANGE THEIR 


\ VALUE 


They are going into thousands of appreciative homes because of their sterling qualities. The 
wagging of tongues about KantKrack dolls will increase your sales and profits. 


THINK NOW ! ! Can you really afford to be without them ? ? ? 
THE AN SWER: Not for a day if you want to sell the biggest and 


best doll values in America. 
WRITE FOR CATALOG, PRICES AND GUARANTEE CONDITIONS 


THE PARSONS-JACKSON CO., 


MANUFACTURERS OF BISKOLINE PRODUCTS 
2176 EAST 76th ST. CLEVELAND, OHIO 


er, 1913. 
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GAME. It possesses inexhaustible variety of play. 

It fascinates the grown-ups and is not too deep for 
children. It combines the elements of chance, free sociable 
rivalry, noisy laughable excitement and no little discretion of 
play. It is the only American produced Standard board 
game that has come out within the pat TWENTY-FIVE 
YEARS. 

CORTELLA retails at $1.00. We, the publishers, 
are making quantity prices, together with LIBERAL TERMS 
and REBATE CONCESSIONS. We supply each ship- 
ment with advertising matter of the most recent and up-to- 
date kind, such as felt pennants, embossed lithographed metal 
signs, circulars, window streamers, etc. These arouse interest 
and insure sales. 

A large number of accounts have been opened with 
many of the best Toy Trade to the extent that we are 
justihed in making the statement that CORTELLA IS 
THE LARGEST SELLING NEW BOARD GAME. 
We wish to acknowledge with thanks its early acceptance. 
If you have not already placed your order with us, WRITE 
US TODAY FOR PRICE LIST AND REBATE 
SYSTEM. 

We are pleased to announce a new 5(0c retailer en- 
titled THE GRANDE AUTO RACE. The NEW 
IDEA which this game possesses is the introduction 
of a SAND GLASS which our Patent Attorneys 
assure us has not been used in other games. ‘The players race around the Track, using celluloid 
buttons to represent their Autos and moving according to the numbers indicated by the throw 
of dice. A\ll the time the SAND IS RUNNING and the player who is in the lead when THE 
SAND RUNS OUT WINS THE GAME. 
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e 


C'came is a new STANDARD BOARD 


As there is but one 
dice-cup each player has 
to wait his turnto use it. 
The fear that the sand 


» a) 
| will run out while he is 


y e 
a, ATR LAO TATT TR : still behind creates great 
LE 7 Ae stg rie pe stl ah oF ae c\ ®| excitement and hurry in 
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cup. - It is the noisiest, 

liveliest race game out. 

(AC Just take this game and 

az #. watch the children play. 

eS oS Sy = You will placea reorder 

Seat oe with us immediately lest 

you might not be able to 

get some at the last mo- 
ment. 
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an 4+) es WE SOLD OVER TWO 
S| ~=—s THOUSAND BEFORE WE 
HAD A COMPLETED 
SAMPLE MADE UP. MAY WE HAVE YOUR ORDER FOR SOME OF THE GRANDE AUTO RACE ALSO? 


ATKINS & COMPANY, Inc., Publishers, 7 So. Mole St. Philadelphia, Pa. 


SELCHOW & RIGHTER CO., New York, Selling Agents 
| WM frica | 


. E. PECK & CO., New York, Selling Agents for Great Britain, Continental Europe, Australia and South A 
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Great Britain 


Is America’s Best 
Export Toy Market 


Enlarge Your Sales Horizon 


Get Your Share of this British Business---There is a Strong and 
Growing Demand in England and the Colonies for Amer- 
ican Toys--If you want to Increase your 
Export Trade Advertise in 


The Toy Fancy Goods Trader 


THE PAPER THAT GETS RESULTS——————_ 


No American store should be without a copy. 
Brim full with trade information, items of in- 
terest and articles of considerable help to you 
in your business. 


SUBSCRIBE TODAY 


PER meg | POST FREE 


SEND FOR SPECIMEN COPY 


The Toy «Fancy Goods Trader 


40-43 FLEET STREET, LONDON, E. C. 


October, 1913. 


TOYS AND NOVELTIES. 


| : 


You don’t know about 
THE TOY BUYER’S GUIDE 
itis your loss - - - 


q Write us and we will tell you how to obtain 
a free copy of the latest edition of the handiest 
little book for the toy buyer that has ever 
been produced. 


@ It contains 112 pages--and every one of 
them is full of valuable information. Get 
busy with one of Uncle Sam’s stamps today 
and find out how you can get this book free. 


C.C. SPINK & SON 


ST. LOUIS, MISSOURI 
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Glascock’s New Ones for Xmas 


HERE THEY ARE 


AUTOMOBILES — Two new numbers, known as “Speedway Roadsters.” They were the sensation of 
the Toy Show in New York. Modeled closely after one of the most popular models of large motor cars 
shown at the recent automobile shows in New York and Chicago. They set a new mark for juvenile autos in 
style, finish and speed. Send for catalog giving illustrations in actual colors. 


BLACKBOA RDS-— Three new numbers in combined educational chart blackboard desks, entirely new 
in design and style of decorations. Tm, neat and strong. Handsome and substantial pieces of furniture. And 
remarkably low priced for the high quality. Can be retailed at from $1.00 up. : 


MAIL CARTS-—A new contnbution to the children’s vehicle trade. Pull-carts with four rubber-tired 
wheels. Handsome bodies, finished with as much care and good taste as an English baby cab, but low-priced. 
Can be retailed from $5.00 up. Ask for illustrated circular. 


SCOOTERS OR PUSHMOBILES - The sensational little coasting machines on ball bearing skate 
wheels that the boys have already gone wild over in hundreds of towns. 


COLLAPSIBLE SULKIES_ Two new numbers. Additions to the handsome line of Glascock 
Sulkies which were so popular last year that by Apnil Ist we were sold up for the entire season. Write for 


| Get Next 
Write for our New Holiday Catalog 


_ Please Mention Toys and Novelties 


Glascock Bros. Mfg. Co. 


Muncie, Ind., U. S. A. 


{ Hand Cars, Jinrickshas, Pony Go-Carts, or Cabriolets, 
ALSO MANUFACTURERS OF | — Baby Walkers, Baby Jumpers, Play Yards, Etc. 
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AMERICAN ToYSsS 


DIRECT FROM THE MANUFACTURERS 


; PRING LINES 
nT Summer 19]4 NOW 
EASON READY 


GARDEN TOOLS 


SIS 


PAP-ER-KRAK CANE 


BLANK CARTRIDGE PISTOLS 


aaron OUmMVUDO+4 


Q Oty th Oe QAHAaPEoycapy, 


ROLLING HOOPS 


BOY SCOUT OUTFITS 


RIEMANN, SEABREY CO. 


GEO. F. RIEMANN, Jr., Pres. E. W. BRUENINGHAUSEN, Vice-Pres. E. W. SEABREY, Sec’y. 


693 to 697 BROADWAY NEW YORK 
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THE TOY BUYER’S DIRECTORY 


Representative Firms in the Trade, 
What They Make and Where They Are Located. 


Spear's BOOKS 


Ciaran 


Geo. Borgfeldt & Co., 


NEW YORK, CHICAGO, SAN FRANCISCO 
AND TORONTO. 


PATENTS 

Protect your Toys, Novelties and kindred 
articles by patents and trademarks. Patents 
obtained and trademarks registered in all coun- 


tries. 
MAURICE BLOCK 
Registered Patent Attomey, 95 ira Street, 


New York 


e Kinds. _Price ce, 25 cts each 
DRAWING AND D FAINTING BOOKS 


IDEAL BOOK BUILDERS 
Lakeside Bidg. Adams & Clark Sts. 
CHICAGO 


HOUSE OF DOLL SPECIALTIES 


Dolls Dresses, Hats, Caps, Two Sets 
Hose Supporters, Corsets, Blankets, 
Bed Sets, Quilts. Many other S 

cialties. WRITE FOR SAMPLES 


THE AETNA NOVELTY CO., , Inc. 


108 East 16th Street 


Domestic Toys 


112-114 South Fifth Avenue 
CHICAGO, ILLINOIS 


When Writing to Advertise - 


P.F.HARE & CO. 


TOY & NOVELTY CHILDREN’S BOOKS 


Complete lines of over 600 numbers to retail from 
5¢ to 50c.—Strongest line of popular and stan 
juveniles on the American market.— Color Books in 
flexible, linen and cut-out shape books in great 
variety; Board Books; cloth-bound Boys’ and eon 
books. les bank books, clock books, etc 
Send for ogue. Permanent Eastern 
Display, Room 576, Broadway Central Hotel, 


New York 


M. A. DONOHUE & CO., 


Manufacturers and Publishers 
701-727 $. Dearbern St., CHICAGO 


eo 
rf 


WE MANUFACTURE 


Railroads, Mechanical and Electrical, Sig- 
- pals, etc. 

Constructing Sets 

Steam Engines 

Attachmeats 

Ocean Liners and War Boats 

Automobiles 

Steam Rollers 

Moving Picture Machines 

Post Card Projectors 

Toy Ranges that Really Cook 

Enamel Tea and Kitchen Sets, Unbreakable. 


ALL ARTICLES BEARING THIS 


TRADE 


Are Manufactured by 


Bing Bros. A. G. Nuremberg 


New York Warereems: John Bing, 381 Fourth Ave- 


McLoughlin Brothers 


890 BROADWAY. NEW YORK 


—— a a 


American Doll ie. Co.. 
79 East (30th Stroet, New York. 
Makers of 


UNBREAKABLE DOLL HEADS 


AND NOVELTIES. 
“ANYTHING IN COMPOSITION" 


——— 


“Toys That Teach” 


The Embossing Company, 
Albany, New York. 


New York Showrooms: 
377 Broadway 


TRICKS gs JOKES 


Cat im Bag, Sheeting Books, S 
Cachee Sneeze Powder, Joke Bombs, 
Trick Matches, T; encils, Ete. 


rick P 
We manufacture EVERYTHING of a humorous nature. 


Write for Illustrated Catalog 


S.S. ADAMS CO. ‘Plainfield, N. J. 


‘| CAMES BOOKS 


McLoughlin Brothers 


890 BROADWAY NEW YORK 


Tottie’s Whistling Toy 


CATALOGUE FREE 


Northern Mfg. Co 
R Western Ave., Springfield, 0. 


ADY. NOVELTIES 
MECHANICAL TOYS 


THE CRESCENT 


{Trade Mark) 
ADDING MACHINE 
MADE OF atveiNe” AND STEEL 

y instrum 


ent can ever do. 


It will do all that 
—— Sells Hea $2.00 ap 


THE AERODART WORKS 
196 Centre Street, New York City, U.S.A. 


- Please Mention ‘‘“Toys and Novelties,’® 
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world’s toy news all of the time, and it gives it first. It stands pre-eminent as a live jour- 


nal for the live toy man. 


Subscription price is 50 cents a year, postage paid, and includes a free copy of “The 
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THE TOY BUYER’S DIRECTORY 


Representative Firms in the Trade, 
What They Make and Where They Are Located. 


GEO. H. BUCK & CO. 
Manufacturers 


Complete Lines of Trimmed 
WIRE 


| Doll Hospital Supplies! 


FOULDS & FREURE, Inc. Pp A R K E R 


TOY IMPORTERS 
110 Chambers St., New York, N. Y GAMES DOLL BEDS and BASSINETS 


48 North 3d St. BROOKLYN, N. Y. 


12th Floor aes 
THE FAMOUS shear he A | 
ew ior 
RAUSER DOLL OUTFITS 
Character Outfits, Boy Doll Outfit, Lady Doll THE 
Outfits, Hats a Coats, Doll Rompers. Largest Selling 
K. A. RAUVUSER AND | 
2077 Ogden Ave., Chisago, Ill. Most Famous 


WILLIAM FULD 


1306 NORTH CENTRAL AVE. BALTIMORE, MD, 
Manufacturer of “Ouija” 


elties. Prices Roasonable. P ARKER BROTHERS, Inc. ne Mysterious Talking Board, and Par- 
Coo LEY Mi FG. COM PANY, The Flatiron, New York lor “Return Pool’ 


S61-887 W. MORRO CHICAGO, ice SPS FEE SEI LIBERAL DISCOUNT TO DEALERS 


WIRE NOVELTIES) ,, GAMES 


MADE TO ORDER 
We Manufacture All Kinds of Wire Nov- 


Si ee 
You are'cordially invited to call 


“A Big Hit” At : a Popular Price. 
Marble Range 10 Cts, Registers All Shots 
| | 


An Interesting Indoor 


Game For the Boys 


A Novelty That Will 
Bring Quick Returns : 


| Marble Range (Assembled) 
SOLD EXCLUSIVELY BY 


| 24 Paper Targets 221 4th Avenue 


IN 2 Card Targets Corner 1 a ane Street 
| NEAT BOX 2 Carbon Papers 


| | 
| baile ( 1 3-Piece Basswood Target Frame Harry B. P earce 
| 


| 4 Marbl AMERICAN WOOLEN BUILDING | 
one NEW YORK CITY 


| ! 
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Take Time by the Forelock, Not by the 
Tail—The Fall Season in Children’s Vehi- 
cles—Don’t Forget the Early Opening—Let 
the Doll Doctor Get Busy Now. 


ELABORATE TOY TRIMS BY E. D. PIERCE. 


Display Manager with Sibley, Lindsay & 
Curr Company, Rochester, N. Y., Again Set 
His Community Agog in 1912 Holiday Cam- 
paign. (Illustrated.) 


HALLOWEEN BRINGS SALES OPPORTUN- 
The Day of Sprites and Goblins Brings Ac- 
tivity in a Profitable and Quick Selling 
Line—A Good Window Display and a News- 
paper Ad. (Illustrated.) 

NEW YORK TOY LETTER................. 


Gossip of Men and Affairs in the Gotham 
Toy Market. (lllustrated.) 

PLANNING FOR THE APPROACHING HOL- 
LDA YS ae die ae soeaig See wd ide se ae ees ck 
Take a Look Backward and Profit by the 
Experience of a Year Ago—Publicity Fea- 
tures and some of the Minor Details Must 
Be Settled Now. (lIllustrated.) 
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ADVERTISING THE OPENING ..... iS ase ets 
The Value of the Double Barrel Toy Open- 
ing—Its Importance in the Entire Holiday 
Campaign—How the Daily Ad Is Used by 
Successful Retailers. (Illustrated.) 

LITTLE LEAD SOLDIERS ................ 
How Singing Girls Make Them in the Out- 
skirts of Germany—Wars of All History 
Preserved in the Mould Cabinets. 

THE DOLL IN HISTORY .................. 
Important Place Held by Universal Play- 
thing Since Time Immemorial—Some Fa- 
mous Types and When They Arrived. (Illus- 
trated.) 

MONTHLY GERMAN LETTER ............ 
Exports from Fatherland Show Total In- 
crease with Slight Decline of Demand by 
American Market—New Stuffed Toys.  (Il- 
lustrated.) 

IMPORTANCE OF COLLECTIONS ........ 
No Sale is Complete Until the Cash Is in 
the Till. vi 
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New York Chicago 


MAIN OFFICE: TENTH AND OLIVE STS., ST. LOUIS, MISSOURI. 


CHARLES C. SPINK, President 


H.G. BLODGETT, “tor 


Address All Communications to the Company 


PRICE - FIFTY CENTS A YEAR IN ADVANCE 
Entered at Post Office at St. Louis, Mo., as Second Class Matter 


SUBSCRIPTION 
Foreign Postage 50c Additional. 


The toy dealer who does not take 
‘ime by the forelock during the next 
three months will find that he can only 


: clutch the fleeting 
Take Time by Fore- creature's tail. He 


lock, Not by Tail ought to take the 


reins now with a firm grip, prepared 
to drive his business without a break 
‘past every quarter post of the 1913 
holidays. “Tempus fugit” but half ex- 
presses the truth when old Father 
“Tempus” happens to be rolling along 
through the holiday season. It is a 
ludicrous sight to see a clown yanked 
around a circus tent at the end of an 
obstreperous donkey’s tail. The sight 
has been duplicated many a time in the 
world of toys. Instead of mounting the 
steed of business before the holiday 
race is on a few merchants make a 
running leap for the saddle after the 
get-away. Some land astride. A few 
cling to the tail of the fleeting season. 
A few drop by the wayside and watch 


HE ancient prophecy is true in the realm of retailing. The 
the parent holds the purse, but the little tot holds the strings. 
Are the children in your town your friends? 


No? 


your store? 


Then open a year ‘round toy department and play room. 


Published Monthly by 
The Sporting Goods Publishing Co. 


Toys and Novelties 


ST. LOUIS, OCTOBER, 1913. 


London Hamburg 


J.G. TAYLOR SPINK, General Manager 


forehanded 


their competitors walk 

away with the prize of big business. 
Take time by the forelock now, and 

not by the tail. 

ai * * & 


Spring has long been recognized as 
the natural season for selling juvenile 
vehicles. It has always been so. But 


The Fall Season in 2 Second season 


; : : has rapidly come 
Children’s Vehicles to the front, aside 


from the Christmas season, in the last 
few years. Many toy men are selling 
nearly as many wheel goods in the fall 
nowadays as they sell in the spring, 
and they discovered the possibilities of 
tnis fall business quite by chance. They 
had a few vehicles left from the sum- 
mer selling. They wanted to convert 
them into cash before the new goods 
came for the holidays. They advertised 
very modestly, a sale. In a few hours 
the left-overs were gone and many more 
vehicles could have been sold. A rush 


A Little Child Shall Lead Them 


“Children’s 
No? 


store’ is always the 
A closed purse never made a hit wjth the cash register. 
Don’t they tug at their mother’s hand and literally pull her into 


1-O-Y-§ bikie both 5 cor and profit for the retailer. 


No. 5. 


order was received from a local jobber, 
and the next day it was turned into 
cash. The discovery had been made. A 
new season had been found—a fall sea- 
son for vehicles. 
*-& * 

The special fall: doll opening per- 
forms the same service in the toy de 
partment that reveille performs in the 


Don’t Forget the barracks. It ar- 


: rouses the sleep- 
Fall Reveille ing community to 


the fact that the time for indoor toys is 
here, and to the second fact that the 
holidays approach. The toy man who 
arranges no early opening, such as a 
doll festival, a dolls’ tea party or a doll 
dressing contest, tries to do the im- 
possible. Reveille does the waking, 
and then the mess call later brings the 
troopers to breakfast. It would be a 
motley breakfast scene if  reveille 
should be omitted and the single mess 
call made to serve the double purpose. 
The merchant who permits his toy de- 
partment to slumber until the day after 
Thanksgiving, when Santa Claus ar- 
rives, might just as well begin to arouse 
the people now with a reveille doll 
festival. 
Bo eB * 

It is time for Dr. Fixit to get busy in 
the toy department. Many a poor old 
doll needs his best attention. The sum- 
Let the Doll Doctor ™*T Months re- 

sulted in thousands 
Get Busy Now of serious injuries 
in Dolldom—heads gone, limbs gone, 
sawdust gone from the in’ards. If the 
Doc is installed in a plain little doll 
hospital at once he will help start the 
“shop early” campaign, and at the same 
time he will earn his own bread and 
butter and a plum for the merchant who 
gives him space. 


“Grown ups ” favorite, too; 
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Pierce Again Set All Rochester Agog 


Noted Window Display Artist with Sibley, Lindsay & Curr Company, 
Rochester, N. Y., Let Broadside of Toys Get to Work in Sixteen 
Windows During 1912 Holiday Campaign---Brief Descriptions of 
All of the Trims with Illustrations of Some of the Best---Why These 
Remarkable Displays Are an Annual Feature. 


EW INDEED are the department. stores 
throughout the country, that is, the large 
department stores, which would permit a toy 
department or store decorator to feature 
toys in the show windows as they are fea- 
tured each holiday season in the windows of 
the Sibley, Lindsay & Curr Company, of 
Rochester, N. Y. A few seasons back E. 
Dudley Pierce, display manager with this 


Vyas Sree Pa Se ee =. 


in 
elaborate scenic toy trims for three weeks in the early 
holiday season. The feature was a complete success, 
from the standpoint of every department in the store. 
It was such a success, in fact, that it has been repeated. 
It has become a great merchandising event which the 
people of Rochester and the surrounding towns for miles 
around, look forward to with keen anticipation. 
Regarding the relation of such an extensive toy dis- 
play to the other departments, and the experience which 
has led to repetition of the feat, Mr. Pierce once ex- 
pressed himself as follows: ‘Certainly the department 
heads kicked. But wait until the windows are opened 
up. We never had such crowds, and there is a reason. 
You could never display merchandise, no matter how 
fine a setting you might have, which would attract the 
attention of so many people and pack the sidewalks ten 
deep. This display was in the windows three weeks. 
The sidewalks were practically packed during that en- 
tire time. So the old argument that displays more than 
one week old are dead ones did not hold good in this case. 
Even when we did start taking the various trims out 
the advertising office was flooded with postals and tele- 
phone calls requesting us to leave them in another 
week. They always say that if you get the children 
coming you have reached the hearts of the parents. In 
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this case the parents’ hearts seemed tu be the first to be 
reached. The topic on street cars, in clubs, everywhere, 
in fact, seemed to be nothing but ‘Sibley’s windows.’ ” 

The entire 16 windows last year were undoubtedly as 
good, if not better, than those of the year before, nearly 
all of which were reproduced in TOYS AND NOVEL- 
TIES. They attracted the crowds as surely. From an 
artistic standpoint they were almost unbelievable. Three 
of these trims are reproduced herewith, and the balance 
of them will be reproduced in TOYS AND NOVELTIES 
from time to time. . 

To the toy man, these displays by Mr. Pierce are in- 
teresting and worthy of note in more ways than one. 
As proof of the real pulling power of toys, this experi- 
ment wnich has become a fixture is most convincing. 
Toys will do the same for any store in any community 
if they are given a chance. They appeal to children, to 
be sure, but they also appeal to “the child” which exists 
in all adults to a larger degree than the majority of 
grown-ups will admit. While these picturesque trims 
do not aim to sell toys directly, by showing them with 
the price marks plainly visible, they sell toys more pow- 
erfully by the indirect route. They place the Sibley, 
Lindsay & Curr Company store head and shoulders 
above every other Rochester store as the best place, 
the store with the most complete stock, for the purchase 
of toys. The fact that the entire community, both old 
and young, was interested in these displays, and that the 
interest aroused was valuable to the entire store was 
indicated by the substantial increases in business noted 
in every department of the big Rochester store. 

Each of the entire array of toy windows was construct- 
ed with the same care for proportion and detail that is 
evident in the three which are illustrated with this 
article. For instance, a window entitled ‘Lost in the 
Woods” was Mr. Pierce’s own conception of a fairy 
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THE MUSIC STORE—Despite the fact that this display required a whole lot of work in the building and was 


very carefully constructed it did not hold the crowds like the others did. 


nified and refined. 
cussing their artistic merit. 


It was a particularly beautiful trim, dig- 


Toy pianos were shown for sale and doll customers in groups were testing their tone and dis- 
The balcony and paneling are noteworthy. 
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COMMERCE—This window needs very little description. 
In the foreground will be noted various boats, each taken from the Sibley, 


means of transportation and travel. 


“Lindsay & Curr toy department, apparently plying their ways through the miniature ocean. 
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It describes itself, showing all of the varied modern 


Then ‘back on terra firma 


a large number of toy trains are shown in the most natural environment. 


tale drawn from the story of “Babes in the Wood.” A 
fairy doll was shown at the left of the trim, equipped 
with the traditional magic wand, and there were a num- 
ber of dolls gathered around her wishing for the things 
which come to the child mind. The dolls were all the 
modern “goggley-eyed” dolls, as Mr. Pierce describes 
them. Then, there was a Rip Van Winkle display in two 
sections. The first showed a young man, Rip, falling 
asleep in the woods, while a group of companions were 
earnestly engaged at a game of ten pins. The second 


section showed the return of Rip after his many years 


of sleep in the wilderness. It was a town scene in 
which the character of Rip was worked out very care- 
fully, his suit being mouldy and mildewed. The awe- 
stricken expressions on the faces of the inhabitants 
when they see old Mr. Van Winkle returning was also 
an important detail in the picture. These characters 
were all carefully selected from the big Sibley, Lindsay 
& Curr import stock by Mr. Pierce himself. 

There are a good many German residents in Rochester 
and so a special “Hansel and Gretel” window was ar- 
ranged for them. A German hillside scene was con- 
structed, in which a peasant house constructed by the 
store baker played an important part. The house was 
built entirely of cakes and cookies, all decorated with 


icings in a most realistic manner. The roof, for instance, 
was made entirely of ginger cookies. The general sur- 
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roundings of the house were made as nearly as possible | 


to comply with the historic story. 

Of the three windows shown herewith, that de- 
picting modern travel and transportation means and 
entitled ‘“‘Commerce,” was one of the most attractive and 
popular. As an educational feature it had distinct merit. 
In the rear and at the right can be seen factories which 
can be imagined turning out many carloads of goods each 
day. Also in the rear is a busy city which can be taken 
to denote the consumer. Then, there are Failroads and 
tunnels, roads on which automobiles are speeding along 
and aeroplanes plying through the air overhead. In 
the foreground are various sizes and types of water car- 
riers, ranging from the ocean steamship, down to the 
fleet motor runabout. The care with which each detail 
was carried out is illustrated well in the stream 
which can be made out in the scenic background. In- 
stead of leaving the outlet of this stream to the imagina- 
tion of the spectator, the idea is carried down through 
the entire trim, under a high trestle first, then under an 
iron bridge and lastly under a stone viaduct to the har- 
bor itself. Trains are running over the first two bridges 
and an auto road runs over the viaduct. 


THE BOULEVARD—When a toy dealer or a window trimmer undertakes to reproduce a scene in the residential 


district of a modern American city, 
novice sees the difficulties dimly. 
artistic skill. 


keeping every detail carefully to scale he has chosen a formidable task. The 
The expert knows them surely. 
The toy lamp-posts and houses made a big hit with the children. 


Mr. Pierce has solved every problem with 
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Halloween Brings Big Toy Sales Opportunity 


The Day of Sprites and Goblins Brings Activity in a Profitable and Quick Selling 
Line--A Good Window Display and a Newspaper Ad. 


¥LONG WITH the crimpy Oc- 
1 tober weather comes a sales 
| opportunity for the toy man 
f which is yearly bringing him 
1 a steadily increasing profit. 
/ Halloween is ‘becoming less 
and less a day and night of 
property destroying pranks. 
More and more it is assum- 
tat ing the role of a special fes- 
tival aa for celebrations, children’s par- 
ties and well ordered entertainments. 
Halloween, the evening before All Saints 
Day, is observed October 31, which 
comes this year on Friday, a fact most 
propitious of good business for the deal- 
ers handling Halloween novelties. The 
previous Saturday will be the “big day” 
for sales, and nearly an entire week will 
remain for further selling, 
an arrangement which 
has been found to work 
for large totals in sales 
of goods for any holiday. 
The heaviest sales com- 
ing nearly a week before 
the holiday will spread 
Halloween goods through- 
out every community. 
These goods in the va- 
rious households will ad- 
vertise the line and the 
children whose parents 
have not laid in a stock 
will forthwith be impor- 
tuned to buy their own 
youngsters a “Lantern 
like Bill’s papa bought for 
Bill,” etc. Sales create 
new sales. The effect of 
any legitimate business 
is cumulative, it begets 
more business. And this 
year the Halloween goods 
sold on Saturday, Octo 
ber 25, will have until the 
following Friday to work 
in the interest of the toy 
men who sell the nov- 
elties of the season. There is no better 
way to feature Halloween articles than 
to display them prominently. The goods 
must be shown to the public, because 
the first demand, for the most part, is a 
spontaneous demand, not carefully 
planned out with the aid of a shopping 
list. The parent may have planned a 
party for the children, intending to use 
the decorations left over from the year 
before. The favors, as originally planned 
may be large red apples, or even dough- 
nuts. The games may be the old home 
games which require nothing from the 
toy department to make them more en- 
joyable. But what is there in this sort 
of a Halloween celebration to benefit the 
average seller of toys? Nothing! 
Follow this parent, however, on Sat- 
urday, October 25, and the manner in 
which prominently displayed Halloween 


goods in the toy store get in their work 
is quickly evident. A broadside of new 
decorations displayed in the store recall 
the faded and torn trimmings that were 
used a year ago, and are now stored 
away in the unfinished attic room. The 
old decorations, in the mind’s eye, look 
sick. They are discarded and new ones 
with the latest ideas are bought. The 
display has begun to do its work. Then, 
when a hundred and one attractive and 
inexpensive favors come within the hori- 
zon, the thought of apples and dough- 
nuts adorned with ribbons vanishes. 
Those things are all right to eat, but a 
favor ought to last year after year, to 
remind the child of the happy evening 
when it was received. A couple of dozen 
ten-cent favors in grotesque shapes is 


HERE'S THE SIMPLE FIXTURES FOR BUILDING HALLOWEEN TRIM. 


next purchased. Of course, the children 
will try to pin the missing tail on the 
donkey while they are blindfolded, and 
the mother had planned to cut out a 
donkey from wrapping paper for this 
purpose. But, here on display, is a real- 
istic donkey, already cut out, with a 
dozen tails. It only costs a quarter and 
that is cheap enough. So the donkey is 
added to the list of purchases. A special 
Halloween candy box is next bought, 
not for the children, but as a surprise 
for the head of the house. The mother 
had planned to buy a half dozen pump- 
kins, hollow them out, cut eyes and 
nose and mouth on them and by insert- 
ing candles use them for lanterns. But 
here, on another table in the toy store, 
is an assortment of widely varied sizes 
in cardboard lanterns resembling pump- 
kins, all cut to resemble faces, and 


with holders for candles. The salesman 
explains that these lanterns are prac- 
tically fire-proof, and that they can be 
hung over electric globes with entire 
satisfaction. The mother realizes the 
fact that these artificial pumpkins cost 
no more than the real ones, and that by 
buying them she can save several hours 
of work and at the same time have 
cleaner and better jack-o’-lanterns. She 
buys them. And so it goes. It is the dis- 
play which sells these goods, and only 
the display. 

The accompanying: illustrations show 
a live and varied Halloween trim in a 
window and also the method of arrang- 
ing the trim. They are shown by cour- 
tesy of The Butler Way. The merchan- 
dise shown in this window display 
amounts to about ten dol- 
lars’ worth of miscellan- 
eous articles, including 
papier mache _ assorted 
‘figures such as heads, 
pumpkins, etc., and va- 
rious other paper figures, 
masks and novelties. The 
fixtures on which the 
trim is constructed in- 
clude four small wooden 
boxes, two small card- 
board boxes, two six-inch 
boards about 30 inches 
long, five halves of candy 
pail hoops, three barrel 
hoops, three _half-circle 
wooden fixtures, five rolls 
of yellow crepe paper, 
two rolls of white crepe 
paper, a paper of pins, a 
few nails and plenty of 
price tickets. The editor 
of this excellent store pa- 
per has the _ following 
suggestions to make to 
the merchant who would 
get his share of this Hal- 
loween business, and he 
also gives detailed in- 
structions for the construction of this 
display: Novelties for special days offer 
many opportunities to the merchant. 

They pay a good profit and afford 
chances for out of the ordinary window 
trims. 

While every day merchandise can be 
worked into countless beautiful window 
combinations, every trimmer welcomes 
an occasion now and then when he can 
build a display of holiday novelties. It 
is a break in the monotony both for him 
and his customers. Special windows 
have a strong pulling power. 

There are many Halloween novelties 
on the market this year. They range 
from the exceedingly grotesque to the 
fairly modest. People can buy more 
things than ever before were offered to 
celebrate that eve when the fairies, elves 
and hobgoblins are supposed to be free 
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to work their will without the interfer- 
ence of ordinary mortals. It will pay 
you to have a sufficient assortment. 

Do you remember how you used to 
celebrate Halloween? Your plan was 
about like ours, we imagine. Get a big 
pumpkin from the field or grocery store, 
slice off the top, gouge out the seeds and 
then cut a hideous, grinning face in the 
thing. Put in a candle, and you had a 
jack-o’lantern. This, with a “false face,” 
as they used to be called, would just 
about make up your Halloween outfit— 
all but the tick-tack, the corn, and any 
other device you could think of that 
would annoy people. 

Don’t you remember how old “Pap” 
Blaine chased you one night after he 
caught you working a tick-tack on his 
window—chased you so long that you 
thought you would surely die if you had 
to run a minute longer? 

Well, they celebrate " 
Halloween largely on the ay 
same lines now. Only 
they have a lot more 
things to do the celebrat- 
ing with. Ready made 
jack-o’-lanterns, candle 
lamps, masks of varying 
degrees of hideousness, a 
lot of miscellaneous fig- 
ures representing  un- 
earthly things in papier 
mache—these are the 
things the boys and girls 
can purchase these days 
all the way from a nickel 
to a quarter. 

These new things we 
have featured in_ this 
Halloween window. 

The window is arranged 
in units. So, if you do 
not care to use the whole 
display you can use any 
part you want—the cen- 
ter unit, for instance. 

It is best in a Hallow- 
een window to have the 
background yellow. Cov- 
er it with yellow crepe 
paper. 

To the top of the win- 
dow hang ‘four or five 
halves of candy pail 
hoops and hang on each some white 
crepe paper cut into streamers ahout 18 
inches long. 

Next, cover three barrel hoops with 
white crepe paper and cover them with 
Halloween post cards. Suspend in the 
center of each of these a Japanese paper 
jack-o’lantern. Hang one of these units 
in the center of the window at the top. 
Drop the others down about a foot on 
either side, using black thread for that 
purpose. All three of the hoops should 
hang close to the glass. On each side 
of the center hoop hang a big paper 
lantern. 

Now, cover the floor with white crepe 
paper and begin putting in the center 
unit. This is made of a box about 40 
inches high, another about a foot high 
and a semi-circular wooden fixture about 
18 inches in diameter. You may have to 
vary the size of these a little, according 
to the dimensions of your window. 

The boxes will be easy to get. 


The 
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semi-circular fixtures are easy to make. 
Get your carpenter to fix up a few for 
you. They are among the best friends in 
the way of fixtures the window trimmer 
has. Halves of big hoops with strips of 
wood nailed across the end will do if 
you don’t want to go to the trouble of 
having the half circular fixtures pre- 
pared. Cover the fixtures with yellow 
crepe paper and arrange them the way 
you see them in the drawing. The half 
circular affair should be held in place 
with a couple of strips nailed to the 
back of the box. 

The arrangement of the merchandise 
on the center unit is plainly shown by 
the photograph. On the top the articles 
are small papier mache figures. Hold 
them in place with pins. Pin four large 
masks to the box in front. Pile up a 
dozen small papier mache figures on the 
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FINISHED DISPLAY SHOWS BROADSIDE OF LOW-PRICE NOVELTIES. 


small box. The left unit is made with a 
half circular piece, a six-inch board 30 
inches long and a box 36 inches high. 
Cover these with yellow crepe paper and 
arrange the merchandise as shown in 
the photograph. Note that two of the 
figures are on long flag sticks. Three 
Japanese lanterns should be pinned to- 
gether and hung at each end of the 
board. These should just clear the floor. 

The right unit is made the same way, 
with substantially the same merchan- 
dise. The articles need not necessarily 
be the same as on the left unit, but the 
size and general apparance should be 
similar. 

At the outside corner of the window 
next to the glass, pin a row of masks—- 
the more hideous the better. 

There is not much to the floor plan. 
Make a pyramid in front of each unit 
on the floor by piling three large articles 
together. Make the right and left pyra- 
mids on small boxes covered with yellow 
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crepe paper. Three large papier mache 
jack-o-lanterns will show up very effect- 
ively in the center. Cover the rest of 
the floor with various Halloween arti- 
cles, including post cards. The post 
cards and other light articles can be 
pinned to the floor. Be very sparing 
with your merchandise in the floor plan. 
Don’t put in too much, or the display 
will look mussy. 

On account of the number of small 
articles to be handled, this display will 
take you slightly longer than usual to 
build. However, if you follow our plan 
closely you will have no trouble. The 
greatest difficulty in displays such as 
this is laying out the window right. This 
our trimmer has done for you. 

While an extensive advertising cam- 
paign is neither necessary nor advisable 
in exploiting this line of short season 
goods, it must be remem- 
bered that the surest way 
to reach every home 
with the news of the new 
goods is through the dai- 
ly papers. A smal) ad, 
well displayed, will turn 
the trick, and it will 
make the window display 
doubly valuable if the ad 
writer calls attention to 
the trim. It may not be 
amiss to call attention to 
the fact that the observ- 
ance of Halloween is un- 
dergoing a great change. 
The old-time “rough- 
house” games, the corn- 
stalk decorations, the 
pumpkin and cucumber 
jack-o’-lanterns and the 
various other trimmings 
all meant work before 
and after the celebration. 
The new ready-made dec- 
orations and games are 
clean, they are hygienic 
and they are fully as 
cheap as the old. Despite 
their low price, these new 
goods are also as artis- 
tic as the real pumpkin, 
and their variety. makes 
them much more attract- 
ive to the child. Where 
some of the articles are fire-proof, do 
not neglect to advertise that fact, be- 
cause in these days of careful parents, 
safety goes a long way. Mention in the 
ad the fact that organized fun can re- 
place destructive play. 


HALLOWEEN 


IS BETTER NOW 
Clean, Artistic, Sanitary 


Decorations and Novelties 


have made this “‘Day of Sprites” a joy 
ro the old folks as well as the young.” 
All of the 


Latest and Best Goods Are Here Now 


THE TOY & ART SHOP 


STATE ST. JUST AROUND THE CORNER 
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OLD OUT! Peerless Bubblers! But Harry B. Pearce, 
221 Fourth avenue, states that plenty more will be 
shortly forthcoming, and orders that come first will 
be first served. It is certainly gratifying to note 
the way in which a logical toy item meets a 
logical success, and the Peerless Bubbler with its 
myriad bubble effects has superceded the old clay 
pipe as the revolver superceded the old-fashioned 
pistol. The experience of Mr. Pearce and these 

‘) modern bubdble-blowing outfits is typical of that of 
many who have brought out distinct novelties in the 
world of toys. A real novelty always sells and sells “big.” 

The. Peerless Bubbler is distinctly a novelty with the quick 

selling characteristics. 

Who said Christmas tree decorations? Yes, American dec- 
orations. The Interstate Electric Novelty Company, 29-31 Park 
Place, are prepared to show any dealer how he can guarantee 
to any customer a safe, sane and dazzlingly beautiful method 
of decorating his Christmas tree. The Christmas tree electric 
lighting outfits which this company are now selling are com- 
plete in several sizes for 8, 16, 24, or 32 lights. The fruit and 
flower lamps can be used with charming effect in set pieces 
such as fruit baskets, bouquets, table decorations and many 
other designs. The line of decorative lamps can be had in 
a wide variety, and lamps that will suit and harmonize with 
any decorative scheme can be selected. Miniature electric in- 
candescent lamps are surely better adapted for decorative 
lighting at Christmas time than any other illuminant— 
are clean, smokeless, odorless and safe. They can be safely 
placed anywhere about inflammable materials. These lamps 
ure delicately tinted and especially is this true of the fruit 
lamp. The bloom of the peach is soft and glows most appetiz- 
ingly. Similarly, apples, pears, lemons, oranges, berries and 
nuts are all made closely imitating nature. Roses, lilies and 
other colored flowers are made in natural outlines and when 
lighted, embellish any Christmas tree in a manner never even 
approached by the old style candles. A fine line of animal 
lights are also provided for the children—dogs, birds, clowns, 
Santa Claus, snow men, etc. A “ready to use” wiring outfit is 
provided with all these lamps for festooning Christmas trees 
and can be attached to any electric lamp socket. 

Foulds & Freure, 110 Chambers street, are devoting a great 
deal of their attention to the manufacture of tools and imple- 
ments for the repairing of dolls. They are prepared to equip 
any dealer with a complete doll hospital outfit. 

Parlor Golf, the successful parlor floor game, has taken a 
turn which has proven it to be more than a clever means of 
amusement. Actually, expert golfers in many places have 
bought the game for no less reason than that it affords them 
a splendid means of practicing putting right by their firesides. 

The Popular Games Company, 112-114 East Nineteenth 
street, announce their 10-cent base ball game to be a “sure 
cracker-jack.” This game consists of a small circular box, 
glass covered, with a base ball diamond grooved in the sur- 
face around which one tries to induce a ball player, or rather, 
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just a “ball,” to run. If you care to keep awake at night, start 
playing this game after supper. 

J. A. Petri, vice president of W. C. Horn Brother & Company, 
sailed September 23 for his annual visit to the European 
markets to select 1914 lines. Spring lines of Easter goods and 
stationers’ specialties are now on display at the various show- 
rooms of this large house. W. C. Horn Brother & Company 
are now agents for the Alliance tested balloons, made by the 
Alliance Rubber Company, Alliance, Ohio. These balloons are 
made for both gas and air. A new valve balloon made for air 
promises to be a live novelty. 

Meccano Company, Inc., of New York City, has been incor- 
porated with a capital stock of $10,000 for the purpose of deal- 
ing in mechanical toys. 

The Embossing Company, of Albany, N. Y., American dis- 
tributors of Meccano, write in reply to an inquiry as to the 
effect which the formation of this new corporation will have 
on the present distributing organization, as follows: “It was 
considered advisable to open up a branch of Meccano, Ltd., 
in New York City, to look after some special phases of the 
business on this side. The New York branch will be in charge 
of George Jones, formerly connected with the Liverpool, Eng- 
land, office, and will not affect the organization of The Em- 
bossing Company, the branch office at 377 Broadway still be- 
ing maintained.” 

Guy D. Hills, who heads the list of incorporators of the 
hew company, is secretary of The Embossing Company. 
Andrew Thompson, another of the stockholders, is vice presi- 
dent of the same company, and Mr. Jones, the third incorpora- 
tor is from the home Office and will have charge of the New 
York office. 

The New York daily press has taken up the cry for more 
year ’round toy departments in a very modest way. The fol- 
lowing paragraph appeared the other day in one of the busi- 
ness columns of The Times: 

“It is surprising to me,” said a prominent importer of toys 
vesterday, “that so few merchants in the United States profit 
by the examples set by their European brethren in the matter 
of pushing toys every day in the year. Not long ago I re. 
turned from a long visit in Germany. While there I talked 
with a number of retailers, large and small, and found 
that they all made an excellent profit ou their toy departments. 
Some of them sold nothing but toys all the year round and 
Inade a fine profit. Considering the nervous temperament of 
the average American child and the rapidity with which it 
tires of things, not taking into consideration the generosity of 
its parents, it would seem that there is a continual outlet for 
toys in this country. The rapid growth of a certain big local 
specialty toy store proves this contention. Merchants should 
‘boost’ toys all the year ‘round, instead of a month or two 
before the holiday season. They would find it worth while.” 

D. A. Hayes, toy buyer for E. W. Edwards & Son, depart- 
ment store in Syracuse, N. Y., was recently in the New York 


market picking up late novelties for the coming holiday 
trade. 
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Advance Plans for Approaching Holidays 


Take a Look Backward and Profit by Experience of.a Year Ago--Big Publicity 
Features and Minor Details Must Be Settled Now. 


N TWO more months toy men throughout the 
country will be emblazoning the skies with the 
slogan “Do Your Christmas Shopping Early.” That 
slogan is winning out. In 1911 more early holi- 
day openings were recorded than had ever.before 
been seen. Last year the “early birds’ increased 
in number. And with these earlier openings, 
working hand in hand with the “shop early” cry, 
the sum total of actual early holiday shopping has 
increased apace. But if the active holiday buying 
is to be spread over a larger field, by still further recog- 
nition of the value of shopping early, the trade itself must 
prepare for such a result by being forehanded in its prepara 
tion. Many a merchant has, in the past, urged his community 
to shop early when he himself was not then ready to serve the 
community so that shopping could be done to the best pos- 
sible advantage. Late ordering may have delayed the ship- 
ment of his toys so that soine of them were not even in the 
freight house when he first let out the “shop early” cry. He 
may have delayed preparation for the re-arrangement of his 
departments so that Santa Claus vied with a bunch of car- 
penters in attracting the attention of the children. Or he may 
have been prodding his decorators on, trying to hurry their 
work, while the vanguard of the city’s youngsters were beg- 
ging their parents to take them “down to see Noah’s Ark.” 
The dealer must do his part in the early shopping movement. 
He must plan every detail of his holiday campaign now. If 


he does this, and has his stock, his equipment and his plans 
in one-two-three order, he will register a holiday selling rec- 
ord with no more wear and tear on his nerves than is ex- 
perienced by the systematic train dispatcher, guarding the 
lives of thousands with his finger-tip. 

Every toy department in the land will be enlarged for the 
Christmas selling. In hundreds of stores where toys know no 
home during ten months of the year they will come into their 
own again to the tune of an entire retail floor. Again where 
year ’round toys may occupy an obscure corner the holiday 
department frequently spreads over the main floor and into 
an annex. The exact extent of the department-to-be must be 


_ determined now. The permanent fixtures which are to be 


assigned to toys should be given their destined places now, 
on paper, and the temporary fixtures which are to be con- 
structed should be built now. The various sub-departments 
and sections can be arranged now on paper and the lines 
allotted to each. The aisles should be planned out now so that 
passage of the throngs through and around the department 
will be facilitated. The system of hanging signs, directing 
shoppers to the sub-sections which they may seek should be 
worked out carefully in advance so that they will all be in 
place when the first onslaught comes. 

Possibly the first question which should be settled by the 
toy man in his advance preparation this year, eliminating the 
problem of obtaining the right merchandise in the right quan- 
tities, is that of general publicity planning. Probably about 
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20 Styles to Retail From 50c to $10.00 Each 


~~ 


FARMER BOY 
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Ned to our grand and imposing 
100 Various Styles. 


BABY DOLLS 


Value, are far ahead previous 
e our new line before placing | 
ll Catalog. | | \ 

5 Broadway, New York <2 Suck-a-Thu b Baby Doll 


t of the Aetna Doll and Toy Company Factory CAMPBELL BABY Trade Mark 
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one buyer out of 50 has little to do with this phase of his 
business. The ad man maps out the special features which 
are to boost the interest in the department; the merchandise 
man tells him how much space he can have in November, 
and how much will be added in December, and he also tells 
him exactly where that space will be. The decorator of the 
department store in the large city takes another problem off 
the shoulders of the toy buyer. But in the smaller store, 
where a single man is responsible for the plans, if not for 
their execution, a thousand matters must be handled by 
the toy buyer, and they must be handled by him now. Thou- 
sands of toy buyers are now pondering over the publicity 
problem. What shall they call their toy departments this 
year? How shall they plan out their opening? What special 
features shall they introduce to add to the zest of the selling? 
How can they make their department the one best bet in the 
local toy world this year? Will it be wiser to arrange a 
partial opening now, letting the department gradually grow 
into its regular holiday proportions, or would a doll opening 
now, with a big Christmas opening later be better? Or would 
ii be wiser to let the department remain semi-dormant until 
the day after Thanksgiving, to be opened then with a blaze 
of splendor which will reach to the furthest limits of the 
community?. 

And when the question ‘“‘When?” has been answered along 
comes the more imposing problem involved in the single word 
“How?” How can the fall and holiday selling be introduced 
in a way that will be novel? The sage has said that there is 
nothing new under the sun. He may be right, but toy men 
are introducing publicity features which are novelties in their 
adaptation to toy selling in their communities each year, and 
the novelty talks nowadays. The merchant who plans to work 
up anything elaborate along this line must lay his foundations 


early. For instance, an animal trainer with a bunch of lions— 


and monkeys cannot be obtained at a moment’s notice late 
in November. Nor can a Panama Canal exhibit, with floating 
toy boats and locks which operate be constructed in a jiffy. 
Or, if the novelty be so simple a feature as a revolving 
merry-go-round, or an elevated electric railway which winds 
iis way throughout the department on a track system sus- 
pended from the ceiling, the store carpenter may require a 
month for the completion of the device in connection with 
his other work. 

TOYS AND NOVELTIES believes firmly in the efficacy 
of “straight merchandising” in achieving large sales, in holi- 
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T DOLL SECTION IS 
\) TYPICALLY AMERICAN 


: In That It Has Cordially Wel- 
| comed Dollis of All Nationalities 


A truly remarkable gathering, and, as one views so many different types, it 
is not a strained thought that brings this suggestion: If they could really speak 
their own language, how difficalt it would be for them to understand each other. 
: For instance, almost in the same group are Eskimo Dolls, French Dolls, Japanese 

f Dolls, German Dolls, Indias and Scotch Dolls, all true to their types and 


ia their costume. SYAM Fleer. 
| It is am exhibit that will bs almost as entertaining 
ye andinteresting to grown-ups as it is to the little ones. 
Among the varieties in this great collection are: 
Charecter Dolle Talking Dolls Stockiaet Dolls Undressed Dolls, kid 
Lady Dolls Celluloid Delis Rudder Dolls bodies and alle 
Mea Dolls Dolls Winsted ‘Dotis loid heads 
Young Lady Dells Fel: Dolls Ondressed Fail 
Boy Dolls Detls Undressed Dolle with Jointed posd- 
Beby Dolis—with Musical Dells crying voices tion Dolls 
charac taces Uad a 
imine Poa =; a ae ed Dolla Undressed Character 


. In the DOLLS’ FURNISHING DIVISION—The complete assortment 
) contains every requisite from the Wardrobe and Toilet Tables, from hair pins 
and comb sets to millinery, coats and suits. 


MARSHALL FIELD & COMPANY } 


ONLY 16 DAYS RE- 
MAIN FOR THE 


HOURS FOR BUSI 
NESS UNTIL 3 YY -gS 
CHRISTMAS: 4 

BAMTO6PM 


A DIGNIFIED AND ARTISTIC MARSHALL-FIELD AD, 
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| Hennessy 3 &. 
| Look for Santa Claus 
and His Mysterious Box 
| Dra by four magnificent black } 


Toyland and Dolldom’s 


Grand Opening 


On Hennessy’s Third Floor Today 
Come, Bring the Children 


To View This Biggest, Brightest and Best Toy Store in Butte, With Larger 
Stocks, Added Display Room and Facilities for Selection Better Than Ever 


~ . 
Santa Claus Will Be Here 
Busy in His Neat Little Workshop 
Where All the Boys and Girls May See Him Making the Beautiful 
Things That Are to Gladden Their Hearts on Christmas Morn 
tenga ha sad ge ol rege ny tna rap aa | dean te os teen pay foy 
bought direct! 
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| Special 


Instructing and Interesting 
Mechanical Toys 
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An Elaborate Display of Doll Houses, Toy 
Stores, Garages, Castles, Stables, Et 
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STORE'S ATTRACTIVE PAGE DISPLAY. 


A MONTANA 


day selling as well as year ’round activity. In recent years 
merchants have been turning to all sorts of outside devices 
to attract Christmas crowds. For half a dozen years the 
number of toy departments advertising animal shows, wild 
beast exhibits, vaudeville shows, moving pictures and similar 
attractions has been increasing. The majority of merchants 
who have made use of these outside features have found that 
they have served their purpose, that they have drawn the 
crowds to the store. But the question has frequently arisen, 
ure these crowds buying crowds? Do the women and children 
who push and crowd each other to get a front seat to see 
the wonderful Bosco and trained monkey perform buy goods, 
or do the larger part of them simply go their way and hinder 
the real shoppers in the going. Of course the buying spirit 
is in the air during the holidays. Working on this theory 
advertising men may argue that the people are bound to buy 
anyway, and that the store which can get the most of them in- 
side its walls is sure to get the largest part of the holiday 
cash. Experience would seem to prove otherwise, however. 
The wise merchant would rather have a thousand customers 
drawn to the store by advertising which features toys, cus- 
tomers drawn for the purpose of seeing toys with the already 
created desire to buy, than ten thousand people drawn for 
the mere purpose of seeing a free show. The cry, “Get the 
Crowds into the Store” is all right, but if the crowds can be 
gotten by legitimate merchandising methods, by featuring 
toys and service and special Christmas display which befits 
the season, the crowds will surely be of the buying type. 

Macy’s in New York has displayed this higher type of toy 
merchandising. Straight, efficient merchandising has built 
up the remarkable business of Mr. Hegeman’s department. 
Wonderful displays of toys have here proven their ability 
year after year to draw shoppers and not crowds of the merely 
curious. The child gapes as wide-eyed at wooden cages 
filled with realistic stuffed animal toys, all arranged in life- 
like postures as at the trained animal act. Yes; the interest 
is really greater because a really good “toy show” is a greater 
novelty to the present day child than the bromide type of 
trained animal performance. 

One of the big hits of the 1912 holiday season in London 
was a feature toy display worked out on the highest plane 
of legitimate merchandising lines. This was a big Noah's 
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WHY NOT GIVE SANTA CLAUS A REAL WINTRY HOME WHERE HE CAN 


Ark feature in which the toys thémselves did the work of in- 
teresting the little folks and their parents, and it definitely 
brought toy business to the store where it was installed, 
Gamage’s. This real toy feature was nearly “life-size,” it was 
so large in fact, that it was necessary to build it from corner 
io corner in a large hall in the Gamage store. The elephants, 
camels, asses and all the rest of the long list of birds, beasts 
and reptiles who accompanied Noah on his memorable jour- 
ney, were shown filing around the ark and up a long gang-way, 
two by two in traditional fashion. The toys with which the 
procession was made up were as nearly life size as toy makers 
have yet made them. They were so large, in fact, that many 
of the children wondered what old Noah wads going to do with 
them when they had all passed through the “booking office” 
and sought their staterooms. Here indeed was a toy feature, 
constructed only with the aid of the goods in the toy depart- 
ment, which was legitimate and definite in its merchandising 
value. It proved to be not only one of the store publicity 
features of the London holidays, but it also proved its ability 
to definitely create a demand for toys and then help sell them. 

Merchandise and service can be made sufficiently alluring 
to serve the needs of almost any holiday hustler, but the man 
who believes that with conditions as they are he will do bet- 
ter to turn to outside means to draw shoppers will not be 
alone. He can hire a fellow with a trained chimpanzee, or 
even one with a famous diving horse if he wants to, and he 
will not be criticized for that act. But he must remember 
that if he brings in any of the animal kingdom to entertain 
the little folks he must make careful preparation for the sani- 
tation of his store. Not many years ago one well known store 
which drew tremendous crowds with the aid of a “real men- 
agerie” learned its lesson in this phase of the publicity prob- 
lem. A sample comment, overheard in the toy department of 
a competing store and made by a woman who had just com- 
pleted the purchase of nearly a hundred dollars’ worth of 
fine toys, tells the story: ‘Yes, I went over there (nodding 
her head toward the competing store where the animal show 
was going on) but I couldn’t stand the odor. A circus menag- 
erie is bad enough, arranged in a big tent, or the rabbit cage 
at the zoo, but when you take 25 or 30 animals and coop them 
up in a basement which only boasts a 12-foot ceiling, the ar 
rangement is simply unbearable. The crowds surged around 
the’ animals so thickly that I couldn’t find any of the toys I 
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ENTERTAIN HIS LITTLE VISITORS, 


wanted. I even went up on the sixth fioor to look at furniture 
and found that the air there was permeated with menagerie 
suggestions. I don’t see why these stores feel that they must 
draw the people by entertaining them, anyway. The shoppers 
who are worth while will be drawn by good goods and good 
service.” Perfect sanitation in the store which arranges an 
animal show is essential. One merchant accomplished his pur- 
pose in this respect by installing several blower fans in win- 
dows over the cages. These were operated by electricity and 
continually forced the air in the room out into the open. 
the incoming air from the opposite side of the room kept the 
atmosphere bearable. 

Whatever may be the individual buyer’s idea about special 
trade-pulling features in his department, he must place those 
features so that they will draw the people to the desired spot 
in the store and yet not congest traffic so seriously that sales 
will be interfered with. For instance, a woman buying a 
fine doll goes about her task with as great care and study as 
she might exhibit in purchasing a new electric runabout, and 
the operation of an animal show in close proximity to the doll 
department could not but seriously interfere with her buying. 
Any feature which is to hold a crowd stationary in the store 
for more than a few minutes ought to be so placed that it 
will cause the people to pass through the toy department but 
not remain in it while they are watching the show. A corner 
oli the far side of the department from the elevators and stair- 
ways, then, is a good position for such a feature. Or, if there 
is an adjacent room which can be utilized for this purpose it 
will serve well, because then there will be nothing to distract 
the attention of the shopper who is actually buying goods. 

This problem of arranging the features suggests the greater 
problem involved in the general arrangement of the depart- 
ment. Both time and space are at a premium during the 
holidays. A hundred sales persons in a well arranged de 
partment can do the work of twice that number in a stor: 
where poor arrangement congests traffic and where blind aisles 
require frequent inquiries for directions on the part of every 
shopper. The department which is an open book, even to 
the stranger in its midst is the economical department when 
every ounce of selling energy should be directed toward 
actual sales-making. Wide aisles and plenty of legible signs 
hung high overhead will answer questions mutely and mors 
satisfactorily than an army of floor-walkers. 
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THE TOY CRAFTERS, Inc. 


FITCHBURG, MASS,.——~-- 


MAKERS OF TOY CRAFT TOYS 


We Manufacture 


If not you have really missed a good thing. 
samples and try them out. 


NEW YORK AGENT : 
HARRY B. PEARCE 


ADVERTISING THE OPENING 


The Value of the Double-Barre!l Toy Opening—lIts Importance 
in the Entire Holiday Campaign—How the Daily 
Ad Is Used by Successful Retailers. 

The number of merchants who make an annual feature of a 
double-barrel toy opening is increasing yearly, a fact which 
ought to be sufficient proof of the wisdom of such a policy. The 
double-barrel opening is a cumulative opening, one which fires 
its first and lighter charge in October or November, several 
weeks before the heavier final charge which opens the holiday 
toy selling in a blaze of glory. The first opening may take the 
form of a doll festival, some variety of doll voting or dressing 
contest, or an informal party in the toy department to which 
ull of the children of the community accompanied by parents 
are invited. The Christmas decorations are not yet in place. 
he department or toy store is normal in every way, except 
that the majority of the new holiday goods are out of the cases 
and on display in full array. This is merely an invitation to 
the prospective customers to visit the department and become 
acquainted with the new things. It paves the way for a big 
Christmas season. It turns the interest of the community 
again toward toys. But its greatest service is in its action as 
a wedge for the advance opening of the biggest and best holi- 
day season in the toy man’s history. 

Many American women go about their holiday shopping in 
an admirable forehaneed manner. The gifts which are made 
by hand at home are [frequently started soon after one Christ- 
mas, so early does the preparation for the next begin. Pur- 
chases of toys are not made quite so early, but the early fall 
sees the stock of gift playthings begin to accumulate in the 
hidden attic room. Hundreds of thousands of mothers buy 
the Christmas dolls for their little girls in the early fall and 
then work week after week on tiny dresses for them. Other 
parents who know that the only way in which they will be able 
to buy many new toys is to start the process early and get 
one at a time, start accumulating playthings in October and 
November. The early toy opening, no matter what form it 
inay take, assists these early-bird buyers, and it also lands the 
toy business for the store that is forehanded. An October 


Have You Ever Seen Our Line or Received Our Catalog? 


Our specialty is high class wooden toys. The best and most original that are possible to produce. 
Write us today for a catalog, or go into the showrooms of one of our Agents and see for yourself. 


DOLL HOUSES, SHOO FLYS, ROCKING HORSES, ANIMAL CARTS, 
STICK HORSES, MENAGERIE ANIMAL CAGES, WHEELBARROWS, 
(something new) MECHANICAL WOODEN ANIMALS, RING TOSS, 


and other games. 
| 


All of the above items are distinctly new in conception. They are different from other lines. Write us to send you a few 
Isn't it a fact that if we are making something new and worth while, you really want it? We 
are always on the lookout for new ideas, and take it for granted that you are. Let us acquaint you with some of ours. 


DON’T FAIL TO INQUIRE ABOUT OUR NEW TYPICAL AMERICAN GAME CALLED LAS-SU (Copy- 
righted.) A game of Western conception full of life and action. 


WE CAN SHIP THE DAY ORDER IS RECEIVED. 


221 Fourth Ave., American Woolen Bldg. 1319 Michigan Ave. | 
———————————————————————— | 


October, 1913. 


CHICAGO AGENTS : 
McCLURG & KEEN 
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“Doll Opening” will do the trick. lt will center the interest of 
mothers in dolls and general toys by drawing them into the 
freshly arranged toy department. Or a newspaper ad invita- 
tion to visit the toy department, augmented by an advertised 
merchandise leader or two may be relied upon to serve the 
toy department well. A small] toy department circular en 
closed with the monthly bills to charge customers will di- 
rectly call the attention of the best customers to the advan- 
tages of early toy buying. Or possibly a couple of October 
toy window trims will render good service. 

Hundreds of merchants have already begun to feel their 


Opening of 
Toyland 


SIMPLE, BUT EFFECTIVE LEAD FOR OPENING AD. 


way into the hearts and purses of parents and children by ad- 
vertising their ability to serve during the early season. For 
instance, Alexander Grant’s Sons, of Syracuse, N. Y., found 
that the fall months were good ones for the sale of juvenile 
vehicles by means of the following ad: Wheel goods for the 
youngsters. Good, healthy exercise out in the open is better 
for your children than all the medicine in the world. We are 
making a splendid showing of the famous Cleveland line of 
tricycles from $6 up, velocipedes from $1.75 up, twin drive 
Aero hand-cars $5, wheelbarrows, 75 cents and up, sidewalk 
sulkies $2 and up, and the famous Hercules Wagons built ex- 
tra strong, up to $3.50, the wagon is built a little better than 
seems necessary. This ad was well displayed and was illus- 
trated with cuts of a hand-car, a wagon and a tricycle. 

The Schreiber-McGarrity Company, of Youngstown, Ohio, 
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TOYS AND NOVELTIES. | 85 


Sg 8gitss= 


cnennenny ees Bane! 


“PATENTED SEP5, 19/1, SS 
TRADE MARK REGISTERED U.S. PAT. OFFICE 
MADE BY-W&!FULD, SALTIMOREMD. 


Parlor “Return Pool” 
~—— 


No. 5 - 23 ins. long x 13 ins. wide 
No. 3—29 ins. long x 17 ins. wide 
No. 6—3 ft. long x 22 ins. wide 


== __ Balls and cues in proportion to size 
of tables. 


WARNING TO THE TRADE 


All dealers are warned against handling infringements on my Talking Board and Pool Tables. 


A Complete Pool Table, size 13x23 inches 
15Numbered Balls, Two Cues and Triangle 


POOL TABLES TO RETAIL FROM $1.00 UP. 
NEW YORK SELLING AGENTS 
E. I. Horsman Co. The Owens-Kreiser Co. 
The Strobel & Wilken Co. Baker & Bennett Co. 
Geo. Borgfeldt & Co. A. S. Ferguson Co. 


Selchow & Righter Co. Geo. W. Travers Co. 
Butler Brothers Rice & Danziger 


Harry B. Pearce 


WILLIAM FULD 


Patentee and 
Manufacturer of 


recently featured “The Tiny Tots,” in a simple doll sale which 
was entirely successful. A single column ad contained a half- 
tene illustration of the doll being featured and the following 
type: “The Tiny Tots, the Kutest Kharacter Kiddy Dolls, 
Lovable and Hugable. Have you seen them?” 

-Turner’s, of 141 South Pearl street, Albany, N. Y., recently 
carried a striking double column, five-inch ad featuring vehi- 
cles. More than one-half of the ad was given to illustrations 
and the selling argument ran as follows: ‘For your children’s 
play spells, when their hardworking brains are tired, after 
school—your children are benefited by a ride in one of our 
bicycles, tricycles or automobiles. A large assortment at 
moderate prices.” 

The Fair, of Chicago, I1l., started its fall doll campaign early 
in September by advertising several items in its doll depart- 
ment. Among the items advertised were a kid body.doll with 
sewed wig, shoes and stockings; a papier mache jointed doll 
with bisque head, small dresed dolls to sell at 69 cents, bisque 
Kestner character baby doll at 79 cents; dressed dolls with 
bisque heads at 39 cents; and others in bisque and with 
bisque heads only. The catch line, “Sale of Dolls. The First 
Sale of the Season. Buy Now and Dress the Doll in Time for 
Xmas. Big Savings,” did the business. 

The J. L. Hudson Company, of Detroit; Mich., has been con- 
sistently featuring toys along with other lines throughout the 
early fail months.’ A recent ad featured out-of-door playthings 
as follows: “Outdoor Toys for Children. Child’s reed sulkey 
with upholstered seat and leather cloth hood, $3.98. Doll’s 
folding go-cart with rubber-tired wheels, $2.50. Steel wheel- 
barrows, nursery chairs with table, toy automobiles with ad- 
justable seat and rubber-tired wheels, child’s folding table 
nicely varnished.” 

W. M. Whitney & Company, of Albany, N. Y., conduct a doll 
Gressing contest in November each year and the management 
began this year early in September to boost the annual fea- 
ture. A special sale of Jointed dolls was advertised at $1, as 
follows: “Regularly worth $1.75. First shipment of 1913 sea- 
son of our special dollar jointed doll is now ready. They are 
regular $1.75 value, 23 inches tall, full jointed, closing eyes, 
sewed curley wigs, shoes and stockings and real eye lashes. 


“OUIJA,” The Egyptian Luck Board 
TRADE MARK REGISTERED 
“Ouija” is made in two sizes, 13x 19 inches and 15 x 22 inches 


1226-1306 No. Central Ave. BALTIMORE 


“OUIJA” TALKING BOARDS, PARLOR “RETURN POOL.”. 


Buy one of these special dolls now and take your time in dress- 
ing it for our annual doll dressing contest. This will take 
place in November. There will be three prizes for this-class of 
dolls. Ask for doll dressing contest coupon when purchasing.” 

Such ads as these, with the more specific ads of the doll 
dressing contests or doll openings, pave the way for successful 
holiday openings and also keep the sales ball rolling steadily, 
although more or less quietly, throughout the fall months. 
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THE “CHARCOAL SCRIPT’ ADDS AN INFORMAL TOUCH. 


Then, in November, comes the problem of arranging and ad- 
vertising the actual Christmas toy opening which should hit 
the community with all the force which the arrival of Kris 
Kringle and his Christmas spirit deserve. Advertising ex- 
perts have devised hundreds of different slogans to accompany 
these final openings. Striking illustrations and picturesque 
phraseology accompany descriptions of toys and prices. 
Christmas time is the joy time for all the world, and the 
holiday ad must be permeated with the spirit of the day. 
For the benefit of the merchant in the smaller city who can not 
hire publicity experts to help him wage his coming Christmas 
campaign, the accompanying illustrations of well gotten up ads 
and feature ad heads are reproduced. And for the man who 
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PARLOR GOLF 


THE HIT OF 


THE SEASON 


Parlor Golf is coming to be the most popular 


floor game ever introduced. 


Gimbel Bros. 


alone sold over 1,600 in three weeks. Every 


toy man should carry them. In November we 
start a big National Advertising Campaign. 
Place your orders now before the rush begins. 


E. I. HORSMAN CO. 
Distributing Agents 
365-67 Broadway, NEW YORK, N. Y. 


BUTLER BROS. 
NEW YORK, CHICAGO, ST. LOUIS, MINNEAPOLIS 
AND DALLAS, TEXAS 


GEO. BORGFELDT & COMPANY, Chicago and San Francisco 


PARLOR GOLF, Hoboken, N. J. 


is so thoroughly weighted down with the troublesome details 
of business that he can not inject the Christmas spirit into his 
ads, the following excerpts from successful ads of past seasons 
will be of service. 

Herpelsheimer Company, Grand Rapids, Mich.: We are 
right now in better position to show and sell you toys and 
dolls than at any holiday season before. Here’s where you 
find the bright, new, up-to-date toys for girls and boys, not 
old goods, but clever and wonderful pieces of mechanism from 
the greatest toy marts in the world. Come daddies and mam- 
mas, and see the grand assemblage of modern toys. You must 
admit that besides delighting the little folks, the toy display of 
today greatly interests the grown-ups, too. Mechanical won- 
ders for boys and girls. Educational games, toys, puzzles, etc., 
etc. Amusing and funmaking creations. Real practical things 
in miniature sizes. Musical toys in a great assortment. Hand- 
power vehicles for boys and girls. Substantial furniture for 
children. Playhouses and stores in large sizes. Steering sleds 
and sleds of all kinds. Blackboards, pool tables, carom boards, 
etc. But what’s the use going into detail? It’s a marvelous 
display, almost bewildering in variety. Dolldom, third floor. 
You never saw an exclusive display of doils and doll furnish- 
ings in Grand Rapids before that was half as large or half as 
complete as Dolldom at Herpelsheimer’s. Little tiny baby 
dolls. Big baby dolls. Foreign dolls. Big girl dolls. Little boy 
dolls, Rolypoly dolls. Unbreakable dolls, doll clothing, doll 
wigs, doll houses, doll furniture, doll cabs, doll repairs, etc., 
etc. Now’s the time to pick the dolls you are going to give for 
Christmas, while the assortment is unbroken. Remember it 
takes time to make doll clothes. Toy, doll and wheel goods 
departments now all ready for business. 

The Stewart Dry Goods Company, of Louisville, Ky, used 
an illustration of Santa Claus dancing a “ring around Rosey,” 
with several small children, with the following ad introduc- 
tion: “Toyland in the basement sales room. Jolly Old Santa 
Claus wants to see and talk to every little girl and boy. 
Santa Slaus will give you Xmas stationery and you can sit 
down by the “Big Chimney” and write Santa Claus a letter. 
Don’t fail to come. 

Strawbridge & Clothier, Philadelphia, Pa., 
wide attention with their toy ads. 


always attract 


Following is a bit of live 


copy in which practically every item in the world of toys is 
mentioned and priced: A wonder world of toys. Can you remem- 
ber when the one thing you wanted, next totoysof your very 
own, was to gaze into the shop windows and get all the pleas- 
ure you could out of the toys intended for many little girls 
and boys, far and near? Wecan. But we can’t begin to re 
member anything as great, as wonderful, as pleasure giving, 
as the toyland we have planned for the children this year. 
Even grown folks come here and spend hours in Toyland—in 
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You ought to see what he has unloaded on our Secsad fas 


So crea and 80 mentifu lentiful brie you would think you 
were in Fairylan e@ toy shoppers tell us that we 
not only have th ne best eeortment but that our prices 
are lower than any in town. 


Brieg Your Childrea— Visit Our Toyland on Our Second Floor 


OX PROS.Z ["o. 


9235-79-931 Ma -CALHOUN STREET: 
CONPLETE HOUSE FURNISHERS 


THIS AD GIVES PLENTY OF SPACE TO SANTA CLAUS. 


E 


the Doll Salon, at the Mountain Village, among the moving 
toys—just for the pure pleasure of it. Imported Dolls—Spe- 
cial at $1. Dolls that are from 18 to 24 inches tall and are 
known as Baby Helen, Dolly Penn, Baby Marguerite and 
Raby Edith. Also—Dressed and undressed dolls, 5c to $50. 
Dolls’ handsome go-carts, $1 to $10. Dolls’ furniture—many 
kinds, $1 to $7.50. Dolls’ dresses and other garments, 50c to 
$15. Dolls’ smart little trunks, from 50c to $25. Sets of dishes, 
pewter, enamel, china, porcelain, tin and aluminum—25c to 
-12 a set. Wooden toys, targets, ten pins, wash sets, etc., 25c to 
$5. Noah’s Arks and garden animals—10c to $3.50. Play stores, 
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The PONYCYCLE—It Gallops. Latest and Best Out-of-Door Toy 


= 


The Ponycycle is the only rig affording a Rocking Ride 
Delights the Children and Makes 


Horse has continuous galloping motion, affording all the thrills of nding a real pony. 


Them Grow Strong 
It is a handsome dapple gray with 


hair mane and tail, and attractively harnessed. Can be used as a Hobby Horse indoors when weather is unfavorable. 
Made in Singles, Teams and Tandems in various styles and sizes for children 2 to 10 years of age, at prices ranging from 


$5.50 to $25.00. Write for Literature and Discounts to the Trade. 


1007 Papin St., 


A. W. SWENDER CO., 


Order NOW for Spring Trade. 


ST. LOUIS 


stables, houses and bungalows—50c to $59. Stuffed animals 
of all kinds, including the Steiff animals—25c to $15. Wagon 
blocks—from 50c to $4.50. Drums—from 25c to $5. Slates, 
blackboards—25c to $3.50. Children’s desks—$1 to $6. Rock- 
ing chairs—from $1 to $5. Iron toys—from 25c to $3. Water 
toys—25c to $3 a set. Mechanical boats—from 25c to $5. Ve- 
locipedes—from $1.50 to $15. Tricycles—from $3.50 to $16. 
Special juvenile bicycles—$15. Toy sweepers—from 15c to 
$2. High sleds—from 50c to $2. Steering sleds—from $1.50 
to $12.50. Tool chests—from 25c to $12.59. Ice skates—from 
60c to $5. Roller skates—from 75c to $3.25. Mechanical trains 
—from 50c to $25. Electrical trains—from $1 to $50. Shoo-fly 
rocking horses—75c to $6. Automobiles—from $4.50 to $18. 
Fost card projectors—from $2.50 to $15. Express wagons— 
from 50c to $7.50. Mechanical toys—25c to $50. Desks—from 
$1.50 to $8.50. Toy pianos—from 25c to $12.50. Horses and 
wagons—25c to $10. Games and blocks—from 10c to $50. Play 
stores—from 25c to $5. 

Jordan Marsh Company, Beston, Mass., ran the following 
copy early last fall, in connection with a cut showing a boy 
and girl surrounded by varied pla) things. Boston’s greatest toy 
store. We have made a store for the child for Christmas, and 
we have peopled it as is peopled the c::ildish imagination when 
it contemplates this joyous, wondrous, once-a-year occasion— 
when the youngster can have “anything he or she wishes for.” 
Many months in this country and abroad—thousands of dol- 
lars in money, tireless care and unremitting search, preceded 
the realization of this great exhibition. Now it is complete— 
and we have arranged everything so conveniently that it will 
make your shopping here a delight in many time-saving ways. 
Separate sections in this great store devoted exclusively to 
the following: A section for games. A section for wooly toys 
and animals. A section for vehicles and toy furniture. A sec- 
tion for Christmas tree ornaments. A section for picture pro- 
jectors, lanterns, etc. A section for play suits. A section for 
doll houses. A section for mechanical toys. Quantities of 
these were selected by our buyer at the great fairs of Europe— 
where she spend three months—and are not only unique and 
original, but absolutely exclusive here. These are not neces- 
Barily expensive, but come at a complete range of prices, from 


low to high priced. Some of the things every child will delight 
in seeing: The wonderful “eatables” for Miss Dolly’s table, 


over a hundred different kinds, imported by us—the doll’s 


. pie, 


ening of Toyland 


Seer Bring the Children to See This Fairyland of 
Playthings Which Is Now on Display 
at This Store 


aoe a ear 
L a _ _ tt. *\ ~y . \ 
a Bbc 
<=, 
LRN 
SAH 
Ahi ifs *Toyland—Joyland—ittle gitis' and boys’ land”—opened last 
Ee Ff, week and if you wetn't among those prepent you missed a great sight, 
indeed” There were scores af little girls and boys who came to see 
—a ~ what .was new in the realm of Santa Claus; and there were other 
scores of grown-ups who tame to see the children and who were 
themeclves fascinated by this highly interesting exhibition, 


To give a description of each toy would be practically impossible, 
and even if we could do so, it wouldn't be half so interesting as a per- 
sonal visit. However, we append a list of items which shows the 
scope that Toyland covers as well as the the uniform moderateness 
of our prices, 


Conte to Toyland today—tomorrow—just as soon as you can— 
and be sure to bring the children with you—on your frst visit, 
anyway. 


Doll Bteckiegs.... tbe to 20 
Doll Hams 4...... Te to 786 
Doil. Parasols’. 294 te $1,00 
Dell Houses ..51.25 te 53.00 
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Horses on Wheeled Base ........0.000- $ 500 8 2.50 
Rocking Hotes .ccicccavecécccccccuces $3.75 to $12.00 
Tool Chests .....«,-00¢ Le ewscecsccccsces $ .75 tw 8 6.00 
Humpty Dumpty Circus 

VEIONSS | pecacencccesyesanseevecéucs $1.69 to $ 6.00 
Rubber Tired Tricycles ...-.cssseeeeeeee $6.85 wo 810.00 
Rearitig lel sc ckcecacccnsccsdscgstts $1.19 to 8 2.35 
Padi Ree scavuncesedsscuccudsaanthese $1.00 to 8 2.00 
Cialboy See cod seccecvéysetuceweveess< $1.75 to 8 5.00 
Coren Sa0Rh ss nnn snanateabeaaccaba vans $1.50and8 2.00 
Tetes StOGOR a cucivasctscabevasesasecane 3 .69 to $10.00 


+e 0KB te $1.00 
Complete Base Ball ovt- 
mt .... 


bigvnccnsdec eae 

@ Enamel (bairs . 91.06 
Marathes Racers ...... 
Pastry Sets 


Mechanical Tors 25¢ te $3.00 
Dressed Dells .. 3% to $5.00 
Raby Dells ...91.25 te $10.00 


CER CRO occ vovidonnnwathoanics $1.00 wo 8 6.00 
Dewe Gek ASTOR on kescccreudcasiocenr ..8 .10 


AN OPENING AD WHICH RENDERED GOOD SERVICE. 


mansion, really a playhouse for the little ones, made up of 
four charming rooms, all completely furnished—the entire 
floor devoted to vehicles, sleds, etc —the new Edison moving 
picture machine—and a multitude of other things. Be sure to 
see our doll’s suite of rooms. 
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THE LITTLE LEAD SOLDIERS 


How Singing Girls Make Them in hem in the Outskirts of Nuremberg 
—Wars of All History Preserved in Mould Cab- 
inets—For Military Experiment. 

They worked behind the bright flower boxes in low rooms 
around the little court of a very old house on the outskirts of 
Nuremberg. It was a very still court; even the moss-covered 
fountain in it hardly dripped aloud; and the garden was too 
far away for the girls to hear the rustling of the leaves. So 
they sang often at their work, that there might be a pleasant 
gentle sound to lighten the stillness. All day long they made 
the little lead soldiers; send them away to be painted; and 
when they had come back, packed them in little boxes to go 
forth into the world. They made thousands of them in a 
day, since all but the painting is very quick and easy work; 
and night after night almost as many thousands of them went 
their way—sometimes to strange destinations. Little princes 
of royal houses were to learn from these soldiers, their first 
lessons in the marshalling of troops they were destined to re- 
view in peace or to lead in war. With the little lead soldiers, 
grave historians and military theorists would re-enact upon 
great tables in their studies, the battles of Marlborough or 
Napoleon and then write their treatises upon them. Some- 
times they require hundreds and even thousands of the little 
soldiers and insisted that they be in miniature aspect like 
those that the Duke or the Emperor actually commanded. 
Sometimes the boxes that contained the Httle soldiers bore 
illustrious names. For the officers of this or that general staff 


required them to make experiments for maneuvers or to set © 


problems for military schools to study. Now and again, the 
little soldiers went their way to some solitary whose hobby it 
is to make campaigns on the carpet for no one’s satisfaction 
but his own. And every night a part of the packets were ad- 
dressed to the toy men who sold them for playthings for the 
children. But these were not the ‘‘envois” of which the house 
was proudest. It preferred to minister to the specialists and 
the scientists. 

Whatever soldier was ordered, the singing girls could make. 
Usually they had only to go to one or another cabinet for the 
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mold that would shape him. If he was a very rare specimen, 
indeed, and there was no mold for him, they knew out of long 
experience how to prepare one. The designer took the order, 
studied the military history and plates that were in the library 
of the houses, perhaps paid a visit to the necessary museums, 
finally drew his design, accurate to the smallest detail, bade 
the artisan make the mold and the painters take heed of the 
colors of the uniform * * * The girls could make the sol- 
diers flat in the old fashion or round in the new, according as 
the orders ran. They did not like to make the round soldiers, 
because it took time to adjust and shape the parts, whereas 
for the flat they had only to fill the mold with the hot metal. 
Very expert girls have made flat soldiers almost one a 
minute. They made them, too, of whatever proportion of tin, 
lead and antimony the quality and diatinction of the soldier re- 
quired. The children’s soldiers often had most tin in them, be- 
cause then they were not easy to break. The scientists handled 
the soldiers more carefully and they were often economical. 
Lead sufficed for them. 

It was the painters that did the really delicate work. They 
ranked the little soldiers in front of them, took their fine paint 
brushes between their fingers, barely touched the colors, barely 
touched the metal. And forthwith the little lead soldier had 
his appropriate uniform—the correct stripe along his trousers, 
the right number of dots for his buttons, a certain character 
even in his face. Then he was done unless he had to be set 
on his horse, if he was to serve in the cavalry, or disposed 
about his gun if he was destined for the artillery; or arranged 
in due fashion if he was merely to lie among the killed and 
wounded. Usually the girls made only these‘soldiers, but some 
times a few of them were working at the accessories of the 
mimic campaigns. Ultra-modernists insisted that their minia- 
ture armies should have a contingent for aviation, and for 
them the girls made little biplanes. Or the historian who was 
writing of the wars of Caesar or Pompey wished a walled 
town before which to maneuver his Romans. The girls made 
him his gates and bastions. Another specialist, equally 
crigent, would have his mediaeval catapults and rams, and 
after long searching it was usually possible to find designs 
for them. One day, in particular, the designer showed how 
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contemporary he could be. Some one in Belgrade or Sofia 
wished to re-enact the Balkan wars in miniature. The design- 
er sketched and colored the uniforms readily enough, since he 
had the plates at hand. But he did not stop there. He made 
fleeing Turks and onrushing Bulgars and Serbs and abandoned 
cannon and overturned wagons and burning houses. When it 
was all done, molded, painted and disposed with a little 
imagination, there on a big round table, was the Balkan war 
in little. The girls were so proud of it that they were reluct- 
ant to send it away. ; 

No military museum could boast such an array of soldiers 
as the store rooms of the old house, sheltered behind glass 
cases. A box of ancient Britons stood ready to go down to 
meet Caesar’s Romans. The hoplites of Sparta and Athens 
neighbored the Persians of Darius and Xerxes. A very big 
box contained the siege of Jerusalem in miniature. Attila rode 
in the center of another, his Huns around him. Crusaders 
filled another shelf; all sorts and conditions of mediaeval sol- 
diers from knights to bowmen another. The armies of Louis 
XIV, the armies of Frederick the Great, the armies of the Em- 
reror Napoleon, were all there in miniature, but in exactitude, 
too. Then came the armies of our own time. For whatever 
soldiers the order came, the girls could fill it. They might be 
French, Russian or American. There they were, waiting behind 
the glass—infantry, cavalry, artillery and all the rest. And 
each one of them wore the uniform proper to his branch of 
the service according to the very latest regulations. It is only 
the miniature cannon that must be done by guess-work. For 
the war ministries and the general staffs keep the secret of 
their artillery. It was hard to believe that there were so many 
little lead soldiers in the world. It was still harder to believe 
that so many. in the world wished to buy them. More old 
houses in Nuremberg than the one with the flower boxes, 
behind which the girls sang at their work, make the little sol- 
diers by thousands and tens of thousands, and have made 
them for two or three generations. It is all in the official 
statistics—among the little industries of Bavaria, the singular 
little industries. 

It is not the toy shops that order even a major part of 
the little soldiers. They are but a minor part of the trade. 


Flexible Flyer 
ma _ the only sled with grooved runners 


is your proft-making opportunity 


lt is the sled every boy and girl wants, for they know it goes faster, 
steers easier, and is safer than any other sled ever invented 


Flexible Flyer is the original, the widest-known and most- 
demanded steering sled on the market. It sells on its reputation 
for general excellence and good value. and would sell readily 
even if we didnt advertise it in the leading magazines all 
through the retail season. 

“~ Its grooved runners, and goose-neck design are exclusive 
\\ features that send Flexible Flyer shooting ahead in popularity. 
Anticipate the big demand this Fall by sending your order in NOW, 
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The girls laughed gayly when they heard how certain advo- 
cates of peace fear that the little soldiers instill “militarism” 
into nurses. The gray-haired old master of the house, who 
has made lead soldiers these many years, as his father and 
grandfather did before him, smiled his gentle smile. “But I 
bave read,” he said, “that you Americans have humor.” No, it 
is not the nurseries and the toy shops that make the molding 
and the painting of the little soldiers an industry. Where they 
order tens, the historians and the military scientists order 
hundreds. Where these grave men order hundreds, general 
staffs, groups of officers in garrisons, and impassioned ‘“stu- 
dents of war,’’ order thousands; they have broad, flat tables, 
made especially for them, set apart in whole rooms to contain 
them. The advocates of peace may abate their fears. The 
professional enthusiasts are already corrupted beyond salva- 
tion by the little soldiers and the historians regard them as 
no more than so many documents. As for the girls, they know 
not what “militarism” means. They know that Hans or Gott- 
fried or Melchoir goes off to do his military service and usually 
comes back the better man for it. And all day, they sit sing- 
ing behind the flower boxes around the quiet court in the old 
house—and the little lead soldiers drop by thousands from 
their fingers. 


TOYS AT SAN FRANCISCO EXPOSITION. 

Despite the fact that the German Government has declined 
the invitation to have a building at the Panama-Pacific Exposi- 
tion in San Francisco, Calif., in 1915, the toy manufacturers in 
Sonneberg, Germany, and vicinity are making plans to be rep- 
resented at the fair. At a recent meeting, according to a cabled 
press report, the Sonneberg manufacturers voted to co-operate 
in arranging an exhibit of toys which would be worthy of the 
great German toy industry, and which would be thoroughly 
representative. The indications are that this exhibit will be 
one of the greatest displays of toys, both ancient and modern, 
that has ever been gathered together. The display of ancient 
toys in the British Museum will, of course, surpass anything 
of the kind that could be gathered anywhere else, but in the 
showing of fine and varied modern toys, the German industry 
is in a position to arrange a wonderful exhibit. 
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@_ Federal Baby Carriage Tires excel because they are made in a superior 
way. They are quality tires through and through. 


q Our exceptional facilities for scientific research and complete equipment 
for up-to-date laboratory tests enable us to produce tires of unusual 


excellence. 


@. Leading Baby Carriage Manufacturers have placed the seal of their ap- 
proval on Federal Tire quality by contracting for their 1914 tire needs. 


WE HAVE A SPECIAL PROPOSITION TO MANUFACTURERS THAT WE 
WILL BE GLAD TO SUBMIT IN DETAIL PROMPTLY ON REQUEST 


Federal-Rubber Manufacturing Company 
MILWAUKEE 


HE DOLL IN HISTORY 


Important Place Held by Universal Plaything Since Time 
immemorial—Some Famous Types and When 
They Arrived—By Dr. Fritz Hoeber. 

The idea of dolls is an ancient property of the human race. 
That condition of dependency in which man felt himself to 
be, to a higher power “outside of himself,’ the child trans- 
mitted, so to speak, automatically, to lifeless objects which he, 
the little god, “created after his likeness.” 

Should a writer attempt to exhaustively describe the great 
variety of dolls of all nations at all times, he would have to 
write a great history from a special view-point. The beginning 
is concealed in mystic darkness. Were they idols or were they 
dolls, those articles which we have before us today in the way of 
carved and engraved reindeer bones of the earlier stone age? 
The savages of Africa, America and Australia, the inhabi- 
tants of Eastern Asia and the Malay Archipelago, all have 
known dolls from the beginning, as a visit to the national mu- 
seums will at once convince us, although they often may be 
dolls of only primitive material formation. Thus, the Chinese 
doll consits of a sack-like piece of gay colored cotton or silk 
material, to the upper end of which is fastened a papier- 
mache head, whose delicate traits are rendered in painting, 
and whose hair consists of black silk threads. 

With the Malay inhabitants of Java, a doll game, Wajang, 
of many figures is in vogue, consisting of most characteristic 
types of masks, which well may be compared with the per 
sons of the old Italian Comedy. 

When we pass over into the realm of our European culture 
development, we find with the Greeks and Romans all the 
principal primitive forms of the children’s games developed 
as they exist to this day. There were ball games and hoop-roll- 
ing, the flying of kites, children’s weapons, little battle carts, 
lead soldiers, of which an interesting, specimen in the form of 
a little Caesar on horseback has been preserved, and also all 
kinds of dolls, costly ones of elegantly modeled wax, of carved, 
painted and gilt wood, and even of ivory. There were also 
cheap ones for the great masses of the people, of the universal 
material, terra cotta. It is probable that many of the well 


known figures, which in the fourth century, were produced in 
large quantities at Athens and the Boestian border town of 
Tanagra, of which we admire such charming types in our 
large museums, those fine little fashion dames and veiled 
matrons, the graceful dancing girls, and the wonderfully jolly 
character figures of the new (classical) comedy, were intended 
for the amusement of the children. Besides these motionless 
figures of the plastic art, there also were, in Greece and Rome, 
clay dolls with flexible limbs, in principle not different from 
our own, of rather crude formation of the body and limbs, 
which latter are fastened with little wood pins to the shoulder 
and hip limbs. A better specimen belonging to the fourth 
century was found on the Kimmeric Bosphorus, in the penin- 
swar Krim, settled by inhabitants of Athens. 

The Greek word for doll is “Kora,” meaning girl. As is the 
case with us, with them also, the feminine dolls were in the 
majority. Plutarch’s little daughter possessed such a doll. The 
demand for dolls seems to have been considerable. It was 
supplied by a special trade called the “Koroplastixi,” which 
supported its workers. When the children grew up, which 
with the girls generally meant the time of their marriage, they 
dedicated their toys to the gods and in these dedication in- 
scriptions the dolls were frequently mentioned. 

Of the dolls of the middle ages unfortunately much less is 
known than of the antique. From the second half of the Fif- 
teenth Century there exist two little carved wood pictures of 
workmen, finished as rather primitive dolls, evidently wooden 
iimbed dolls. In general, our imagination will have to be sup 
plemented from the many statuettes of saints and madonnas 
in wood or stone and occasionally in burnt clay. There are 
also the waxen devotionals. For the epoch of the Renaissance 
a better record is made. 

The Nuremberg toy industry reaches back to those days. 
Paris showed then, progressive development in the production 
of very expensive fashion dolls, of which we mention two by 
way of example, one from the time of Francis I, belonging to 
the Darville Collection, and one somewhat younger from the 
time of Henry III, belonging to the well-known Vienna collec- 
tion. Both are dressed in elegantly fashioned gay colored bro- 
cade gowns, which are trimmed with rich embroidery and lace. 
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GIBBS TOYS 


To Retail at 5c, 10c, 25c, 50c 


The best selling and most attractive toys on the market. Children 
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Shows complete line of Gibbs Toys, (30 items) in nat- 
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They are strictly in the style of that period, with neatly folded ed in 1823. In the same year we find for the first time the 
linen collars surrounding the carefully carved heads. The _ socalled “sleeping eyes,” which in a horizontal position of 
faces in their gay colored paint, smile rather stifly. The ; 

French Renaissance is also the inventor of the dolls of a 
pressed paper mass, papier mache or papier moule, so much in 
demand until far into the Nineteenth Century. 

The central position which France occupied in the succeed- 
ing centuries is surely also illustrated by the immense Paris 
doll industry. Under Louis XII, dolls were even admitted at 
court. They were permitted to ride in the state carriage of the 
king, and were the acknowledged favorites of the king as well 
as of the princes and princesses. The most illustrious minds 
at the court of the Sun King, such as Bossuet and La Fontaine, 
did not disdain them. Altogether, that period of the grotesque 
which distinguishes itself through conditions exaggerated into 
the colossal, prides itself of quite fabulously luxurious and 
costly dolls and doll outfits. 

Louis of Epernon, Bishop of Toulouse, presented the daugh- 
ter of Louis XIV, Mademoiselle de Bourbon; with a magnificent 
doll and doll room, with little bed, complete furnishings, night 
gowns and many costumes for change. 

This refinement, it is true, extended only to dresses and 
outfits. The dolls themselves at that time were still quite prim- 
itive, with their heads, hands and feet carved out of wood and 
painted in a manner that does not individualize. The bodies, 
the arms and legs were made of stuffed pads held together 
with ribbons. 

In the early Nineteenth Century doll heads of wax with 
glass or enamel eyes made their appearance. During this 
century the work of perfecting progressed more rapidly. The 
body was formed of a covering of sheep skin filled with saw- 
dust or bran. About the year 1850 there were dolls of gutta 
percha. A little later came the first porcelain heads with 
genuine hair wigs, which were produced either of untwisted _ 
silk or of the hair of the Astrachan or the Tibet goat. See Dene ne rene ee eee, Shen eee ea eee eee 

In the greater enlivening of its figures the doll industry then the doll, close by means of a counterweight fastened to the 


made forward strides. Talking dolls, which by means of a eye-ball. 
spring mechanism, say “Mamma” and “Papa,” were construct- For doll fashions, the same as for their human prototypes, 
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Paris, of course, ruled. The figure parts were produced in 
Germeny and England and were then imported into France. 
Very pretty wax aud porcelain heads came from London; por- 
celain busts were made principally in Bavaria, Prussia, and 
also in Austria. Above all, however, these were made in the 
famous house industry towns of Southern Thuringia, such as 
Coburg, Sonneberg and Holdburghausen. These Thuringian 
workshops, noted for the manufacture of everything in the 
way of toys, also enjoyed a good reputation for busts of papier 
inache. Those of wax, on the other hand, were largely drawn 
from England. Thus the dolls were produced until far into 
the Nineteenth Century, in all parts of the world. 

The sale of dolls offers much that is historically noteworthy. 
The most luxurious business houses were found in Paris 
towards the end of the Eighteenth Century. Then they were 
eight in number. One of the most favored stores was located 
in the Rue Honore, going by the name of “At the Violet 
Monkey.” The proprietor of this store, Mr. Bennais, styled 
himself on his business card as “Merchant, Toyman, Cabinet 
Maker and Fan Maker.” From him were bought all possible 
games for adults and for children. 

The French doll was always an elegant lady of fashion. 
‘this seems to have been the case going back to the most an- 
cient times. It did not only serve as an innocent plaything 
for children,’ but it also filled an important role as arbiter of 
laris elegance. 

As far back as 1391, Queen Isabeau of Bavaria, the spouse 
of King Charles VI, of France, ordered a number of beauti- 
fully attired dolls to be sent to the Queen of England for the 
purpose of showing her the beautiful French gowns worn at 
her wedding. 

The two magnificently dressed French Renaissance dolls 
have already been meationed. But later the Paris dolls reflect 
all fashion variations of the Seventeenth, Eighteenth and 
Ninetecnth Centuries down to the smallest details. A whole 
branch of the industry, which had its seat in the Saint Martin 
Quartier, was able to support itself on the dressing of this 
mondain society in miniature. The custom followed to this 
day, to produce model dolls dressed in the newest fashion 
which reproduce, in a small way, with perfect exactness, the 
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cut and finish of the costumes for the tailor shops and the 
ladies in foreign countries eager after the Paris fashions, was 
gaining more general extension in the course of the Eight- 
centh Century. Charming, indeed, are the little “Incredibles” 
of the time of the Revolution. There is also a series of empire 
dolls which a toy manufacturer of that period illustrates in his’ 
sample book, in their low cut, light colored ball dresses, with 
short waist girdled with a large bow, and with a turban-like 
head-dress crowned with large ostrich feathers. 

And not less charming in style and distinguished taste in all 
that refers to costume are the periods of the Restoration of 
the Citizen King and of the Second Empire. 

The city fashion dolls are not the only costume dolls. Noted 
also are the costume dolls as they are found since the close of 
the Highteenth Century, in all parts of Germany, but also in 
the different sections of the Alpine countries of France and 
particularly Italy. These have been added to by the modern 
artistic reform movement in the doll industry, at first in 
Munich, and thereupon also in Berlin, Dresden and Karlsruhe. 
These are supplemented by different vocation types, chimney 
sweeps, huntsmen and’ soldiers of all classes and grades of 
service. 

Two important doll categories are formed by those intended 
for the cribs and those for the doll theater. They probably 
should be counted among the oldest doll types. Already the 
latter portion of the middle ages knew representations of the 
Christmas story in painted and costumed standing figures; and 
to what proud and manifold variety the Seventeenth and 
Kighteenth Centuries aspired with their cribs fitted with 
whole shepherd scenes and complicated illustration effects. 
These will be remembered by every one who has once seen 
the rich crib collection of the Bavarian National Museum in 
Munich, in which the Italian cribs excel. 

The doll theater, also, has a great historical position, which 
reaches back to the time of the Hellenism. 

The psychological! interest in the doll theater is the strong 
humanizing and the personal part taking of the enthused mind 
of the child for and against these wood dolls. In the poetic 
fable by E. T. A. Hoffmann, “Nutcracker and Mouse King,” 
surely not written for children only, the poet describes what 
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terrible war adventures and dangers to life the Christmas toys 
had to experience in the childish agitated fancy. 

But by no means does it always require rich toys in order to 
make the humanizing of the doll a reality in the eye of the 
child. The stick wrapped around with a rag will suffice fer 
the girl of the people to make of the inorganic thing a most 
vivacious creature, an object or subject of the will, according 
to whether it is a creature dependent on the child or a god 
that inspires the child with fear. Thus the elements of the 
doll are simple indeed. 

Between the divine Hkeness, the fetish and children’s toys, 
are bonds much closer than a simply superficial observation 
is able to conceive. The most wonderful thoughts on this 
remarkable change are expressed in a child’s poem, as lovely 
as it is deep, by Richard Dehmel, “Fitzebutze.” These are 
thoughts which move the childish toys, the doll, as it were, 
into a philosophic perspective of God and world. 


NEWS NOTES OF PHILADELPHIA TRADE. 
PHILADELPHIA, Pa., Sept. 27. 
Special Correspondence. 

With Halloween and Christmas approaching, local toy and 
novelty dealers are very busy. There are many new things 
for the coming holidays to attract the little ones and they 
are meeting with delightful approval wherever displayed. 
Now that the tariff situation is practically settled, the feeling 
of uncertainty has entirely disappeared and the toy business, 
the novelty business and in fact all businesses are slowly 
but surely adjusting themselves to the new order of things. 
There are plenty indications to warrant the opinion that 
business this year in both lines will surpass the business of 
preceding years, or at least equal it in every respect. The 
novelty business will assuredly experience its most prosperous 
season. Pillow tops and pennants have met with the most 
popular approval of anything in recent years. In the toy 
line, the “Snookey ookums” doll is receiving a very heavy sale, 
in fact the heaviest of all new toys. Since its inception it 
has demonstrated its ability to sell. 

John A. Bradley, 613 Market street, is slightly incapacitat- 
ed by a broken forearm, which he sustained while crank 3 
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his automobile at Atlantic City when there on a few days’ 
pleasure trip. 

Manufacturers and jobbers of toys and novelties in Phila- 
delphia are to be amply represented in a tour the latter part 
of October through six southern states, under the auspices of 
the General Trade Expansion Committee. About 100 men 
representative of almost every line of industry in this city 
are to accompany the tour. The benefit which this city re- 
ceived from the last annual tour, held a year ago, warrants 
sufficiently the undertaking of another such expedition. The 
method of advertising or ‘boosting’ Philadelphia merchan- 
dise is through the general distribution of literature and 
through speeches made by members. The six states to be 
visited, comprising five days, are to be Virginia, North Caro- 
lina, South Carolina, Tennessee, Georgia and Alabama. Phila- 
delphia is known in the East as a toy and novelty center, and 
every method will be resorted to to impress that fact securely 
on the minds of the Southerners. 

A charter, under the laws of Delaware, was recently grant- 
ed to the Keystone Novelty Company, at Greenville, Pa., 
with a capitalization of $25,000. 

A meeting was recently held in this city by the Allied Job- 
bers’ and Manufacturers’ Association, of which Adolph Fors- 
ter & Company, toy jobbers, are members. The association 
is formed for the purpose of mutual protection and to assist 
in the development of the business of members. 


CANADIAN STORE CHAIN REPRESENTS MILLIONS. 

The new department store of the Hudson Bay Company, ut 
Calgary, Province of Alberta, was opened on August 18. This 
is stated to be the first of a chain of big department stores 
which the company is either building or contemplates con- 
structing in Western Canada. The Calgary investment is 
$3,000,000. The Vancouver establishment now building will 
cost about $4,000,000, while the Victoria store and stock will 
aggregate $1,250,000. 

The new store at Winnipeg, together with stock and build- 
ings, represents over $7,000,000. The investment in Edmonton 
will be about $1,500,000. These cities are all embraced in the 
company’s scheme of expenditure, 
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Exports Show Total Increase with Slight Decline of Demand 
from American Market—New Stuffed Toys— 
Sonneberg Takes Over Museum. 

HAMBURG, Germany, Sept. 13. 
Special Correspondence. . 

An interesting notice has gone through the daily press, re- 
cording a considerable improvement in the total toy export 
trade to all civilized countries. This report, which fortunately 
is true to the fact, is made on the strength of the actual fig- 
ures. In the notice referred to it is stated that the toy ex- 
ports in the first five months of this year, as compared with 
the same period of the year 1912, have experienced a large in- 
crease. From January to May, 1912, the German toy industry 
exported in the aggregate 13,727 tons of toys and Christmas- 
tree ornaments, to the value of 22,754,000 marks. In the same 
period of the year 1913 these sums have risen to 14,854 tons 
and 26,358,000 marks. . 

Considered separately, almost all of the countries which 
come into the question with a few characteristic exceptions, 
take part in the increase. At the head of the buyers so far 
as the increase goes, marches Great Britain, which from Jan- 
uary to May of this year took 3,895 tons, against 3,372 tons in 
the previous year. Among the exceptions mentioned belong 
the United States, which this year bought only 4,719 tons 
against 4,986 tons the previous year. It remains to be seen, 
however, if this proportion will not improve before the end of 
the year. Then comes France, which, notwithstanding the 
now dominant anti-German sentiment, bought 868 tons of toys 
this year, as against 650 tons in 1912. Then follow in the 
order indicated with the corresponding figures, Argentine Re- 
public with 612 tons against 358, a telling example of the 
buying ability of the South American states; Austria-Hungary 
with 584 against 485 tons; the Netherlands with 536 against 
499 tons: Belgium with 599 against 445 tons; Australia with 
352 against 406; British India with 318 against 318: Switzer- 
land with 254 against 211 tons; Canada with 212 against 265 
tons; Russia with 209 against 169; Brazil with 166 against 
140; Mexico with 156 against 160 tons, a decrease which prob- 
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ably can be accounted for by the civil war now raging in that 
country. 

Among the consumers who have bought less than 150 tons 
of toys belong in the order given: Spain, Denmark, Chile, 
Cuba, Sweden, New Zealand, Uruguay, Roumania, British 
South Africa, Turkey and several other countries. With Rou- 
mania and Turkey the consequences of the Balkan war, of 
course, show themselves in the figures, especially with the 
last named. In 1912 Turkey bought during the period men- 
tioned 91 tons; this year only 44 tons, while the importation of 
Roumania decreased from 51 tons in the year 1912 to 48 tons 
this year. 

The Leipzig Messe. 

This satisfactory result probably can be credited to a large 
extent to the Leipzig sample messe, particularly the spring 
messe, which we know brings buyers to Leipzig from almost 
all civilized countries of the earth. The fall messe enters less 
into the trans-ocean business and only serves the interests of 
the German buyers; it is therefore much more quiet in its 
character, so that many exhibitors do not speak well of it, 
and would rather see its complete abolition. 

Leipzig again hospitably opens her gates to the fall messe, 
and in the messe quarter, which recently has experienced a 
change to its advantage, a more lively panorama will be seen 
than in other days. 

Toy men know that the messe exhibitors, despite the small 
prospects, will by no means hold back with the presentation of 
new articles. The messe visitor will also benefit in his ac- 
counts, for what is published in that direction in the trade 
journals before the messe, represents only a small portion 
of the “new things” which buyers will see. We doubt that 
the holding back of the exhibitors with previous information 
regarding their new articles works to their interest. 

As previously pointed out, the Leipzig messe quarter has 
through the erection of vast and comfortable new merchan- 
dise houses, considerably changed to its advantage, by which 
the voices of discontent owing to the former untenable con- 
ditions, were frequently heard and justified, are more and 
more brought to silence. Let us hope in the interest of all 
concerned that the last remnants of that which is unsatis- 
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factory may soon disappear, so that the call “On to the Leip- 
zig Messe” will meet with a joyful echo. 
New Stuffed Animal Toys. 

Fleischman & Bloedel, successors J. Berlin, Fuerth, in 
Bavaria, are furnishing at low prices beautiful show pieces 
for toy men. There is, to begin with, a German turner pro- 
cession, the careful finish of which, as well as the jolly faces, 
are excellent. Then, further, is a group of six different ani- 


The 
, DAN PATCH 
» NOVELTY CO. 


Connersville, Ind. 
SEE OUR CATALOG 


TOYS AND NOVELTIES. 45 


Everybody 
Wants 


Ce ite 


HOOSIER FLYER 


TO ADVERTISE 


PONIES 


ROCKAWAY 


» 


produced in a group of monkeys. This kind of production 
has a great advantage in that the expression of the face be- 
comes more life-like. All details are carefully modeled and even 
eyelashes can be inserted. It combines with it the preference 
of the wholly stuffed toys, that they, with the exception of 
the face, are perfectly soft and make a suitable toy for the 
smallest children. The ‘“Bi-Ba-Bo” monkey is now being pro- 
duced in this finish and thus a new attraction is again given 


QUAINT CHARACTER CREATURES NEW THIS YEAR FROM WELL KNOWN GERMAN STUFFED TOY FACTORY. 


mals, reproduced herewith, each of which gives expression 
to a distinct character, and each also is correspondingly given 
a jolly name of identification. These pieces are excellently 
adapted for the retail trade, but they form also, when placed in 
&roups of six, an exceedingly effective show window attraction. 

But not in the realm of show window pieces may the novel- 
ties of this firm be considered. 

In addition to the Turner procession the firm is making an 
exceedingly live Turner called ‘“Bi-Ba-Bo.”’ 

The heads of these figures are made with an unbreakable 
mask with a soft stuffed rear section. A similar series is 


to this article which for years has been generally known. 

Another novelty is the “Howly-Growly-Bear.” The guide 
line of this bear, which does not show that in its interior a 
rubber is hidden, serves at the same time for the releasing of 
the voice. It can be made to sound from a distance. The 
spun covering of the guide line is so carefully finished that 
the tearing of the rubber is absolutely impossible. To the 
uninitiated the sudden sounding of the voice remains a 
riddle. 

As the very latest novelty the firm brings faultlessly finished 
running animals which are said to distinguish themselves 
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fieedeh absolute solidity. 
trials with this work in order to now be quite sure of bringing 
something that will not cause annoyance to the retailer 
through its imperfect working. 

City Takes Over Museum. 

The Sonneberg Trade Museum, which in the year 1901 was 
called into life by the ‘League for the Founding an Industry 
and Trade Museum of the Meiningen Up-land in Sonneberg,” 
and which in the 12 years of its existence has gained quite a 
reputation as probably the only large collection of ancient 
and new toys, now passes into the possession of the city. 
Combined with the well known Brussels exposition. group, and 
with a large private collection, recently purchased by the city, 
it shall now become a municipal museum under the general 
management of the Industrial School director. Notwithstand- 
ing the recent transfer, the character of a trade museum of 
the Sonneberg industry district will be preserved for the 
collections. 
and completed; and as, finally, the league which hitherto has 
been the owner of the trade museum, will continue to exist 
and make this main task hereafter, as heretofore, to collect 
ancient and modern Sonneberg products for the enlarged 
museum. The municipal museum has been conceded for its 
home the rooms of an entire floor in the Industrial School 
building. For the disposition of the Brussel’s group a well 
adapted hall has been built in the new commercial trade 
school, which adjoins the industrial School. 

The Condenser Machine. 

The great success with which the Wommelsdorf condensing 
machines have met, led the manufacturing firm, the Berlin 
Electros Society, M. B. H., Berlin-Schoenberg, to produce this 
most instructive and effectual new class of machines in dimin- 
utive form as an instructive toy. This then, has succeeded in 
such a high measure that one can now already say that the 
condenser machine toys will replace all similar machines 
hitherto made. The condenser machine has sprung from the 
wireless telegraph machine, but it has a condenser disc ar- 
rangement, by means of which influence of the sectors from 
all sides is obtained, whilst with the older machines this oc- 
curs only from one side. 
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and electric motors. A little steam engine drives a condenser 
machine and the stream of this, in its twin, at great distance, a 
high-tension power transmission of about 50,000 volts in minia- 
ture before us. This is of the greatest value as a means of 
motor, or one operates with it Roentgen tubes, a chime of 
bells, Geissler tubes or other apparatus. We thus see a regular 
instruction and an absolutely safe toy for children. 


FEWER POST CARDS COME FROM GERMANY. 

According to official statistics, the exports of souvenir post 
cards from Germany to the United States is decreasing heavily 
In 1911 post cards were exported through the Berlin consular 
district to the value of $326,648, while in 1912 the total ex- 
ports of these goods through the same district were valued at 
only $170,255. The exports of general toys through the Berlin 
district showed an increase in 1912 over the exports of the pre- 


vious year, the values being $419,000 in 1911 and $483,638 re- 
spectively. 


CORPORATION WILL HAVE CHAIN OF STORES. 
The Secord-Osmer Company, of Jamestown, N. Y., has been 
incorporated with a capital stock of $10,000, for the purpose 
of conducting a chain of stores handling low price merchan- 
dise in several cities near Jamestown. The directors are A. 
C. Secord, William P. Osmer and H. S. Woods. | 


WILDWOOD SUMMER BUSINESS SATISFACTORY. 

George E. Mousley, of Philadelphia, Pa., recently returned 
from Wildwood, where he spent a week in closing up his 
toy store for the winter. The business transacted for the 
summer was entirely satisfactory. Mr. Mousley is making 


extensive plans for a motor trip with his family through 
Maine next month. 


SNELLENBURG DEPARTMENT TO BE MOVED. 

The toy department of N. Snellenburg & Company in Phila- 
delphia, Pa., is being moved to another part of the building and 
will be remodeled in preparation of the holiday trade. Miss 
Rosenblatt, the buyer, expects a banner Christmas this year, 


These toys can be operated with small model steam engines and the removal is made partly with that expectation. 
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the toy man ought to open 
his doll department with a 
flourish, because the first 
fall demand for new play- 
things is at its height. Of 
the long list of indoor play- 


“isec things for which the cooler 
A and longer evenings create 
outin 2 > a renewed market, dolls take 
the lead. The trade throughout the 


country have learned that a more or 
less formal doll department opening in 
October pays big dividends. It pays 
immediately, through definite October 
sales. And it pays during the two fol- 
lowing months when good will created 
in October means increased sales dur- 
ing the heavy holiday shopping period. 
The doll hospital must also be reopened, 
if, indeed, it has been closed at all. 
The vacation period is always hard on 
dolls. It leaves them minus hats and 
shoes, and legs and arms, and some- 
times minus heads. It very freely leaves 
them bald, or with eyes badly disar- 
ranged. The renewed activities of Drs. 
Mendum and Fixem, and the sym- 
pathetic reception of all patients at the 
door of the hospital by Miss Red Cross 
Nurse, will bring hundreds of sick dolls 
to the toy department for treatment in 
October. A good profit can be figured 
on the repair work, and in addition the 
department has rendered the store effi- 
cient service by drawing in children 
and their parents. 


“Doll Festival” in Detroit Store. 

The value of a doll opening, or “Doll 
Festival,” was learned by the Newcomb- 
Endicott Company, of Detroit, Mich., 
last year, in no uncertain manner. The 
store management sought some means 
by which the girls of Detroit, the little 
girls especially, could be attached to 
the store by bonds stronger than those 
offered by the bargain basement. It 
organized its first annual “Doll Festiv- 
al.” which was a decided success, and 
which was worked out along the fol- 
lowing lines. An early announcement 
of the feature was made through a 
small circular which was distributed at 
the store and to a selected mailing list. 
The girls of the community were in- 
vited to bring their dolls to the store, 
and to insure interest a small present 
was Offered each doll in attendance. Sat- 
urday, the day when school has no 
claim on the time of the children, was 
selected as the day for holding the 
festival itself and prizes were offered 
for the winning dolls in different groups. 
Prizes were awarded the best millinered 
doll, the doll with the best hair dress- 
ing, the homliest doll, most life-like doll, 
the best old fashioned doll, the quaint- 
est doll, the best character doll, the best 
dressed doll, the most stylish doll, the 
best Indian, doll, the best historical doll, 
the handsomest doll, the best national 


doll, the largest doll carried by its own- 
er, the cleverest rag doll, and the small- 
est doll with eyes sufficiently large to 
be seen. The prizes in the majority 
of classes were awarded according to 
the votes of the people visiting the store 
during the week of the contest. A 
grand prize was awarded the doll receiv- 
ing the greatest number of votes in all 
classes. After the prizes were awarded 
the winners were exhibited in the store 
and they drew large crowds. The own- 
ers of the prize winning dolls were 
later invited to a banquet at the store. 
They ali attended and had a merry time 
which most of them will never forget. 
A contest arranged along the lines of 
this one in Detroit could be held any- 
where. With proper supervision, adver- 
tising and treatment of details, it would 
be as complete a success. 


The International Doll Contest. 

An Eastern toy man met with consid- 
erable success last year with an October 
doll opening in which international dolls 
were made the leading source of at- 
traction. The public schools had obtain- 
ed several sets of “geographical dolls,” 
and, as they were all purchased through 
this buyer’s department, he advertised 
that fact and took advantage of the or- 
der to display a line of the dolls in his 
store. He arranged no contest what- 
soever, but merely invited every little 
girl in the community, accompanied by 
their parents, to call on the visiting for- 
eign dolls in the store and to “take tea” 
with them. A souvenir was promised 
each visitor, and it proved a most wel- 
come gift. It was a small booklet giving 
in monosyllables a brief history of the 
doll, its ancient lineage and gradual de 
velopment through the various stages 
of rough fashioning down to the pres- 
ent day article. Each of the dozen inter- 
national dolls was described briefly and 
illustrated. On the third cover page the 
advantages offered by this buyer’s de- 
partment were set forth in an appeal to 
parents, and the fact was featured that. 
this store specialized actively on toys 
the year 'round. Of course, the doll sec- 
tion of the department was decorated 
and the stock arranged to appear to the 
best possible advantage. The decora- 
tions consisted of streamers of fiags of 
all nations. 


A Doll Naming Contest. 

While this Eastern buyer shied at the 
contest idea, fearing possibly, the com- 
plication of detail which sometimes 
arise, a Westerner arranged a contest 
which was so simple that no complica- 
tions could posibly arise. No dolls were 
brought to the store, nor was there any 
voting as to the prettiest doll, the larg- 
est doll or the best-dresed doll. He of- 
fered a large, beautifully dressed French 
doll, un-named, as a prize to the child 
who would suggest the best name for 
the creature. This doll was kept prom- 


inently on display in one of the show 
windows, surrounded by other dolls of 
the department. A large card bore the 
inscription: “I have forgotten my name. 
On Saturday I will go home with the 
little girl who gives me the best new 
name.’ The contest was advertised in 
the papers, and printed slips, to be filled 
in with the suggested name for the doll 
with the name of the writer and her 
address and age, were distributed in the 
toy department for a full week before 
the final selection was made. It was re- 
quired that the last name suggested be 
in the hands of the judges by six o’clock 
on Friday night. The name of the win- 
ner was not announced in the daily pa- 
pers, but it was announced that the win- 
ner would be presented with the doll 
in the toy department at 10 o'clock on 
Saturday morning. The actual winner 
was notified by messenger Friday night, 
in order that she might be on hand to 
take the big French doll home when the 
time came. This she did amidst much 
shouting and applause. The names of 
20 honorable mention winners were 
printed in the store’s Sunday paper ad- 
vertisements. 


How Plain Advertising Sold Goods. 

A Southern merchant became _ dis- 
gusted with the antics of some of his 
competitors in their attempts to take 
from him the school supply business 
which he had built up by carefully ca- 
tering to the requirements of the com- 
munity through marry years. Each com- 
petitor had some pet sales plan, and all 
of them were professing to be giving 
something for nothing. He noticed that 
his sales were actually falling off, and 
he set about stopping the loss. He could 
not follow in the footsteps of his com- 
petitors, and so he mailed a card to 
every child in the city, a list of whom 
he had carefully kept on file, bearing 
this announcement, “Our new supply 
of school goods has just arrived. We 
have endeavored to serve you well in 
the past and we are better able now 
than ever before to serve you. We ask 
you to compare our goods and prices 
with those to be found at any other 
store in the city, and then we know you 
will buy here. Drop in today and see 
the wonder pencil sharpener, handled 
by us exclusively.” 

A good many merchants have gotten 
away, in the last few years, from the 
good old honest sort of advertising 
which builds the quality business as well 
as that of the quantity variety. ‘“Bar- 
gain talk” in advertising is the great 
demoralizing influence among retailers 
today. The fact that merchants are al- 
ways cutting prices to draw trade, or at 
least advertising cut prices, is a false 
confession that the regular prices are 
too high. Straightforward, quality ad- 
vertising may not jam a store full of 
cheap business, but it will build pres- 
tige for all time. 
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No Sale Is Complete Until the Cash Is in the Tili—How to 
Get it There—System in Coilections Essential 
if a Business Is to Succeed. 

Merchandising has been reduced to a fine art in these years 
of keen and complete specialization in every line of human 
endeavor. The toy buyer is a trained man, carefully trained 
to know all toys, but trained especially to know the 
goods to buy, how large quantities of them to buy, and how 
much to pay for them. He becomes expert because he has 
learned through years of business training that goods well 
bought are half sold. 
and his special training has been brought about because he 
believes that salesmansnip is the one all-important thing in 
merchandising. He asserts that goods may be well-bought. 
but that they will remain on the shelves and gather dust 
unless the salesman gets them over tne counter and into the 
hands of the customer who is to use them. His, he believes, 
is a most important task because it is he who takes the goods 
on their last journey as articles of commerce, the journey 
irom the retail store into the children’s hands. But along 
comes the advertising man and he has his own little song to 
sing. He declares that the buyer may buy and the seller may 
sell, but that neither can do his best work unless publicity 
creates a demand for the goods. Of course, he admits there 
is « certain amount of staple demand which will result in a 
certain amount of business, whether or no, but that staple 
business will never be a growing business unless the demand 
is fed and nursed. A new demand must be constantly created 
and new goods must be persistently introduced or business 
will stagnate and neither the buyer nor the salesman will 
have work to do. Advertising has stepped in and obtained 
more or less of the recognition which is its due. And ther 
comes the display expert, the fellow who believes in the 
efficacy of selling goods by displaying them. He believes that 
goods properly displayed will practically sell themselves. He 
has changed the old saw of the buyer to “goods well displayed 
are half sold,’ but he believes thoroughly that they are indeed 
three-fourths sold. To him, window displays, show case ar- 
rangement, and special sale grouping are the alpha and the 
omega of merchandising. 

But, finally, along comes a little, weezened individual, with 
white hair where his pate is not bald, and declares that all of 
these men are wrong. He is a hard-headed fellow and many 
do not like him especially, because he is the credit man, the 
“collection specialist,’ and he is demanding attention which 
hi3z importance has long merited. His argument is this, ‘(Goods 
are thrown away, and not sold, when they go to purchasers 
who never pay for them. Not only is the profit in them lost, 
but in losing the cost also, the dealer has dug down into his 
Gwn pocket to no small extent. Even though a customer may 
be ‘good pay,’ as the saying goes, but takes a year or two to 
settle up for an order of goods, he eats up all of the profit 
in the transaction by removing just so much capital from the 
working cash of the dealer.” 

Is this argument good, or is it bad? In the opinion of an 
increasing number of dealers in playthings, both small and 
large, it is good. Many a man has done a business which ought 
to net him two or three thousand dollars easily per year, who 
finds that his bank balance at the end of the year is but a 
drop in the bucket compared to what it ought to be. Many a 
man has scen his store go into the hands of the sheriff when 
he had thought that for several years he was doing a good 
business. Nine times out of ten such a man looks around ina 
bewildered manner and is unable to determine just exactly 
what was the matter. But the collection agencies and the mer- 
cantile bureaus know what was the matter. The malady is 
well known to them all, and it has been named “poor col- 
lections.” 

Many dealers who are finally run into the wall by the 
preponderance of credit customers who pay slowly, pay at- 
tention to their collections too late. They are in the position 
of the negro on the gallows who said in reply to the sheriff's 
question as to whether or not he wished to make a statement, 
“Yas sar, boss, I want to say that this experience will surely 
prove a lasting lesson to me.” 

A clerk should be trained, in the small store where there is 
nc well organized credit policy or system, to have a deep 
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interest in cvery credit transaction until the account is paid. 
Salesmen in small stores can be made of large assistance in 
collections, and they should be kept posted on the condition 
of the accounts of all of the extremely slow paying customers. 

Short accounts make long friends. If you want to lose a 
friend or a customer, sell him goods; wait six months for the 
money; then ask him for it and see him get mad. It is the 
tendency of the man who owes a dealer money to shrink from 
him and to often become very sensitive toward him and to 
become easily angered. Try to never let a debtor become 
angry in regard to efforts to collect. He needs as much cod- 
Cling and attention as the new customer whom the dealer is 
trying to win. To this end the good collector will never let 
his temper get away from him. Keep on as intimate personal 
terms with the debtor as possible, because it is by this intl- 
macy that the account can be finally collected with the 
greatest certainty. : 

Many dealers find that it is best, if an account is past due, 
to try and get some expression from the customer as to a 
definite time when he will pay. Sometimes it has been found 
best to have the debtor sign a note promising to pay on that 
day, and closing the account. Any man will rerognize his 
note and signature more quickly than he will the necessity of 
paying an open account. A note is recognized as a signed con- 
tract by him to pay at a specified time. Interest can also be 
collected on a note much more easily than on money due on 
an open account. 

In handling a credit customer the dealer in playthings 
must take into consideration the temperament of the custom- 
er himself. If he is shiftless, seems to be spending more than 
he is earning, and the account begins to look bad, go after him 
hammer and tongs. The usual form of statements of account 
will not cause a ripple of interest on the mind of such a debt- 
or. Send him something a little stronger, something which 
smacks of that formal legal notice. Use a blank which re- 
sembles as closely as possible in its ferocious brevity the note 
due notice which the banker sends out. Such a note will 
inake any man sit up and take notice and the chances are ten 
io one that they will bring a payment, or at least a definite 
promise to pay at a certain time. 

Or, if the debtor is surely all right, so far as his ability to 
pay is goes, but merely likes to take his time in meeting his 
obligations, a different tack will win results more surely. 
Many men prefer to have their bank balances substantia) 
and their accounts with dealers large. For one reason or 
another they imagine that they are richer than they would 
be if their bank balances were wiped out and their legitimate 
balances paid in the wiping out process. For such a man a 
real persona! letter from the head of the sporting goods house 
will generally be found effective. Tell the debtor that the book- 
keeper has reported his account past due and unpaid. In a 
personal manner impress upon him that it is a personal mat- 
ter between him and you, that he must come to your help. 
Then ask him to settle on a definite day and name the date 
when you (will expect the money. Don’t put it off too far, 
either, because the effect of the letter may have worn off by 
then and it is the money and not promises to pay which the 
dealer is looking for. 

The dealer who has been building up a big business along 
the credit route may well look to his bookkeeping and see if 
he has not built up that business on a foundation of slow 
pay accounts which are in reality eating out the life of his 
business. A reputation for being the most accommodating 
sporting goods dealer in the community can seldom be gained 
unless the dealer has large capita) which ha is willing to dole 
out to his customers for their free use in the shape of goods 
bought and charged and not paid for until the goods have long 
been worn out and consigned to the scrap heap. 


PREMIUMS MAKE DEFINITE PLAY SUIT DEMAND. 

A Pacific Coast manufacturer of play suits conceived the 
idea of connecting his advertising with direct results by the 
premium route. To each of his products he attached a dis- 
tinctive tag which was advertised to be worth actual money in 
Premium goods. A certain number of these tags was good for 
a base ball outfit consisting of a bat, a ball and glove. When 
the local dealer advertised this premium value of the tags it 
was found that the manufacturers’ advertising campaign 
worked as a powerful lever to start the play suit business 
toward the store of the dealer handling his goods. 
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PATENTED 

Small, compact set of checkers and 
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HENLEY BRINGS OUT NEW ROLLABOUT. 
Absolutely the latest novelty in children’s vehicles for out- 
door and indoor use is the “Henley Rollabout,” manufactured 
by M. C. Henley & Son, of Richmond, Ind. This is a vehicle 
>, which apeais 
to children 
ages. Its advantages 
over several more 
®r less similar ve- 
hicles are evident. 
The shape of the 
frame which sup- 
ports the low plat- 
form also admits of 
the use of large sized 
wheels which makes 
it easy running and 
adapted to rough or 
uneven as well as 
smooth surfaces. The 
peculiar arrange- 
ment of the axle car- 
riers allows” either 
wheel to run over an 
obstruction without 
changing the general 
course. The support- 
ing adjustable han- 
dle is hinged to the 
foot-board and can be folded back for convenience in carrying 
or storing, and forward to form a wagon. The cross handle 
may be easily adjusted up and down, to suit the height of 
operator, and for very small children the height of the handle 
can be still further reduced by cutting off the two side up- 
rights above either of the two lower holes. When properly 
adjusted for height, the cross handle should be about even 
with hip of operator when standing on the platform. To guide 
the Rollabout, the foot-board is tilted by the weight of the 
rider to the right or left. The slightest movement either way 
causes all four wheels to change position proportionally, thus: 
By placing the weight on the side in which a turn is desired 
so the platform is fully depressed, it will turn in an eight foot 
circle with all four wheels resting on the surface and the 
position of the wheels even in this case is such as to prevent 
the Rollabout from upsetting, though all the weight of the 
rider be placed on the one side, as the weight is carried low 
and inside of the ground line of the front and rear wheels. 
‘Lhe low platform aids the operator in handling this coaster, 
allowing one to mount and dismount easily and to make easy 
and long strokes to push it ahead. 


FOREIGN OPENING REPORTED FOR BABY CARTS. 

A report from an American consul in a European country 
states that a resident of his district is anxious to obtain the 
agency for the sale of baby carts corresponding to an illustra- 
tion which he has. He states that these carts are made in the 
United States and he wants to obtain at once the best terms 
and discounts. Descriptive catalogues should be sent at once 
and all correspondence should be conducted in German. Fur- 
ther particulars can be obtained by addressing the Bureau of 
Foreign and Domestic Commerce, Washington, D. C. 


NEW BUSINESS OPEN IN WARSAW, RUSSIA. 

Robert Hanus writes that he has opened a new office for ex- 
port and import business at Leszno 17, Warsaw, Russia. He 
plans an extensive business in the purchase of foreign goods 
and their sale in Russia on his own account and on commission 
as well as in the purchase of Russian products for the for- 
eign markets. Mr. Hanus has had long experience in interna- 
tional trade, experience which fits him to handle the trade of 
the foreign exporter and the foreign importer with entire 
satisfaction. 


WEATHER INDICATORS IN THE TOY STORE. 

A modern novelty which is finding its way into hundreds of 
toy stores to the profit of the dealer is being shown in New 
York. This is a weather indicator, constructed on the catgut 
principle, coming in a variety of sizes and at prices which make 
it possible to sell the various numbers at low prices and with 
a good profit. The line is handled in this country by the World 
Novelty Company, 18 Barrow street, New York City. 
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POPULAR NOVELTIES IN THE “B. & B.” LINE. 

The latest novelty among the Baker & Bennett specialties 
is the “Little Mind Builder’ assortment of block letters, an edu- 
cational toy of the highest class and with almost infinite possi- 
=» bilities of adap- 

tion in linking the 
child’s play with 
r Fen jad | the child’s learn- 
t \ 2 ee Se ing. The “Little 
-,. = as ~~) 2 yeete | \|l| Mind Builder” set 
consists of a com- 
plete alphabet of 


TH 
LITTLE MIND BUILDER 


letters, four 
inches high, made 
of clean white 


wood, and also a 
complete set of numbers. The letters and numerals are firmly 
set together and will last a long time in the nursery, despite 
the hard usage they are bound to get there. The wood is left 
with its natural finish, smooth and 
attractive, with no paint or var- 
nish, so that if the voung child 
insists on putting the leiters in 
its mouth, no harm will be done. 

The endless posibilities of this 
toy as an educational plavthing 
are apparent upon a moment’s re- 
flection. The letters can be used 
to learn the alphabet, spell simple 
words and introduce into the 
child’s play an educational feature 
something along the lines set forth 
in the already famous Montessori 
method. As a sand toy, it has un- 
limited adaptability. Anything 
from “I see a cat,” to Lincoln’s 
Gettysburg speech can be printed 
in a flat surface of soft, damp sand with a single set of these 
letters. As an aid to the merchant, a Little Mind Builder set 
can be used for blocking out and tracing the outlines of signs. 
This educational tcy novelty has spread throughout the coun- 
try like wild-fire. 

Another Baker & Bennett novelty is the “Little Miss Merry 
Maid” play washing machine, an article which is finding a 
ready sale among little girls throughout the country. This toy 
washing machine, which is reproduced in the accompanying 
illustration, is built. on lines similar to some of the larger ma- 
chines, and it fills the need of a modern and up-to-date laundry 
in the little girl’s play room. The Baker & Bennett Company, 
of 643 Broadway, New York City, will be glad to send any toy 
buyer complete information regarding these and their other 
American toy novelties. 


ERROR IN PRICE OF CIGAR LIGHTER. 

Through an error the price of Grab’s combination cigar 
lighter and ash tray, as advertised on Page 15 of the Septem- 
ber issue of TOYS AND NOVELTIES, was given as $1.25 
for the junior model and $3.25 for the larger size. The correct 
prices for these two articles should have been $1 for the junior 
model and $3 for the larger size. These combination lighters 
and ash trays are a worthy addition to the list of Grab special- 
ties which are already well known to the trade throughout 
the country. It is, in fact, a smoking device which eliminates 
the need of matches. The larger size is made of solid brass, 
beautifully finished, and the smaller is nickel plated. 


NEW TRADE MARK REGISTRATION REQUIRED. 

A. cable message states that an important ruling has been 
made by the Osaka court in which it is held that the registra- 
tion of representatives of foreign domiciled trade mark owners 
under the old trade mark law is invalid under the new law and 
that fresh registration is required. 


HUMPTON-SCOTT COMPANY iS INCORPORATED. 
The Humpton-Scott Company, of Columbus, Ohio, has been 
Incorporated with a capital stock of $35,000, for the purpose of 
manufacturing and selling toys and novelties. The incorporat- 
ors!are R. E. Westfall, D. W. Kling, H. Miller, M. H. Morgan 
and Charles W. Baldwin. 
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er Adjustable Doll Stands 
BUILT TO LAST 


Made to Display Dolls from 3 1-2 to 42 inches in Height | 


Our stands have a reputation of 20 years as an 
article of superior merit and value. 
Butler Doll Stands are invariably the stands | 
every live dealer wants, so be prepared and order 
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today. 


Butler Doll Stand Co. 
36 North Jefferson St. 
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The Horsemobile 774, {55 it. ¢ reat 


15 styles of children’s figured 
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Stick Horsemobile and sample 
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wood, Postpaid. 


Catalog Free 
180 Horsemobiles 
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Dubuque Toy Manufacturing Company 
Dubuque, lowa 


RAG DOLLS OF HIGH DEGREE 


To retail with long profit at 25 and 50 cents 


No longer is a Rag Doll “A-Rag and a Stuffing 
and a Hank of Hair.” The modem Rag Doll is a 
“Class Proposition,” particularly those turned 
out by our factory. They have Printed, Litho- 


graphed and Celluloid Faces. Beautifully 
colored. Also shoes and stockings. 
Price list and samples sent on request. Samples 


billed at quantity prices. 
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Ask for “Alice,” the Famous Quaker Doll 
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|BIG SELLING NOVELTIE 


Pumpkin Lanterns, Black Cats, Ghosts, Witches, Etc., for HALLOWEEN. 
Turkeys, and lots of Favors for THANKSGIVING. Santa Clauses, Filled S 
and thousands of cute Novelties for CHRISTMAS. 


‘Honeymoon Couple’’--two china figures, (I pair in box 


Celluloid Balancing Birds, (all colors,) including the C 


WE HAVE 10,000 MORE GOOD NUMBERS 


B. SHACKMAN & CO., 


Lg to fit on top of Glass, mine 0 the Card.. ..... 
1 t 


906-908 Broadway, 


(Wet. 20th and 2ist Sts.) 
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Turkey Gobblers, Roast 
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FROM TOY MAKING CENTERS 


American Consuls Write of Conditions Among Toy Manufac- 
turers of Europe—Expense of Production Goes Up 
—Sonneberg Doils for America. 


EDITOR'S NOTE: The following reports from American consuls 
in the European toy centers are replete with interesting side-lights 
, on the problems of the foreign toy manufacturer. Coming from the 
‘Nuremberg and Sonncberg districts, they refer to conditions in 
the centers from which the larger part of America’s toy imports 
are shipped. It should be noted that all comparative figures are 
for the years 1911 and 1912. It should also be noted that increased 
costs of manufacturing are hitting the German toy industry at 
the same time with increased foreign competition, namely in Eng- 
land, Japan and America. It has long been held that Germany 
gained and kept the lead in toy production through low cost of 
production and low export prices, and it will be interesting to note 
how the Fatherland industry will fare when raw products cost mcre 
and when organized labor is demanding greater compensation, both 
of which conditions exist today. The following statement of Con- 
sul Ifft, of Nuremberg, is significant: ‘During the last three or four 
years many American buyers have stated that it is not. so much the 
matter of price as that of quality, finish or the detall of getting just 
exactly what they want that brings them to the German market.” 


By Consul George Nicoias Ifft, Nuremberg. 

Nuremberg has some of the largest plants in Germany and 
is the center of the toy industry. 

Nearly one-third of the entire exportation from Nuremberg 
to the United States is made up of toys, most of which are 
muanufactured in Nuremberg, Fuerth and the immediate vicin- 
ity. These are largely metal and mechanical. toys, dolls and 
cardboard toys being mostly made in Thuringia, and wooden 
toys largely in the Saxon Erzgebirge. 

: The price of raw materials, the wages of labor, and the 
cost of living have been steadily rising for five or six years 
past. This tendency continues to make the position of the 
German manufacturer more and more difficult. While during 
1912 there was less increase in wages than during the preced- 
ing years, raw materials continued their steady advance and 

; the cost of living went up rapidly. 

: It will be noted that the list of exports contains many sta- 
| ples widely manufactured in the United States, and the natural 
result of the situation described has been to narrow the differ- 
“ence between the cost of production here and in the United 
States. During the past three or four years many American 
buyers have stated that it is not so much the matter of price 
in many lines, although, of course, not in all, as that of quality. 
finish, or the detail of getting just exactly what they want that 
brings them to the German market. Diversification of manufac- 
ture to meet the requirement of foreign markets, perfection of 
, technical training, and care to prevent waste are today the se- 
\ crete of Germany’s success as a foreign trader. ‘These are 
distinguishing characteristics of manufacturing at Nuremberg 
and give the city its place among the important centers of 
Europe in spite of unfavorable geographical location. Another 
element that adds to the importance of Nuremberg in foreign 
trade are the many long-established commission houses. While 
there are many large manufacturing plants here—some of the 
largest in the world in their lines—there are innumerable 
small concerns, and for one toy factory employing from 2,000 
to 3,000 workmen, there at 50 that employ only 10 to 50 work- 
men. The commission houses enable these smal] concerns to 

, manufacture for export, and, to a large measure, the prosperi- 

t ty of this district depends upon this class of trade. Conditions 

here are worthy of study by American manufacturers and con- 


— a 


tain lessons in the diversification of products, the perfection 
of technical details, the securing of profits from apparent 
waste, and methods of marketing goods that would bring the 
United States a larger share in the foreign trade in manufac- 
tured articles. 

By Vice Consul General William H. Murphy, Coburg. 

Although the exports of articles produced in the Coburg 
consular district showed a great increase during 1912, manu- 
facturers here are not generally optimistic, as wages, raw 
material prices, and other operating expenses have risen so 
rapidly that profits remain where they were before or have 
decreased. They claim that the national statistics show an 
improvement in exports on account of the starting of a 
large number of competing factories in other parts of Ger- 
many, rather than because of the betterment of individual 
businesses. 

The Hamburg-American and North German Lloyd lines, as 
well as several other lines carrying freight to England and 
America, have agreed to raise the freight rate on toys and 
Similar articles and on pottery, woodenware, etc., to America 
by 20 to 30 per cent, and to London by 15 per cent. As more 
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E. U. SCOVILLE 
Factory at Man‘ius, N. Y. 


than one-fourth of the annual output of toys goes to America 
and one-fifth to England and its colonies, such a ruling would 
‘do great damage in this region. The chambers of commerce 
are, therefore, endeavoring to bring about a reconsideration of 


the increase. The chief buyers in South America are Argen- 
tina and Brazil. The former country did not buy as heavily 
in 1912, as formerly, owing to poor crops, but the trade with 
Brazil was very good. 

The exports of dolls and toys from this district to the 
United States have shown a steady increase for the past five 
years, and the percentage of the total American purchases that 
are invoiced in this district has also risen, indicating that 
competition in the rest of Germany is decreasing. In 1907, the 
exports of dolls and toys from this district to the United 
States made up $2,862,446, or 38.1 per cent of the total exports 
from all Germany, which were valued at $7,521,000. In 1911, 
the total for the entire country had fallen to $6,937,700, but the 
amount shipped from this district had risen to $3,411,296, or 
49.2 per cent of the whole. 

The progress of the industry has not been equal to that of 
former years, primarily on account of the increasing competi- 
tion from American manufacturers. The general export trade 
also has not had as favorable an increase as was hoped for, 
cn account of the coal and transportation trouble in England, 
the Balkan situation, and, in general, the increasing foreign 
competition. In England dolls are being advertised as English 
dolls made by English labor, while imported articles are 
required to be stamped not British. In the American trade 

toy ships of wood and tin are so well liked that it was difficult 

to fill orders. Teddy bears have fallen off in popularity and 
wooden toys are normal. The latest dolls are the grotesques, 
which are considered an improvement in taste over the old 
type of doll and are claimed to be designed on an artisitc 
basis. Cheap plush dolls with voices seem to have been pre- 
ferred to dressed dolls. The new custom in America of buying 
undressed dolls and dressing them in American made clothes 
has caused a considerable decrease in the demand for dressed 
dolls. ; 

The demand for novelties for the Christmas trade decreased, 
but in the Easter and Halloween trade showed considerable 
fain. On the whole, the doll and toy business was not worked 
to its full capacity last year; even in the few factories the 
employes could not always be kept sufficiently occupied. 


The exports of dolls and toys to Canada dropped from $317,- 
730 in 1910 to $306,544 in 1911, but the shipments in 1912 show- 
ed an increase, as they totaled 1,249 short tons, against 876 
short tons in the preceding year. Shipments to Austria-Hun- 
vary never show large increases, on account of the high du- 
ties, but they rose from $613,800 in 1909 to $874,600 in 1911, 
and from 1,875 short tons in the latter year to 2,075 short 
tons in 1912. To France the exports increased from $1,363,978 
in 1909 to $1,468,936 in 1910, and then dropped to $1,412,292 
in 1911. In 1912, however, they aggregated 2,803 short tons, 
as against 2,464 short tons in 1911. Trade with Russia is 
generally improving on account of tho awakening of business 
enterprise there, and the exports of dolls and toys to that coun- 
try rose from $476,500 in 1909 to $680,000 in 1911, but fell from 
§39 short tons for 1911 to 707 short tons for the corresponding 
»period of 1912. 

*-The: manufacture of dolls’ heads was quiet, and all orders 
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YANKEE FLYER HAND CARS 


The Scientific Speed Cars With “CONTINUOUS DRIVE’’ 
The YANKEE FLYERS are speedy sellers 


WHY 


Call at any of Butler Bros.’ Stores for Demonstrations. 
Sales Manager, J. LEVENSON, 


Because the child can operate same without 
detrimental straining found in other cars. 

Because a child can use same as a coaster 
(handle stationary while car is in motion.) 


Because it has NO DEAD CENTRE. 


155 Chambers St., New York City 


were easily filled. One factory employing 120 men had to shut 
down, while in other plants the laborers engaged in making 
these articles were transferred to the departments producing 
electrotechnical articles. 

By Consul Edward Higgins, Stuttgart. 

The first half of 1912 was characterized by great business 
activity in the Stuttgart consular district. The manufacturing 
industries report great prosperity. The last half of the year 
showed a steady decline in business. 

The toy trade showed some improvement during the first 
three months in 1912. Sales of wooden and metal toys in- 
creased, while prices for felt and plush toys remained fairly 
steady. A depression was felt during the last quarter, and ex- 
ports to Russia, Austria, and the Balkan States were small. 
The exports to the United States are steadily decreasing. 


AMERICAN TOYS PREDOMINATE IN MEXICO. 

The preponderence of American toys in Mexico is indicated 
by the fact that of $2,060 worth of toys imported into Cuidad 
ce Daiz in 1912, $2,034 worth were from the United 

es. 
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Pinion Wire and Special Shaped Wires 


For Use in Mechanical and Clock Movements of All Descriptions 


Send us specifications of quantities and sizes. 


A. 


lengths suitable for use in Automatic Screw Machines. 


RATHBONE 


PALMER, MASS. 


B. & J. 


UNIVERSAL TOY FORMS 


How the Same Principles in Toy Design and Construction 
Are Found In Many European and Otd 
World Toy Centers. 


Formerly German toy production was almost exclusively 
limited to the four well known districts, Berchtesgaden, Nu- 
remberg, Meininger Oberland and the Saxon Erzgebirge. 
Whether these places of production were created exactly in 
the order mentioned, and whether one district saw and learned 
the production of toys from the other, rests only on supposi- 
tion. For, the supposition that one district has developed 
ideas out of the other, suggests the fact that in the different 
regions we always meet with similar kinds of toy forms, some- 
times in the same construction, but more frequently with un- 
important changes. Many of these forms we meet again, even 
in foreign lands. They, consequently, are international. 

One of these universal toys is the wooden doll. Its oblong 
or round head, the arched bosom, the lower body which ap- 
pears roller like, owing to the downward hanging woman’s 
skirt, all these parts can be produced with the turning chisel. 
As for the head covering of a round hat, as found on the 
Tyrolese and Erzgebirge dolls, or of a crown, as seen on the 
Sonneberg dolls, this has been carved out of one piece. The 
Tyrolese product shows small, corpulent forms, the Sonneberg 
types distinguish themselves through slender forms, and the 
Erzgebirge wood doll excels all of the others in size and 
opulence of the bust. 

The hollow, rattle dolls, provided with tiny stones or peas 
in the Sonneberg or Saxon make-up are found in the Viechtan, 
a small, but ancient, Austrian toy district, situated on the 
Salzkammergut Lakes. The “pull’’ dolls, which by pulling a 
cord, raises and lowers its arms, has apparently remained 
limited to the Sonneberg district, while, to the contrary, the 
dancing doll, supported on hog bristles and moving around in 
a circle, passes as having home rights both in Sonneberg and 
also in the Erzgebirge districts. 

An another antique article, also represented in almost all 
toy centers should be mentioned, the rattle. A wooden spring 
which is fastened at one end, and the other end of which snaps 
into the grooves of a turning wood cog wheel, forms the prin- 
cipal part of the toy. The original form of the rattle shows 
the following construction: A turned wooden pipe forms the 
handle, to which is fastened a two-pronged fork, similar to a 
clothes pin. Between the prongs runs a cog wheel, the axle 
rod of which is inserted in both ends of the prongs. The 
epring, pinned to the hell of the prongs, lies lengthways on 
the prong-opening, its free end rests on the cog wheel. It is 
set in operation by taking hold of the handle and drawing the 
cog wheel over any rough surface. 

The best known variety of rattle is the one in which handle 
and body stand at right angles to one another. The body is 
formed of a little board in right angle form, from which are 
sliced out long, narrow grooves. Each groove is covered by a 
spring. The front side of the board is bored through length- 
ways and loosely encircles the upper part of the handle which 
holds as many cog wheels as there are springs. According to 
the number of springs are distinguished the single, two, and 
1aulti-part rattles. In using it the board with springs turns 
lightly around the handle with its stationary cog wheels. The 


We make up to |" dia. in brass and 5-8" dia. in steel, in 


We ship all over the world. 


() 


old Sonneberg rattles described here are confusingly similar 
to the Upper Bavaria and Tyrol products, whilst the old Saxon 
articles consist of a handle and a frame that can be compared 
to that of any hand saw. In China the toy makers also manu- 
facture these goods. The Chinese rattle has in place of a 
little board, a tiny man made of clay, with hollow body, over 
which, like a drum-hide, is stretched a piece of tough paper. 
Against this beats a wood chip which springs in a twisted cord. 

A toy kindred to the Sonneberg bug trap is found in 
Berchtesgaden and in the Viechtan. The Sonneberg product 
has a little box with a sharp gabled roof, on the front side it 
has a round opening which can be closed with a slide. The 
object of this article is directly contrary to educational prin- 
ciples, for through the opening are introduced flies that had 
been caught alive, which then hummed around in it vainly 
seeking their freedom. In Berchtesgaden and on the Traun 
Lake, this toy is being manufactured in large quantities and 
is called there the “Little Bug House,” corresponding with its 
use. 

The old cuckoo bird is a product of the Meininger Uplands 
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WOOD BOX RETAILS AT 5 CENTS 
A Large Line of Popular Packages 


from a Penny Up. 


The Standard Crayon Mfg. Co. 


DANVERS, MASSACHUSETTS 


October, 1913. 


and also of the toy district in the Sabz Kammergut in Germany. 
There, with this article, one or two colored bird bodies are 
arranged with a double bellows. The bellows are a durable 
leather covered product which contains high and low piping 
voices which produce the cuckoo call. The up and down 
movement of the bellows causes, with the better class articles, 
a dipping movement of the figures. The Sonneberg toy makers 
provide their cuckoo birds with wheels. 

Throughout almost all the toy districts is found the simple 
carved wooden horse. In the Groeden Valley in South Tyrol, 
such crude products are being made to this day, adorned 
with burnt painting, arranged with rollers and fixed to make 
all kinds of other movements. The Viechtan horse carver still 
finishes his horses exactly in the old primitive manner as 
used to be the case in grand-father’s and great-grand-father’s 
time. In Upper Bavaria, Nuremberg and Sonneberg, the pro- 
duction of little wood horses had reached, early in the last 
century, considerable proportions. In the last named places of 
production the old original forms have been completely super- 
seded by modern products. The Saxon Erzgebirge produced, 
at an early period, little wood horses, not by carving, but by 
the well known hoop turning and rifting method. The Russian 
house industry in the vicinity of Moscow formerly produced 
carved horses, which in form and painting are very similar 
~ to the German products of the same kind. 

In conclusion, the so-called sliding figures may be men- 
tioned, which are made in Tyrol, Berchtesbaden and Saxony. 

On two slats, lying in parallel position above each other or 
else beside each other, two figures are placed in position, 
which, through the sliding of the slats, carry out movements. 
Frequently one meets with this toy in the form of a blacksmith 
and an upright bear, alternately beating with hammers on an 
anvil. Sometimes a quarreling couple, the woman with a 
broom, the man with a shovel, fight out a difference of opin- 
ion with striking proofs. These slide figures are also found 
among the ancient Russian toy carvings. 

Besides these toy forms of the similar kinds, which are found 
almost everywhere, there are also, for the different toy dis- 
tricts, typical articles which lend a whole district a character- 
istic stamp. These are, for instance, for Nuremberg, the metal 
toys; for Sonneberg, the dolls, and for the Saxon Erzgebirge, 
the wooden toys. Of course, the limits of the toy centers are 
becoming less and less marked. Every year new production 
places and districts are added. The peculiarities in the pro- 
duction are generalized, and many articles thus far limited to 
quite definite districts bob up everywhere. 


SCHOENHUT DOLL CIRCULARS HIT THE MARK. 

Two of the best examples of fine toy circulars which have 
ever been gotten out have been distributed among the leading 
toy buyers of the country by The A. Schoenhut Company, of 
Philadelphia, Pa. One of these, a folding card, features the 
“Schoenhut Doll.” It shows a group of a dozen selected nicely 
dressed dolls, reproducing them in full colors in a most strik- 
ing manner. It also features the Schoenhut infant doll which 
has made a big hit with the trade. The other circular is a 
large folder featuring Schoenhut products and Schoenhut 
eerivce to the trade. Regarding the creation of a demand for 
Schoenhut goods the circular says: ‘“We know, facts prove, 
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BUYER? 


Here’s a little 10 cent TOY 
that pleases the OLD as well 

as the YOUNG. 
This little fellow inthe next 
f, twelve months will coax an 
y~ awful lot of DIMES out of 

4 the PUBLIC. 

Do You Want Your Share? 


DISTRIBUTED BY 
R. B. BURGESS, MILWAUKEE 


that our advertising and the way we back it up is turning the 
lion’s share of toy sales and profits to Schoenhut dealers. Last 
year our sales jumped phenomenally, and this year we are 


“oing at it stronger than ever. Let your eyes rest on the ad- 
vertisements shown here, that are going to work might and 
main for you—if you show the Schoenhut toys. Two and a 
half million people will read each of these advertisements in 
two women’s journals and over twice as many more will read 
them in the three Sunday magazines in which they appear. 
Nail this fact down tight—no other doll manufacturer is ex- 
erting anywhere near as powerful sales effort to push goods 
cut of your store as we are. That means that Schoenhut 
dealers are the ones who are too busy making money to com- 
Plain about the decrease in Christmas giving.” 


LISK & CO. TAKE NEW QUARTERS IN NEW YORK. 


S. Lisk & Company, importers of toys, has leased the first 
loft at 475 Broadway, New York, N. Y. 


O MEET the demand fora low priced transformer to operate 
small electrical trains, motors, toys, etc., we have added to our 
line of standard transformers a new No. 5-A 


THORDARSON Toy TRANSFORMER 


This transformer is equipped with three secondary taps, generating three, 
six and nine volts. Write today for full information aad special prices. 
Samples will be submitted on request. 


THORDARSON 
ELECTRIC MFG. CO. 


508 S. Jefferson St. 
CHICAGO 
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HURRY YOUR ORDER 


R. TOY DEALER: Your line of Holiday Toys will not be complete unless 

you have a stock of the new Toy “WIRELESS” and Toy “TELEGRAPH” 

sets. If you have not already placed your order, you should do so at once, or the 
chances are you will be disappointed in delivery. 

These Toys are—PRACTICAL—EDUCATIONAL AND ENTERTAIN. 

ING. Will you have them on hand for people we will send to your store asking for 

them, or will you let them go to your competitor who is wise enough to carry tend 


A. G. 2 DOUBLE “TELEGRAPHER” 
Retails at $2.00 


THE STEERING SLED THAT KEEPS AHEAD. 

In a double sense the Flexible Flyer is the sled that keeps 
ahead—yes, in a triple sense it continues to be the leader 
among the media of children’s winter sport. It is ahead in 
construction, for not only did the Flexible Flyer inaugurate 
an entirely new principle in sled making—the steering-bar 
control—but it has continually developed the idea of the new 
kind of sled until it has gained a position as far in advance 
of ordinary sled construction as the motor cycle is in the lead 
of the ordinary bicycle. The latest exclusive and patented 
features of the Flexible Flyer—the grooved runners and the 
“goose neck” design—give the Flexible Flyer increased speed 
and still more control, so that its claim of being the fastest 
and safest sled made is reinforced. 

Thus the Flexible Flyer is ahead in actual performance and 
it has come to be a by-word that the Flexible Flyer “wins 
every race.” And of equal interest to dealers is the fact that 
it is ahead in popularity and sales. The Flexible Flyer has 
become strongly entrenched in the desires of the children, and 
the inclination to satisfy their wants, coupled with the two- 
fold fact that it is safer and outlasts three ordinary sleds, 
has come to be the deciding point of parents in favor of the 
Flexible Flyer. After proving its merits for nearly a score 
of years the Flexible Flyer not only keeps ahead in demand, 
but it gains a still stronger hold each succeeding year, because 
of its leadership in design, performance and satisfaction to 
customers. 

In keeping with this leadership of the Flexible Fiyer its 
makers maintain the same progressive spirit toward the dis- 
tributors of the sleds, by supplying them liberally with book- 
lets, lantern slides, cardboard models of the sleds, ready- 
made advertisements in electrotype form and other tested 
selling helps. And this goes a long way towards keeping the 
sales ahead from year to year. 


RUBENSTEIN HAS MANY FRIENDS IN SOUTH. 

R. Rubenstein, who travels the South and Southwest for B. 
Jifelder & Company, of New York City, has a host of friends 
throughout his territory, gained by more than a quarter cen- 
tury’s acquaintance. This fact is indicated by the following 
item in the Fort Smith, Ark., Herald recently: ‘Mr. Ruben- 
stein has been coming to Fort Smith for 27 years and he 
travels throughout the South and West. He is one of the lead- 
ing commercial salesmen and has hosts of friends throughout 
his territory. To The Herald, he said: ‘It has been a personal 
pleasure to me to watch Fort Smith develop from a village to 
a metropolitan city. Your fine buildings, residences, paved 
streets, electric street car line, and your wholesale and manu- 
facturing enterprises—all fit in the progressiveness of the 
Fort Smith of today.’ ” 


TUCK & SONS TAKE OVER AMERICAN HOUSE. 
_ The London house of Raphael Tuck Sons & Company, Ltd., 
has taken over the American house. At a meeting of the 
stockholders Adolph Tuck, Bart., was elected president; Gus- 
tave Tuck, vice president; Desmond A. Tuck, secretary and 
treasurer. These officers, with Louis Herman, Nevin Lind- 
heim and Milton J. Greenebaum, constitute the board of di- 
rectors for the American Company. The above president, 
vice president, secretary and treasurer, together with Sir Ar- 


GET YOUR ORDER TO Us NOW, don’t delay, as it means DOLLARS to 
YOU. A Post Card will bring illustrated Circular, Prices, Terms, Etc. 


A. G. 1 “TELEGRAPHER” Retails at $1.00 A.G.3 “WIRELESS” Retails at $1.50 


ANDERSON & GUINAN MFG. CO. 


321 Frankfort Ave., N. W. 
New York Selling Agents: BAKER & BENNETT CO., 643 Broadway; E. 1. HORSMAN CO., 365 Broadwsy 


Cleveland, Ohio 


thur Conan Doyle and Alfred Parsons, R. A., constitute the 
board of directors of the English company. The American 
board of directors will have as an advisory board the most 
trusted members of the staff of the American house. 


WINDOW BACKGROUNDS AND TRIM ILLUMINATION. 

A store construction expert has worked out a table for the 
benefit of merchants showing the amount of light reflected by 
various colors, for the purpose of assisting them to solve their 
Window display illumination problems both efficiently and eco- 
nomically. Dark blue reflects between six and seven per cent 
of the light falling upon it; dark green about ten per cent; 
pale red a little more then 16 per cent: dark yellow about 20 
per cent; pale blue, 30 per cent; pale yellow about 40 per 
cent; pale green 47 per cent; pale orange nearly 55 per cent; 
and clear white about 70 per cent. It will be seen that a 
window finished in light oak or white paint, can be lighted 
with much less expense than one finished in dark cherry or 
mahogany. 
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HOME MADE TOWEL RACK IN THE WASH ROOM. 

The toy dealer who has not yet discarded the tabooed and 
old-fashioned roller towel for the more sanitary paper towel 
may sometimes have trouble with his roller attachment. A 
new roller can easily be constructed in the following man- 
ner, as illustrated in the accompanying illustration, the idea 


EMERGENCY TOWEL RACK EASILY CONSTRUCTED. 


having been contributed to Popular Mechanics by a reader. 
Screw two ordinary hooks as illustrated into the wall or door 
where the towel ought to hang, leaving the aistance between 
them a little greater than the width of the towel. Then 
cut off a cylindrical piece of wood to fit snugly between the 
extreme ends of the hooks. Drive a nail through the small 
loop of the hook and into the center of the cylindrical rod, 
leaving the head on the nail in one end, and filing the head 
off of the other nail. By springing the hook outward a 
trifle, on the end from which the head has been filed, the 
towel can be easily removed and replaced. 


DOLLS IN FRENCH ART COLLECTIONS. 

Some collectors search for everything that brings beauty 
into the sphere of the child, or that evokes memories of illus- 
trious children, and they go to reckless lengths of extravagance 
to secure rare objects. Thus, a bronze kitchen set engraved by 
the famous goldsmith Caffieri was recently sold to America for 
the trifie of £1,800. What would not such collectors give today 
for the little army of silver soldiers, which cost 50,000 ecus, 
received by Louis XIV when 12 years old? But he sent it to 
the melting pot in 1709 for the benefit of his subjects, then 
decimated by a terrible famine, says The Graphic. His son, 
the Grand Dauphin, possessed an army composed of ten bat- 
talions of infantry and 20 squadrons of cavalry, which cost the 
treasury 30,000 livres. 


Many ancient examples recalling the magnificence of these 


royal toys are contained in the collections of M. Henry d’Alle- 
mange and M. Leo Claretie, and in that of M. Figdor, of 
Vienna, now revealed to the public at the Exhibition of “L’Art 
pour |’Enfance” at the Musee Galliera, Paris. But here we 
would speak specially of lady collectors, and among them, of 
those who have collected dolls. Their exhibit cases resemble 
so many choice and gracious chapels which honor a cult in 
which all souls meet in harmony—the Cult of the Child. In 
the first rank stands the collection of Mme. Martin-Guelliot, 
which consists of over six hundred exhibits. It is a real 
ethnographical museum reviewing all the popular costumes of 
France, of Europe, even of some countries overseas, such as 
Mexico, Barbary and Greenland. 

The collection of Mile. Koenig presents very complete docu- 
ments for the history of Provincial costume. Mme. Menard- 
Dorian’s collection, rich in children’s portraits and busts, in- 
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NOVELTY WOOD WORKS CO. 
UNION CITY, PA. 


MANUFACTURERS OF 


Improved Chautauqua Kindergarten 
Drawing Board and Writing Desk 


Also Line of Juvenile Furniture, Consisting of 


DESKS, TABLES, CHAIRS, Etc. 
SEND FOR CATALOG AND PRICES 


: CHAUTANGDA KINDERGARTEN 


cludes also some beautiful little models of old furniture. Here, 
too, are to be seen some very interesting dolls, both ancient 
and modern. 

Eighteenth century dolls were often admirable works of 
art. Francois Boucher decorated puppets. Renowned sculp- 
tors moulded waxen heads. In 1722, a doll presented to the 
Infanta of Spain, who was to marry Louis XV, cost 22,000 
livres. Some very beautiful dolls were formerly sent to 
London, Vienna and Berlin to illustrate the Parisian modes. 
They took the place of fashion magazines. 


TOY DEMAND SHOWS NATIONAL PROSPERITY. 

A mercantile expert in St. Louis says that the heavy buying 
of toys from local dealers by merchants from Mississippi, 
Louisiana and Texas is considered an indication of prosperity 
in those states by retailers. The volume of buying is the 
greatest in recent years. The demand for Christmas novelties 
began several weeks ahead of the usual season and has con- 
tinued without decrease. Manufacturers and wholesalers deem 
the prospects for heavy buying in toys through the fall brignt. 
One of the features of the season’s offering in the novelty 
line is the abundance of moderate priced mechanical toys of 
American manufacture. Orders from retailers also have ex- 
ceeded expectations, and, although last year’s volume of busi- 
hess was considered above the average, 1913 is expected to 
establish a new mark for the territory contingent to the local 
market. 


™ _Collapsible— Compact—Large When Set Up sa 


RIS Building 
mame §=JBlocks 


Tv duns Whee / 


Ln 


, of . _ ans | _ 
tes cas + age ga, 
1 


s , ’ 

. *~* tbe ba = in < 
Bee 
NM MEI Te 


a> os © ute OM = Seu Ato 


THE NEWEST PRODUCT 


of Artistic Wood Units to Build Castles, Forts, # 
Towers, Bridges, Etc., of Medieval Times 


| 
@ OMETHING ENTIRELY DIFFERENT from the ordinary I 
building blocks. Interesting, Entertaining and Educa- [7 
tional. A profitable asset to every toy department. Makers 
also of the “ARTOY” Doll Furniture. 
WRITE FOR ILLUSTRATED CIRCULAR AND PRICES 


~e “ ¢ 


58 TOVS AND 


RECENTLY ISSUED PATENTS. 


Of Interest to Toy Dealers and Manufacturers. 


Copies of the specifications and drawings of the following patents 
may be procured by addressing the Commissioner of Patents, 
Washington, D. C., and enclosing five cents for each copy. The 
number of patent, date of issue, name of patentee and title of in- 
vention should be given. 


Granted September 2. 

1,071, 805. Toy. Edward John Schowalter, Racine, Wis. Filed 
sere 2, 1912. Serial No. 723,464. 

71,874. Puzzle. lLouls S. Burbank, Hopedale, Mass. Filed 
Dex. 13, 1912. Serial No. 736,539. : 

1,072,013. Game Apparatus. Frank W. Klock, Kelton, Utah. Filed 
Aug. 27, 1912. Serial No. 717,383. 

1,072,284. Pedal Propelled Vehicle. Pawel J. Widera, Chicago, 
Ill. Filed March 6, 1913. Serial No. 762,359. 

Re- issues. 

18,611. Toy. Alfred E. Holmberg, Maple Lake, Minn. Filed July 5, 
1913. Serial No. 777,685. Original No. 1,053,994, dated Feb. 265, 
1913. Serial No. 667, 267. 

Granted September 9. 

1,072,558. Toy Puzzle. Charles Edward Ashburner, Lynchburg, 
Va. Filed April 12, 1913. Serial No. 760,779. 

1,072,988. Toy Catapult. Frank W. Pratt, Ambridge, and Bruce 
era neon Fair Oaks, Pa. Filed Oct. 30, 1912. Serial No. 


Trade-Mark. 

71,708. (Class 22. Games, Toys and Sporting Goods.) The H. B. 

Claflin Company, New York, N. Y. Filed July 15, 1913. 
Granted September 16. 

1,073,379. Child’s Carriage. William W. Williams, Indianapolis, 
Ind., assignor to William J. Garrett, Chicago, Ill. Filed Aug. 31, 
1908. Serial No. 451,087. 

1,073,455. Air-Gun. Adolph Wissler, St. Louis, Mo. Filed Aug. 
14, 1911. Serial No. 644,278. 

Granted September 23. 

1,073.283. Apparatus for Playing Base Ball: Herman Schum, 
New York, N. Y. Filed March 15, 1912. Serial No. 683,929. 

1,073,786. Card Game. Edwin M. Thomas, Birmingham, Ala. 
Filed Dec. 21, 1912. Serial No. 737.939. 


USES ROLLER SKATES AS EFFECTIVE PREMIUMS. 

An effective use of roller skates as premiums was recently 
made by the St. Paul House Furnishing Company, of St. Paul, 
Minn., in obtaining the boosting service of the children of the 
community in the sale of house furnishings. The store printed 
a coupon in its daily newspaper ad, good for a pair of roller 
skates whenever the child’s parents or a neighbor should pur- 
chase goods to the amount of $10. The result was that the 
youngsters hustled around among their friends to learn when 
purchases for the home were to be made, frequently resulting 
in definite buying where there had been little thought of pur- 
chasing. The child could turn the coupon over to the person 
who was contemplating a purchase and the purchaser could 
fill it out to the order of the child when the purchase was 
made. Then the store notified the child that the skates were 
ready to be called for. 


HAS A “DOLL WITH FORTY FACES.” 

An actor named John Nicholson has invented a toy novelty 
which he calls the “Doll with Forty Faces.” The doll is made 
of wood and paper with the head on a revolving axis and the 
eyes and mouth on a revolving disc. At every slight turn of 
the head the expression of the eyes and mouth change. ‘rhe 
doll can be made to cry and laugh, frown and smile, and take 
on all of the various expressions of which the human face is 
capable. Mr. Nicholson says that he worked out the principles 
upon which the doll is constructed during his odd moments 
on the stage. 


AMERICAN PURCHASES IN CHEMNITZ INCREASE. 

The shipments of toys from Chemnitz, Germany, to the 
United States are showing a big increase over the shipments 
of a year ago. During the second quarter of the present year 
nearly twice as many toys were shipped from that district to 
America as were shipped during the same period the previous 
year, namely $185,960, as compared with $94,133 the previous 
year. 


National Decorated Metal Sheets 


FOR TOY MANUFACTURERS 
WILL STAND DEEP STAMPING 


Their use saves expensive and tedious dipping or hand painting. 
sac ie us what you make and we will send samples to suit the 


NATIONAL METAL COATING & LITHO. CO. 


ELIZABETH,N. J., U.S. A. 
Pacific Coast Office: 215 Sharon Bidg., San Francisce, Cal., F.J. Kleack, Jr., Representative 
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J PAVE you ever known a real live girl who 
IE did not “go crazy” over jack stones about 
once a year! 
Usually the precious jack stones and ball are 
carried perilously in an apron pocket or ina 
tightly clutched handkerchief. 
We have contrived to put this set of ten nickel 
plated Jack Stones and a lively Solid Rubber 
Ball into a dainty bag to delight the maiden 
eye. 
| Three colors of bags are used--white, blue and 
: yellow, assorted in packing. 


Six dozen in a heavy paper carton, five gross 


in a case. 
We are taking orders now for spring delivery. 


Arcade 


lanufacturing Company 
Freeport, Illinois, U. S. A. 
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in quality, style and the way to play it, RUMME is the equal of any game sold for 
twice the money. | 

RUMME is based on a playing card game that is at present the most popular pas- 
time in clubs and society everywhere. Several other so-called new ones are modifications 
of om same game, but in value, price and profit to the dealer RUMME stands at the 
head. 


An analysis of RUMME will reveal these interesting facts: 


52 Cards 

Lithographed in Colors 

On Fine Quality of Stock 

Round Cornered 

Enameled Finish 

New and Attention-Getting Designs 

Put Up in Partitioned Box 

Box Covered with Rich Embossed Paper 
Label Printed in Gold 

Method of Play: Fascinating 

In Appearance a First Quality 50-Cent Game 
In Reality a 25-Cent Game 

In Profit to the Dealer a Desirable Game 

In Appeal to the Customer a Sure Selling Game 


ae en It Will Bring Y 

Let Your Steno- | wz7on BRADLEY Co. of the Gealteesaae pes! 

grapher Copy This Springfield, Mass. You How You Will Let a 
Please send sample RUMME cards and Good Substantial Profit 

your proposition to dealers Slip Past You by Not 

; Having RUMME on Your 

Mail to Us. pe Ee ee 


WARNING: — Accept No Substitute of Similar Name for the Original Game of RUMME, Made Only by til 


MILTON BRADLEY COMPANY Springfield, Mass. | 


on a Postal and 
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“MAKERS OF THE WORLD’S BEST GAMES” 
NEW YORK OFFICE: 221 Fourth Ave. On the Subway—One Block from Broadway 
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HANKSGIVING TIME-and I dont care. 
=< Which way the turkey trots., 
Im thankful for the profits rare 
any, Derived /rom ~ 
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== MILTONBRADLEY CO. 
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“Makers of the World’s Best Games” 


Springfield, Mass. 
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Christmas is coming. 
And just now when it is most desirable that the eyes of children 


turn towards your store, we are able to present a complete line of toy 
glassware. 


Each piece an exact duplicate of standard lines of crystal and opal 
decorated glassware. 


Each piece a temptation for little boys and girls. 
Made to retail by the piece at 5, 10 and 25 cents. 
See our latest catalog for prices. 


Exclusive Wholesalers of General Merchandise 
CHICAGO ST. LOUIS MINNEAPOLIS 
—SAMPLE HOUSES—————= 
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Last Call for 1913) 


Many people thought when the Democrats came 
into power the country was doomed to the ever- 
lasting “bow wows. 
PARCHEESI The tanff agitation was to prove a solar plexus 
blow to business. 

Superstitious 13 was bound to add the finish- 
ing touches to the sad obsequies. 


HOW ABOUT IT? | Fy = 


Our Stock of Goods Is Yet Fairly Complete i ‘ 
We Solicit Your Fill In Orders < I 
REFER TO OUR 1913-14 CATALOG | 8 “— 


A$1.00 The Doll 


Special Jointed Doll is similar to this cut 
18 wll 24 ins. tall. Sleep- but without shoes 
= Al ing eyes with eye- and stockings. 


lashes. 


eee eee 
NOW IS THE TIME FOR 


————— a eee 
A CONSTANT DEMAND FOR 


SELCHOW & RIGHTER CO., 620 Broadway, NEW YORK 
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Let the Boys (young and old) know that YOU carry 
MECCANO. Their trade is worth while. 


SOLE AGENTS FOR MECCANO FOR THE UNITED STATES AND CANADA 


THE EMBOSSING COMPANY, ALBANY, N. Y. 


MAKERS OF 


By-s that’Teack See Opposite Page 
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MECCANO ADVERTISING 


The Meccano message--told in simple, straightforward language 
and driven home by graphic illustrations--is now appearing in the 
magazines. 


The Fall and Holiday advertising includes full page advertisements 
in The Saturday Evening Post, American Boy, Boy’s Magazine, Vogue, 
St. Nicholas, Popular Mechanics and National Sportsman, also large 
space in Cosmopolitan, Harper’s Magazine, Literary Digest, Boy’s 
Life, Toronto Saturday Night, Modern Electrics, Classmate, Forward, 
Youth’s Companion and Boy’s World. 


This advertising is not an experiment. It is based on valuable ex- 
perience and carefully designed to reach the right kind of readers. 


OUR SERVICE 


The Magazine advertising is only part of our real and active co- 


operation with the trade in selling Meccano. This service has proven 
its efficiency many times over. Let us send you the full details. 


Most important of all is that we back up our magazine advertising 
and sales co-operation by seeing that 


Our customers are kept supplied with stock. 


All we ask is reasonable and intelligent co-operation on the part 
of the trade. A prominent display of Meccano in the store—a win- 
dow display, however small, if possible—judicious use of our free 
selling helps—-these few simple things will add largely to the busi- 
ness which our special sales system will send to your store. See 
typical testimonial below. 


“(WE ARE MORE THAN PLEASED WITH 
OUR SUCCESS AND YOUR H. 


Sole Agents for Meccano for United States and Canada 


THE EMBOSSING COMPANY, ALBANY, NEW YORK — 


‘MAKERS OF 


DBy;5 that’leack 


See Opposite Page 
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Dominoes Checkers 


A BC Blocks 


When ordering Dominoes, Checkers or Toy Blocks, be 
sure to specify the Embossing Company’s make. They 
cost no more than others, and will enlarge your profits 
by increasing your sales. 


Sold by Leading Jobbers in - To Obtain the Best Assortment 
All Principal Cities Place Your Orders Early 


THE EMBOSSING COMPANY, ALBANY, N. Y. 


MAKERS OF 


‘Tdy;s that eao™ 
Complete Samples Exhibited at Our New York Office, 377 Bdwy. 
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AN OPEN LETTER 


The unrivalled popularity of the Little Mind 
Builder has been demonstrated by its tremendous sale, 
which has been a veritable avalanche, for which we were 
unprepared. | 


The sale began immediately upon its presentation, 
proving that it was not solely a Holiday Toy, but an 
everyday seller. 


Display one set in your window and watch the 

results, then place your orders. The selling qualities 

Bb of Little Mind Builder are created by the unique name 
and Trade Mark, registered in the United States Patent 
Office, the Little Mind Builder Primer, which is eopy- 

=a righted, showing words of one and two syllables, 
sentences and simple arithmetic lessons demonstrating 
how much ean be done with one set of letters and nu- 
merals, and also the clean four-inch letters cut out of 

a white pine wood on which application has been made for 
patents and design patents. 


TH 
LITTLE oayn0 BUILDER ey 
Aine + 


Kx Trade Mark Registered in U. S. Pat. Office 
: Patents Applied For 


Send for Price List and Descriptive Circular 


BAKER& BENNETT CO., 643 Broadway, New York 


N<X$<C4090002 


O. 
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The Fine Series of 
| Radioptican Advertisements 
Is Just Begmning to Appear 


Get the Radioptican out where people can see that you sell 
it. Hang our sign in your window. If you haven't received one 
of these big handsome window cards write today for one. It 
will help make sales. 


The Radioptican advertising campaign for 1913-14 consists 
of unusually attractive advertisements that will appear regularly in 
Saturday Evening Post, Literary Digest, St. Nicholas Magazine, 


0 A ce 


2 Youth’s Companion, Associated Sunday Magazines, etc. 

2 Right at the season when boys and girls and parents are 
= studying advertising pages for Christmas gift ideas the sugges- 
= tion that they buy a Radioptican will hit them. 

2 Besides, every owner of a Radioptican is unconsciously mak- 
le ing new customers for it every time he uses the machine to en- 
LS tertain some friends. 

LT It is a good idea to demonstrate the Radioptican wherever 
| practicable. Demonstrations clinch sales, 

| Every Radioptican is guaranteed to give sasisiaciory results. 
= Let customers know this. 

: If your stock is not complete, get in touch with us at once 
= and we will take care of your needs. Remember to get the 
2 window sign if you haven’t it already. | 

The new models may be seen at our New York office, op- 
= posite the new McAlpin Hotel, at 45 West 34th Street. Our new 
‘= 


catalog may be had for the asking. 
H. C. WHITE CO., 615 River Street, North Bennington, Vt. 


Lens Grinders and Makers of Optical Instraments for Over Forty Years 
BRANCHES 


New York San Francisco London 
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‘sxx TRON TOYS 
3 1913 Line Now Ready 


( Banks, Trains, Auto- 


bile Toys, Fire 
COMPLETE J De 
LINE Departments, Gen 


eral Line Wheel aN SSS 
Toys & Novelties. AUTO COAL WAGON 


We Illustrate 3 of the 300 PRICES 
am IRL anal FINISH ‘RIGHT 
SIZE 


Write our New York Office for 
Catalog and Prices. 


THE 


Jones & Bixler Mig. Co. 


aw KENTON, OHIO. 


New York Office and Salesroom: Riemann 
Seabrey Co., 693 Broadway. 


THE 


“KENTON LINE” 


BOY SCOUT OUTFITS 
CAP PISTOLS 
BLANK CARTRIDGE 
PISTOLS, CANNON BELTS AND HOLSTERS 


. OUR LINE OF 4th JULY GOODS LARGER AND BETTER THAN EVER 
THE KENTON HARDWARE COMPANY 


KENTON, OHIO, U.S.A. 


New York Office, Riemann Seabrey Co., 693 Broadway 
BANKS, RANGES, TRAINS, SAD IRONS, 
Complete Lines FIRE DEPARTMENTS, AUTOMOBILE TOYS, 
GENERAL LINE OF WHEEL TOYS 
Send For Catalog and Price List 


PAP-ER-KRAK-TOYS 


; NO FIRE PATENTED Secesis. isi 
SSX | NO SMOKE Other patents pending 
NO DANGER THE 


Shoots 50 Shots Explode 


per Minute MAKERS es 


ALL NOISE SANE NOISE ron Closed Ready to 
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RIEMANN, SEABREY CO. 


GEO. F. RIEMANN, Jr., Pres. E. W. BRUENINGHAUSEN, Vice-Pres. E. W. SEABREY, Sec’y. 


693 to 697 BROADWAY NEW YORK 


AMERICAN TOYS 


DIRECT FROM THE MANUFACTURERS 


PRING LINES 
Summer 1914 NOW 
EASON READY 


PAP-ER-KRAK CANE SANE EXPLODER WOOD RAKES 
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BLANK CARTRIDGE PISTOLS 


PAPER CAP PISTOLS 
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BOY SCOUT OUTFITS 


ROLLING HOOPS 
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__ @&=—i, Still Increasing | 
alt! fl rd yi ek we: | . 
“FOR THE & 
i; ay 
The coaster that has created a sensation all over the country. No toy ever met with such instant 
popularity. It is unquestionably the most popular child’s coaster on the market. The children are so fasci- 
| NoHoliday Toy Stock Complete Without the Gocycle 
We number among our customers some of the largest toy, department and sporting goods stores in the 
Over 6,000 placed with the children of Baltimore, Md., in the past sixty days. 
Four carloads to the Coast States. 


= DEMAND 
Wika : 
iu 
nated that where the demand is not supplied they are building crude home made ones. 
country. 
Have received as many as | 2 repeat orders from one customer. 


THE SKATE ATTACHMENT (adjusted by only one 
bolt) equippes the GOCYCLE for coasting on snow or 


ice. Asa winter sport it is rapidly replacing the sled, 
having the characteristics and fascination for the chil- 


The price is $72.00 per gross F.O. B. Westerville, 
Ohio. Terms 2% ten days or thirty days net. They are 
packed three dozen to the crate, weighing 170 Ibs. and 
take second class rate. Skate attachment extra. 


dren that skiing has for grown folks. 


WE ARE THE ORIGINATORS OF THIS STYLE COASTER AND OWN THE 
ORIGINAL PATENTS PENDING 


J. W. Hance Foundry Company 


Westerville, Ohio, U. S. A. 


Western Representative--G. W. SKILLING, 1512 Broadway, Oakland, Cal. 


November, 1913. 
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-17c a Day 


Opens the Way to Better Pay 


A few dollars, plus your promise to pay the balance at the rate 


of 17 cents a day, places in your hands the new “’Printype’’ 
model Oliver Typewriter No. 5, our very finest pro- 
duction. 

The best advice that can be given to the young 
man orf woman Is: 


Get an Oliver 
Typewriter ! 


This offer places at your command a machine that 
turns time, energy and enter pies into the pure gold of 
success. 

Thousands of ambitious graduates, with the aid of 
Oliver Typewriters, have won their way to better pay 
and broader opportunity. This is the age of mechanical wnting. The great world of modern bus- 
iness revolves around the typewnter. Typewriter operators are in demand everywhere. Our em- 
ployment Bureaus in all the important cities are swamped with calls for competent Oliver operators. 


Printjpe—. 


OLIVER 


Typewriter 


The Standard Visible Writer 


Easy to Pay—17 Cents a Day 


Against your risk of a few dollars we risk 


You can make the machine meet the pay- 


ments. You doubtless spend more than this 
amount every day for trifles you do not need. 
Thousands have paid for Oliver Type- 
writers on this plan without the slightest effort. 
Are you going to let a matter of pennies stand 
between you and this money-making machine? 


The Oliver Typewriter Co., 


a $100 typewnter—the same machine that 1s 
used by the greatest firms and corporations 
throughout the world. 
Shall we send you full details of the Easy — 
Purchase Plan? 
Address 


Catalog mailed on request. 


812 Pine St., St. Louis, Mo. 
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| | ARE youa dealer that wants to be placed 
er eC t S in the up-to-date class of dealers--those 
who are generally recognized as live wires? If 


you are, then don't let a postage stamp stand 
in the way of the information and prices that we 
can give you, that will convince you that our 
Le Hae ee ridin he he, KantKrack line is the line that you should 
yi PARSONS JA Cooney | bn sa ees ee 
yi Ol. Nit Oke The KantKrack line is the line of originality. 
| TT TE: aes tp Our catalog will convince you of this and if the 
aes it, OR ea Sn ee, A te ve “ way to a merchant's heart is through his profits, 
ee 2 : as has been said, you will like these dolls. 


If you don’t know about KantKrack dolls it 
will pay you to learn. Find out about them even 
if you don’t think there is a possible chance to 


handle them. 


THE PARSONS- 


JACKSON CO. 


2176 East 76th St. 
CLEVELAND, O. 


more features and selling points than any 
other doll on the market, consequently a doll that 
every dealer in toys should know about. The 
book will tell you all about the KantKrack dolls, 
and as it is sent free on request, it will justify 
you in writing for it. 


A catalog of a new kind of doll that possesses 


KantKrack dolls will increase the sales and 
profits of every merchant who handles them, be- 
| cause they are modeled after the real live baby. 

' They are cute, lovable and artistic. And each 
| is separately hand painted. 


The arms and Jegs are on ball joints--moving 
up and down--inward and outward--thus assum- 
ing every desirable position. 


They are made of a tough composition (not 
paper) and very light--not too heavy for the 
smallest child. 


PARKER 


GAMES 
Flatiron. Building 
New York 


You are cordially invited to call 


PARKER BROTHERS, Inc. 


The Flatiron, New York 


‘ne 


Geo. Borgfeldt & Co., 


NEW YORK, GHICAGO, SAN FRANCISCO 
AND TORONTO. 


GEO. H. BUCK & CO. 


Manufacturers 
Complete Lines of Trimmed 
WIRE 
DOLL BEDS and BASSINETS 
48 Nerth 3d St. 


BROOKLYN, N. Y. 


HOUSE OF DOLL SPECIALTIES 


Dolls Dresses, Hats, Caps, Two Sets 

ag Boag snd Corsets, agi 
Many other S 

FOR SAMP 


ae a RITE 


THE E AETNA NOVELTY CO., , Inc. 


East 16th Street 


P.F. HARE & CO. 


Domestic Toys 


112-114 South Fifth Avenue 
CHICAGO, ILLINOIS 


TOVS AND NOVELTi&£S. 


THE TOY BUYER’S DIRECTORY 


Representative Firms in the Trade, 
What They Make and Where They Are Located. 


BOOKS: 


TOY & NOVELTY CHILDREN’S BOOKS 


Complete lines of over 600 numbers to retail from 
5c to 50c.— Strongest line of popular and standard 
juveniles on the American market. Color Books in 
flexible, linen and cut-out shape books in great 

variety; Board Books; cloth-bound Boys’ and Girls’ 
books.—Novelty bank books, clock books, etc. 
Send for eralece Permanent em Sales 
Display, Room 576, Broadway Central Hotel, 
New York City. 


M. A. DONOHUE & CO., 


Manufacturers and Publishers 
701-727 $. Dearborn St., CHICAGO 


WE MANUFACTURE 


Railroads, Mechanical and Electrical, Sig- 


s, etc. 


Ocean Liners and War Boats 

Automobiles 

Steam Rollers 

Moving Picture Machines 

Post Card Projectors 

Tey Ranges that Really Cook 

Enamel Tea and Kitchen Sets, Unbreakable. 


ALL ARTICLES BEARING THIS 


TRADE 


Are Manufactured by 


Bing Bros. A. G. Nuremberg 


New Yerk Warerooms: Joha Bing, 381 Fourth Ave. 


GAMES 


McLoughlin Brothers 


890 BROADWAY, NEW YORK 


American Doll Mfg. Co., 


79 East (30th Street, Rew York. 


Makors of 


UNBREAKABLE DOLL HEADS 


AND NOVELTIES. 
“ANYTHING IN OOMPOSITION” 


WIRE NOVELTIES THE CRESCENT 


MADE TO ORDER 
We Manufacture All Kinds of Wire Nov- 
elties. Prices Reasonable. 


COOLEY MFG. COMPANY, 


551-887 W. MONROE ST. CHICAGO, TY 


Nevember, 1913. 


“Toys That Teach” 


The Embossing Gompany, 
Albany, New York. 


New York Showrooms: 
377 Broadway 


TRICKS &° JOKES 


Cat in rhe, 4 Shooting Beeks, Sh Cigarette Bex 
oo igars, 
Trick Pencils, Ete., Ete. 
We Re earl EVERYTHING ef a humerous nature 


Write for Illastrated Catalog 


S.S. ADAMS CO. Plainfield, N. J.. 


2 Sneeze Powder. Joke Bembe, Trick Ci 
rick Matches, 


Doll Hospital Supplies ! 


FOULDS & FREURE, Inc. 
TOY IMPORTERS 


110 Chambers St., New York, N. Y 


THE FAMOUS 


RAUSER DOLL OUTFITS 


Character Outfits, Boy Doll Outfits, Lady Doll 
Outfits, Hats reid Coats, Doll Rompers. 


KK. A. RAUSER 
2077 Ogden Ave., Chisago, Ill. 


BOOK S 
McLoughlin Brothers 


890 BROADWAY 


NEW YORK 


Tottie’s Whistling Toy 


CATALOGUE FREE 


ADY. NOVELTIES 


mecuamical Toys Northern Mfg. Co 


R Western Ave., Springfield, 0 


de Mark) 
ADDING MACHINE 


MADE OF ALUMINUM AND STEEL 

lt will do all that any instrument can ever do. 
lls from $2.00 ap 

THE AERODART. WORKS 


196 Centre Street), “New York>City, U. S. A. 


a En a I I I I I I rT I IE ITT, ————" je —— ee 
When Writing to Advertise-«, Plecse Mention ‘Toys and Nove'ties.”’ 
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CHICAGO TOY WINDOWS ................6. 20 

How Big Department Stores in the Windy Make a Hit With the Little Girls of the 

City Go After Business During the Holi- City. 

days. AN APPROPRIATE CHRISTMAS DISPLAY. 
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Next ee Insure Yourself with the ecaiiuad 
Standard, Largest Selling Line of 


ALLIANCE TESTED BALLOONS 


Without question these are the finest Each balloon is tested before it 
toy balloons made in America, and that leaves the factory, so we can be sure 


means anywhere on earth. ALLIANCE 


TESTED BALLOONS are made in six ‘Pt only perfect goods reach the trade. 


colors, red, blue, rose, purple, green and 
orange. Bright, clear, sparkling colors. it was by far the greatest selling line. 


You take no chances on this line. In 1913 


Take no chances on delivery, make your contracts early. We can guarantee delivery, when, where and how 
you want the goods. Write for prices and samples. 


W. C. Horn, Bro. & Co. The Alliance Rubber Co. 


545 Pearl Street, New York City Alliance, Ohio 
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New! Something Entirely New 
You Want It Because You Need It INDER 
BIND TOYS AND NOVELTIES IN PERMANENT BOOK FORM 


We have Succeeded at Last in Securing a Really Practical Binder. 


ACH issue of TOYS AND NOVELTIES contains 

E many articles and a great deal of valuable informa- 

tion and data worth saving for future reference. 
There is only one way of keeping them 


THE “BIG BEN” BINDER 
preserves them in permanent BOOK FORM. This 


binder is handsome, durable and convenient. It opens flat 
like a regularly bound book, Cloth Covered, with the name 
of the magazine stamped in gold. For persons who desire to 


SAVE THESE VALUABLE ARTICLES 


this binder is just the thing, as it can be used year after year, by simply taking out the oldest numbers and inserting the new 
ones as they come to you, or you can keep each volume in a binder as a permanently bound book which will be a valuable 
addition to your library. By making special arrangement with the manufacturers of this best binder that has ever been put on the 
market, we are able to furnish them to you for 


ONLY $1.00 EACH 


Merely send us your name and address and enclose this amount and we will send the binder promptly, all charges prepaid 


C. C. SPINK & SON - ST. LOUIS 
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The good book tells us that “He that 
tilleth his land shall have plenty of 


bread.” But he must perform the act of 
: tilling at tilling 

és 
He That Tilleth time. This is tilling 
His Land,” etc. time for the toy 


dealer, and it will be well for him to be 
gin planning his advertising campaign 
for the holiday trade soon after Thanks- 
giving. Too many merchants are willing 
to procrastinate. They put off even 
thinking about their Christmas advertis- 
ing campaign until it is time for the 
advertising copy to go to the newspa- 
pers. Then it is given “a lick and a 
promise” and, arguing against his better 
judgment, the merchant tells himself, “it 
is good enough.” ‘When the advertise- 
ment appears it lacks the punch it 
should have and its drawing power is of 
doubtful quantity. 

In recent years dealers in all lines 
have been educating the people to the 
early shopping idea, and in this they 
have had the earnest support of the 
newspapers, so that in many cities the 
Christmas shopping trade makes its ap- 
pearance fully three weeks before the 
eventful day. Do not wait until the- 
trade opens to start. your advertising. 
You can not go far wrong by making a 
brief, formal, general announcement ful- 
ly four weeks before Christmas, telling 
your customers that you will be ready 
with your line of toys and novelties. 
Plan your toy windows now. Plan your 
newspaper advertising now. 

: Do not make the mistake of placing an 
advertisement in your local newspaper 
and permitting it to stand without 
change throughout the whole campaign. 
Some dealers have done this very thing. 
Such an advertisement: is as effective 
as the one slight. blow delivered in driv- 
ing.a nail into a piece of hard wood. 
In driving the nail, it will be found that 
more blows are needed. Permitting the 
hammer to rest upon the head of the na}?! 
will fail of results. The same will be 
true of your newspaper advertising. Hit 
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many blows. Hit ’em quick and often. 
Let them be telling blows, too. 

Dress your windows in keeping with 
your newspaper advertising, or write 
your advertising copy to fit your win- 
dows. Above all things, be ready for the 
Christmas shoppers before they volun- 
tarily open the shopping. Lead the way 
by suggesting what they should buy. 

Remember—‘He that tilleth his land 
shall have plenty of bread.” 

s * * 


Big dealers in all sections of the coun- 
try are using novel methods in attracting 
the attention of the holiday trade. Wild 

animal shows have 
Some Novel Methods peen given, and 
in Developing Sales there have been 
numerous moving picture’ entertain- 
ments, doll contests and receptions with 
the characters of the comic section 
world assisting Santa Claus. The fact 
that these various forms of entertain- 
ment for the children are being carried 
on year after year, repeated many 
times by some firms, is proof positive 
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that they bring results. The small mer- 
chant may not be in a position to enter- 
tain with a wild animal show, or an in- 
door circus, but he can give a doll re 
ception at small expense or he can have 
a doll contest, either of which will assist 
materially in stimulating Christmas 
trading. . 

Every small dealer, as well as every 
large one, can at.least have a real live, 
sure-enough Santa Claus. Dress a young 
man in a Santa Claus garb, put him in 
an automobile, surround him with toys 
of all kinds and make a tour of the city 
some Saturday afternoon. Let the trip 
end at the store, and give your Santa 
Claus a place in your window where he 
can demonstrate some of the mechanical 
toys, and hold the others up to the view 
of the hundreds of children who will be 
sure to congregate. 

If none of these plans appeals to you, 
originate something. There are hun- 
dreds of schemes that may be used with 
effect. 

s s * 

Dealers, jobbers and manufacturers, 
as well as importers, while in the midst 
of the season of preparation for the 
: ; holidays, predict a 
Big Spring Season big spring business. 
Ahead for Toy Trade Manufacturers state 
that orders already on hand point to a 
big year, while the importers are quite 
optimistic. With the tariff settled and 
good times ahead, hardly any other view 
of conditions could be taken. 

Toys will always be in demand, be- 
cause there will always be children. And 
as long as the paternal instinct rules, the 
children will always have playthings. 
Therefore, every dealer in toys should 
prepare for a busy, active spring season. 
It is certain to come and the only way 
of being assured of receiving a share of 
it is to have the goods in stock when the 
demand arrives. 


UP-TO-DATE ARRIVAL OF SANTA CLAUS IN THE MODERN TOY DEPARTMENT 
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i ter of the western toy world, 
|} speaking from a wholesale, 
jobbing and manufacturing 
point of view, naturally holds 
a prominent place in the toy 
ye} retail world, and each holi- 
ya <q] day season the big depart- 
YZ] ment stores of Chicago spend 
sq vast sums of money in their 
campaign for the business of the toy 
buyers, and their sales during the holi- 
day season are immense. 

The old axiom about reaching a man’s 
heart through his stomach may be para- 
phrased by declaring that you can easi- 
est reach his pocketbook through his 
children, and following this theory the 
Chicago retailer lays his plans to catch 
the children. In their rivalry for busi- 
hess, the Chicago dealers have 
spared no expense in arousing 


the desire of the children for | “S@ 5) ) pu +f{-— 


’ 


the toys they are offering. Dur- 
ing the holiday season whole 
blocks of show window space 
are given over to thetoy depart- 
ments, and whole ioors are de- 
voted to displaying the goods 
and entertaining the children. 
Whole pages are used in the 
newspapers to call attention to 
these displays, and every boy 
and girl in Chicago and the 
wealthy territory surounding, 
wants to make a trip to the toy 
center. 


These big store windows 
with their labyrinth of toys are 
to the boys and girls veritable 
paradise, and only a man with 
a calloused heart could deny 
his children the pleasure of a 
visit to the district. 


The children look forward to 
the trip as one of great import- 
ance, rivaled only by their anx- 
iety for a peek into their stock- 
ing Christmas morning. The 
Chicago dealers appeal more 
strongly perhaps to the wants 
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How Big Department Stores in the Windy City Go After 
Business During the Holidays. 


Chicago Toy Windows 


of the children, whetting their appe- 
tites for the toys offered, than many of 
the merchants of other large cities. 
The building of shows for the little peo- 
ple has grown and grown in Chicago un- 
til now the expense incurred by the 
various big firms has become mammoth 
in its proportions. 

A glance at the accompanying pic- 
tures will give the reader a moderate 
idea of the aggressiveness of the Chi- 
cago merchant. Add to these pictures 
many times their equal in artistic ap- 
pearance and square feet of space and 
permit your imaginative eye to see the 
windows of a whole block devoted to the 
display of toys and you may then have 
a better conception of the enormous 
task of preparing for the Christmas holi- 
day toy trade in the Windy City 
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Naturally some of the _ win- 
dows whose pictures are shown 
here are more elaborate than 
others. In some windows a 
stronger play is made at ac- 
complishing the beautiful than 
in some of the others, whose 
builders sought only to show 
the greatest variety of goods, 
holding to the theory that what 
the people want to see is toys 
and not the accessories, and 
that the art displayed in the 
trim is but the casting of 
pearls. Others, however, carry 
out the thought that a proper 
setting for the display of tove is 
one of the necessities—equally 
as essential as in any other 
trim. 

This plan was carried out by 
Marshall Field & Company, 
where every detail, no matter 
how trifling it may at first 
seem, was looked after. At 
either side of a window were 
two decorative pieces built in 
the form of two conventional 
Christmas trees, as may be 
seen in the illustration of the 
Marshall Field display. 

The middle of each of these trees was 
cut away and a transparency inserted. 
This transparency was colored to sug- 
gest the Christmas tree. Just in front 
of these were two real Christmas trees, 
properly decorated with the gilt and tin- 
sel that go to enthuse the true Christ- 
mas spirit. As a center piece a life- 
sized wooden horse, a real dapple gray, 
was used, and on the animal’s back was 
mounted a doll rider. 

On the other hand the picture of the 
Siegel, Cooper & Company window, a 
picture of which is also shown, fails to 
give even a hint of a scheme. Here it 
seems the one big thought in the mind 
of the trimmer was to get as many arti- 
cles on display in one window as possi- 
ble, and the picture tells the story of 
how nearly success along this line was 
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attained by the decorator. 

In order to economize or 
space and give a better per- 
spective, stairs were built up 
like so many steps, and the 
toys arranged thereon without 
regard to realism. Bears, 
horses, dolls, bureaus, kitchen 
cabinets and steamships were 
shown in great profusion. The 
only indication of a central 
thought in the picture is found 
in the upper center, where 
Santa Claus may be seen Jook- 
ing down upon the wonderful 
collection, and if our imagina- 
tion is sufficiently vivid we may 
decide that the old fellow is 
admiring his varied assort- 
ment from which he may se- 
lect something for every boy 
and girl in the land. 

The same idea is carried out 
in the illustration of the Boston 
Store window, and also in the 
window of Wieboldt’s, which 
also accompanies this article. 

It’s a debatable question, one 
that perhaps never will be 
solved, whether the setting adds 
more to the toy window, where 
a splendid idea is carried out, 
or whether the space had best 
be given over to the toys them- 
selves. 

Although opinions differ in 
this matter, there certainly is an una- 
nimity of opinion in Chicago on the ques- 
tion of giving window space to toys, and 
of arranging the interior of the big 
stores so as to attract the largest 
crowds, and then hold the crowds after 
they arrive. All of the expense or ad- 
vertising the toys will not be found in 
the windows and in the newspapers. 
Thousands of dollars will be spent this 
year, as in former years, providing en- 
tertainment for the children that is ab- 
solutely foreign to toys, the big feature 
being shows of various kinds rang- 
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TOYS SHOWN IN THE FAIR STORE WINDOW. 


ing from vaudeville to real circuses. 

These toy shows have grown to such 
mammoth proportions that the question 
of whether such extremes bring the de- 
served results is often asked, but rivalry 
in any business causes many an unique 
race to be driven. Each firm vies with 
all the others for supremacy in toy dis- 
play, and after the children have seen 
all the toy world offers in the windows 
they may enter the big stores for an- 
other treat. Last year whole circus 
menageries, one-ring circuses and other 
forms of entertainment were given, 


THE BOSTON STORE'S CHRISTMAS TRIM. 


where the children and the grown-ups, 
too, were entertained and amused. 

The pinnacle of the spectacular in 
the holiday season entertainment was 
reached by Siegel, Cooper & Com- 
pany, when the firm introduced a 
menagerie that would have done credit 
to the average circus or zoological gar- 
den. There were bears, lions, panthers, 
tigers, mountain lions, hyenas, wolves, 
foxes, leopards, ocelots, porcupines from 
the Maine woods, baboons, monkeys, 
and, in fact, there were birds and beasts 
from all parts of the world. In addition 
to this display of animals the 
company introduced many 
trained animals, including a 
troupe of ponies, a funny trick 
mule, performing bears, and 
many others. Behind a wire 
netting was built a_ tropical 
woodland that would beggar 
description. It was a work of 
real art, offering a scene with 
hills and dales, and as Senator 
James Reed, of Missouri, would 
say, “mossy dells and babbling 
brooks.” Tropical foliage was 
introduced in this scene pre- 
senting a picture of real lux- 
ury, and to all this, life was 
added by hundreds of birds of 
every description, from little 
Java sparrows to water fowls 
of largest proportions. 


More than eighteen thousand 
feet of floor space was devoted 
to this show, with the cages 
containing animals half hidden 
from view by real trees and 
shrubbery and artificial rocks. 
But the greatest attraction for 
the children was the onering 
circus with a saw dust ring 
and real performers, including 
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WINDOW OF MARSHALL-FIELD & COMPANY. 


clowns, acrobats, performing dogs, and 
all other animals that go to make up a 
first class circus. A continuous per- 
formance was given and thousands of 
children and their parents were attract- 
ed to the Siegel, Cooper & Company 
store. ; 

The circus menagerie also was carried 
out at the Fair. Here the animals, in 
typical circus cages, were arranged as 
they are under the “big top’ and the 
little folks could well imagine they were 
at a real circus, only the voices of the 
loud-mouthed barkers being missing. The 
collection of animals was a splendid one, 
ranging in size from the smallest mon- 
key to the sacred ox. In the past, the 
Boston Store has not gone in 
for menageries, but the little 
guests of the store are pretty 
royally entertained just the 
same. One Christmas the store 
offered the Marvelous Midget 
Village, which occupied the en- 
tire tenth floor of the Boston 
Store building. 

This miniature village was a 
model one, and was wort’ go- 
ing far to see. It was platted in 
beautiful streets with unique 
little houses, the old familiar 
town pump near the corner sro- 
cery and all other features of a 
well regulated village. In the 
streets and peeping from win- 
dows of the houses were hun- 
dreds of funny little midget fig- 
ures, all very grave and pom- 
pous, who inhabited the village. 
A Lilliputian performer, known 
as LaRosa, said to be the small- 
est elocutionist in the world, a 
midget pianist, actresses and a 
midget Santa Claus, and what 
was said to be the’ smallest 
horse in the world, added to the 


entertainment. During the season, 
thousands of children visited the Midget 
Village and were delighted, as were the 
thousands of grown-ups who found their 
way into the inside gates of this truly 
wonderful village. 

As previously stated, these trims ¢xzd 
the big shows represent the expenditure 
of vast sums of money, and the fact that 
they have continued year after year, and, 
instead of being diminished, have grown 
in size with the years, should be suffi- 
cient evidence to convince any fair- 
minded man of the profits of the policy. 
Such an extensive scheme can not be 
carried out by smaller firms, but the gen- 
eral lines may be followed, it would 
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seem, with profit. The dealer 
who expects to inject a little art 
into his toy windows will, of 
necessity, begin now to lay 
plans for the trim. He can not 
do himself justice if he puts off 
the formation of the design un- 
til he is ready to do the trim. 
Ample time should be taken 
in forming the plans. Learn 
what the other fellow is doing 
and if you cannot originate 
something, borrow an idea from 
somebody _ else. Above all 
things do not be afraid of a lit- 
tle expense on your Christmas 
toy window. An attractive win- 
dow cannot be built wholly 
without expense, but it will be 
money well spent. Window 
displays are to be classed with 
the very best advertising, and 
the expense of making the trim 
may well be charged against 
your advertising account. 
-The percentage of advertis- 
ing cost to the small dealer will 
be small when compared with 
the cost to the big firms in 
Chicago, St. Louis, and the 
other large cities. 
Opportunities for making a 
big Christmas showing this 
year are better than ever be- 
fore. There are s& Many new 
toys in the market and so many 


‘improvements on the old toys, that with 


nothing in the window except toys, with 
no attempt at art, the windows are 
bound to be interesting in the superla- 
A live Santa Claus in the 
toy window Saturday afternoons for the 
amusement of the children will assist 
materially in centering the juvenile in- 
terest about your store, and that is the 
very thing you seek to do. The Chicago 
stores and the stores of other big cities, 
when they devote whole blocks of show 
windows to toys and whole floors to 
toys, are seeking only to attract the at- 
tention of the children. They know the 
children’s influence with the parents 
and make a bid for it. 


TRIM OF SIEGEL, COOPER & COMPANY. 
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Unique Display to Boost Sale of Kewpies 


Toy Department of the Grand-Leader, St. Louis, Shows Latest Novelties in All 
_ Positions, with Remarkable Effect On Demand. 


VERY one knows that the 
man in any line of business 
who sits down and waits for 
business to come to him 
without making any effort 
whatever to go after it, is 
usually the most disappoint- 
ed individual in the world. 
But it is equally as true that 

J there is less realization of 
this fact among dealers than most deal- 
ers want to be told. : 

It is necessary to keep plugging for 
trade all the time. The department 
stores appreciate the struggle they must 
make to keep their big stock moving 
and their clerks busy, and this is un- 
doubtedly the reason why more of the 
‘hhustle” spirit is shown among them 
than any other class engaged in mer- 
chandising. 

One of the best known toy men in 
the country is A. P. Lyons, buyer for 
Stix, Baer & Fuller, who conduct the 
Grand-Leader in St. Louis. Mr. Lyons 
is not only a good buyer, but his de- 
partment is thoroughly live and up-to- 
date. 

The Grand-Leader was one of the first 
in the city to show the Kewpie line af- 
ter it had registered such a hit. Not 


content with the general and wide de- 
mand among their customers for the 
Kewpie, an even greater effort was 
made by them to boom the sales of the 
line. It was for this reason that this 
exterior display, shown in the accom- 
panying illustration, was executed. 

Minor details may be obtained from 
a glance at the photograph reproduced. 
AS may be seen, there was a Kewpie 
Bathing Beach, a Kewpie Board Walk 
and a Kewpie Swimming Pool, with all 
the Kewpies appropriately attired for 
each section. The photographs shown 
in the frame are illustrations of Kew- 
pies as drawn by the famous originator 
of them, Mrs. Rose O’Neill Wilson, 
whose career was reviewed in the June 
issue of TOYS AND NOVELTIES. 
Among the photographs are also three, 
which show Rose O’Neill Wilson in her 
studio, designing the Kewpies. 

The display attracted wide attention 
among those visiting the toy depart- 
ment in search of any plaything, and in 
this respect was found its value in de- 
veloping sales. Many of the children 
did not know about the Kewpie, and 
upon such a novel introduction as af.- 
forded by this display, they immediately 


became prospects, which, with the skill 


of the capable sales force of the toy de- 
partment, developed into sales imme- 
diately. 

There is no doubt that the sale of 
Kewpies in some sections has been re- 
markable, but none has yet been re- 
ported which equals that of the Grand- 
Leader during the time that this ex- 
hibit was on view. 


Monahan Goes to Montana. 
F. E. Monahan, who has served as 
buyer for D. Heenan Mercantile Com- 


‘pany, Streator, Ill., for the past five 


years, has joined the forces of F. A. 
Buttrey Company, Havre, Montana, 


New Doll Company in New York. 
The New Doll Company, of New York 
City, has been incorporated with a capi- 
tal stock of $4,000, to manufacture dolls 
and sporting goods. The incorporators 
are Santi Franco, John Jannonone and 
Emil Declyne. 


Toy Firm Launched in Illinois. 
-The Jacquin Company, Peoria, IIl., 
has just been incorporated, capitalized 
at $20,000, to do a retail business in 
books, stationery and toys, 
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j eased Book Store Gives Doll Reception 


Well-Known Store of Springfield, Mass., Registers Another Hit with Patrons-- 
| A Lesson with a Moral for Other Dealers. 


3 VERY DEALER knows that 
h the only hope he has of dis- 
i) posing of his wares Hes in 
; his ability to create a desire 
i for them. Every dealer also 
knows full well that a desire 
is difficuit to create unless 
something is done—unless 
the initiative is taken by the 
~ dealer. Occasional calls may 
be expected for unadvertised goods, but 


this desire is not always spontaneous.’ 


This is especially true of the toy and 
novelty trade. Little Mary Jones, for 
instance, wants a doll. But this is not 
a spontaneous desire. She has discov- 
ered that Little Martha Smith, who lives 
in the same block, has a doll. The de- 
sire for the doll has been suggested. 

The dealer who carries toys and nov- 
elties as a side line, and who gives them 
his attention only as the time approaches 
for the holiday trade, is overlooking 
some splendid opportunities. It is an 
admitted fact that many dealers never 
see their toys from one December to the 
next. After the holidays they are packed 
securely away and there they remain un- 
til time for another holiday dispay. 


As it has often been pointea out, if 
such dealers will give half the attention 
to their toys and novelties in off seasons 
as they do during the holiday season, 
they will make decided gains in their 
profits. 

A fine exegesis of this thought is 
found in the annual doll’s reception giv- 
en by Johnson’s Book Store in Spring- 
field, Mass. How many dealers in the 
smaller cities ever think of trying to 
ginger up business in the toy line during 
the last week in September? They all 
know that children play with toys the 
whole year ’round, but dealers do not 
always do their part toward stimulating 
a desire for their goods. 


The story of this dolls’ reception giv- 
en by Johnson’s Book Store is well 
worth the telling. It is not a new thing 
to the Johnson Book Store, but the idea 
is a clever one, and the _ reception 
brought good returns. This year the re- 
ception opened Saturday, September 27, 
and closed the following Saturday, Oc- 
tober 4. The reception was an easy mat- 
ter, but the preparation for it required 
much planning and much hard work. 
Plans were made to have the dolls as 
nearly as possible represent real people 
and they were arranged in various 
groups in the basement which was 
turned into a veritable doll world. Hun- 
dreds of dolls were exhibited, their val- 
ues ranging from 10 cents to $20 each. 

One of the special features of this doll 
reception was a doll picnic. This was 
arranged just at the foot of the staircase 
and caught the eye of every caller. In 
this group of dolls an effort was made at 
realism. A lawn was shown, and about 
it was a green hedge with a house well 
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WINDOW DISPLAY OF JOHNSON’S BOOK STORE, ANNOUNCING RECEPTION. 


in the background. From a window in 
this house a doll smiled down upon the 
merry scene below. Dolls were to be 
seen in hammocks, in easy chairs, and 
seated upon the grass surrounding a 
picnic spread. Another group of dolls 
were dancing to music by a doll’s orches- 
tra, and in the center of the picture was 
a comical game of ‘“Ring-around-Rosie”’ 
which was participated in by a circle of 
Kewpies. 

In another section was a fascinating 
little trim of fairy dolls, also holding a 
picnic and dancing and playing games. 
They were dressed in crepe paper cos- 
tumes, like flowers, brownies, beetles, 
butterflies and other oddities. 

There were hundreds of dolls in the 
trim. They were of all sizes and of 
many makes and kinds. Everybody in 
Springfield and the surrounding country 
was invited to attend the reception. Juib- 
eral space was used in the newspapers 
to advertise the event, and this was sup- 
plemented with a large window trim. 
The show windows were trimmed ifter 
a clever fashion, and not mary. young 
or old, passed without at least a casual 
glance. Thousands of fathers and moth- 
ers, and many more children calied at 
the store to attend the reception, and, to 
increase the attendance, and thus assist 


in creating the desire for dolls, a large 
$7 doll was offered to the little gir! un- 
der 12 years of age who first guessed 
the doll’s name. This brought the names 
and addresses of 1,298 children on cards 
especially provided for the purpose. The 
doll’s name was “Virginia” and eight lit- 
tle girls guessed correctly. The first 
was awarded the doll, and each of the 
others was delighted to unexpectedly re- 
ceive a 50-cent doll, of her own choos- 
ing. 

Interest in the dolls’ reception held 
to the very end, and Johnson’s Bcok 
Store was given liberal mention by the 
Springfield press. 

The sa:ies could not help being large, 
and the whole store. especiatiy Miss 
Brownlee, manager of the department, 
was much pleased with the event. 

Here, then, is an instance where a 
desire was created by the dealer, who 
went out for the business and got it. 
It’s a lesson with a moral to it for every 
dealer in toys—with the moral worth 
heeding. Create the desire for your 
wares and the sale is half made. 

The influence of these affairs is far- 
reaching. In addition to creating a de- 
sire for the dolls, there is no denying 
the fact that many people were, by this 
reception, attracted to the store for the 
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GENERAL INTERIOR SCHEME OF DISPLAY USED BY JOHNSON’S BOOK STORE 
first time. Perhaps they did not spend business to be enjoyed by taking prop- 
one penny during the doll reception. er care of the toy trade during the sum- 
They may not return for a month or mer months. In the old days Johnson’s 


more, but, it is hazarding no guess to 
say that in time they will return—every 
last one of them—and make a purchase. 

Getting a prospective customer into 
your place of business for the first time 
is worth a considerable sum, regardless 
of whether he buys anything on the oc- 
casion of his first visit or not. It is a 
recognized fact that people go where 

they are best acquainted to do their 
shopping. During Johnson’s Book Store 
reception men and women who did not 
know a single person in the place called. 
They were met by the reception com- 
mittee. They were shown through the 
basement where the things of interest 
were pointed out to them, and before 
their escort left them, they had become 
well acquainted. The ice now being 
broken, they will call again. 

The reception was still farther reach- 
ing. Its influence even went out to 
those who had never been in Johnson's 
Book Store, and who did not attend the 
reception. They heard about it from 
their neighbors who were there. They 
read pleasing accounts of it in their 
morning and evening newspapers, and 
the name—Johnson’s Book Store—was 
impressed upon their minds. 

The success with which these affairs 
are meeting all over the country, and 
the small expense attaining, doubtless 
will encourage many other toy and nov- 
elty dealers to get into line. 

The toy department of this store is 
Wide awake at all times. It is a year 
"round department, being among the hun- 
dreds that are learning of the immense 


Book Store was the rendezvous of toy 
buyers during the holiday season and, 
like thousands of others, Johnson’s, as 
soon as the holiday season was over, 
packed the toys snugly away in their 
boxes and stored them for another year. 
But, all of this has been changed. Toys 
are now on display the whole year ’round. 
More dolls have been sold this summer 
by the Johnson’s Book Store than will 
be sold by many dealers in a whole year, 
with the holiday season included. 

All of this is creating the desire. The 
children who see toys on display in Sep- 
tember are not satisfied to wait until 
Christmas for them. They want them 
right then, and you know children, when 
they want a thing, they want it, and 
they usually get it. 


Will Make New Talking Doll. 

With a capitalization of $250,000, The 
Talking Doll & Novelty Company, Inc., 
has been formed in New York for the 
manufacture of a talking doll. ‘The in- 
corporators are M. S. Birkhahn, P. D. 
Birkhahn and J. Birkhahn. The factory 
will, in all probability, be located in 
New York City. 


New Toy Factory in Newark, N. J. 

The Electric Toy Manufacturing Com- 
pany, of Baltimore, Md., has leased the 
first and second floors of a new building 
at 367-369-371 Ogden street, Newark, N. 
J., where it will have 16,000 square feet 
of floor space at its disposal in the man- 
ufacture of toys. 


WHILE 


PROGRESS. 


RECEPTION WAS IN 


Don’t Forget “All the Year” Toys. 


Do not hold to the idea that you can 
make a grand splurge for the holiday 
trade, and then have to pack your toys 
for the basement chute the minute the 
holiday trade ends. Children play with 
toys all year, winter and summer, rain 
or shine, and the toy dealer who pre- 
pares for this condition will be doing 
business when the dealer working along 
old lines has all his goods packed away. 
All-year toy departments are becoming 
more general and the very best time to 
prepare for such a department is now. 
Put in a stock of spring goods. Don’t 
overlook the play suits, for instance, 
which are recognized as one of the very 
best spring and summer sellers on the 
market. Put in a stock of coasters, roll- 
er skates, wagons, dolls and any other 
line that can be used in the open air. 
When the goods arrive, let the children 
of your city know it by making a win- 
dow. display, and placing an advertise- 
ment in your local newspapers. There 
surely will be a demand for your goods. 


“Little Mind Builder’’ Registered. 


The Baker & Bennett Company, 643 
Broadway, New York City, distributers 
and manufacturers of well-known toys 
and games, have obtained trade mark 
patents on the “Little Mind Builder 
Blocks.” “The Little Mind Builder 
Primer” has patents pending and there 
are also design patents on each of the 
letters. Application has been made for 
patents to cover England and Germany. 


“The Little Mind Builder Blocks” 
have been in great demand. 
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Some More Pierce Toy Window Displays 


Three Attractive Trims Made by Decorator for Sibley, Lindsay & Curr 
Company Last Year That Attracted Wide Attention. 


=, N the October issue, three 
| toy displays of a series of 
16 made by E. Dudley 
Pierce for Sibley, Lindsay 
& Curr Company, one of 
the largest department 
stores im Rochester, N. 
Y., were reviewed. There 
is no doubt that many 
aa readers of TOYS AND 
NOVELTIES were able to secure an 
abundance of ideas from these dis- 
plays, and it is for this reason that 
three more of the displays are shown 
in the current issue. Others will fol- 
low in due time. 


As before stated, these displays 
have created a class in which they 
are by themselves. In their execu- 
tion, Mr. Pierce has demonstrated 
that he is beyond doubt one of the 
most capable window trimmers in the 
country, if not the best in the toy 
field. 

During the month of siete when 
the window trimmers held a conven- 
tion in Chicago, Mr. Pierce addressed 
the members and he had for his topic 
an illustrated lecture on these dis- 
plays, showing them in colors by 
means of a stereopticon. 

There is no doubt that his remarks 
on the subject are quite apropos, 
and they will be of interest to those 
who have studied his trims. He 
spoke, in part, as follows: 


“The series of windows was ac- 
knowledged by Sibley, Lindsay & 
Curr Company to be the greatest ad- 
vertisement the house ever had. I 
make this statement for the reason 
that the windows are entirely differ- 
ent in principle from the ordinary 
Christmas windows inasmuch as 
they displayed no merchandise ex- 
cept the toys. In this respect they 
upset the generally accepted belief 
that the most successful display is 
the one in which the merchandise is 
shown to the best advantage. Yet 
while no goods were shown in these 
windows, they resulted in greater 
sales than any other series of win- 
dows in the experience of the firm. 


“There is an old adage to the effect 
that displays should never be left 
in the windows for more than two 
weeks. This saying did not hold 
good in this case, for the displays 
were left in for two weeks, and at the 
end of that time the advertising de 
partment was flooded with letters 
and calls that they be left in longer. 


“Of course every store would not 
be in a position to make a display on 
this large scale, for large windows 
are required and many of them. How- 
ever, any store could apply the same 
general idea, or a part of it, on a 
smaller scale. And it would probably 
be found that a setting of this kind 
would prove a better selling proposi- 
tion at holiday time than any other 
kind of display that might be made. 

“Of course, every decorator will 
find it necessary to adapt his ideas 
to the policy of the store and to his 
resources, to the community in which 
the store is located as well as to the 
general class of the patronage. Dis- 
plays such as the ones I referred to 
would not do for every store, but I 
believe for any big, high class store 
in a city where they have not been 
used, they will prove very satisfac- 
tory. 

“It is up to every trimmer to se- 
cure a fair appropriation to carry out 
his ideas. You ofttimes hear the 
remark, ‘my house is close.’ It is true 
that houses are overly close, but 
most of them are inclined to be fairly 
liberal if the window dresser can show 
them results in proportion to ex- 
pense. In many cases the so-called 
closeness is the fault of the trimmer 
—he is inclined to be wasteful and to 
spend the money carelessly. This 
extravagance is evident to the care- 
ful merchant who weighs expenses 
and results, and because he ‘holds 
the appropriation down,’ the trimmer 
thinks he is too close. Every store 
should be close in the sense of not 
spending money uselessly. 

“Sometimes the trimmer will get 
an idea for a decorative scheme that 
appeals to him as being a good one. 
He likes it so well that the proposi- 
tion is put up to the house before it 
has been weighed and analyzed. 
when an idea comes to you—weigh 
it carefully. work out the details and 
look them over carefully from every 
side. Ask yourself questions and 
then place yourself in the position 
of the merchant who has to pay for 
it and see how it looks from that 
angle. See whether it is as practical 
after careful thought as it was be- 
fore. 

“Too many toy displays (or the 
average display for that matter) are 
gotten up too hurriedly and with too 
little thought. The day is past when 
you begin to think of your toy, dis- 
play when you are clearing the win- 


dows to make room for it. You must 
think it out.-along systematic lines 
and far ahead of time. 

“Always keep in mind that success 
comes through thought and work, by 
planning work and working plans. 
There are too many trimmers who 
only make a pretense at effort; the 
responsibilities of a position are 
nothing to them; they care only for 
the salary that goes with the posi- 
tion. When you start to make a toy 
display, go into the toy department 
and make a survey of the goods— 
pick out the several lines you wish 
to use. Study them and plan a set- 
ting that would put them into their 
proper surroundings. Or go into the 
department and think it out as a 
fairy tale of your own imagination. 
Don't take the first idea that pops 
into your head—keep studying the 
matter over until you are sure you 
have the best idea—then work out 
the details.” 

It is useless to discuss the high de- 
gree of merit possessed by all of the 
displays shown herewith, as executed 
by Mr. Pierce. 

Of the three, the Japanese Garden 
is undoubtedly the most beautiful, 
while those of the Grassville Police 
Force at Grass Center, and Noah’s 
Ark., are quite unique. 

The Japanese Garden was a beau- 
tiful scenic display. It was construct- 
ed after a careful study of a number 
of scenes taken from Japanese gar- 
dens, the proportions being absolute- 
ly correct. 

The Grassville Police Force at 
Grass Center display is one that is 
entirely out of the ordinary. It is 
naturally hard for any one not a 
Rochester citizen to appreciate the 
humor of the idea the trimmer 
wished to convey. The characters — 
were taken from the local papers and 
the scene was laid a few miles west 
of the city. However, any one 
familiar with conditions existing at 
cross-roads towns can appreciate the 
amusement that this display must 
have afforded the citizens of Roch- 
ester. 

The Noah’s Ark undoubtedly cre- 
ated more interest among children 
than most of the displays. It was 
constructed similarly to the rest of 
the windows, and the scenic work 
was exceptionally good. This being 
a Biblical story, as stated before, 
made it appeal especially to the chil- 
dren of Rochester. 
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THE JAPANESE GARDEN—This beautiful scenic window was constructed by Mr. 'Pierce after an exhaustive 
study of scenes taken from realgardens of this type. The general proportions are absolutely correct and the details 
were worked out as carefully as space and time would permit. It willb be seen that playthings from the toy de- 
partment played an important part in the creation of this oriental garden. 


NOAH’S ARK—The hold of the old Bible story on the mind of the child was well illustrated by the marked 
interest shown in this window. The construction, as in all of the trims, was as follows: First a rough frame was 
built, then covered with pasteboard and burlap and padded with excelsior. Then came the important ‘‘plaster work,” 
which was done entirely by Mr. Pierce himself. Other trims will be shown later. 


GRASSVILLE POLICE FORCE AT GATES CENTER-This humorou; window can hardly be well explained to 
anyone not residing in Rochester. The characters were taken from the Rochester papers and the scene was laid 
in a small hamlet a few miles West of the city proper. The incident might well have occurred at any country 
cross-roads. This trim proved especially amusing to crowds of Rochester residents. 
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Stuffed Toy Animals in Demand 


SoS 


ITH the enormous offering of 
toys this season even the 
men and women engaged in 


pause a moment, and, in 
their bewilderment, ask: 
“Where do all the new toys 
come from?” The day when 
the child, even of poor par- 
ie ents, had to content itself 
with a sled, a home-made cart, a yarn 
ball and a home-made sawdust-stuffed 
doll has gone forever, and it is now dif- 
ficult for the little chaps to understand 
how the children of yesterday were able 
to amuse themselves. 

Each new season brings hundreds of 
new toys, and hundreds of improve- 
ments on the old ones. Just when toys 
had their beginning nobody seems to 
know, but the children of today who 
mimic the serious pursuits of the adults 
are but duplicating the acts of the chil- 
dren of Biblical days, who engaged in 
war, using tree branches for arms. 

One among the first toys of which we 
have any record was an army of card- 
board soldiers for which Louis XIV is 
said to have paid $1,200 to Henri de 
Gissey. The cardboard soldiers were 
given to Monseigneur le Dauphin. There 
is a pathetic tale told of these first toys. 
The cardboard soldiers, we are told, 
were later joined by a large army of 
silver soldiers, complete with horses, 
guns and other implements of war. 
These silver toys were made by one of 
the king’s silversmiths, and later the toy 
army had to be melted and sold to pay 
for the army of flesh and blood that was 
engaged in fighting the king’s wars. 

Each great war has been the guide 
for toymakers. Dummy soldiers are as 
old as history itself, the weapons of the 
aged passing to the children in the form 
of toys. Even the baby American In- 
dian had his inlaid cross-bow, his tommy- 
hawk, and wooden scalping knife. He 
had miniature spears and shields as 
fine as any warfare accoutrement ever 
known to Indian. Even the children of 
the French revolution are said to have 
had their toy guillotines. 

Ever since there was a known reli- 
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the toy business are wont to 


SoS 


Sas 


Dolls and Meccano Also Have 


gion children have, without offense, imi- 
tated their elders. Toy reliquaries and 
altar candles of the Roman Catholics 
found their way into the toyland of the 
Romans, and there were toy shrines of 
the Chinese and Japanese. We are told 
that two thousand years before Christ 
there were mechanical toy water car- 
riers, and animals with movable jaws. 

The suggestions for new toys today 
come from a variety of sources, yet, as 


ONE OF THE NEW IVORY BOATS. 


in the olden days, the toys of the chil- 
dren are but miniatures of the imple- 
ments of service of the grown-ups. Men 
built railroads and we got the reflec- 
tion in the toy. Teddy Roosevelt went 
to Africa and we got the Teddy Bear. 
Champ Clark adopted the Hound Dog 
song and we got the hound dog toy. 
Wright Bros. built an aeroplane and the 
children got it in the miniature, and so 
it is possible to trace the source of al- 
most every toy. 

The winter season brings an offering 
of many new toys, many im- 
provements on the old toys, 
a change of color scheme and 
a re-arrangement of the toy 
world in general. The varie- 
ty is materially increased, 
with the general trend being 
noticeably in the direction of 
things practical. 

The customer who goes to a 
well stocked toy store today 
and fails to find what he 
wants will be a hard customer 
to please. The toys run the 
entire gamut from the most 
gaudy, flimsy, gewgaws af- 
fairs to the big sturdy toys 


They are Meeting with Universal 
Favor This Year, So Dealers Report. 
Details of New Playthings that Are 
Being Shown This Year in the Stores 
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that will last for many years to come. 
Among the most popular toys this sea- 
son are the stuffed animals, the dogs 
slightly in the lead. A splendid notice- 
able improvement has been made in the 
animal line. The Airedale terriers and 
bull pups are being made more true to 
life than ever before, and whether they 
are mounted on trucks to be drawn 
about the floor or the walks, or whether 
they stand upon their own feet to be car- 
ried about by the children, they look more 
and more like the real thing than any 
that have been offered in the past. 
The Airedales are decidedly new and are 
being offered minus the trucks, in a way 
taking the place of the Teddy bears. 


New aeroplane toys also are shown 
in improved variety, and are to be num- 
bered among the novelties of the season. 
This new toy completely swamped the 
Christmas toy shops three years ago, 
and it was believed at that time that the 
demand for it was of a mushroom 
growth, but today we have the aero- 
plane in all its new frills and furbelows, 
its endless scientific mechanism, and the 
demand promises to be as big as ever. 
There are aeroplanes large and small, 
and no child will fail to ask good old 
Saint Nick to bring an aeroplane. The 
retail price ranges from 25 cents up- 
ward to $35, or even more, the latter 
having an electrical attachment that 
keeps the aeroplane in motion until the 
current is exhausted. 


Another line of interesting toys for 
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IMPRESSIVE SHOWING OF NEW CHARACTER DOLLS AND TOYS, IN THE MODERN TOY DEPARTMENT. 


boys of mechanical mind are the elec- 
trically driven articles. There are elec- 
tric cranes, electric farming machinery, 
and automobiles. Some of the toys get 
their power from dry batteries, and oth- 
ers may be attached to the home light- 
ing system. 

There also is the moving picture show, 
an electrical device complete in every 
detail, and the fotoscope promises to be 
as popular this year as ever. Electric 
railway systems will play prominent 
parts in the better class of toys. The 
wireless telegraph toys, electric trans- 
formers, Cortella, the new board game, 
the Grande Automobile race game, mar- 
ble range, where each marble shot is 
registered, the Dan Patch novelties, the 
Ponycycle and Horsemobile, new puz- 
zles by the hundreds, parlor golf, and 
the Meccano construction line and num- 
erous other new and novel playthings 
for Young America are to be found on 
the market. 

This Meccano line is recognized as 
One of the most popular ever offered. It 
is in reality the “follow up” of the build- 
ing blocks. By the time the boy is 
through with his blocks he is ready for 
the Meccano outfit. With this outfit a 
boy can build most anything from a sim- 
ple tripod derrick to the most compli- 
cated tower. By following the booklet 
issued by The Embossing Company, who 


are the distributors, it is possible for a 
boy to build 71 complete models. The 
outfits are equipped with hoisters and 
by following the directions a boy can 
make a derrick and operate it. The 
Meccano line makes a fine window dis- 
play and no doubt it will be in demand 
during the winter months. Parents read- 
ily see in Meccano an opportunity for 
the boy to at once be amused and in- 
structed. When he is playing with Mec- 
cano he is studying and doesn’t know it. 
He is at play with something that will 
be most profitable to him when he grows 
to manhood, regardless of whether or 
not he becomes a construction engineer. 
Here are some of the things that can be 
built of Meccano: Transporter bridge, 
luggage truck, see-saw, bath chair, go- 
chair, windmill, traveling jib crane, 
traveling ladder, high level bridge, tip- 
ping motor wagon, pile driver, Eiffel 
tower and many others. 

Then there is a new sail boat on the 
market. These, like all other toys of the 
times are being built after a substantia] 
fashion, and really are what they are 
advertised to be—sail boats—with hulls 

vat will stand the test of water, and 
real cloth sails. The hulls are built fan- 
tail style, and are done in ivory. They 
are most durable, and doubtless will be 
in big demand for the spring trade. 
There never was a boy, at least nobody 


in the toy field ever heard of one, who 
did not like to play at boating. It’s an 
old amusement, probably as old as boat- 
ing itself, yet it is always new. Every 
boy likes to see a toy boat, and he can 
have much fun with one whether he 
lives near a lake or whether mother 
makes a lake by pumping a tub full of 
water. 

Safety toy pistols-will be sold in large 
numbers this winter, with an increasing 
demand for them as the boy dons his In- 
dian uniform and takes to the wilds of 
the back yard next summer. 

The little girls have not been over- 
looked in the toy offerings. Of course 
they will be interested in the airships 
and the electrical apparatus, wagons, 
etc., but they will not desert their dolls 
for long. Dolls are dolls to the average 
father, but the little mothers can dis- 
tinguish the new ones from the old. The 
minute they see a new one in the win- 
dow they recognize it, and an immediate 
demand is created. The dolls for the 
Christmas trade have a wide range of 
styles and cover the entire range of 
prices. The demand for character dolls 
perhaps was never better. 

In addition to all these articles, there 
are new blackboards, new building 
blocks, puzzles by the hundreds, picture 
books and, as Eugene Field said, ‘The 
gingham dog and the calico cat.” 
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Gold Medal Baby Doll 
20 Styles to Retail From 50c to $10.00 Each . : AR 
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Our New Line o 
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' year’s productions. Don’t fail te: 


your Holiday Orders. Send for! 


E. I. HORSMAN CO., i 
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AND CUTEST OF DOLLS 
led to our grand and imposing 
100 Various Styles. 


BABY DOLLS 
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) Broadway, New York <= Suck-a-Thumb Baby Doll 


of the Aetna Doll and Toy Company Factory CAMPBELL BABY Trade Mark 
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V4 Lal fein Mall, ““uatlll 


Diehl & Brown, retailers in Mitchell, S. D., suffered a loss 
recently by fire. 

A. E. Cameron has succeeded to the retail business of W. 
L. Griffiths in Napa, Cal. 

M. M. Borman, of Abercrombie, N. D., 
recent loss by fire in his store. 

The Castner-Knott Dry Goods Company, of Nashville, Tenn., 
recently suffered a loss by fire. 

The Monroe Stationery Company, 
met with a loss by fire in its store. 

D. C. Loux has opened a stationery and novelty store in 
Antioch, Fla., under his own name. 

A. Ackerman has opened a novelty and toy store in Rock- 
ville Center, N. Y., under his own name. 

William C. Lueck has succeeded to the business of Hanson 
brothers, retailers, in Albert Lea, Minn. 

N. V. H. Walker has opened a new book, toy and stationery 
store in Amora, Mo., under his own name. 

R. C. Latherow has opened a new book, stationery and toy 
store in Eureka, Cal., under his own name. 

A new stationery, book and novelty store has been opened 
in Omaha, Neb., under the name of The Kieser. 

S. F. Jones has bought the business of C. A. Jossa, in Stock- 
ton, Cal., which he is continuing under his own name. 

A. H. Humphries, of Malford, Sask., Canada, dealing in 
stationery, novelties and toys, has retired from business. 

B. O. Williams has taken over the retail business of W. J. 
Marr in Shelbina, O., and is now in charge of the store. 

George R. Voss has opened a book, stationery and toy store 
in Nevada, Mo., which he is conducting under his own name. 

Lawless & Ballon Company, of Elmira, N. Y., dealing in 
books, stationery, novelties and toys, has been incorporated. 

Dan Flagg has opened his new stationery, novelty and toy 
store at the corner of Fourth and Georgia streets, Louisiana, 
Mo. 

A. C. Kauffman has succeeded to the retail business of Jacob 
Wohnke in Amboy, Ill., which he is continuing under his own 
name. 

The Sorgatz Store, of which F. F. Soreatz is proprietor, in 
Concordia, Kan., has succeeded to the business of George G. 
McEkron. 

The new department store of Stern Brothers, at 42d 
street, New York City, has opened for business most suc- 
cessfully. 

Rideau & Lydkren, of Sacramento, Calif., have sold their 
business to H. C. Rogers, who is continuing the same under 
his own name. 

George Dayton and E. E. Smith have bought the store of 
D. B. Snyder in Clinton, Ia., which they are continuing under 
their joint name. 

Martin Ladd has opened a store in Jefferson, Kan., under 
his own name, where he will carry toys, games, juvenile ve- 
hicles and kindred lines. 

L. W. McAdams, formerly of Portland, Ore., has bought the 
business of H. H. Mason, in Salinas, Cal., which he is con- 
tinuing under his own name. 

J. H. Gernet, of Somerville, N. J., has moved his business 
into larger quarters. This business was founded by the pres- 
ent proprietor’s father in 1871. 

J. M. Schmell, dealing in stationery and novelties in Gilroy, 
Cal., has sold his business to Otto Doerr, who is continuing 
the same under his own name. 

Sauter & Company, with capital stock paid up amounting 
to $170,000, have bought the business of Antonio Lehman & 


retailer, suffered a 


of Monroe, La., recently 


Company, of San Jose, Costa Rica. 


Miss E. M. Lawrence has bought the business of McGonigle 
& Byers, in Boone, Ia., which she is continuing under her own 
name but along the established lines. 

The firm name of J. E. Robinson & Company, of Thomas- 
ville, Ga., dealing in stationery, novelties, toys, etc., has been 
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changed to the Robinson Stationery Company. The business 
is being continued under the same management and along 
the established lines. 

The B. J. Rucker Store, in Lockwood, Mo., has been pur- 
chased by Charles Orr and Louis Rucker, who are continuing 
the business along the established lines. 

Hughes & Company have opened a book, stationery and 
toy store in Woodland, Cal., under the ownership of William 
Hughes, F. W. Blanchard and E. S. Blanchard. 

C. Lentram has bought the stationery, toy and novelty busi- 
ness formerly conducted by T. J. Taylor in Meridan, Calif., 
which he is now continuing under his own name. 

A. F. Townsend, formerly of Valeda, Kan., has purchased 
the Stallings Book & Stationery store in Oswego, Kan., and 
will continue the business under his own name. 

M. Blake has moved his store from 330 Summit avenue, 
West Hoboken, N. J., to larger quarters at 347 Summit ave- 
nue. Mr. Blake has gradually built up a large business. 

William Graefe has succeeded to the business of Vaughn 
& Hinman, dealing in drugs, books, stationery and toys in 
Loup City, Neb. He is continuing the business under his own 
name. 

Mrs. Mary A. Hogan, who has conducted a stationery and 
book store at 601 Main street, Waltham, Mass., for several 
years, will open a new store at 605 Main street in the near 
future. 

A new stationery and novelty store has been opened at 
507 Fulton street, Brooklyn, N. Y., by Lawrence Crane. Manu- 
facturers are requested to send Mr. Crane catalogues and 
discount sheets. 

J. H. Wetmore, for several years associated with his 
brother, Robert F. Wetmore, in the stationery and novelty 
business in Selma, Ala., died in Birmingham, Ala., recently, 
of pneumonia. 

The Harrah Stationery Company has been incorporated 
with a capital stock of $25,000 for the transaction of business 
in Youngstown, O., and New Castle, O. Seasonable novelties 
and toys will be carried. 

Helms & Baumgartner, of Columbus, Neb., have formed the 
Columbus News & Stationery Company and have purchased 
the book, toy and stationery business ec conducted by 
Wood, Smith & Company. 

N. E. Brown has purchased the business of the Harding 
Curio Company, in Cody, Wyo., and will continue the business 
with changed name. The company deals extensively in books, 
curios, stationery and toys. 

The Bramwell Book & Stationery Company has opened a 
new store at 2362 Washington street, Ogden, Utah, with about 
a $15,000 stock of goods. Wilford Bramwell, the proprietor, 
is well known to the trade. 

The large plant formerly occupied by the Kalamazoo Play- 
ing Card Company, in Kalamazoo, Mich., has been sold to the 
Hanselman Candy Company. The playing card company went 
out of business about a year ago. 

W. K. McSween has bought an interest in the business of 
Smith & Smith, in Ionia, Mich., and the firm is now continu- 
ing the business along the established lines but under the 
new name of Smith & Smith & McSween. 

The J. G. McCrory Company syndicate has opened a new 
five and ten cent store at 917 Third avenue, New Brighton, 
Pa. The building will be of brick, two stories high and will 
be thoroughly modern in all of its appointments. 

Arthur Williams, for a long time associated with Arthur 
H. Morrow, of Fort Smith, Ark., will shortly open a new sta- 
tionery and book store in Russellsville, Ark., under his own 
name. Novelties and toys will be caried in season. 

H. R. Friedman, wholesaler, of Newark, N. J., has pur- 
chased a large plot of ground on Arlington street, that city, 
where he will shortly erect a new building to house his busi- 
ness. The new structure will cost in the vicinity of $20,000. 
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Famous-Barr Company in Fine New Home 


Big St. Louis Department Store Opens the Railway Exchange Building Before 


Scheduled Time---Toys Well Provided for in Basement Sales Rooms. 
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tail district in St. Louis in less (~ —" 


than three years. From almost 
every standpoint, it may be said 
that this latest change is the most 
important of them ll. 

The Famous & Barr Company 
occupy the first six floors of 
this immense new building, said 
to be the largest building of its 
kind in floor space in the world. In 
addition, the department store has a 
basement, sub-basement and two mez- 
zanine floors. 

The toy department, in charge of J. 
W. Boston, is well provided for in the 
basement, where Mr. Boston’s house 
furnishing goods department is also sit- 
uated. With the added responsibilities 
of overseer of the entire basement, the 
toy buyer is an exceptionally busy man. 
The children’s nursery and playground 
is on the fifth fioor, along with the si- 
lence room, reception room, hospital and 
general store offices. 

One notable feature of the Famous & 
Barr Company store is the way the 
employes will be provided for. On the 
sixth floor will be the rooms devoted 
to the comfort and convenience of this 


NEW HOME OF FAMOUS & BARR CO. 


army of workers. Employes are con 
veyed from floor to floor on three spe- 
cial elevators reserved for their use. 
These are approached by corridors 
which separate the portion of the 
building reserved for the employes from 
that where the general public is at- 
tended. Lockers for the women are of 
the latest design and are constructed 
of steel. There are several hooks for 
hanging up garments, and a shelf for 
hats. Each employe has a key to his 
locker. The lockers are thoroughly san- 
itary and ventiiated. The lockers for 
women employes will accommodate a 
force of 2,000 to 3,000. and are being in- 
stalled in an immense room. Next to 
this room is another equally large, 
where employes will be served with lun- 
cheon from a grill equipped with a bat- 
tery of hotel gas ranges and the latest 
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DEPARTMENT STORE, ST. LOUIS. 


culinary devices. Immense _ canopies 
will carry away the hot air from the 
ranges and thus keep the room cool 
and comfortable. 

This room also will be used as a gym- 
nasium. Rings, swinging bars and all 
manner of athletic apparatus will be in- 
etalled, but on such a plan that it will 
be entirely out of the way during lunch 
hours, but can be utilized late in the af: 
ternoon and in the evening. It is the in- 
tention of the management to provide 
an athletic instructor, and classes will 
be organized for evening work. West of 
this main room is a reading room, a 
silence room, a room where a doctor 
will be on call, and a hospital room. 
There are large toilet rooms in Tennes- 
see marble upon every floor in the store. 

On the Olive street side of this floor 
is a dance and music hall for employes. 
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Latest and Best Out-of-Door Toy 


a = ‘i 
Lal ty 


| acre \ iis 
a | 3 
! sisi) 


wil iaill  HAil N | 
! i i i ny i | | 


} 
ih 
th 


| 
is 


SFr errr 

ATT 
i tal pitt 
A" 
= iii} 


» 
~ 
». 


The Ponycycle is the only rig affording a Rocking Ride 
Delights the Children and Makes Them Grow Strong 


Horse has continuous galloping motion, affording all the thrills of nding a real pony. 


It is a handsome dapple gray with 


hair mane and tail, and attractively harnessed. Can be used as a Hobby Horse indoors when weather is unfavorable. 
Made in Singles, Teams and Tandems in various styles and sizes for children 2 to 10 years of age, at prices ranging from 


$5.50 to $25.00. Write for Literature and Discounts to the Trade. 


1007 Papin St., 


A. W. SWENDER CO., 


Order NOW for Spring Trade. 


ST. LOUIS 


BUILDING FOR THE FUTURE 


The Newcomb-Endicott Company of Detroit Make a Hit With 
the Little Girls of the City With Their 
Famous Doll Festival. 


Building business for the future, the plan originated by the ° 
long-headed, far-seeing business man, originally had for its — 


foundation good goods, reasonable profits, courtesy and fair- 
dealing. Today the dealer who builds for tomorrow begins 
with patrons who are unable to appreciate the meaning of 
these long honored phrases, and the old-time mottoes give way 
to methods that interest the children. 

During the past two or three months some of the most inter- 
esting stunts imaginable have been “put on” by energetic man- 
agers, who cater to the child trade with the idea that a child 
patron will in time be a grown-up patron. In the modern 
store the time is past when the child received attention only 
during the holiday season. Today every big department store 
in the country has a play-room for the little folks, and various 
kinds of entertainment are supplied for their amusement, not 
only during the holiday season but throughout the entire year. 

One of the unique ways of interesting the children is shown 
by the Newcomb-Endicott Company of Detroit. Last spring 
this company opened a campaign, conducted along systematic 
lines, to interest the children. The efforts of M. M. Gillam, 
who was in charge of the campaign, were directed more point- 
edly to the little girls of Detroit, and incidentally, of course, 
their mothers. The opening bomb of the campaign must, if 
the campaign was to be crowned with success, be a master 
stroke. It was not deemed sufficient that a few little girls be- 
come interested in the institution; hundreds of little girls, yes, 
thousands of them were to be interested in the store, and Mr. 
Gillam conceived the idea of a Doll Festival. On first thought, 
a novice may not see the splendid opportunities suggested by 
such a plan, but Gillam saw it, and presented it to the store 
management with the result that the Doll Festival became a 
reality. The Doll Festival was only one of many small links 
in a long chain, which was to have for its whole, a “Guild for 
Girls.” 

Manager Gillam wanted to have as many of the little girls 
as possible become acquainted, so he invited them to bring 


their dolls and spend a day at the store, or as many days as 
they cared to spend. 

In order to stimulate interest prizes were offered for various 
kinds of dolls, and a present was given to every little girl who 
brought a doll. The initial anouncement of the Doll Festiva! 
was made by the use of a neatly printed card which was 
handed out to the store patrons, and a strong line of advertis- 
ing was carried with the newspapers. Saturday was chosen 


BANQUET OF THE CONTESTANTS. 


for the festival, and at the appointed time the little girls and 
their dolls began to arrive at the Newcomb-Endicott Company 


store. With them were their mothers, and the store experi- 
enced some difficulty finding room to exhibit all of the dolls. 

First, second and third prizes were awarded in each of these 
ciasses: Handsomest doll, most stylish doll, best Indian doll. 
best historical doll, best dressed doll, quaintest doll, best char- 
acter doll, best past-fashion doll,, most life-like doll, homliest 
doll, best doll hair dressing, and best millinered doll. 

In addition there were prizes for the doll best representing 
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Are You 


To Christmas season will see the largest sale of 

Thordarson Toy Transtormers in the history of 
the business and you should be prepared to take care 
of the demand. The Thordarson attaches to any 
alternating current lamp socket and supplies live cur- 
rent to operate all Electrical Toys--T rains, Fans, 
Motors, etc.--it dispenses with the inefficient, trouble- 
some battery. 


Don’t wait for the Holiday Rush--Send your 
orders TODAY and be sure of prompt deliveries 


THE THORDARSON ELECTRIC MFG. CO. 


508 SOUTH JEFFERSON STREET 


TOYS AND NOVELTIES. 


¢ 3 ‘ ’ 35 


No. 2A 


Prepared? 


The Thordarson Toy Transformer is manufactured 
in five sizes to meet all requirements. 


No. 5A 40 Watts $ 3.50 
No. 1A 60 Watts 5.00 
No. 2A 120 Watts 7.00 
No. 1 60 Watts 8.00 
No. 2 120 Watts 10.00 


Dealers can obtain liberal discounts 
upon request. 


samples will be furnished 


CHICAGO 


any nationality, for the biggest doll carried by its owner, for 
the cutest rag doll, and for the smallest doll with eyes large 
enough to see. In the former classes the prizes were awarded 
by vote of the store patrons, and for the latter class, Detroit 
newspaper representatives were organized into a jury of 
awards. A grand prize was given for the doll receiving the 
greatest number of votes. 

In order to enthuse the sales force over the plan, brief ad- 
dresses were made to them by the manager, who urged them 
to discuss the festival outside the store at every available op- 
portunity. The firm had no idea of sweeping the entire city 
at the first stroke, but by getting as many girls as possible to 
participate in this event gave stronger pulling power for the 
events to follow. <A section of the store was cleared and as- 
signed to the use of the Doll Festival, and the decorator, Oscar 
Klausner, was importuned to do the section in keeping with 
the occasion. A quaint background, done after Dutch style, 
was prepared. There were wide panels, and the white col- 
umns were embellished by kindergarten pictures cut from 
kindergarten wall paper and pasted on. Natural flowers were 
used. | 

The accompanying illustration will give some idea of the 
scale upon which the idea was carried out, the picture being 
taken from a rough draft by the decorator. 

The people of Detroit took very kindly to the festival and 
contributed their collection of dolls. Friends of the store en- 
tered doll collections from many lands, including Greenland, 
Philippines, Germany, Italy and Japan. There also were in 
attendance dolls made by the Hopi and Pueblo Indians. The 
smallest doll was a wonderfully constructed joint affair made 
of wood. It was only one-half inch in length. _There was an 
antiquated collection of dolls, the oldest of the lot being a ma- 
tron of 91 years. She was attired in the gown she wore when 
she made her debut into the younger social set, almost a cen- 
tury ago. 

After the prizes had been awarded, the idea of a doll ex- 
hibit was conceived, and the doll entries were placed on dis- 
play, each bearing the name of the owner. Then all the little 
girls of Detroit and their mothers were invited to call and see 
this exhibit. Following the exhibit all of the prize-winners 
were invited to a banquet. One of the illustrations accompany- 


ing this article gives only a meagre idea of the magnitude of 
this banquet, the picture from which the engraving was made 
having been made defective by poor lighting effect. But the - 
banquet and the Doll Festival were the talk of the town. The 


Cal Ultras 


, | For 
et Delt Fetvae 
i| a 


+ ee. 
- Poeree.- — Renee ee 
8 et ern ee | 
—— - . 


ad a r 
a > in 


ROUGH SKETCH OF COLUMN. 


Detroit newspapers built many interesting stories about the 
carnival, and it was declared to be a success from every view 
point. 

In fact, the Doll Festival was such a success, that the 
Newcomb-Endicott Company is planning another to be given 
in a short time. The program of the\second will be slightly 
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A NEW BABY YARD 


Locks at Different Sizes 


Can be made to fit any 
room. No more worries. Baby 
can’t get into mischief or be 
injured. ° 

A Quick and Easy Seller--Ap- 


peals to the Mother. Every Deal- 
er Should Carry Them. 


SEND FOR INFORMATION BOOKLET AND 


BABY YARD OPEN 


Shaded portion “A” above illustration 
shows how baby yard looks when lining 
is inserted, making it impossible for baby 
to climb out when it is able to walk. 
All comers and sides of slats are rounded 
off so it is impossible for. baby to catch 
or cut itself in any way. This lining is 
not necessary until child begins climbing. 


changed, the manager profiting by the experience gained by 


the first, and doubtless several new -features will be added. 

This Doll Festival accomplished just what was expected 
cf it. Thousands of little girls were attracted to the store. 
They were treated royally, and every employe in the house 
was requested to pay special at- 
tention to them. Children living 
in different sections of the city 
were introduced to each other, and 
they will want to attend the ‘Girls’ 
Guild” meeting which will be held 
at the Newcomb-Endicott Com- 
pany store. 

In this manner the store man- 
agers hope to train the young in 
the belief that the Newcomb- 
Endicott Company store is their 
store, and thus build a trade for 
the future that competition can 
never win. And here is another 
point that may be made in favor 
of catering to the children. It is 
this: The child of today has more 
influence in directing trade than 
you may at first suppose. Let’s 
hold our focus on this Newcomb- 
Endicott Company store. After 
the thousands of little girls of De- 
troit paid their first visit to the 
play-room of the big store, don't 
you suppose the next time they 
are in the business section of De- 
troit with their mothers they will 
want to pay another visit to the 
play-room? And don’t you be- 
lieve the mothers will accede to their wishes and permit them 
to have their way? Most mothers will. And while the girls 
are satisfied with the store the mothers, many of whom doubt- 
less never traded there before, will find themselves more and 
more in favor of the store where the little folks are pleased. 

There is nothing particularly new about this idea. It is built 
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BABY YARD CLOSED 


DO IT NOW. 
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cn the same foundation and is hoped to accomplish the same 
result as the old practice of the little merchant who pleased 
mother by giving the baby a cookie or a stick of candy. The 
new method, however, is built along broader lines and its 
pulling power will be found to be much more effective. In 


VIEW OF THE EXHIBIT FOLLOWING CONTEST. 


the announcement of this Doll Festival it was stipulated 
that every little girl who visited the store, either as a contest- 
ant or a spectator, should be accompanied by her mother or by 
some other grown-up person. By this plan the Newcomb- 
Endicott Company guarded against accident to the little 
ones. 
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New Board Game in the World 


CORTELLA is the only successful standard board game that 
has come out in the last 30 years. 


CORTELLA has five absolutely original “new game” features. 


CORTELLA is the only game that combines scientific play 
with the chance throw of dice. 


CORTELLA will live in the homes of the American people 
and will gain each year in sales. 


CORTELLA has been stocked by the majority of the toy 


IF YOU HAVE NOT CORTELLA---MAKE OUT A SAMPLE ORDER NOW. DO NOT GO WITHOUT 
IT. YOU MAY TRUST US TO TREAT YOU RIGHT AS TO TERMS. 


Include some of the GRANDE AUTO RACE--it is worth while. 


Atkins & Company, Inc. 


Philadelphia, Pa. 
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AN APPROPRIATE XMAS DISPLAY 


Settings of a Simple Nature Most Attractive and Forcefui— 
Excellent Example that May Weli be Noted 
to Advantage. 

The general course pursued by most trimmers and mer- 
chants when installing their Christmas, or any other special 
displays, is one of over-elaborateness; they never seem to 
know how to curb themselves when enthusiastic. 

The man who learns when to stop in a setting for any occa- 
sion has accomplished a great deal in the art of window 
dressing. 

In saying this we do not mean to suggest a plain, simple 
window which is at a disadvantage during the Christmas sea- 
son, in not making the proper appeal. 

Make it bright and attractive and full of the Christmas 
spirit. Do not overdo it by plastering the entire setting with 
every old kind of decoration. This is what we are trying 
to emphasize and to make plain. 

Plan some one good thing and then carry it out consistently 
and faithfully in a simple and attractive manner. 

Many a trimmer has planned an excellent setting for his 
windows with everything taken care of in a most satisfactory 
manner and all going nicely until the time came to place the 
setting in the window; until it was ready for the finishing 
touches. 

Then he begins to place the foliage and flowers which he 
has taken so much pains in selecting for the setting. Up to 
this time, perhaps, he hasn’t given any thought to their ar- 
rangement. 

He places them everywhere and anywhere, with the result 
that when finished, the entire background is plastered. Next 
he places the merchandise, and when the curtains are pulled, 
he steps outside and takes a look. 

He views the window from every angle, from near and far, 
Perhaps even going across the street. He perhaps says to 
himself, “I certainly have hit it this time,’’ but, on the other 
hand, he is more likely to say, “There is something the matter 
With that background, but I can't figure it out.” 

He can see that there is something wrong, but not what it 


is. The merchant, perhaps, cannot see that there is anything 
wrong, for the simple reason that he doesn’t understand the 
technical and basic principles of art in window displays, think- 
ing that if his windows are filled with decorations, he has 
done his share. 

This is a subject about which we could write much, but 
Space permits only a few brief suggestions. 

First, do not fill your windows full of foliage and flowers. 
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BACKGROUND FOR AN APPROPRIATE CHRISTMAS DISPLAY. 


Next, know where and how to place them, and how much of 
them to place. In fact, if you will use a little good judgment 
and notice the way flowers and vines grow, you will be greatly 
assisted in your work. 

A small quantity of foliage and flowers, properly and artis- 
tically arranged, is much more impressive and appropriate 
than if the entire window is filled with them. Another matter 
of great importance is the color of the decorations. Be sure 
that they harmonize with the setting and that they are of a 
timely nature. 

These criticisms apply to the backgrounds as well. First, 
know what you are going to do and then go at it. Make a 
simple sketch of your setting and then try to follow it out as 
accurately as you can. Do not make them too fussy. Keep to 


38 TOYS AND NOVELTIES. November, 1913. 


—— : a; 


~ The Highest ‘Class Educational T Toy 
STRUCT OC itiestin cuaiy | 


MOST PRACTICAL TOY AND MODEL BUILDING OUTFITS 


MEET THE INCREASING DEMAND FOR THE BETTER GRADE 
CONSTRUCTING OUTFITS 


Intelligent Boys Demand STRUCTO 
WH Because models built with STRUCTO die cast 
@ gears, sprockets and STRUCTO key seated 
shafting operate accurately, and positively are substantial, durable 
and realistic in appearance. 


| Greatest in Quantity 


These improved features together with the large variety of 
beams, girders and plates makeSTRUCTO the most practical and 
comprehensive constructing outfits manufactured. 


Investigate the Superior Features of STRUCTO 


STRUCTO MFC. CO. 


I) GEORGE BORGFELDT & CO. K.M. HAYDEN 
iH 16th St. and Irving oo 
New York City, N. Y 


San Francisco, Cal. 


816 Postal Telegraph Building 


Ask for oar New STRUCTO Catalog 


FREEPORT, ILL. 


NEW YORK SALESROOMS McCLURG & KEEN { 
45 W. 34th Street 215 S. Market Street | 
New York Chicago, Ills. 


G. oct alot cla sa ESOns: Wasnipes;: Canada 


TE rer 


rei aoe 2 Sgt aie ee — sears 


rte = as = 


OE 


the simple style; if you do not understand the more elaborate 
settings, do not attempt one of that nature. 

In the accompanying illustration is shown a very simple 
Christmas setting, which can be carried out fully, or parts of 
it can be used to excellent advantage. The background is 
specially designed to show the effect of imitation onyx and 
marble paper, which is so much used of late for window work. 

The baseboard and top frieze are made from wall board 
nailed to a frame work. The baseboard is about 16 inches 
in height and the frieze ten inches; thickness, three and one- 
half inches. The center panel is made in sections, as can 
plainly be seen in the drawing, the top part having a sort of 
alcove in which to place the plastic shell, which is treated in 
a deep shade of pink, fading out toward the edges to a faint 
tint. The cost of the shell is very little. 

The side wings, against the panel, rest on the baseboard and 
are of the same width. The tree is made by pasting holly 
leaves over a wire frame covered with green cambric. An 
electric Hght, placed inside the tree, produces a beautiful 
effect. The tree is in a box which rests on a low platform. 

Wall board should be used throughout the entire construc- 
tion of this setting, if onyx or marble paper is used. Where 
you use felt, flannel or muslin, a frame work will answer the 
purpose as well. 

The decorations placed in the corners and over the top of 
panel are of the new decorative recently placed on the market, 
called “Waucouta Juniper,” a most beautiful, rich, woody 
green shade, the most fern-like and graceful decorative we 
have seen in some time. 

This is also an apropriate exterior decorative, unexcelled 
for working into long festoons for the store front. The tree 
in the center can also be made from this. 


CONCAVE GLASS FOR SHOW WINDOWS. 

The problem of store window construction and finish in 
order to avoid reflections of the sidewalk, buildings across the 
street, etc., on the display has always bothered dealers, for the 
effectiveness of the showing is considerably lessened by these 
lights and shadows. Numerous schemes of background ar- 
rangement, lighting ane awnings have been tried, but none 
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has entirely overcome the trouble. A ees department store, 
however, recently made an experiment along this line and the 
method, while rather costly and somewhat freakish, seems to 
have solved the problem. 

The experiment consisted in substituting a double tier con- 
cave giass for the large flat pane generally used. When viewed 
on edge, it resembles the figure 3. The lower section is 
considerably the larger, and is somewhat higher than the 
average person. With the new glass, the display can be plain- 
ly seen from any position and it is not necessary to view 
it from certain angles as is the case where a flat glass is used. 
Its concavity is not noticeable from the front until the window 
is Closely approached. 
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WHY NOT A “SUGGESTION BOX” IN THE STORE? 

There is a certain wholesale house in Detroit, and for that 
matter there may be several of them, who have paced in a 
prominent position a “Suggestion Box,” in which may be 
dropped any written suggestion by anyone who thinks of some 
method to improve the service. This firm offers a dollar for 
every suggestion that is adopted. 

This works out well and has been the means of several little 
improvements well worth undertaking. But it has brought out 
one big improvement that does not appear on the surface. 
That is the development of the interest upon the part of the 
employes. It has struck down all timidity on their part. They 
know that their suggestions are wanted. They feel free to 
offer them, and they do offer them not by any means alone on 
account of the money reward that they receive in case their 
suggestions are considered worthy of adoption. 


FRANK O. EVANS, OF TUCK & SONS, PASSES AWAY. 

Frank O. Evans, one of the best known salesmen of the sell- 
ing force of Raphael Tuck & Sons Company, passed away on 
September 16, at the Parker House, Boston, Mass. 


GEO. P. PAINE TOURING EAST WITH HIS WIFE. 
Geo. P. Paine, the well known toy dealer and manufacturers’ 
agent of San Francisco, Cal., is at present in the East with his’ 
wife, visiting the leading toy manyfactyrers, 
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DEPARTMENT 
instead of Keeping the “Stickers” Where It Isn't Possibie for 
Them to Sell, Get Them Out and Place 
Them On Display. 

The department store is given 
credit for being the prince of 
merchandisers, for _ establish- 
ments of this kind have undoubt- 
edly claimed the attention and 
effort of many of the greatest 
merchants of the time. But they 
need selling skill of this kind, 
large and powerful as they are, 
to offset the more subtle but 
equally impelling attraction of 
the exclusive dealer, with a 
smaller shop, a more accessible 
stock, greater personal attention 
and prompter service to offer. 

The toy and novelty dealer, 
however, can take a page from 
the book of the department store 
with profit, in noting some of 
the ways in which an institution 
of that kind stimulates business. 
The department store has no 
“dull season” in the usual sense 
of the term; because it never 
accepts the “dull season” as in- 
evitable and necessary, by dis- 
continuing effort, ceasing to dis- 
play goods and advertise goods, and whenever and wherever 
possible, to sell goods. 

To make the point clear, toys and novelties in the depart- 
ment store are carried, as a general rule, close together, in 
a single section, under a single head; and the modern idea, 
in the city store, where ground floor space is at a premium, 
{fg a group of these, with a multitude of other goods of all 


G. D. CRAIN, Jr. 


descriptions in the basement, where in consequence, almost 
anything in the world can be found. At least this is the case 
in a certain leading department store in one of the larger 
cities of the Ohio Valley; and the success of the idea makes it 
worth relating. 

The basement, where toys and games and an infinite num- 
ber of other things are handled, has been persistently fea- 
tured in the store’s advertising as that section of the estab- 
lishment where bargains of all sorts may always be found; 
and it has come about that shoppers in the: store nearly al- 
ways make it a point to visit the basement, even though they 
have nothing particular in mind to be purchased there. They 
know that the trip will be interesting, and there is always the 
chance of running across something they need at an unusually 
low figure. 

This plan naturally works out pretty well for the store, for 
the reason that it means that people will frequently buy goods 
which they had no idea of purchasing when they entered the 
store. It is the perfection of merchandising, for it means that 
the goods do a large part of the work of selling themselves. 
Every bargain helps to bind the customer more strongly to 
the basement habit, and thereby every piece of goods helps to 
sell something else; which is the milk in the cocoanut, as far 
as toys and novelties of various sorts are concerned. 

With the department store, as with others handling similar 
lines, toys and the like are slow sellers during a considerable 
portion of the year; but they are not as slow as they might 
be with the store referred to, for the reason that the goods 
ore before a stream of shoppers all the time. And this 
operates to bring about many sales which would certainly 
never take place if the goods were completely hidden away, or 
if. on the other hand, they were shelved in a section where 
nobody ever came. 

The sole idea of window displays, which are said by many 
conservative and experienced merchants to be worth as much 
to them as all other advertising which they do, is to create 
a desire for the goods shown by the simple fact of letting the 
possible customer see them under favorable conditions; and 
this is what that department store does, not only with its 
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toys, but with every line in its stock, and particularly in that 
busy bargain basement. 

To a limited extent, the same idea may be carried out by 
any store that handles such goods. A good many dealers who 
handle other lines make the mistake of putiing away, out of 
sight and out of mind, as far as the public 1s concerned, all 
o2 the toys and games and amusement devices which make 
things lively around Christmas, as soon as that active season 
and its immediate aftermath are gone; in other words, they 
not only anticipate, but actually bring on, the dreaded “dull 
Keason” by taking away the chance of selling goods by letting 
people see them. 

Of course, where the shelf or other display space is much 
more valuable for some other lines of the dealer’s goods, there 
is nothing to be said on the subject; but at least a corner 
might be reserved in the light for the neglected lines, in order 
that the customer who is looking for a birthday present for 
some little chap, or for something to take home to the children 
when out on a business trip, may be to that extent aided 
in his search for the right thing. 

This is the idea upon which the department store permits a 
good line of its toy stock to remain on the shelves, which 
could certainly be used for something else if not occupied in 
this way, the year around; and the department head who is 
responsible for the profitable utilization of space in that base- 
ment insists that it would pay to use even more space in that 
way, if he only had it to spare. 

And in that same basement the advantage of the wide va 
riety of goods carried, and at the same time a suggestion of a 
line that would help some with the less extensive stock of the 
smaller dealer, appeared in the shape of a certain sub-division 
of the hardware department. The season was drawing on to 
the time when that outdoor feeling gets into the air, and when 
every man with a few feet of ground available wants to get 
out and dig—although this primal instinct in some is perverted 
to a longing to see a ball game instead. 

In this department, therefore, there were being received 
several lines of garden tools, in every shape, size, variety and 
design. Shovels, spades, spading forks, wooden and steel 
rakes, hoes, weed pullers and hand cultivators were there in 
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profusion; and with them in the larger sizes came an almost 
equally numerous line of smaller, daintier tools, some of al- 
most Lilliputian mold. 

These were of two general ranges of size. One of these was 
the child’s set, consisting of hoe, rake and spade, usually tied 
together in a single package and retailing for as low as 25 
cents a set; and another, of much finer and heavier quality, 
being a really practical working set, consisted of the same 
tools, with the addition sometimes of a spading fork, nearly 
twice as large as the smaller toy sets, and these were desig- 
nated \as ladies’ sets. 

“The growing popularity of gardening,” said the depart- 
ment head, “has made this line of garden tools one of our 
best sellers during the spring and summer months, and these 
toy and ladies’ sets, so-called, probably sell in as great quan- 
tity, though not as large a volume of gross returns, as the real 
thing in the larger sizes. You will notice, however, that there 
is a decided difference between these little sets for the babies 
and the much larger ones which I refer to as ladies’ sets. 

“The latter are made of good steel, and are as heavy and as 
high quality in every way as the regular garden tools which 
we keep in stock, and while there are prohably a few of them 
sold for the use of women, I find that most of them are pur- 
chased by the parents of youngsters of 12 and 14, or even 
younger, who are not by any means up to the handling of 
man’s size tools, and are yet much too grown-up to take any 
interest in the childish and practically useless substitutes. In 
a sense, these tools are toys, because they are purchased for 
the use and pleasure of growing boys, but they are about as 
useful as anything could well be, and at the same time as 
highly appreciated as any perfectly useless toy ever was.” 

It seems to be an exception, however, for dealers who handle 
toys and novelties to sell even the smaller toy sets referred 
to, although these are right in their line, and these, in turn, 
hitch directly on to the heavier and more useful, as well as 
more expensive, “lJadies’’’ sets, which are also entitled to be 
considered as a legitimate part of the stock of the dealer who 
caters to the wants of the youngster of every age in the 
amusement line, not to mention those of larger growth. 

The point made by a popular dealer in sporting goods, toys 
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and kindred lines, against the handling of these lines is one 
which is reasonable enough, in the store where all toys are 
put away in a store room after the season of their greatest 
sales has passed, but which is still not conclusive as against 
any line which could be made a seasonable seller by the simple 
expedient of displaying it, and letting people know it is in 
stock. 

“In the department store,” he pointed out, “people buy those 
things largely because they see them—they are looking around 
without anything in particular in view, and see those 
things, like them, and buy them. Here, however, people do 
not come in unless they want something in particular, or see 
is in our window and are thus led to come in and ask for it. 
In the toys especially, during the off season, only buyers ever 
get into the department, and inasmuch as they would only 
see such a line as these tools while in that department after 
something else, there would be a very slim chance of selling 
any of them. Of course, we might display them at this sea- 
scn and for a month or so longer, and there is no question 
but what they would fit in with our line all right, but that 
question of space is a hard one to handle, and I’m afraid it 
would crowd them out.” 

And yet it would seem that the space could be arranged for 
the purpose both of displaying such a line in a corner of a 
general window show, and of keeping a fair stock on hand. 
The live dealer gets in line with whatever phase of progress 
touches his business, and makes his business touch every 
phase possible; and while people are talking and reading and 
thinking ‘back to the land,” and practicing it in their back 
yards, the chance of handling some of the goods which they 
heed in that connection, as well as those for the use of their 
faithful imitators, the children, should not be overlooked by 
the progressive merchant. G. D. CRAIN, JR. 


OPPORTUNITY TO EXHIBIT TOYS IN JAPAN. 

The American manufacturer of toys who desires to enter the 
Japanese market is invited by The Aichiken Commercial Mu- 
seum, of Nagoya, Japan, to display his fares free of charge 
in the museum. There are no privileged exhibitors. Native 
and fereign exhibitors can exhibit in the museum on equal 


receiving a number of inquiries from foreign friends on the 
subject of space charges. To each of them the museum has 
emphatically declared that there are no such charges and that 
it shall remain so. Foreign exhibitors are requested to send 
in all of their exhibits and samples by parcel post if practica- 
ble. If, however, packages containing exhibits exceed in size 
and weight prescribed in the postal regulations, then it must 
be resorted to the service of transportation companies. In 
these cases the exhibitors are to bear a part of their cost; 

to-wit, from the piace of origin to the port of landing, Yoko- 
hama or Kobe, the latter port being preferable. Upon the 
receipt of shipping notice, the museum will cause the landing 
and transportation from the port to the museum at its expense. 
Duties on any of the commodities imported from foreign coun- 
tries for the purpose of exhibition in the museum are exempt. 


JAPANESE EXPORTS OF TOYS TO UNITED STATES. 

The extent to which Japanese toys are being taken up in this 
country is shown in the following statistics covering the years 
1912 and 1911. The exports of Japanese toys from Kobe, 
Japan, to the United States in 1911 amounted to $187,080 as 
compared with $173,875 in the following year, a year in which 
all toy imports into America showed a decline. The exports 
of toys from Yokkaichi and Nagoya, two cities which may be 
considered as one port, increased from $8,368 in 1911 to $14,375 
in 1912, the increase probably being due to an aggressive in- 
dustrial boosting movement which has been going on in Na 


goya for the last few years. 
v 


GEO. E. COHN WITH BON MARCHE, OF SEATTLE, WASH. 

Geo. E. Cohn, who has been identified with Prager’s, San 
Francisco, Cal., as a toy and sporting goods buyer for nearly 
ten years, is now toy buyer for the Bon Marche, Seattle Wash. 


A. B. FEDER !S TOY BUYER FOR STERN BROTHERS. 
A. B. Feder is toy buyer for Stern Brothers’ new department 
store, Forty-Second street and Sixth avenue, New York City. 
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q@ Our exceptional facilities for scientific research and complete equipment 
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How It Helps in the invention of New Toys in France—Details 
of Exhibits Made This Fall—Many 
New Playthings. 
PARIS, France, Oct. 5. 
Special Correspondence. . 

Gottfried William Leibnitz, the great German philosopher 
and mathematician, once said that “toys and games serve to 
perfect the art of invention,” and could he have lived to see 
the creation of the Concours Lepine in Paris he would have 
proof positive of the truthfulness of his statement. 

Paris has been said to be a city of contrasts—of great exist- 
ences and of little trades. The people who ply the little 
trades occupy an entire quarter of the city, and perform most 
of their work in their lodgings, where they are often cramped 
for room, and where crude tools and good ideas form their 
sole capital. 

It was with a view to aiding these people that Louis Lepine, 
prefect of police in Paris, in October, 1911, founded the con- 
cour, and invited all the artificers to enter their products in 
competitive exhibit. At that time 250 small craftsmen par- 
ticipated. It was attended by many notable persons, and nu- 
merous prizes were offered by generous donors. During the 
years that have passed since the first of the concours, the in- 
stitution has grown in size and attendance, until the one held 
this year attracted more than 150,000 patrons. 

Originally intended to be a concour of toys and games it has 
branched out so as to take care of the inventors of other arti- 
cles who lack the capital to get their inventions before the 
public. . 

As evidence of the good that comes of the Concours Lepine 
the interesting story of Charles Mangin is told. Mangin was a 
shoemaker in Nancy, France. He was 50 years old, and had a 
wife and three children, whom he supported by working at 
his trade. By working hard every day Mangin was able to 
make tour francs (eighty-five cents) a day. It was hard sled- 
ding to make ends meet, but with a frugal wife, they seemed 
{9 be able to pay their bills and get along. 

When a young man, Mangin had been employed about the 
ports of Antwerp and Bruges as a dredger, where he.had been 


struck by the disadvantages and dangers attending the un- 
loading of drays, dredges and railway wagons, etc., and profit- 
ing by this knowledge he conceived a device, the distinctive 
feature of which was a compressed air lever, for automatic 
unloading. 

Mangin’s invention worked all right, but in Nancy there ap- 
peared to be nobody who would interest themselves in it. It 
fiually was turned over to the Mangin children. All of the 
children of the neighborhood were delighted with it, and re- 
ferred to it as “The Mangin children’s tip cart.” Finally 
somebody told Mangin about the Concours Lepine. Mangin de- 
termined to take his invention to Paris. The model with 
which the children had been playing was brightened up a bit, 
and with seventy cents in his pocket, and his model neatly 
wrapped in brown paper under his arm, Mangin started on his 
long journey to Paris a-foot, wearing his working clothes, 
which consisted of a pair of corduroy trousers, a blouse and 
cap. Paris lay 358 kilometres ahead. On this journey, which 
required five days, Mangin lived solely on bread which he 
dipped in water of inviting springs by the wayside. At night 
he slept with his invention under sheltering hedges, and ar- 
rived in Paris with seventeen sous in his pocket. With only 
his brown paper package and his sturdy, honest, determined 
face as his credentials, Mangin forced the doors of the Con- 
cours Lepine. 

Mangin’s face displayed a startled expression as the 
erormity of the great concour dawned upon him. He was as- 
signed a stand, and the guardians loaned him ten francs, half 
of which he immediately sent to his family. For 10 nights 
Mangin slept with tramps and thugs in the open air. Then his 
adventure got into the newspapers. It furnished an interest- 
ing foundation for a story with real heart throbs in it, and 
Mangin at once found himself the center of attraction for all 
who attended the concour. 


Hundreds of people, having read the story of Mangin in the 
newspapers, went to the concour especially to see him and his 
tip cart demonstrations. 


Prominent persons of Paris became interested in him, and 
Yvette Guilbert, the actress, and a few other kind-hearted 
Parisians, made up a purse of 130 francs for Mangin, half of 
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which he modestly sent to his family, who, by this time, felt 
sharply the loss of the weekly pay envelop. 

Mangin did not seek alms. He sought somebody who might 
be interested in- his invention, and finally there came to the 
exhibit a contractor, who, after looking at the invention, an- 
nounced that he would furnish the money with which to build 
a full-sized dray. This may not mean that Mangin will become 
a capitalist, but it demonstrates the importance of the Con- 
cours Lepine. How many other Mangins there are in France is 
not known. 

Following the first concour Louis Lepine urged the crafts- 
men to form an organization, which was done, the association 
being known as the Association of Small French Artificers 
and Inventors, which now has a membership of more than 
2,000. The association has spread all over France, and this 
year there were more than 600 exhibitors. The concours 
which Louis Lepine designed only as a street fete has grad 
ually become an industrial exposition in the miniature, and is 
becoming more and more a nursery of inventions, exerting a 
guiding influence upon the commercial and manufacturing 
activity of the nation as a whole. 

Experiences of centuries have shown that mechanical con- 
trivances, designed solely as toys, have played important roles 
in numerous industrial revolutions, so that it is no wonder 
that out of the toys and games exhibits numerous small crafts- 
men have aroused from their slumbers to find themselves men 
of note. 

After Leibnitz had declared that toys serve to perfect the 
art of invention, he gave his reason for the statement, saying 
that “Men have never displayed so much sagacity as in devis- 
ing games.”’ In proof of this it may be shown that Ferracino 
was given the idea of a gigantic wind-mill by watching a little 
child playing with a whirligig; the telescope is said to have 
been suggested by a child playing with a pair of spectacles, 
and all of us know the help that was rendered Benjamin 
Franklin by a boy’s kite in his investigations into the proper- 
ties of electricity. 


All Paris recognizes the value of the Concours Lepine, and 


a fund has been created to be loaned to inventors who lack 
funds with which to patent their inventions, the fund being 
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supervised by the association, The association also becomes 
sponsor for balls, concerts, and other kinds of social gather- 
ings. In advancing funds to its individual members, it super- 
vises for them the issue of guarantee certificates, which tem- 
porarily protect inventions, the value of which has not been 
determined. In the thirteen years of its existence the associa- 
tion has distributed among its members 50,000 francs in cash 
and 8,000 medals and art objects, and has delivered 2,000 
guarantee certificates. 

Thousands of new toys come from the members of this asso- 
ciation each year. To publish the long list shown at this fall’s 
concour would not only be prohibitive because of the space re- 
quired, but it would make dull reading. Mention of a few of 
them, however, will not be out of place. One that attracted 
much attention and caused much laughter was a parlor game 
known as “Policeman and Suffragette.” In this game the 
obstrusively English agitatress of the most pronounced type 
shown with an apron filled with bombs, tries conclusions with 
a ruddy London bobby. “The Assault of Fort Cochon’” is 
based on the latest exploits of the persistent head of the Anti- 
Landlord League. There was a device for skiing on water, 
and a toy theater fully equipped for producing the latest Paris 
slage successes. 

The following are some of the other articles exhibited 
and noted in passing: A delicate scale for weighing the baby, 
models of improved aeroplanes, hydro-planes, and games in 
which mechanical flying plays a potent part; devices used in 
wireless telegraphy and various other features are evoked by 
divers toys, games and automats. 

All of these contrivances intended to amuse and enlighten 
the world would perhaps remain buried in the little shops or 
lodgings of the makers had not Louis Lepine, or some other 
good samaritan came to the rescue with the exhibition idea. 
In Paris prefects of police come and go, and become oblivious, 
but the name of Louis Lepine will be prominent possibly for 
centuries, long after his efficiency at the prefecture has been 
forgotten. For years to come his name will be emblazoned 
upon the walls of Paris by Concours Lepine posters, and the 
story of his work will be told and retold, handed down from 
generation to generation by the people he has befriended. 
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Enforced Idleness During Winter Months Brings Forth 
Amazing Skill of Peasants in Carving Toys. 
—Some Examples Shown. 


There are no more marvelous toys made in the world than 
those so cunningly and artistically wrought by the Russian 
peasants. These people, snowed up, as they usually are, for 
seven months in the year, ‘ar from towns and moving picture 
shows, seek a diversion, and thus have built up a wonderful 
toy-art of their own. 

This art is the art of carving, with a penknife, the most 
uncannily minute and beautiful articles out of tchinar, a spe- 
cial kind of wood grown in Southern Russia. Tea sets of 32 
pieces do not usually fit inside a pill box, and 40 dolls that 
can be taken out of the interior of one are, to say the least, 
rather uncommon. 

These surprisingly fine home made goods are as yet 
practically unknown outside the villages in which their makers 
reside, though they afford most surprising proof of the 
wealth of imagination and the genuine strain of culture in the 
peasantry of Russia. 

In the great empire there are about 8,000,000 peasants en- 
gaged every winter in making all kinds of highly ingenious 
toys, with penknives and no other tool—loukoutin work, pot- 
tery, lacquer work, traveling cigar boxes that hold half a 
dozen and more different trays, polished wooden boxes with 
the most amazing and cleverly contrived secret drawers in 
them, and, too, embroidery and inlaying work. For instance, 
a bed spread, most exquisitely worked, has kept 350 women of 
one rural township busy for two winters. 

An extraordinary effect in wood carving is a dolls’ set, 
including a samovar, a teapot, cups, saucers and plates, all so 
minute that the pieces pack away into a tiny box which would 
easily hold one good sized pea. 

The folk who make these wonderful toys are all horny- 
handed sons of the soil. As long as the weather permits them 
to do so, they work on the land. But for months at a time 
they are unable to follow their agricultural pursuits, and to 
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pass the time have, generation after generation, gradually 
evolved their peasant arts and crafts. 

They have their own secret methods of enameling, which 
goes from father to son, just as the methods of the mediaeval 
artisans descended, with this difference, that they have never 


been lost. The result is that some of the Russian peasants 
of today can produce lustre ware novelties and enameling 
much finer than any known to the workmen of Western 
Europe. Indeed, it more resembles the best of the rare old 
Ohinese lacquer. 

Until recently they have had little or no market even in 
Russia for these products of their enforced idleness, and all 


RUSSIAN PLAYTHINGS THAT FIT ONE WITHIN ANOTHER. 


being very poor, have been obliged to exchange them among 
themselves. In every instance the toy or novelty is the 
product of an untrained artist working to express his idea not 
for commercial gain, but for his own pleasure, and to keep 
himself out of mischief or from the very numerous drinkshops 
with which the Russian Empire so abounds. 

Efforts are now being made to create an export trade, and 
already arrangements have been entered into to place the toys 
and novelties on the English market despite the heavy com- 
petition of other Continental rivals. 

There was a time when the English trade was entirely de- 
pendent on foreigners for its goods, but that era has passed. 

The South: African war revealed the fact that there was 
something more correct and fitting required in the representa- 
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tion of English soldiers than the Nurembergers’ flat, soft 
figures. A great wholesale house in the Midlands seized the 
opening, and erecting a large factory, turned out millions of 
excellent little figures depicting all arms of the British naval 
and army services. By the close of the war, not only had this 
special department, but others as well, become entirely sup- 
plied with home made goods. Then came an era of woolly 
toys, followed by the Teddy bears, whose place has been 
usurped more recently by comical dogs and demure pussies. 
All these are native products, and the wooden horses, carts 
and dolls’ perambulators have always been made in London. 

The demand still increases for “British toys for British chil- 
dren,” and even the beautiful and surprisingly attractive work 
of the Russian peasants may find a difficulty in breaking into 
the English market. 

But other wide awake and enterprising houses over seas 
will surely realize the worth of exploiting this original source, 
which is nigh limitless, of original and singularly interesting 
“small goods.” N. TOURNEUR. 


AMONG THE THURINGIAN TOY MAKERS. 

An American consul in the Thuringian toy manufacturing 
dictrict, Germany, writes as follows regarding the toy industry 
in his district: 

A typical and long-established Thuringian industry, of which 
the work in many branches is still performed in the homes of 
the workers is the manufacture of dolls, toys and holiday 
goods. The development of the doll industry began about 1850 
and its principal center in this district is Waltershausen. The 
chief raw material in the manufacture of toys was originally 
wood, which was cheaply supplied from the extensive forests 
ef this region; but papier mache has now largely taken the 
place of wood. A remarkable feature of the Thuringian toy in- 
dustry, and one which so largely operates to keep it in the 
same localities and in the same hands of home workers, is the 
almost unlimited diversity of its output, as a well-equipped 
sample room of toys would contain 15,000 to 20,000 different 


articles. 
Such variety of production is impossible with machinery. The 


TOYS AND NOVELT.ES. 
AMUSEMENT FOR ALL AGES!!! 


THE HARMLESS PISTOL AND RIFLE) 


THEV ALL SHOOT THE RUBBER-TIPPED ARROW 
Rifle, Arrow and Target, Bronze, $1.00 per Set. Nickel, $1.50 per Set 


Patented Feb. 19th, 89. June 10th, 90. Jan. 5th, '92 


45 


Beautiful in De- 
sign, with Carved 
Mahogany finish- 
ed stock. 


Will Shoot a 
Long Distance 
with Accuracy. 


ALL AGES 
ENJOY IT. 


SMALL HOLDER, 


BOSTON, MASS. 


great diversification of manufacture and the demand each 
season for many novelties call for the exercise of so much orig: 
inality, art, individual taste, and skill of hand that there is at 
present no prospect that machinery and large-scale factory 
production will supplant entirely the work still so extensively 
done in the home. 

Other typical products of this district in the same category 
with toys are figured caricatures, birds and animals of wood, 


RUSSIAN TOYS THAT ARE IN A CLASSOF THEIR OWN. 


paper, felt, fur, cloth, etc., toy watches and other holiday 
goods, including articles for filling with confectionery, per- 


fumery and similar small gifts. For these articles, the princi- 
pal seasons are Christmas and Easter. For the American mar- 
ket are also manufactured novelties for the Halloween season. 


AIR RIFLE RESTRICTIONS IN INDIA. 

Consul Maxwell K. Moorhead has reported from Rangoon, 
Burma, on restrictions governing the sale of air rifies in that 
market. A copy of the report is on file in the Bureau of For- 
eign and Domestic Commerce, Washington, D. C. This bureau 
also has on file a copy of a memorandum on the same subject 
sent by Vice Consul General Perry, of Calcutta, to the Indian 
government. These restrictions should be known to every 
manufacturer of air rifles having an export market, 
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DEMAND FOR CHARACTER DOLLS 


Philadelphia Manufacturer Reports Phenomenal Call, After 
Trip Through West—Schwartz Comments on 
Large Variety of Toys. 
PHILADELPHIA, Pa., Oct 23. 
Special Correspondence. 

All the toy and novelty shops in Philadelphia are heavily 
laying in their Christmas supplies, and from the amount of 
orders in the hands of the manufacturers, this Christmas will 
be a very heavy one. Several manufacturers within the city 
limits complain of being uncomfortably taxed to the fullest 
extent of their plants. There is a big demand for character 
dolls and, according to a doll manufacturer who has just re- 
turned from a hurried trip through the West, it seems to be 
mostly local. Philadelphia is receiving large shipments of 
dolls daily from various parts of this country and abroad. 

John A. Bradley, the toy and novelty dealer at 613 Market 
street, has received to date for the holiday trade about 97 
cases of toys, Christmas goods, character dolls and Halloween 
articles. In discussing Halloween trade, Mr. Bradley was 
enthusiastic. He said that the most sales were experienced in 
masks, particularly in the higher priced masks. The demand 
for the old style penny “false-faces” is dropping off somewhat, 
according to Mr. Bradley, and people would rather have the 
more expensive kind. ‘The big people, too, are interested,” 
said Mr. Bradley. 

S. Thanhauser, an importer at 19 North Fourth street, re- 
cently returned from his European trip, which he charac- 
terizes as one of the most successful he has yet undertaken. 
Llis version of conditions in Germany, where he spent most of 
his time, is very encouraging. The factories are running full 
time, as they are always at this time of the year, but they 
are employing more help and doing other things, he says, to 
increase their output. 

The younger element in Philadelphia are “balloon mad.” 
George Zorn, 524 Market street, novelty dealer, reports having 
sold as high as 300 gross in one day. These balloons are made 
in various styles and are constructed so that when blown 
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up they will travel 20 or 30 feet in the air and make peculiar 
noises on coming down. 

The toy department of N. Snellenburg & Company is still 
in a turmoil as a result of being forced to move around to ac- 
commodate a new department. The opening is somewhat de- 
layed on this account. As in previous years, this department 
will specialize in dolls, preparations for which have already 
begun. Miss Rosenblatt, the buyer, is entirely optimistic over 


- prospects for Christmas and is confident of an unprecedented 


sale on dolls, particularly the character dolls which, to use the 
familiar pharse, have sold “like hot cakes.” 

Never before in the history of the toy business, according to 
H. G. Henry, of the firm of G. A. Schwartz, has the variety of 
toys been so great as this year, and never before have they 
been so inexpensive. Story books that cost $1 20 years ago 
are now 25 cents; toys that were unheard of ten years ago, are 
now everyday affairs. 

“The variety is 250 to 1 over 10 years ago,” said the toy 
man, “and the assortment stimulates the demand. The more 
toys manufactured the more people buy. And, it is well to 
remember that South America is an enormous consumer of 
toys—in fact, it just eats them up, and all of the best quality, 
too. Australia is another big customer for the toy makers of 
the world. 

“The German toy manufacturer makes 60 per cent of the toys 
sold here, and the American maker 40 per cent. We will never 
be able to compete with Germany in the manufacture of dolls. 
Most of the dolls come from Sonneberg, in Thuringia, Germany. 
The finer dolls come from Waltershausen. Large factories are 
located in both these places.” 


Never before have so many dolls come to Philadelphia, ac- 
cording to James Fitzpatrick, an importer here. “I have never 
seen the trade so anxious for early delivery of dolls for the 
holidays,” he said yesterday. ‘Our imports are far ahead of 
any previous year, and yet the stock is almost depleted. A 
little girl simply won’t be satisfied with any other toy but a 
doll. You may give her a Teddy Bear, or a mechanical toy of 
the most expensive and elaborate make, then lay alongside 
of either one of these a plain rag doll, and you will see the 
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little arms go out to receive it and take it to her bosom. It is 
the strong instinct a mother has for her child, 

“There is scarcely.a country that hasn’t its dolls. In Japan 
for centuries dolls have been handed down from generation 
to generation, so they have come to rank with family tradi- 
tons, and it is not unusual, therefore, to find in a Japanese 
household dolls several hundred years old. 

“In many instances dolls have become famous, as at one 
time in Philadelphia history, it was considered a diversion by 
society people to buy dolls, or have them made to order and 
dress them to represent various members of royal houses in 
different nations, the clothing in every instance being im- 
ported. 

“Miss Ethel Newcome, a doll prepared by Mrs. S. Weir 
Mitchell for her debut in 1863; Patty Rutter, who is almost 90 
years of age and who reposes in Independence Hall, is a lady 
of high degree in a curious poke bonnet and gray gown, and 
rests alongside of Anna Franklin, another doll of considerable 
age, who wears the garb of the Friends. 

“Dolls for the entire world are now made in Germany, al- 
though each country generally dresses its own consignments 
in its own national garb. In this country the so-called charac- 
ter doll has become so popular that it is almost impossible to 
keep up with the demand. These dolls represent infants, with 
tiny short hair, wondering eyes, little tongues protruding from 
the mouth and a general air of babyhood about them; others 
look like school girls and boys, the expression being more 
stern. 

“The dolls that go to sleep hold their own, too, although the 
tiny tots poke the eyes out just to see what will happen. There 
is the celluloid doll that baby can take along when he has his 
hath; there is the unbreakable doll of wood and of canvas; in 
* fact, there is such a wide range of dolls from the very cheapest 
10-cent one to the most expensive and elaborate that one 
would care to purchase, that it seems awful to think even one 
little one should be deprived—even if it should only be a rag 
doll.” 

Three Philadelphia women have gone to Washington to 
enlist the co-operation of the government in the distribution of 
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toys to poor children next month. A fund is being raised to 
buy toys for the children from the manufacturers at cost 
price. In the possession of these women is a list of 5,000 
names of really poor children, in whom the Christmas instinct 
can only be maintained through the possession of toys. Miss 
Olive May Wilson, Miss Anna B. Evans and Mrs. Morris 
Walmsley, all of Philadelphia, are appealing through the 


' postoffice department at Washington. 


In regard to the tariff situation, which has aroused com- 
ment from all quarters, Lewis L. Reineke, of Winters & 
Reineke, one of the largest importers of toys in Philadelphia, 
has the following to say: “Despite the tariff, business is bet- 
ter than at any time for five years. We have steadily increased 
our sales and the department stores are placing large orders. 
The duty of 35 per cent remains the same. A five per cent 
change is found in china, but we won't bother about that. 
Conditions are very bright and we are looking forward to an 
enormous Christmas trade. The tariff cannot hold up Santa 
Claus.” QUAKER. 


STEIFF CHARACTER DOLLS MAKE DECIDED HIT. 

The Steiff character dolls have been making a decided hit in 
New York City during the last half of the month, and are daily 
growing in popularity with mothers and children. On the 
ninth floor of the Borgfeldt building, the big German concern 
has a large display of its products, which are being shown to 
the best possible advantage. 

One of the features of the display represents a foot ball game 
which, to all appearances, is at its height. The players, all 
Steiff character dolls, are realistically attired in foot ball 
clothes, and equipped with ali the paraphernalia necessary to 
safety in the game, tousley heads and all. 

Behind this display, a country circus with acrobats, animals 
and full equipage, is in operation and is creating much inter- 
est. The Steiff character dolls and figures, because of their 
distinct individuality, their great durability and lasting quali- 
ties, are winning their way into the hearts of the doll-loving 
world in a way the dealers in New York report to be very 
gratifying. 
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NO MATERIAL CHANGE IN TARIFF FOR TOY TRADE. 

The new tariff act, which was signed by President Woodrow 
Wilson at 9 o’clock Friday morning, October 3, and became 4 
law the following day, does not affect the toy and novelty 
business seriously, even though there is a slight trend down- 
ward of a majority of the articles imported from other coun- 
tries. 

The sections affecting the toy and novelty trade, together 
with the duties as shown by the tariff bills of 1909 and 1897 
follow: 

SCHEDULE B. 

Section 80—China and porcelain wares composed of a vitri- 
fled non-absorbent body, which, when broken, shows a Vitri- 
fied or vitreous or semi-vitrified or semi-vitreous fracture, and 
all bisque and parian wares, including clock cases, with or 
without movements, plaques, ornaments, toys, charms, vases, 
statues, statuettes, mugs, cups, Steins, lamps, and all other 
articles composed wholly or in chief value of such ware, if 
plain white, or plain brown, not painted, colored, tinted, 
siained, enameled, gilded, printed, or ornamented or decorated 
in any manner; and manufactures in chief value. of such were 
not specially provided for in this section, 50 per centum ad 
valorem; if painted, colored, tinted, stained, enameled, gilded, 
printed or ornamented, or decorated in any manner, and manu- 
factures in chief value of such ware, not specially provided 
for in this section, 55 per centum ad valorem. (Same in 1909 
and 1897.) 

SCHEDULE C. 

Section 132—Muskets, air rifles, muzzle loading shot guns 
and rifles and parts thereof, 15 per centum ad valorem. (in 
1909 and 1897, 25 per centum.) 

Section 150—Tinsel, wire, lame or lahn, made wholly or in 
chief value of gold, silver or other metal, 6 per centum ad 
yalorem; bullions and metal threads, made wholly or in chief 
value of tinsel wire, lame or lahn, 25 per centum ad valorem; 
fabrics, ribbons, belting, toys, or other articles made wholly 
or in chief value of tinsel wire, lame or lahn, or in tinsel wire 
lame, or lahn and India rubber, bullions, or metal threads, not 
specially provided for in this section, 40 per centum ad va- 
lorem. (Under the acts of 1909 and 1897 tinsel wire, etc., was 
admitted at 5c per pound; bullions, etc., formerly were ad- 
mitted at 5c per pound or 35 per centum; fabrics, in 1909 were 
taxed 60 per centum.) 

SCHEDULE N. 

Section 341—Dice, dominoes, draughts, chessman, chess 
halls, and billiard, pool, bagatelle balls, and poker chips of 
ivory, bone or other materials, 50 per centum ad valorem. 
(Same as in 1909 and 1897.) 


Section 342—Dolls, and parts of dolls, doll heads, toy mar-° 


bles, of whatever materials composed, and all other toys and 
parts of toys not composed of china, porcelain, parian, bisque-, 
earthen or stone ware, and not especially provided for in this 
section, 35 per cent ad valorem. (Same as in 1909 and 1897.) 

Section 344—Firecrackers of all kinds, 6 cents per pound 
(1909, and 1897, 8 cents per pound); bombs, rockets, Roman 
candles and fireworks of all descriptions not especially provided 
for in this section, 10 cents per pound; the weight on all the 
foregoing to include all coverings, wrapping and packing 
material. (Tariff on fireworks in 1909 was 20 cents and in 
1897, 12 cents.) 


HUMPTON-SCOTT CO. BUY MOREHOUSE BUSINESS. 

The Humpton-Scott Company, of Columbus, O., have pur- 
chased the business formerly conducted by the Morehouse 
Manufacturing Company and they will continue to make the 
sanie popular numbers which brought this company ito the front 
as one of the foremost producers in this country of quick 
sellers. The officers of the new concern are: W. C. Humpton, 
president and general manager; C. W. Baldwin, vice president, 
and Dudley Scott, secretary and treasurer. The company has 
incorporated for $35,000 and already have secured a large 
amount of business. 


CAPITAL MFG. COMPANY HAVE NEW SHOWROOMS. 

The Capital Manufacturing Company, of New York City, 
manufacturers of gymnasium equipment and sporting novel- 
ties, are now located in their new showrooms in the Candler 
Building at 220 West 42nd street. 
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Banks You Can Bank On 


To increase your profits—that’s what you want. 
Grab banks will do. 


dinary value. 


That's just what the 
They sell on sight, because they are extraordi- 
Whirlwinds during the holiday season. 


Grab’s Automatic 


KEYLESS BANK 


Different from anything ever before 
offered in the savings bank line. 
Locks when first coin is deposited 
and automatically unlocks every 
fiftieth deposit. Registers amount 
deposited. Holds $30 in dimes. 
Made of cold rolled steel, with 
beautiful oxidized copper finish. 
Retails everywhere for $1.00. Big 


discounts to dealers. 


Retail Price, $1.00 


Retail Price, 50c. 
Grab’s Celebrated 


BOOK BANK 


Will hold large coins and bills, 
a separate opening being pro- 
vided for each. Money cannot 
fall or be shaken out. Made of 
best cold rolled steel, handsome- 
ly oxidized, with nickeled name 
plate. Locks with key. A great 
seller at 50c. Liberal discounts. 
An ample stock of both banks should be 
on your counters. Many other Grab 
items, all widely advertised and big 


sellers, ought to be there too. Send for 
our dealer's proposition. 


Victor M. Grab & Co. 


1798 Ashland Block, Chicago, Ill. 


Preserved 6-in. Fern Dish Filling in Silver 
Card Board Dish 


$4.50 PER HUNDRED 
——= THE 


BOTANICAL DECORATING CO. 


Artificial Flowers, Plants and Vines, Window 
Decorations, Papier Mache 
Novelties 
WRITE FOR CATALOG PRINTED IN COLORS 


904 S. Fifth Avenue, Chicago, Ill. 
RAG DOLLS OF HIGH DEGREE 


To retail with long profit at 25 and 50 cents 


No longer is a Rag Doll “A Rag and a Stuffing 
and a Hank of Hair.” The modem Rag Doll is a 
“Class Proposition,”’ particularly those turned 
out by our factory. They have Printed, Litho- 
graphed and Celluloid Faces. Beautifully 
colored. Also shoes and stockings. 


Price list and samples sent on request. 
billed at quantity prices. 


F. KAEMPFF 


11 and 13 Orient Avenue, Jersey City, N. J. 


New York Selling Agents 
THE STROBEL & WILKEN CO. A. 8. FERGUSON CO. 


Ask for “Alice,” the Famous Quaker Doll 


Samples 
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BUTLER BROS.’ “PURITY” RED SEAL HARMONICAS. 

“Purity” in tone! “Purity” in package! “Purity” in manu- 
facture! That’s the way that Butler Brothers are describing 
their new “Purity” Red Seal harmonicas. They are said to 
| be absolutely 
sanitary, each 
sterilized and 
packed in a 
transparent 
germ proof tube 


——_— 


rt 


purity 7) 


secre 


and red _ cross 
Red Seal | ribbon sealed 
Harmonicas j thus avoiding 


handling when 
displayed. Each 
harmonica also 
carries a guar- 
antee with it, 
which does 
away with the 
probable test- 
ing by every pos- 
sible buyer. 

Butler Broth- 
ers offer these 
harmonicas in 
two numbers, 
F930 and F932. 
Any dealer who 
is not familiar 
with the line 
would do well 
to write any of 
the firm’s 
branches, or the 
main office at 
Chicago for com- 
plete informa- 
tion regarding prices, details of construction, etc. An idea 
of the manner in which the harmonicas are displayed may 
he obtained from the accompanying illustration. 


rity in Tene 
Aha. jit In Package ane 
Purity in Manutec ~ 


HOW EMBOSSING COMPANY ASSISTS THE DEALERS. 

The Embossing Company, distributors of Meccano, the big 
structural toy, has evolved a clever system by which the ad- 
vertising carried in the big national magazines serves directly 
the retail toy dealers of the country. 

Advertising is carried in the Saturday Evening Post, Ameri- 
can Boy, Boys’ Magazine, Vogue, St. Nicholas, Popular 
Mechanics, and numerous others. The manufacturers have a 
system by which the people responding to these advertise- 
ments are put into direct communication with their regular 
dealers, instead, possibly, of being directed to a competing 
dealer. 

The system, according to G. D. Hills, secretary of the com- 
pany, has proven a very satisfactory one. In several instances 
this fall Meccano purchased for the holiday trade was sold be- 
fore November 1. 

It is doubtful whether or not-the retailers appreciate the 
efforts of the Embossing Company. What is good for the 
dealer is also good for the manufacturer, but the makers of 
Meccano seem to be going on a little farther in locating the 
customer for the dealer than has been done in the-past by 
many other manufacturers. 

The Embossing Company reports that the demand for the 
Security pocket checkers is increasing rapidly, and that many 
re-orders have been received for them. | 
McCLURG & KEEN MOVE THEIR OFFICES IN CHICAGO. 

McClurg & Keen, the well known manufacturers’ agents of 
Chicago, Ill., have moved their offices to 1319 Michigan ave- 
nue, but will continue their warehouse and display rooms at 
the present location, Market and Quincy streets. 


KOCH OPENS TWO NEW TOY STORES IN JERSEY. 

Harry W. Koch, formerly of Bechtel & Koch, of Asbury 
Park, N. J., recently opened two new toy stores, one at 651 
Cookman avenue, Asbury Park, and another at 867 Broad 
Street, Newark, N. J. 
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ARBUTT’S 
PLAS TICINE 


S 


there is heaps more fun in it for chil- 


Modeling is easier than 


drawing or writing, and 


dren. 


The Harbutt’s Plasticine Home Use 
Outfits provide an excellent opportunity 
for children who have graduated from 
the mud pie period to carry out their 


natural inclination to make something. 


HARBUTT’S 
PLASTICINE 


THE QUEEN MODELLER. 


These well known outfits, which are adver- 
tised in Good- Housekeeping, Youth’s Com- 
panion, St. Nicholas and other widely circulated 
magazines, are sold by Butler Bros., A. C. 
McClurg & Co., Marshall Field & Co. and 
other leading jobbers. | 


Complete Information Upon Request. 


THE EMBOSSING COMPANY 


General American Agents 
ALBANY, N. Y. 


Dyis that’ each 
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“MOVIE” SLIDES FOR FLEXIBLE FLYER DEALERS. 

The popularity of the “movies” has been taken into account 
bv the enterprising manufacturers of Flexible Flyer steering 
sleds in providing a profitable advertising feature for mer- 
chants who handle their 
goods. They have pre- 

pared a series of lan- 
_tern slides in sets of 
three, which they fur- 
nish free to dealers 
with their names on, to 
run between the acts 
(for films) in local mov- 
ing-picturetheaters. The 
slides are similar to the 
attractive illustration 
shown here. The pa- 
tronage these show 
places continually draw presages publicity of a paying charac- 
ter for the aggressive merchant who secures and uses these 
attractive slides. 

S. L. Allen & Company, Philadelphia, Pa., the patentees and 
manufacturers of the famous Flexible Flying coasters, supple- 
ment this novel form of advertising with handsome colored 
booklets containing coasting scenes, cardboard models of the 
Flexible Flyer to demonstrate its steering principle, beautiful 
posters and ready-made advertisements for local newspapers. 
These gratuitous helps are welcomed and appreciated by the 
dealers in general who sell this much demanded sled. 


ARE YOU INOCULATED WITH “TRADITION?” 
: By J. R. Worden. 

The biggest obstacle to overcome—for an office or a factory 
or a salesman—is tradition. 

Tradition points out the line of least resistance—it passes 
en to the new man in the territory, the faults of the man who 
preceded him.. 

Tradition obstructs progress—it costs money. 

No one is immune, but some are affected more than others. 

An old adage says: “Custom oft doth reason overrule, and 
only serves as reason for the fool.” 

Are you inoculated with tradition? 

If you want to break into the big league, get it out of your 
system—play ball—throw into the scrap-heap the “good 
enough” of yesterday. 

Cast the shackles of custom to the four winds. 

There’s a new way—there’s a better way. 

Because grandfather read by candlelight is no reason why 
you should. Respect his memory but forget his methods. 

Our business isn’t so different that new and better ways 
can’t be applied. 

Just because that particular territory always has _ been 
worked one way is no proof that there isn’t another and better 
way. 

Look for the better way—be open to conviction—look at 
your work from another angle, get another perspective—you 
don’t know what you’ll see till you look—you don’t know what 
you can do till you try. 

If you’re inoculated, find the antidote and take it—hand 
tradition a solar plexus blow that will put it to sleep for all 
time. 

Then play the game according to the new rules, and watch 
your score. 


HUBBARD COMPANY SHOWING A DECIDED NOVELTY. 

A modern novelty which has been very successful in Eng- 
land and Canada is being introduced in America by the E. W. 
Hubbard Company, of 80 Wall street, New York. It was first 
shown in this country at the Asbury Park baby show, August 
25, this year, and has already won its way into thousands of 
homes. The Baby Yard is made of latticed slats so con- 
structed as to form a complete circle which may be extended to 
any size and then locked in position. When folded it forms a 
compact bundle which takes up but little space in closet or 
corner. Al] the corners and sides of the slats are rounded off 
making it impossible for the baby to catch or cut itself in any 
way, and a cloth lining may be easily be inserted to prevent 
the child from climbing out. It has proved to be a very quick 
selling proposition. 
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DOLL ELASTIC 


THE KIND THAT OUT- 
WEARS THE DOLL 


Eleven sizes, from No. 8: for 
the small bisque doll to No. 
18: for the largest size 


Put Up 12 Yards to the Piece 


Goods Shipped the Day Order is Received 


CHRIST BROS. MFG. CO. 


1303 BUTTONWOOD ST. 
PHILADELPHIA 


DON’T BLOW YOUR BRAINS OUT WITH A RAG HORN 


“WHOOP ’EM UP” 


With the “ROOTER.” It beats the band. Just turn the crank 
For Election, Carnivals, Ball 


Games, Conventions, Cam- 
paign Gatherings, County 
Fairs, Halloween, 4th of 
July, Weddings, Parades. 


v= Fastest Seller on the Market 
Retails for 10 Cents 


|THE SEISS MFG. CO. "2" TOLEDO, OHIO 
Do YOU Know About the 


BUTLER 
DOLL STAND? 


YOU Ought to 


It Has Stood the Test for Years 
Made in Six Sizes 
For Dolls from 3% ins. to 42 ins. in Height 
For Sale by Jobbers 


MANUFACTURED BY 


BUTLER DOLL STAND CO. 


36 No. Jefferson St. CHICAGO 


Trade Mark Registered 
May 24, 1904 
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PRACTICAL WAY TO STOP FROSTING IN WINDOW. 

Soon, if not already, dealers will be troubled with frosting 
ia or on the window. Therefore, it is well that dealers heed 
any remarks that may be made that will allow them to devise 
means for preventing frosting. 

Stop the frost with a stovepipe elbow. The accompanying 
illustration shows how. 

To begin with, it is essential that you have an enclosed 
background—enclosed clear up to the ceiling with window 


glass. If you won't do this and still are determined to have 
frostless windows, you had better move to Florida or Cali- 
fornia at once, for the frost will form whenever it is cold 
enough. All the stovepipe elbows in town—even all the 
“elbow grease’—could not make it any different. 

The whole thing should cost less than $1.50. Have the car- 
penter cut a hole under the glass from the outside, and a cor- 
responding one near the glass on the inside. Put in the elbow, 
and the thing is done. No more frosted windows—if your 
background is enclosed. 

Figure “A” in the illustration shows the simple principle of 
the ventilator—the admission of cold air from the outside to 
make the temperature the same on both sides of the glass. 
The enclosed background will prevent condensation and so 
there will be nothing on the window to freeze. 

Figure “B” shows how the ends of the stove pipe should 
be cut into 1-inch slits, then folded back and tacked down on 
to the woodwork to hold it permanently in place. Both ends 
should be covered with fine wire screen to keep out the dust, 
insects and the like. 

Figure “C” shows the completed ventilator in position. 

The opening in the window may be covered with canton 
flannel. This should admit air enough to keep the frost 
away. If it doesn’t, cut a hole in it. If crepe paper covers the 
floor, a hole should be cut in it. 

One of these ventilators is sufficient for the ordinary win- 
dow. 

If you prefer to have the opening smaller, get the tinner to 
make you a couple of small elbows. It will take two if you 
have them smaller. 

The enclosed background is valuable in other ways than in 
helping keep out the frost. It also keeps out the dust that is 
continually forming in the store, and thus protects the 
goods on display. ° 


INTEREST IN SICK DOLL SAVES SICK CHILD. 

Not long ago an eight-year-old girl, seriously ill with typhoid 
fever in a Des Moines, lowa, hospital, was saved more by solic: 
itous care of her tow-headed doll than by any other cause, ac- 
cording to the hospital authorities. The child insisted that the 
dolk be taken to the hospital with her, and that it share every 
phase of the treatment accorded her. The doll was swathed 
from head to foot in bandages, just as the little girl was, and it 
was fed and given water with equal care. It was stated by the 
hospital attendants that the child’s interest in the doll gave 
her additional nervous energy which enabled her to pull 
through the crisis of her illness. 


STEARN & COMPANY WILL SHARE ANNUAL PROFITS. 

Stearn & Company, dealers in toys and novelties on Euclid 
avenue, Cleveland, Ohio, were to begin a profit sharing plan 
November 1. The company has announced that all sales peo- 
ple and heads of departments will, at the end of the fiscal year, 
Ivovember 1, 1914, be given a share of the store’s profits, 
based on the amount of business each has done. 
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SECURITY 
POCKET 
CHECKERS 


(Bee XeTololoyoyo) 
| O0800060 


PATENTED 
Small, compact set of checkers and 
checker board with special features. In- 
terlocking checkers made to fit snugly 
into holes as shown in illustration. 


The ideal set for playing anywhere. 
Especially convenient when traveling. 
Very substantial, solid wood board, 
ebony finish; when folded measuring 
4x8 and when open 8x8. Black and 
red composition checkermen, practically 
unbreakable. Playing squares black 
and red outlined in gold. 


Write for prices and literature 


THE EMBOSSING COMPANY 


ALBANY, N. Y. 


WByzs that’ each 
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Shaking 
Balancing Bird Card Holders, including card 


B. SHACKMAN & CO. 


THE NOVELTY AND FAVOR HOUSE 


The Creeping Mouse, the newest novelty.......... 
The Disc Shooter, including 20 discs ..........4- 
Seat Squeaker (real fun).........-+e.eeeeeeees 

‘Head GodsO x: a4 bei sees ioe neetoes eas 


Miniature Christmas Tree (1 in box) 3 inches high. . 


We Are All Ready with Our Easter, St. Valentine’s Day, Washington’s Birthday and St. Patrick’s Day Novelties 
IF YOU CAN’T COME IN TO SEE US, AT LEAST GET ON OUR MAILING LIST. 


B. SHACKMAN & CO., 


906-908 pPrcrigrodely a 


NEW YORK CITY. 


ll [Bot. z2oth and 2ist Ste.) 
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~ SELLING AT AT ONE PRICE 


AN Evil That Exists in Too oo Many Retail Plaything Stores— 
All People Buying at Retail Should Pay 
Regular Cost at Retall. 

Any business to be a success must show a profit and if it 
doesn’t, it soon ceases to be a business and becomes a char- 
itable institution, whose tenure of life is dependent entirely on 
the private resources of its backers, and the length of time 
they can and will put money into it to keep it going. 

This being the case, it can be readily seen that any 
business built or conducted on such a foundation can not be 
a success nor ever get anywhere along the road to success. 
Few men relish failure in any of their endeavors, and when 
along with it comes the necessity of utilizing material things 
such as real money to keep something else moving, it is only a 
very short time until they are ready to quit, even if they are 
fortunate enough to realize that it is best to do so before neces- 
sity compels them to take such a step, or part with all they 
have. 

These being facts, it can be readily seen that the first con- 
sideration for a dealer in any line is to make a profit on the 
stock he sells. This is applicable to the dealer in toys and 
novelties as well as the dealer in groceries, dry goods, shoes or 
any other commodity, and the management that undertakes to 
operate along any other line is doomed to failure before the 
business is fairly under way, since the principal part of mer- 
chandising success is to buy an article for a price and sell it 
for a greater price. 

The difference in the two being the profit that pays the land- 
lord, the clerk, the overhead expenses such as heating, light- 
ing and other sundry expenses, and then gives you something 
on which to pay your own and your family’s expenses—in 
short, your living expenses. If you don’t get this, how are 
you going to keep the business moving and how are you 
going to live? 

We all have to live, and there are certain essential necessi- 
ties for continuing our mundane existence, and any legitimate 
means of procuring same should be encouraged and utilized on 
every possible occasion. That is what you are primarily in 
business for, to make a living, and every time you overlook an 
opportunity to make a profit for yourself you are overlooking a 
bet, and neglecting to avail yourself of taking a forward step 
toward success. 

Consequently, with profit as the initial goal in the race for 
success, he is a poor merchandiser who does not take steps 
to secure every advantage for himself that is legitimate and 
worthy of an honest man’s endeavor. Every avenue of income 
for his store should be kept open and nothing overlooked in 
taking advantage of getting a profit on every thing going out of 
the store. 

You are not in business for your health, and it is poor poli- 
cy to be in business for any one else’s health. And, as in any 
line of human endeavor, it is the little things that count, it is 
up to you to watch the details of your business so closely that 
none of the legitimate means of making a profit on your wares 
are overlooked. This means the following of a policy of care 
ful consideration of ways and means of developing this idea 
to the greatest possibility and the securing of the greatest re- 
turn for the least possible trouble. 

These are many, if careful consideration is given to figuring 


them out and some are of larger possibilities than others, and 
each should receive the due amount of thought and attention 
for the best interests of a business. They should be taken into 
consideration according to their measure of importance. and no 
chances taken that the maximum of efficiency be extracted 
from them. 

It is not enough to buy right and sell at a profit. The 
wide-awake dealer in playthings should consider that he 
has a right to expect a profit on everything he sells and can 
only get such profit by standing squarely on that principle at 
all times. No matter what the consideration, except in iso- 
lated cases, he should hold out for his selling price which he 
has already figured to carry his selling expense plus the profit 
to which he is entitled. 

One of the greatest evils in the toy and novelty business is 
the practice of dealers selling articles out of their stock to a 
consumer at the wholesale price, or at least but a small in- 
crease over that price. This is not as it should be. There is 
1:0 reason why he should not get his regular full price, except 
on such stock as he wants to clean out at the end of a season 
and any disposition on the part of customers to want conces- 


ATTRACTIVE 
CRAYON 
ASSORTMENTS 


HUNT Tn 


\ Ee Set 
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WOOD BOX RETAILS AT 5 CENTS 
A Large Line of Popular Packages 


from a Penny Up. 


The Standard Crayon Mfg. Co. 


DANVERS, MASSACHUSETTS 
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INION WIRE «¢ 


Manufacturers of 


te 


Pinion Wire and Special Shaped Wires 


For Use in Mechanical and Clock Movements of Alt Descriptions 


Send us specifications of quantities and sizes. 


We make up to |" dia. in brass and 5-8" dia. in ied in 


lengths suitable for use in Automatic Screw Machines. We ship all over the world. 


A. B. & J. 


sions in price should be firmly and strenuously turned down on 
every occasion. 

Years ago, in many lines of merchandise, it was an almost 
universal custom to ask one price and take another. In con- 
sequence, the average mercantile transaction involved a de- 
bate between the dealer and the customer when it came to 
making a sale. The one naming his price, which he did not ex- 
pect to get, and the other offering less than he expected to 
pay, so that after more or less parley the two parties to the 
transaction would find a common ground and get together on 
a basis that would consummate a sale. 

Out of this custom arose the expression of “beating a man 
down,” meaning that of arguing and getting a better price than 
was originally asked at the outset of the deal. Such a custom 
is rare now in first class merchandising circles and the big 
niodern merchants in all lines of industry have found that 
the “strictly one price’ was the only one on which to build 
their trade. 

As noted before, the dealer in playthings who is weak-kneed 
and inclined to allow price cutting is only building for himself 
endless trouble and losing an opportunity to make a profit that 
is his by all that is just and right 

For instance, one party pays a certain price for an article 
and later finds a friend who got it for less. This is not in- 
clined to make party No. 1 feel kindly towards the store that 
sold him the article. Such a practice gives a store a bad 
reputation and brings disrepute on the trade in general, be- 
cause it is bound to be put up to other firms in the trade and, 
if the pressure gets too strong, sooner or later they begin to 
do the same thing and that makes the public look with sus- 
picion on firms that are not parties to such practices. 

The hardest thing to do generally is to get a spirit of co- 
operation aroused among competitors in any retail line. Each 
man feels as if he wanted to go his own way regardless of 
the other fellow, and it is not until he feels that it 1s directly 
touching his pocket book for him to permit of injurious prac- 
tices, that might be eliminated by a spirit of “get together,” 
that he is usually amenable to argument along the line of 
working with his competitor. 

However, in this case, it is a question that very directly hits 
the pocket book of the average dealer in playthings so that 
he is more prone to consider just what the practice means to 
him personally as well as to the competitor, and for this reason 
there is more urgent reasons for falling into line and exerting 
every effort to discourage the extension of the evil. 

Its elimination depends entirely on the ability of the dealer 
to take a firm stand with possible customers and refuse to 
sell anybody at less than the regular price and, in addition, 
make it an invariable rule of the business to make the same 
price to all customers. That is the only way to be fair to 
himself and to his customers and with the exercise of some 
tact along with the firmness, there is no reason why anyone 
should be offended and, sooner or later, he will have the re- 
spect of not only his customers, but his competitors in the 
trade. He also will have his own self-respect plus more profits. 


HERE’S A NOVEL IDEA WORTHY OF A TRIAL. 
Toy and novelty dealers who are ever on the lookout for some 
novel advertising feature may do well to follow the example 


a 


RATHBONE 


PALMER, MASS. 


() = 


sel by a Minnesota firm. This scheme may be readily adapted 
the needs of any firm using electric lights. Here is the 
Plan: 

The Minnesota merchant had every light in his store wired 
to a push-button switch located at the entrance of his store. 
near the button is a light and beneath it was placed a sign 
reading: “Push this Button and See Our Store.” 

After the store is closed at night all the lights are turned 
off execpt the one near the button, which is kept burning all 
night. The attention of passersby is attracted to the light and 
the sign, and by pushing the button they turned on every light 
in the store. The switch is of the type which released itself 
the minute the pressure is removed from the button so that 
but very little current is used. 

This idea proved to be such a novel one that “persons 
familiar with it frequently took their friends to the store to 
sliiow them how it worked. 

This plan could be used to exhibit the whole interior of the 
store, or it could be advantageously used on a window or series 
of windows. 


“Scout” Automatic Repeating 
Paper Cap Pistol 


[PATENT APPLIED FOR] 


A“Safe and Sane” Toy 
Pistol That Will Not be 
Objected to by Parents 
or Authorities. 


Fires any roll paper 
‘cap ammunition on the 
market. “Scout” Roll - 
paper cap ammunition 
can be bought in any 
quanticy. 


Sells for 25c Retail. 


This Will Be the eect oo 
“BEST SELLER” Bat” 
of the Holidays. 


Asked for by boys and “grownups” all over the country. 
Put this “Scout” in stock and supply 
your local demand. 


Phillips & Buttorff Mfg. Co. 


NASHVIL E, TENN. 
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LOOK HERE, 


MR. BUYERS 


Here’s a little 10 cent TOY 
that pleases the OLD as well 
as the YOUNG. 

This little fellow in the next 
twelve months will coax an 
awful lot of DIMES out of 
the PUBLIC. 


Do You Want Your Share? 


DISTRIBUTED BY 
R. B. BURGESS, MILWAUKEE 


PICTURES WITHOUT REFLECTIONS 


Photograph Should Be Taken at Night With Artificlal Light 
and Long Exposure—Camera Still and 
Lights Concealed. 

When the dealer in playthings goes to the trouble of hav- 
ing a photograph taken of a window display, he might as well 
get the best results possible. One of the troublesome features 
that photographers, unaccustomed to outside work, meet with 
is reflection. This is frequently seen in windows received by 
this paper. Good displays are impaired for reproduction on 
account of buildings and trees from across the road getting in- 
to the picture. In fact, occasionally the photographer himself, 
with his camera, appeared in the picture, rendering it practi- 
cally useless for reproduction. 

This paper would suggest to dealers who frequently have 
windows taken by one of their local photographers, that they 
study the suggestions given below so as to be able to advise 
the inexperienced commercial camera man. Every town and 
city has good portrait photographers. That is, they take good 
pictures of people inside their studios. But when it comes to 
commercial work, they are at sea with regard to some points. 

Retailers should remember the following points: 

1. To get the best possible picture of a window display it 
should be taken at night. 

2. The light in the window should be fairly strong. Tungsten 
lamps being preferred. Strong gas light or an arc light are 
also good. 

3. All lights in the window should be concealed‘ 

4. Photographs should be taken on a calm night, as a strong 
wind vibrates the camera which should remain absolutely 
steady. 

5. Photographer should stand just far enough away to get in 
the window itself. 

. 6. The average length of exposure for a night picture is from 

10 to 25 minutes, the time depending on the strength of the 
light in the window and the colors. Some windows, however, 
have to be exposed from 30 minutes to an hour, this applying 
more particularly to dry goods where dark cloths against dark 
background are shown. 

7. Prints should be made on glossy paper as better results 
are secured by the engraver from this than from a dull finish. 
Pictures for reproduction in this paper should be about eight 
inches by ten inches in dimensions and unmounted. 

The reason why a photograph should be taken at night Is 
obvious. It entirely prevents reflections and therefore, does 
away with the greatest trouble. It does not matter whether 
people pass between the window and the camera or not, al- 
though no one should be allowed to stand in front of either for 
any length of time. This would darken and dull a portion of 
the picture. A flashlight of a display at night seldom produces 
good results and should be avoided. 

When lights are placed high up in the window, they can of- 
ten be concealed by pulling down the curtain. Otherwise they 
should be covered so that they still shed light on the goods, 
but that they can not be seen by the photographer. Unless 
they are concealed, the photograph will be blurred. 

Some photographers stand too far away from the window to 
get the detail of the arrangement. When reproduced these be- 
come useless in the matter of ideas for others. If the sidewalk 


is fairly wide, the man with the camera can stand on the edge 
of it. It should be distinctly remembered that a window is of | 
little use unless the arrangement is obvious when it is re- 
produced in the paper. 

Commercial photographers advise a “fast” plate for a win- 
dow photograph taken at night. This is preferable to a “slow” 
one because of the length of time of exposure is lessened. 

There are occasions when a photograph has to be taken dur- 
ing the day time—particularly in smaller places where artifi- 
cial light is poor—and a few elementary principles should al- 
ways be recognized in such cases. 

One is that the reflections are worse when the sun is not 
shining on the window. It is, therefore, desirable that the pic- 
ture be taken in strong sunlight with the sun’s rays directly 
on the window to be taken. This kills the reflections and re- 
sults are usually pretty good. Time length of exposure in day- 
light is, of course, greatly reduced in comparison to a night 
photograph with artificial light. One second is probably the 
limit. 

A sure method of preventing reflections in day time is by the 
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Largest assortment in 
the world. Immediate 
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guaranteed. 


OUR NEW ILLUSTRATED 
CATALOG ON REQUEST 


C. J. FELSMAN 


164 N. Clark St. 115 State St. 
(Main Store) (Palmer House Lobby) 
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JOYLAND 


Playtime Book 


(Patented) 
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The faces in this book are all cut from the heavy board leaves and are 
contained in a receptacle. A\ll are interchangeable from one page to an- 
other, making the funniest entertainment imaginable. Brilliantly colored. 


Neatly boxed. 
Size, 8%x1l in. Retail price, $1. 


IDEAL BOOK BUILDERS, Publishers, 
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TOYLAND 


Alphabet Book 


(Patented) 


Instructive and amusing. Made of heavy board leaves. Brilliantly col- 


ored pictures with perforations underneath arranged to receive the alphabet 


letters, which are contained in a receptacle in the book. Boxed. 
Size, 8'4x1llin. Retail price, $1. 
Order from Jobber, Representative or Pabli 


Lakeside Building = CHIC’ AGO. 


use of a screen erected on two poles just behind the camera. 
The best color to use is turkey red with black coming next. 
‘cbis may be simply a light cheese cloth or sheet held up by a 
couple of poles so as to prevent the rays of light from across 
the street entering the window. The camera should, if possi- 
ble, be placed in a hole in the center of the sheet; next best, 
the photographer should stand in front of it. 

A photograph of a store interior is best when taken during 
the day. But it should not be taken when the sun is shining 
on the window. The light should be as evenly distributed as 
possible to get good results, and these can not be secured with 
the front of the store too bright. It is much easier, of course, 
to get a good interior picture than a window, as the photogra- 
pher hasn’t the glass to contend with. 

Now, that the Christmas season is close at hand, many 
dealers will be having their windows photographed so that 
above suggestions will come in handy. This article might well 
be clipped out and placed on file where it can be looked: over 
when a photograph is contemplated. It should be remembered 
that apart from the larger cities, there are few photographers 
acquainted with outside commercial work, so that the dealer 
should be in a position to point out the best time for a photo- 
graph and some of the important points to consider. These 
photographers may be experts at portrait and inside work in 
their studios where they understand all light changes, but 
they need a little coaching when it comes to a window photo- 
graph where reflections are a trouble. 


A LESSON WITH A MORAL IN IT FOR DEALERS. 

One of the worst advertising features any store can have is 
unclean show windows. The writer once Knew a business 
promoter who made a specialty of looking up the worst ap- 
pearing confection store in the town in which he sought to do 
business. He knew he could show a larger per cent of gain in 
that store than in any other. In selecting the store he looked 
for dirty windows. The first thing this promoter did upon 
signing a contract with the owner of the store was to wash 
the windows and put in a new display. 

Then he washed every show case in the place, scrubbed the 
floor, washed the shelving and rearranged the goods. The 
volume of business jumped upward at a surprising rate. 

It should not be necessary for a business promoter to come 
along and do these things. If your windows are unclean wash 

‘them, and if they have not been changed recently change them. 
Put new life into your place of business by re-arranging the 
interior. 

Your patrons may not say anything about the change for 
the better, but they will notice it just the same, and you will 
be classed as a live one instead of a dead one. 

Do not be afraid to copy a good idea. The other fellow may 
have thought of it first, but he will have no copyright on it, 
and will be glad to know that you have adapted his plan to 
your own business. 


JEWELRY AND TOYS DEFINED BY TARIFF BOARD. 

Béaded necklaces, valued at less than 11 marks per gross, 
were recently admitted by the Board of United States Gen- 
eral Appraisers as toys. Under the tariff act of 1909 articles 
of personal adornment were admitted at 85 per cent ad va- 
lorem, under paragraph 448. Adolph Strauss & Company, 


Adams & Clark Sts., 
the New York importers, set up the claim that necklaces 
costing no more than 11 marks per gross could not well be 
termed articles of personal adornment. The board agreed 
with the company and the necklaces were admitted at 35 per 
cent, under paragraph 431, as toys. 
ee ee 

CRAFTSMAN COMPANY TO MANUFACTURE NEW GAME. 

A company with a capital stock of $250,000 has been organ- 
ized in Minneapolis for the purpose of manufacturing the game 
known as “Locale.” The company will be known as The 
Craftsman Company. Its incorporators are W. P. Trumbull, 
Charles E. Blackman, Burton Newberry, Ernest E. Nelson, all 
of Minneapolis, and James S. Sebree, of Pierre, Alabama. 


PORTSMOUTH NOVELTY FACTORY HAS BREAK-DOWN. 
The Portsmouth Novelty Company, manufacturers, of Ports- 
mouth, Ohio., was forced to close its plant for several days on 
account of a serious break-down. The damage has been 
repaired, however, and the factory is again in operation. 
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REPEATING LIQUID PISTOLS 


Fires and 
_ Recharges 
with the trigger. 

RETAILS ae 
for Polished Nickel 


50 cents 
5 inches long 


Safe to Carry 
without danger 
or Leakage 


. 


RETAILS 
iOSo 


RETAILS 
250 


Operate with Bulb Only. 
Good Margin for Dealers 


PARKER-STEARNS & CO. 
294 Sheffield Ave. = -- Brooklyn, N. Y. 
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NOVELTY WOOD WORKS CO. 
UNION CITY, PA. 


MANUFACTURERS OF 
Improved Chautauqua Kindergarten 
Drawing Board and Writing Desk 


Also Line of Juvenile Furniture, Consisting of 


DESKS, TABLES, CHAIRS, Etc. 
SEND FOR CATALOG AND PRICES 


 CHAUTANIUA KINOERCARTN 
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TUCK LINE IS REPLETE WITH NOVELTIES. 

The possibilities of pasteboard are certainly well exempli- 
fied in the clever lines now being shown by Raphael Tuck & 
Sons, 122 Fifth avenue, New York City. This concern reports 
that the Christmas buying of these articles is proving unus- 
ually heavy and when one looks over the lines sharply the re- 
port is well understood. 

The new animal series is handsomely lithographed in colors 
with movable necks, packed 10 in a box, to retail at 50 cents, 
or five in a box to retail at 25 cents. Nor has the educational 
feature, so much in demand these days, been overlooked in 
this line, for on the reverse side of each animal, whether it be 
a cat, dog, lion or tiger, will be found an easy-to-understand 
description of its life history and habits. In this line, too, 
there is a series of “happy children” with short verses apropos 
of the design. 

The See-Saw numbers see-saw vigorously by the pulling of a 
string. They consist of figures comically dressed, are de- 
scribed as “friends and favorites from Nursery Land” and “Up 
and down no end of fun.” 

The Paper Doll series, consisting of beautifully colored dolls 
built of cardboard, are packed neatly in boxes, each box con- 
taining one doll, four dresses and four hats. The “Cranford 
Children” comprise the smaller sizes and still more inexpen- 
sive are “Our Bonnies,’ all packed with four hats and four 
dresses. 

The famous Walking Animals of the Raphael Tuck lines are 
still alive and selling—kicking, too, if you wish to make them. 
And in this connection it would be well to mention the Rider 
and Rower Series, consisting of various “floating” articles that 
would afford a child amusement. For instance, there are tubs 
and quaintly built boats. These, when moved along the sur- 
face of a table will call their comical occupants to row or skull 
most desperately. They appear to be one of the cleverest this 
season’s inventions on the present market. 


The Picture Building series are offered as educational media - 


for boys and as entertaining from the domestic standpoint for 
little girls. For the boys are a steamship, a motor car and a 
locomotive. These items are modeled in closest detail after 
the real and the various parts are separate and distinct, each 
piece consisting of a component part of a motor car, steam- 
ship or locomotive as the case may be. By putting these parts 
tegether a boy can quickly grasp the meaning of the simpler 
devices which go into the construction of these things. Then 
for the little girl are houses and furniture, the latter being 
adapted to arrangement and re-arrangement according to the 
varying tastes of the small “housekeeper.” 

Other popular Tuck lines are “Dollies on their travels,” con- 
siting of complete traveling outfits packed in boxes. Each 
box holds four dolls, one trunk, one suit case, one bag, eight 
dresses and four hats, these costumes being of course inter- 
changeable. 

“Picture Making’ consists of four beautiful pictures ar- 
ranged to be cut and pieced together to form a series of charm- 
ing scenes most interesting to children. 

The Rope Climbers are clever new items, comprising various 
figures, which, by a simple mechanical movement, will climb 
in, a highly sensational manner up the string held in one hand. 

To meet the dramatic instinct of children, ‘Plays in Fairy- 


November, 1913. 


CHAUTAUOUS KINDERGSRTER 
= hod ot - 


land’ have been invented. Here you have a realistic stage 
with attractive settings and small figures to serve as actors. 
The movements of these clever midgets are controlled by one 
hand fully concealed. With this toy, a child can give perform- 
ances of “Little Red Riding Hood,” ‘Puss in Boots,” “Beauty 
and the Beast” and “Cinderella.” Packed with the “theaters” 
are simple worded dramatized abridgements of the stories 
mentioned above. “Plays in Fairyland,” at first sight, proves 
itself a credit to the wonderful Tuck lines. 


KEEP THE GOOD WILL OF THE DAILY. 

It is as important that the dealer in playthings keep the 
good will of the local daily paper, or weekly, as the case may 
be, as it is that he should hold the good will of customers. 
Through the newspaper man the dealer can get much publici- 
ty of the most valuable kind at a time when the demand for 
any special line of playthings is strongest. The dealer also owes 
something to the local pages of the newspaper, because pub- 
licity through the recording of happenings has done more than 
any other single medium to advance the cause of toys. No 
advertising can be more valuable than that obtained from the 
report of an interview with a toy goods specialist as any sea- 
sen is opening. The newspaper is glad to get this, for its news 
value, and the toy dealer should be glad to give it for his own 
good An instance at hand is found in the experience of E. A. 
Nelson, of Rockford, Ill., a sportsman dealer who keeps close 


Collapsible— Compact—Large When Set Up 


RIO Building 


_ Blocks 


TRADE MARA 
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THE NEWEST PRODUCT 
of Artistic Word Units to Build Castles, Forts, 
Towers, Bridges, Etc., of Medieval Times 


a SOMETHING ENTIRELY DIFFERENT from the ordinary 

building blocks. Interesting, Entertaining and uca- 

|| tional. A profitable asset poevery to toy department. Makers 
also of the “ARTOY’”’ Do 

WRITE FOR ILLUSTRATED ED CIRCULAR AND PRICES 


NEW CHICAGO SPECIALTY CO., Mfrs., New Chicago, Ind. 
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Mrs. Pankhurst’s 


‘‘No introdaction necessary— Known the World Over’’ 


UF FRAGETTE 


‘‘Everybody is talking about it— All papers are writing aboat it’’ 


OVER HALF AMILLION SOLD 


“‘It sells itself— Everybody wants one— No selling expenses’’ 
77 LE The Suffragette Puzzle is having a 
Exasperating — maddening in her 


tremendous sale and is making a 
simplicity. She challenges your intelligence, your Ingenuity and your will 


Party. She is puzzling thousands. 


marvellous hit. It has absolutely no 

connection with any  Suffragette 
power. The fascination grows—you come back each time with vim—bound 
to conquer, tut she will puzzle you every time. 


to both sport and the press. Mr. Nelson can not even go to 
Chicago on a buying trip without having a notice to that effect 
appear in the news columns of the press, along with mention 
of some of the newest things in sporting goods. 


GOCYCLE HAS MET WITH REMARKABLE SUCCESS. 


One of the most remarkable records ever made by a new toy 
is held by the Gocycle, manufactured by the J. W. Hance 

Foundry Company, of Westerville, Ohio. 
| This Gocycle is a two wheel coaster with skate attachments. 
The Hance Company claims to be the originator of the two- 
wheel coaster, and while this little toy has been on the market 
only a little more than a year, there are now more than 
200,000 of them in use. They readily appealed to the boys 
and girls of America who delight in anything that is new and 
novel—and useful—and the Gocycle certainly possesses all 
three qualifications. 


This Gocycle is one of the most unique toys ever put into, 


the hands of children, making an ice bike that is a perfect 


RAIN? or SHINE? 


THE HALLOMAX 


Weather 


indicator 


Will tell truthfully 
and in a most fas- 
cinating manner. 
Absolutely novel, 
useful and decora- 
tive. 

Already proven a 
popular seller. 
Made in many at- 
tractive designs. 
WRITE NOW FOR CATALOG 


NOVELTY CO. 


New York 


No 109 Size 7x16 


Lighthouse with real red 
color night light, each candle 
burning for eight (8) hours. 


WORLD 


18 Barrow Street 
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THE BIGCEST 


BIG HIT 


EVER PUT ON THE MARKET—EVERYBODY’S DOING IT 
WRITE FOR QUOTATIONS 


Owing to the great demand of these pazzles, orders will be filled in rotation received 


SUFFRAGETTE PUZZLE COMPANY 


Groat Britian-United States-Canada--Head Offices at OTTAWA,CAN. 


SELCHOW & RIGHTER COMPARY 


United States Selling Agents, 620 Broadway, NEW YORK 


coaster on ice or hard snow, and is operated by the boy or 
girl standing with one foot on the coaster while he or she 
uses the other as a propeller. One glide will send the coaster 
a distance of several feet, and, by giving long, vigorous strokes, 
graceful action and speed is attained, and at the same time the 
child gains the very best of exercise. 

The children never tire of this Gocycle sport, as they are fas- 
cinated by the coasting, and find they are able to guide the 
coaster in any direction and they also delight in the idea of rid- 
ing standing up. 

During the summer months the rollers are used, but when 
snow and ice come the child may attach the skates for use on 
icy sidewalks or frozen ponds. The skates are readily at- 
tached, only one bolt being necessary for each of the two 
skates, and any child can readily attach or detach them. The 
skates and the coasters are sold separately. 

This toy appeals to boys and girls alike. The Hance Com- 
pany reports that the demand for these toys is constantly in- 
creasing, and the number already sold has gone far beyond 
their ponies hopes. 


FORT PITT 
GO-CART RUNNERS 


EASILY ano QUICKLY 
ADJ USTED .. 


en eee “WITHOUT mele Vtg es 
“41 DISTURBING [f2S20- ‘Ni 
A Sp op MUEELSonormanPa i 
Ke ai  \\ PeqgPATENT APPL'D FOR NS «7! 
K FORT PITT BEDDING COM»,,") 4. 
on WORTH SIDE PITTSBURG. PA." sesagteos 


oe ” 
Seasee? 


THEY ARE ADJUSTABLE 
TO ALL GO-CARTS 


No tools necessary when placing these Runners on the 
Go-Cart. The turning of four Wing Thumb Nuts will 
fasten each Runner. 

Runners are made to fit the large size Go-Carts and ends 
can readily be bent slightly when it is: desired to fit a 
medium-sized Go-Cart. Steel is 3-16 inch thick and 


N ot made for Large Baby Carriages or Doll Go-Carts 


40c. 
$2.10 
$3.75 


ee 


Price, per set, in small lots 
Per 1-2 doz. sets - 
Per doz. sets “ . - 


TERMS: F. O.B. PITTSBURGH, PA. 


Fort Pitt Bedding Company 
North Side, ill che tisces PA. 
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RECENTLY ISSUED PATENTS. 


Of Interest to Toy Dealers and Manufacturers. 


Copies of the specifications and drawings of the following patents 
nae he procured by addressing the Commissioner of Patents, 
Washington, D. C., and enclosing five cents for each copy. The 
number of patent, date of issue, name of patentee and title of in- 
vention should be given. 


Granted October 7. 


1,074,816. Puzzle. Harold G. Randall, Felchville, Vt. Filed Apnil 
13 1911. Serial No. 620,762. 

1,075,250. Coasting Device. David Gingold, New York, N. Y. 
Filed December 9, 1912. Serial No. 735,653 

1,075,264. Table-Archery. John Morrison, Jr., Glens Falls, N. Y. 
Filed September 14, 1912. Serial No. 720,362. 


Granted October 14. 


1,075,372. Go-Cart. Ellsworth B. Overshiner, Chicago, Ili, Filed 
November 13, 1911. Serial No. 660,029. 

1,075,392. Toy Pistol. Charles A. Bailey, Cromwell, Conn. Filed 
January 11, 1912. Serial No. 670,596 

1,075,482 Doll. Ella Dolbear Lee, Chicago, Ill. Filed January 3, 
1913. Serial No. 740,060. 

1,075,846. Flexible Sled. John C. Minish, Ridgway, Pa Filed 
September 16, 1912. Serial No. 720,564 

1,075,865. Toy. Josiah C. Sharp, San Diego, Cal. Filed February 
11, 19138. Serial No. 747,686 

Granted October 21 

1,076,125. Toy Cannon. Joseph D. Kilgore, Homestead, Pa. Filed 
April 1, 1913. Serial No. 758,143. 

1,076,257. Amusement Device. Clark G. Wiltz, Chicago, Ill., as- 
signor to Toby Rubovits, Chicago, Ill. Filed April 10, 1913. Serial 
No. 760,125. 

1,076,307. Card Game. Charles M. Nicholson, Buffalo, N. Y. Filed 
February 4, 1913. Serial No. 746,130. 

1,076,492. Playing-Cards Lewellen A. Ely, Dayton, Ohio. Filed 
March 4, 1910 Serial No. 547,285. 

Granted October 28. 

1,077,082. Sled August Kliment, Noria, N. Mex. Filed April 15, 
1913. Serial No. 761,306. 

1,077,165. Toy Bank. Louis S. Schwartz, Chicago, IIl., assignor 
dee Rubovits, Chicago, Il. Filed March 31, 1913. Serial No. 

»O106, 

1,077,183 Velocipede-Support. Max Zetschok, San Francisco, 
Cal. Filed January 13, 1912. Serial No. 670,969. 


D. ROSS & SON OPEN NEW TOY DEPARTMENT. 

D. Ross & Son, Inc., of Wilmington, Del., are now handling 
one of the most extensive lines of toys of any firm in Delaware, 
the entire second and third floors of their stores being devoted 
to a display of playthings. 


e e ‘Dri 
The Horsemobile (276, is! Hite ¢ ree! 


15 styles of children’s figured 

vehicles. Send 35 cents for 

Stick Horsemobile and sample 
of our unbreakable 
wood, Postpaid. 


Catalog Free 


180 Horsemobiles 
' “* sold in one small 
\ i -4 ° city. 


Dubuque Toy Manufacturing Company 


Dubuque, Iowa 


National Decorated Metal Sheets 


FOR TOY MANUFACTURERS 
WILL STAND DEEP STAMPING 


Their use saves expensive and tedious dipping or hand painting. 

Show us what you make and we will send samples to suit the 
purpose. 

NATIONAL METAL COATING & LITHO. CO. 


ELIZABETH,N. J., U. S. A. 
Pacific Coast Office: 215 Sharon Bidg., San Francisco, Cal., F.J. Klenck, Jr., Represeatativ, 


WILLIAM FULD 


1306 North Central Ave., Baltimore, Md 


Manufacturer of **OQUIJA’®? 


The Mysterious Talking Beard, and Parlor ‘‘Retarn Peol’’ 
LIBERAL DISCOUNT TO DEALERS 
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It is time for you to place your order for 
the Winter’s supply. 

This snow shovel is a perfect facsimile of 
the real thing, and a child will have more fun 
with it than any other winter toy. 

We make them of the finest selected lumber, 
thoroughly seasoned. 

They are finished in either crimson stain or 
natural wood color. Both finishes are given a 
wax finish that makes them very attractive. 

Do not let the first snow find you without a 
supply of these shovels. 


Arcade Manufacturing Company, 
Freeport, Illinois, U. S. A. 


[THE GAME C 


(TRADE MARK ees 


| Ter Is No Card as on =a Market Sineiaes to RUMME || 


in quality, style e and the way to play it, RUMME is the equal of any game 
sold for twice the money. 
|] RUMME is based on a playing card game that is at present the most 
| popular pastime in clubs and society everywhere. Several other so-called 
new ones are modifications of this same game, but in value, price and 
profic to the dealer RUMME stands at the head. 

An analysis of RUMME will reveal these interesting facts: 


52 Cards | Label Printed in Gold 

Lithographed in Colors Method of Play: Fascinating 

||| On Fine Quality of Stock In Appearance a First Quality 50-Cent Game 
11 Round Cornered In Reality a 25-Cent Game 

|| Se seeencicy ae ha In Profit to the Dealer-a Desirable Gand 
||| New and Attention-Getting Designs ppamemnom ert 

11] Put Up in Partitioned Box In Appeal to the Customer a Sure Selling 


||| Box Covered with Rich Embossed Paper Game 


It Will Bring You Proof || 
of the Quality and Show || 
You How You Will Let a | 

Good Substantial Profit || 
Slip Past You by Not 
Peathege i RUMME on Your 


Let Your Steno- 
grapher Copy This 
||| Mail to Us. 
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